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One section of convention hall, Northwestern Lumbermen’s Association, Minneapolis, Minn., Jan. 17-19, 1928 


nan, (HE annual convention season is now in full swing. North, South, East and West, 
ection lumbermen are gathering at their association meetings to discuss their problems 


yard. 


aity. and plan for the future. Facing a big building year, with keen competition both in 
an. and out of the industry, lumbermen find co-operative effort more necessary than ever 

: before and that there is greater need for better merchandising. Twenty conventions 
it are reported in this issue of AMERICAN LUMBERMAN. Every report contains 


lon as helpful ideas and suggestions. Don’t miss any of them. 
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. Pennsylvania Lumbermen’s Association, Philadelphia, Pa., Jan. 18, 1928. Opening event of a great convention 
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Better Values 
Assured by 


SPECIALISTS 


The above photo will give you an idea 
of the fine quality lumber we are ship- 
ping to our hundreds of regular cus- 
tomers. If you are not now numbered 
among them, you are overlooking a re- 
liable source of supply. Investigate our 
facilities for promptly supplying every- 
thing in Cypress Lumber. 


Gregertsen Brothers Co. 


332 So. Michigan Ave., CHICAGO 


Yards and Planing Mills: CAIRO, ILL. 














“An Insurance Policy Against Emergency” 


That is how Mr. S. A. Stamm, Chief Engineer for the Pacific 
Lumber Company characterized their “AMERICAN” Loco- 
motive Crane. The “AMERICAN” Crane has proved very 
dependable in any emergency. In addition to any emergency 
work that may come up it stacks all the logs in a stock pile 
and rehandles these logs to the pond. It also does all neces- 
sary switching. During the year it handles approximately 
thirty million board feet of lumber. 


Descriptive literature on request. 


ig AMERICAN 


HOIST & DERRICK CO. 
Saint Paul, Minn. 








New York .Chicage . Pittsburgh , Seattle, St. Louis. New Orleans 
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MOKE is a community nuisance and 
shows that fuel is being wasted. 


Due to complete combustion with the 
Allington & Curtis stoker for wood fuel, 
both smoke and fuel waste are eliminated. 


Your fuel saving 
will be important, 
but this is not the 
Only money sav- 
ing feature on this 
stoker — send for 
the other facts. 








Main Office and Works: 
Saginaw, Mich. 
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Boston, Mass. 


Offices : 
Chicago, Ill. 
New York, N. Y. 

















Branch Office and Works: 
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Is There 
Some Book Here 


YOU NEED? 


In the most profitable conduct of your busi- 
you must frequently refer to outside sources 


SEND FOR for new ideas, more economical methods and 
CATALOG time saving suggestions. And right there is 
Our list of books Where the Americe~ Lumberman book depart- 


covers a wide ment can be of real service to you. 
Our < re sulects, Write us the nature of your problem, and if we 
helpyou selectthe _ have any book offering a solution, we II be glad 
ones you want. to tell you about it, price, etc. If we haven’t 


he book you need, we'll try to get it for you. 


American Lumberman 
431 So. Dearborn Street, 


CHICAGO, ILL. - 
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We aim at 


stocks of Northern Hardwoods and we can assure you 


the very best of 


more Wells’ Hardwoods ‘have been known for their 
merit. Look over the following dry stock: 


100M’ 4/4 No. 2 Com. Basswood. 
20M’ 8/4 No. 2 Com. Basswood. 
50M’ 4/4 No. 1 Com. Basswood. 
5/4 No. 1 & Btr. Basswood (Key Stock rejects) 


8M’ 6/4 Selects Basswood. 
17M’ 6/4 No. 1 Com. Basswood. —_ 


We'll appreciate an opportunity to serve you. 


J. W. WELLS LUMBER CO. 


Also manufacturers of DIAMOND HARD MAPLE FLOORING 


When You Want Hardwoods 
Always Try Wells First 


all times to carry fairly well assorted 


values and service. For thirty years and 


MENOMINEE, MICHIGAN 
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MAPLE 


FLOORING 
























viv 
v 





“EXTENSIVELY USED AND BY MANY EXCLUSIVELY” 











Win Builders Confidence 


by selling the kind of lumber and flooring you know offer 
the longest wear and most economy. 


Hundreds of dealers have earned the confidence of 
their customers by selling our Birch and Maple Flooring. 
Its superior quality and milling is maintained by employes 
who have spent years in making flooring. It is therefore 
a good buy for dealers everywhere. Order a trial car or 
two today. 


FLANNER COMPANY 


BLACKWELL, WISCONSIN 
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The Values YouWant 
in Hardwoods 


Since 1893 our organization has special- 
ized in the production of fine quality hard- 
wood lumber. We have always maintained 
high manufacturing standards. We have 
hired the best workmen we could get, 
have given them the equipment to work 
with and demanded a quality job. 


And the way our customers have stayed 
with us proves we have delivered the: 
goods. We invite you to give us a trial. 


Holt Lumber Co. 


OCONTO, WIS. 


NOTE: 


For samples of the fine quality 
Maple, Birch and Oak Flooring 
being produced in new daylight 
flooring plant, address 


Holt Hardwood Co. 
Oconto, Wis. 
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Landing the Bills 


by the skin of your teeth is no 
fun. 


Give your competitor some- 
thing to meet besides price. 


S. I. MisSIsSIppi Pine is 
your advantage over the other 
fellow. Your competitor’s lum- 
ber may be a nickel better in 
price—but S. I. MisSIsSIppi 
Pine is dollars better in looks 
and wear. 


It brings customers back 


time after time. 





Si Pine says: Mind 
your P’s and Q’s— 


Price and Quality. 





Put in a couple of cars, and 
land the bills at a profit to you 
and your customers. 








SIncerely, 


ba 





Long Leaf Sales Office: 
Trenton Lumber Co. 
JACKSON. MISS. 


Short Leaf Sales Office: 
W. C. Wood Lumber Co. 
COLLINS, MISS. 























Southern Yellow Pine 


END MATCHED! 


Flooring, Ceiling, Siding and 
Sheathing lumber—Lays with- 
out waste in all grades—Practic- 
ally no cutting—Joints mechan- 
ically squared — Requires less 
labor to lay — Stronger, better, 
and makes a better job. 


SAVE THE WASTE! 


KAUL 


LUMBER 
co. 


BIRMINGHAM ALA: 
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FROST 
PINE 


Finish 


A PRODUCT MADE 
FOR DISCRIMINAT- 
ING RETAILERS. 
GRADE MARKED, 
OF COURSE. 
ALWAYS AVAIL- 
ABLE 





Frost Lumber 
Industries, Inc. 


General Sales Offices St. Louis, Mo. 


SOUTHERN PINE IS DEPENDABLE LUMBER 
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This Picture Doesn't 
Tell The Story! 


NUORONUOMONUOMOMI OOO 








You cannot tell the story of a white, light, . 
almost pitchless short leaf pine with a picture. 
You must see Nearwhite itself, you must pick 
it up, run your hand down the satin surface, 

< look at the close texture to know just how 

5 fine it is. 

i For finish of homes, for factory cutting, for 

B every bin in a well assorted retail yard, 

2 Nearwhite pleases. 

. Then, of course, there’s the center of the 

° log four dimension, and the Rosemary in 

e| our forests for timbers. Sumter presents 

5 a timber product for every purpose. 

5 INCORPORATED 

| Electric Mills, Miss. 

z for twenty years and then a second crop. 





ELROD, 





More Profit 


for 
the Dealer 


There is more profit for 
the retail dealer in Pio- 
neer stock. 


There’s our common lum- 
ber, better because lighter 
and whiter and _ easier 
working than the usual 
lumber, and all kiln-dried; 
there’s our cut-to-length 
finish and trim; and 
then there’s end-matched 
items, ceiling and drop- 
siding; and flooring cut 
from dense, tough trees 
of Rosemary pine. 


If you haven’t admitted 
yet that end-matched is 
the most profitable lum- 
ber you can buy we wish 
you'd write to us and let 
us tell you about it. You'll 
be another convert. 


These items can be obtained 
in any quantity by ordering 
mixed cars 





PIONEER 
LUMBER CO. 


ALABAMA 
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is stamped on all common lumber. 
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A Giant on the 
East Coast 
u should know/ 





IE 
A OBEY I 
PINE. SALES = 
CORPORATION Se pwr00? 


















A 

E’S a likable fellow be- ad 
cause he’s good through 25 

and through — good timber; a8 
good milling facilities; good ze 
lumber; twenty good fellows A 


who know buyers needs and 
how to fill them; good big 
stocks that always insure 
quick deliveries. 








If you are not familiar with all of the characteristics 
of this “giant” sales organization, it will pay you to 
investigate soon. 


We invite your inquiries and orders for well 
manufactured, carefully graded, properly seasoned 


North Carolina Pine, Southern Hardwoods, 
Deep Swamp Cypress Lumber 


Southern Pine Sales Corporation 


Suite 1236, Woolworth Building, - : - NEW YORK CITY 


CHARLES HILL, General Sales Manager 
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In the days 
when integrity 
Counted 


the days we now point to with pride as the time when the 
fundamental principles were being adopted for the later 
day success of our country —home builders even then 
selected lumber that was easy to work and assured them long 
service. 


In many of these old eastern cities we find several of 
these old homes standing today as testimonials to the 
durability of wood. 


CAMP'’S cxciinn PINE 


lumber offers your customers the same beauty, durability and economy. 
Its bright, clear, soft texture makes it naturally fitted for all building 
uses from mud sills to roof boards. For more than forty years eastern 
home builders have used Camp’s North Carolina Pine finish, flooring, 
ceiling, siding, moulding, partition, etc. 





Remember, we never carry these items in stock but manufacture 
them only as the orders are received. This protects you against 
stained, cinder marked, shop worn lumber. We invite your orders for 
straight or mixed cars. 


Camp Manufacturing Co., Franklin, Virginia 


EASTERN SALES OFFICES : 


DAILY CAPACITY NEW YORK: 51 East 42nd St., Vanderbilt Bldg., GEO. JONES, Mgr., MILLS 
Saw Mills . . 500,000 Feet Phone Murray Hill 4671 Franklin, Va. Marion. S. C, 
Planing Mills . 600,000 Feet PHILADELPHIA : Otis Bldg., E. D. WOOD, Mgr. Wallace, N.C. St. Stephen, S.C. 


PITTSBURGH: Oliver Bldg., GEORGE L. CAMP, Mgr. 
TAMPA, FLA., 3504 Barcelona St., B. J. WILKINS, Sales Rep. 
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ARKANSAS | 2a aa 
‘SHORTLEAF | an =e 


Brapiey BRAND Let Us Carr y 


Oak Flooring 


PN pened ORS YOUR Spring Stocks 














M - 
ve “ ” Why not try a little different plan this spring? Instead 
; of ordering a big lot of stock that you don’t know whether ‘ 
“Aromatique” Red Cedar you're going to be able to sell, order what you need as you ‘ 
Clothes Closet Lining need it in Bradley mixed cars. 





We can mix a big variety of items and thus keep your 
stock: investment down and our quick shipments enable 
you to get quick replenishments as you need stock. 


Other dealers find this plan works out to perfection. It 
offers you big economies. Let us hear from you. 


Bradley Lumber Company of ARKANSAS 


Office, Mills, Factories & Warehouses ° 
WARREN, ARKANSAS 


ts BRADLEY’S sens 










CIENTIFIC kiln- 
drying preserves 
within our products 
nature’s sturdy and 


beautiful qualities. 
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Clear Sheet Glass for Windows 


Flat- Drawn 


A glass made by an exclusive process 
—absolutely without bow—uniform 
in thickness and strength—with 
a fire finish of high lustre—which. 
can be cut, handled and glazed 
with a minimum of breakage—and 
which can be glazed either side out 


ees 


drawn clear sheet glass for windows. 


Aided by a national advertising cam- 
paign in the Saturday Evening Post, 
a definite demand is being created 
for quality glass — and likewise a 


definite prestige and preference for 


because it is truly flat—that is what 
LIBBEY-OWENS offers in its flat- 


LIBBEY-OWENS flat-drawn clear 
sheet glass for windows. 








THE LIBBEY-OWENS SHEET GLASS CO. 
TOLEDO, OHIO 





LIBBEY-OWENS FLAT-DRAWN CLEAR SHEET GLASS FOR WINDOWS 


Distributed through representative glass jobbers and used by sash and door manufacturers everywhere 








A Sales Messenger That Gets 
Results— 64e HOME MAKER 


This attractive, newsy magazine is published 
monthly by the American Lumberman as a sales- 
help for retail lumber dealers. Its many interesting 
articles create interest in home / 
building, remodeling and re- 

The HOME MAKER carries 
your name and address on 

























three prominent pages (see It Goes 
illustration at the right) and ° 

has every appearance of hav- Right Into 
ing been written and printed the Home 

by you. It is, in fact, Every Month 


The Lumber Dealer’s 


a and is enjoyed by eve member of the 
Own Magazine wg y ry 


family. Use the HOME MAKER to “blanket” 

the territory you can profitably serve and let it 
build goodwill and sales for you. You'll say it is the 

best and most economical advertising you ever used. 






a eR any’ ee, ' 
Coupon Now —_' | 


American Lumberman, 431 S. Dearborn St., CHICAGO, ILL. 


I am interested in the HOME MAKER. Please send sample copy and 
It will not oblige you in any way but will eae, Svar 
bring you a sample copy, prices and com- | prices—without obligation to me. | 


plete information. Pin the coupon to your | 
letterhead and mail it now. Name. ... 


American Lumberman | 
431 So. Dearborn St., CHICAGO, ILL | 
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Satisfaction in Every Foot 
of Bude Quality Shortleaf 


Satisfaction for contractors, carpenters and build- 
ers to whom you sell lumber, because Bude Quality 
has the easy working qualities, the light weight and 
the good manufacture they demand. 

Satisfaction for you because Bude Quality will 
hold your trade and make good profits for you. 

Year in and year out the bulk of Bude Quality 
lumber goes to pretty much the same buyers. They 
stick to Bude Quality because it gives them what 
they want. : 

Let us quote you on a mixed car of “Bude Qual- 
ity” finish, casing, base, ceiling, siding, mouldings, 
shiplap. boards, lath, etc. 


Homochitto Lumber Co. 
BROOKHAVEN, MISSISSIPPI 


EASTERN SALES OFFICE : SCRANTON, PA. 
Also Selling Newman Dense Longleaf Products. 





BUDE QUALITY 
SHORTLEAF PINE 











Short Stock 


Right now we have a small 
accumulation of short length 
lumber suitable for short cas- 
ing, ceiling, flooring, siding, 
crating or for working to 
special patterns. 


This stock offers a profit- 
making opportunity to live 
lumber dealers. Write us 
for the figures. 


Southern 
Hardwoods 


We have a separate hard- 
wood plant at Bude, Miss., 
in which we are manufac- 
turing Poplar, Red and Sap 
Gum, Cypress, Red and 
White plain and quartered 
Oak. This is an up-to-date 
band mill, manned by a 
thoroughly experienced 
hardwood crew. 


Let us hear from 
you regarding 
your needs. 
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Cut! 
Seasoned | 
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Priced | 
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Your 1928 Lumber 


Send for recent stock price list. 
Let us put you on the mailing 
list for our “2 x 4"... miniature 
lumber magazine 


LONG LAKE LUMBER 
—__ Spokane, Washington. 

























END-MATCHED 
\y FLOORING 


Symbol of The Criterion in 
flooring value, embodying su- 
preme slow growth, dense Long 
| ram Colyvas eo lilome tiem es tem-lec 
vanced economic feature of— 


End-Matching 


| Marketed according to length 
| classifications which assure 


rapid turnover including the 


| famous fast selling 


LOCKHART 


Bungalow 


For quotations ask your nearest dealer 


Cage about our ete ae, 
FLOORING SPECIALS 


JACKSON LUMBER CO. 


Manufacturers +» LOCKHART, ALABAMA 


A CROSSETT WATZEK GATES INDUSTRY 
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Big Colby electric-crane quickly loads lumber 
from dock to vessels. Six ocean-going vessels 
have been loading at a McCormick dock in a 
single day. 


) AKIN 





























McCormick steamship service 
speeds up your lumber deliveries 


Mccormick steamships trans- 
porting McCormick lumber are render- 
ing a definite service to thousands of 
retail yards. 


Our coast-wise vessels sail almost daily. 


‘Our ocean vessels have weekly sailings to 


the Atlantic seaboard. We are carrying 
millions of feet of McCor- 
mick lumber through the Pan- 
ama Canal every month. 
Together with the owner- 
ship and operation of our 
own timber lands, camps, 


logging railroads, mills, treating plant 

and convenient sales offices, you are as- 

sured of rapid deliveries and absolute 

dependability of service in all your yard 

needs. You can always profit through — 

McCormick service. 

Let the nearest McCormick represen- 

tative or sales office quote you. 
Besides cargo facilities, we 
have access to all trans-conti- 
nental railroads. Quotations 
all rail anywhere in the United 
States. 


Chas. R. McCormick Lumber Co. 


SALES OFFICES: Portland, San Francisco, Seattle, Los 
Angeles, San Diego, New York, Philadelphia. MILLS: 
St. Helens, Oregon; Port Ludlow and Port Gamble, Wash- 
ington. TREATING PLANT: St. Helens, Oregon. 


Douglas Fir . Cedar 


* Spruce + 


Hemlock 
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NEW YORK OFFICE: 2112 The French Bidg., 551 5th Ave. 








The cies Dock at Pinedale 


Na aT: ms 


Sugar Pine 1 esthes Co., FRESNO Pinedale, Calif. 


All surfaced lumber 
of all grades loaded un- 
der cover. Plenty of 
space, plenty of light. 
Our graders work un- 
der the most favorable 
conditions. 


Another reason for 
the uniform grades of 


Pinedale | 
SuGAR PINE 


CHICAGO OFFICE: 1708 Conway Bldg., Washington and Clark Sts. 











Satisfaction for You 


in California Pines 


We are delivering a high order of 
satisfaction to scores of buyers of White 
and Sugar Pine, California Redwood, 
White Fir, etc., in all parts of the coun- 
try. Our service satisfies because we 
know customers’ requirements and we 
know 


Cut Sash and Door Stock 


Finish, Factory Lumber, Shop 
Dimension, Common Grades 


Why not tell us your needs and let us 
demonstrate that we can give you the kind of 
lumber you want? We are confident that we 
can give you the same good satisfaction we are 
giving others. 


Wendling- Nathan Co. 


Established 1914 
Lumbermen’s Building. 
110 Market Street, 





SAN FRANCISCO, CALIF. 








California White Pine 


Lumber and Box Shooks 


Annual Production 50,000,000 Feet 








Mount Lassen in Eruption 


Lassen Lumber and Box Co. 


Sales Office: Monadnock Building 


Millis: Susanville, Cal. SAN FRANCISCO. CAL. 
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Mixed Cars White Pine 


Doors ~Frames =~ Sash = Lumber 
Mean Big Savings—Quick Turnover 


Mail Coupon Below for Delivered Prices 


Just check on coupon below, noting 
items you are interested in, mail coupon 
to us at 360 North Michigan Avenue, 
Chicago, and we will quote you delivered 
prices at your station. You will be 
under no obligation and you will be sur- 
prised at the big savings we can make 
you. 


You can buy a few doors, some Sash, 
Window and Door Frames, Mouldings, 
Panels, Sash Stock and end load with 
shed or yard stock, all at very low prices 
—as low in small quantities as in straight 
cars, thus reducing your investment and 
increasing your turnover. Just now 
prices on these items are very low—act 
today—mail coupon and see for yoursélf. 
If you want to know more about Paul 


An Average Mixed Car 
Order 


As an example of how easy it is to make 
up a mixed car, 


160 Doors, average weight 45 lbs. per door 7,000 Ibs. 


150 Frames, average weight 40 Ibs. per 


PIE bn ive miwvte cence dens boda taeks 6,000 Ibs. : 


50 Thousand feet Mouldings, average 


weight 20 Ibs. per thousand lin. ft... 1,000 Ibs. 


300 Window or Sash, average weight 


SPUN seeescvovesvoceteucvevinasanss 3,000 Ibs. 


10,000 Feet Bevel Siding, average weight 


600 Ibs. per thousand .............. 6,000 Ibs. 


5,000 Feet Bungalow Siding, average weight 


1,200 Ibs. per thousand.............. 6,000 Ibs. 


4,000 Feet Selects, average weight, 2,000 lbs. 


BOP GROUINE ...occccccccceckecsicss ‘8,000 Ibs. 
Boards, Dimension, Lath, etc., only... 3,000 Ibs. 











SAN FRANCISC 


REGISTERED 


Chicago Yard and 
Warehouse 


A very complete stock of Calif. White 
and Sugar Pine is carried in our Chicago 
yard, also a stock of Doors, Windows, 
Panels, Mouldings, Frames, Garage 
Doors, Cut Stock, Screens and general 
line of millwork. 


If interested we will send you catalog 
showing millwork items carried and de- 
livered Prices. Check here, 


Send Chicago Warehouse Catalog 0 





Bunyan’s—just say—‘“‘Send Paul.” 


Monadnock Building, 


“Producers of White Pine for Over Half a Century” 


The RED RIVER LUMBER CO. 


Mill, Factories and Sales, WESTWOOD, CALIFORNIA 
Distributing Yards, CHICAGO, LOS ANGELES and MINNEAPOLIS 


SALES OFFICES: 


807 Hennepin Avenue, 360 N. Fanny Ave. 
MINNEAPOLIS CHICAGO 


702 E. Slausen Ave., 
LOS ANGELES 


Detach and Mail This Coupon to The Red River Lumber Co., 360 No. Michigan Ave., Chicago 


Check items on which you desire prices. 


THE RED RIVER LUMBER CO., 
360 N. Michigan Ave., Chicago 
Please give us delivered Prices in cars on items checked. 


Doors [] Panels (] Lumber 
Selects [] 

Windows [] Mouldings ([] Shop 1 
Siding a) 

Moulded Sash Stock [] Cut Sash Stock [] Dimension [] 
Boards [_] 

Frames [] Cut Door Stock [] Lath [1] 

A copy of Paul Bunyan will be sent if so requested. 
Ee EE ae Per TST TTT TT TTT Uh 
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Cure Those Inventory Ills 
With PALCO Buying Plan 


You have just recently completed inventory taking and the 
dark spots are still fresh in your mind. Why not resolve right 
now that next year’s inventory will show no such stale stock? 





Don’t Just Sell Boards 


By adopting The Pacific Lumber Co. buying and merchandis- 


ing plan you keep the various items you carry constantly mov- SELL SERVICE 

ing in harmony, just as the various parts of an automobile, for Modern lumber merchandising 
example, all move in the right way at the right time to make calls for the right wood in the right 
the car go place in order that builders may 


get the years of service from their 
homes they have a right to expect. 


The PALCO buying plan for increasing turnover was set The Pacific Lumber Co. buying 


forth in our advertisement in this publication last week. If you and merchandising plan makes it 
didn’t see this, write us and we shall be glad to mail you a easy and profitable for dealers to 
reprint. carry out this policy. It helps deal- 

. ers create the customer confidence 


that increases sales. 
the Pacific Lugpber Co Dealers who have been following 
ays: The Pacific Lumber Co. plan for 
aay several years know that it’s a profit 
maker—that it speeds up turnover, 
reduces stock investment and elim- 
inates dead stock. 











The Largest Manufacturers and Distributors of California Redwood. 


332 So. Michigan Ave., CHICAGO 100 E. 42nd Street, NEW YORK 


























Build 1928 Sales With This Lumber 


Pelican California White Pine is the kind of lumber that satisfies customers and 
brings them back for more. Because carpenters, contractors and builders like Pelican 
Pine it builds steady trade for dealers who sell it. If you want more sales in 1928, 


sell Pelican Pine. (te aes ten 0 tate’ 


PELICAN BAY LUMBER COMPANY 


824 New York Life Building, Chicago, Illinois Kl 
:— { 1406 Keenan Bldg., Pittsburgh, Pennsyl amath, Falls, 
Sales Offices { 806 Southwestern Life Building. Dalla 8, —— Oregon 
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The Most Practical 
Building Material 
You Can Recommend— 


urable 


l I 
AMERICA’S PERMANENT 
LUMBER SUPPLY 











You can get all of it you want when you want it and in 
any grade, size and length. Douglas Fir is naturally suited 
to a thousand-and-one building uses—both interior and ex- 
terior. It is strong, durable, light, stiff, easy to work and can 
be painted, stained or enameled. 


Everywhere, in all sections, the demand for Douglas Fir 
is increasing. National advertising is making its merits 
known to architects, contractors and builders. They are 
using millions of feet of Douglas Fir lumber and structural 


material this year. This demand will continue to increase | 


every year but we will always be able to fill the orders from 
our customers because we are among the largest manufac- 
turers of Douglas Fir and Sitka Spruce on the Pacific Coast. 
Check over your needs in the items listed on the right and then 
get in touch with our branch office nearest you. Our represen- 


tative will gladly call on you or give you complete details on our 
mixed car service. 


Northwestern Bank Bidg., 


BRANCHES: 
Chicago Office: 332 South Michigan Avenue 





We Are Exclusive Selling 


Durable : 
Douglas Fi 
imerica’s Permanent 
Lumber Supply 
Vertical Grain Finish 
Flat Grain Finish 
Vertical Grain Stepping 
Vertical Grain Casing 
Vertical Grain Base 
Vertical Grain Flooring 
Flat Grain Flooring 
Mouldings 
Dimension, Boards 
Plank, Timbers 
Shop and Factory 
Lumber. 


Sitka Spruce 


Finish, 4/4 to 8/4 

4 to 6 inch Bevel Siding 

8 to 10 inch Bungalow 
Siding 

4/4 to 12/4 Kiln Dried Fac- 
tory Lumber 

Kiln Dried Cut Stock & 
Glued up Stock for Doors, 
Screens, Ironing Boards, 
Cabinet work, Cores, Lad- 
ders, Pianos, Food con- 
tainers, etc. 

Box Lumber 


Also straight or mixed 
cars of Fir garage doors 
with lumber. 


C. D. Johnson Lumber Co. 


PORTLAND, OREGON 


San Francisco Office: 260 California Street 
Los Angeles Office: 403 Petroleum Securities Bldg. 


Agents and Subsidiary && Pacific Spruce Corporation, Toledo, Oregon 
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Wisconsin Rock Elm 


We are one of the largest producers 
of Rock Elm in Wisconsin and our 
timber holdings comprise some of the 
finest Rock Elm timber now standing in 
that state. We cut all thicknesses 
from 4/4 to 12/4 and have dry ready 
for immediate shipment: 

800 M ft. 4/4 No. 2&Btr. Rock Elm 
20 M ft. 4/4 No. 2 Common Rock Elm 


$ 
K 
? 
: 
i 
BB 


N 
70 M ft. 10/4 Ne. 2&Btr. Rock Elm 
If you use Wisconsin Rock Elm we 
would like to have you get in touch 
with us. 







conto ompany 
817 Ry. Exch. Chicago, Ill. 


Mills and Yards at: 


Oconto, Wis. Nahma, Mich. 


‘RHINELANDER, 


























WISCONSIN- MICHIGAN 
LUMBER Co. 
EAGLE RIVER, WIS. 


Hardwoods for Sale } 




















Thoroughly Dry, Band Sawn 
4/4 Ne. 3 Com. & Btr. Ash...... 60 M’ 
4/4 Ne. | Com, & Btr. Basswood. 86 M’ 
5/4 Ne. | Com. & Btr. Basswood... 97 M’ 
Ge Pee BD cndceoccecoceccces 110 Mm’ 
Sel. & Btr. Bireh............ 200 M’ 
4/4 Ne. | Com. Bireh ........... 34 mM’ 
4/4 No. 2 Com, Bireh............ 200 M’ 
4/4 Sel. & Btr. Hard Maple...... 171M’ 
4/4 Selects Hard Maple .......... 25 mM’ 
4/4 Ne. | Com. Hard Mapie...... 115 M’ 
6/4 No. | Com. Hard Maple...... 12m’ 
6/4 Ne. 2 Com. Hard Mapie...... 50 M’ 
4/4 Ne. 2 Com, & Btr. Soft Maple 52 M’ 
4/4 Ne. 2 Com. & Btr. Elim. .340 M’ 
4/4 Ne. 2 Com. & Btr. Rook Elm. 13 M 
We sell only what we ake 
is. — Hardwoods — 
K- - 














We manufacture the very highest 
quality — 


4/4 to 16/4 
Birch, Maple, Elm 
and Basswood 














“Old Faithful” Hemlock 
and Perfectly Manufactured 


Maple Flooring 


Get our proposition on Mixed Cars. 


Sawyer Goodman Co. 
Marinette, Wis. 





Contented 
Customers 
Continue 

Calling for 


Cc. C. COLLINS 
LUMBER 


Manufactured at 
WISCONSIN 





Look on 
This Page 


The first thing to do 
when you want North- 
ern Hardwoods, Hem- 
lock or Pine is to look 
on this page. These 
manufacturers will 
give you prompt and 
satisfactory service. 


Rust -Owen 
Lumber Co. 


DRUMMOND, WISCONSIN 


Manufacturers of 
WISCONSIN 


White Pine 
Hemlock and 
Hardwoods 


and 
White Pine Pattern, Mask 


Dressed “EXTRA STANDARD” 





Loose Leaf 
Estimate Form 


At last! An estimate sheet that does not cover the top 
of your desk. What is more standard than a 
HEAD, size 8% x11? Offices doing a vast amount of 
estimating have found it actually large enough for the 
most complicated lumber or mill estimate. No waste— 
this size is found large enough to cover in a single 
sheet the average lumber bill. This letter head size may 
be filed, mailed or bound easily in standard equipment. 
It fits any typewriter; it is very convenient to work upon 
at a desk. 

Forms are padded 25 triplicate sets, 75 sheets to the 
pad. Punched 3 holes to fit standard binder. Original 
white, duplicate and triplicate in colors. POSTPAID. 


5 Pads, $4.00 10 Pads, $7.00 
Binder for Pads, $1.75 


For Sale by 
American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 





DRY BAND SAWN 


HARDWOODS 


Our Own Manufacture 


4 cars 4/4 Selects Brown Ash 

3 cars 4/4 Selects & FAS Brown Ash 
2 cars 5/4 Selects & FAS Brown Ash 
lcar 6/4 No. 1 Com. & Sel. White Ash 
2 cars 5/8” Selects & FAS Birch 


2 cars 3/4 & FAS Birch 
4 cars 4/4 Birch 
4 cars 4/4 & FAS Birch 





2 cars 6/4 Birc 


“Rib Lake Quality” 
Rib Lake Lumber Co. 


OF DELAWARE 
General Sales Dept: APPLETON, WIS. 
Mills at Rib Lake, Wis. 








MANUFACTURERS 
Forest County, 


Hardwood Lumber 


Wisconsin 





Air Dried or Kiln Dried 
We operate our own latest im- 


proved Softex Moist Air Kilns 
with expert supervision. 
Send us your inquiries. 


Thunder Lake Lumber Co. 


Manufacturers 
Rhinelander, Wisconsin 


“Go to THUNDER for your LUMBER” 








JANUA 
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home buyers 
want 
MODERN 


door locks 
SCHLAGE 





Button\oons 


AN you imagine a modern wo- 
man buying a house equipped 
with old-fashioned oil lamps, 

and spending her time cleaning dirty 
chimneys and trimming wicks? You 
knowshe wouldnot buy sucha house. 
You put in MODERN electric lights 
so all she has to do is press the button. 
Why not use the same good judge- 
ment in the matter of door locks? 


Modern door locks, like modern 
lights, operate at the touch of a handy 
button. Never the aggravation or de- 
lay of searching for inside keys that 
are so easy to lose and so hard to find. 
Instant action always. 


You know convenience and leisure 
mean so much to the modern woman. 
You know how she dotes on modern 
things, particularly these magical press- 
the-button devices. Give her what she 
wants, and cash in on it. 


In addition to helping you speed 
up sales, SCHLAGE Locks save you 






TO LOCK: just press 
the button in 
the knob 


TO UN-LOCK: just 
turn the knob 








nside Keys 


are out 


of date. 


money. Installed in % the time re- 
quired by mortise locks. Nocomplicat- 
ed mortising, no adjusting, no screws 
in spindle, knobs, or escutcheons. 
Simply drill 2 holes, slip in lock, and 
set plates for latch and strike. 


Over a million in use. 8 types. All 
U.S.standard finishes. Glass, metal,or 
opal knobs. All metal trims solid brass 
or solid bronze. Latchbolt reversible 
for right or left handdoors. Durability, 
precision, and perfect operation fully 
guaranteed. No building is completely 
modern without SCHLAGE Button 
Locks. Over 2,000 dealers in U.S. 
Made by SCHLAGE LOCK CO., San 
Francisco, California. Branches in 
principal cities. 








Locks for 
Building 
Name_ 
Address. 
City___ 


State Business_ 


MAIL THIS COUPON NOW 


to SCHLAGE LOCK CO., SAN FRANCISCO, CALIF, 
for prices and complete information on SCHLAGE 






ALJ 








The MODERN Lock for MODERN Buildings 
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This is one of the nine large Weyerhaeuser mills producing Genuine White 
Pine. The capacity of this mill is 250,000 feet of lumber in an eight hour shift. 


Nine Large Weyerhaeuser Mills like this one 
are producing Genuine White Pine. Capacity 
250,000,000 feet every year. Stock for immediate 
shipment. 150,000,000 feet on hand all the time. 


When anybody tells you that White Pine is 
“scarce” or “‘can’t be had,” or is “about played 
out”— pick up your phone and call for the 
Weyerhaeuser Man. You'll get Genuine White 
Pine, all you want of it. And as for the quality, 
read what Mr. Edgecomb says on the next page. 





N almost every community there is a 
demand for certain White Pine items. 
And there probably always will be. For 
certain definite uses there is no substitute 
for White Pine. The pattern maker and 
foundry man use it every day. For house 
siding, cornice, outside trim and millwork 
items White Pine has no peer and the de- 
mand for it keeps up among better builders. 


The wide awake lumber merchant is 
seeing to it, today as always, that he gets 
his share of the local White Pine business. 
He knows where the demand is, makes it 
his business to supply it and thus isn’t 
bothered with outside competition. 

White Pine is a quality lumber prod- 
uct—a good item to top the line. It keeps 
the local merchant who stocks it in touch 
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with industrial lumber buyers in his 
town. It is the finest kind of introduction 
card to designers and builders of quality 
homes. | 

If you are neglecting this angle of your 
business you are overlooking profits that 
ought to be yours. 


All lumber sold by the Weyerhaeuser 
mills as White Pine is the genuine article 
of the true, five-needle White Pine family. 
Each piece in the better grades is so 
marked on the face. Thus you can offer 
White Pine guaranteed genuine at the 
source of production. 


Plain Facts for Lumber Dealers about White Pine 


1 White Pine— guaranteed genuine and so 
e marked—is obtainable from Weyerhaeuser 
mills in car-loads or mixed cars. 


The supply of White Pine has not run out, 
e will not for many years, perhaps never. 


3 The largest producers in the world of White 

e Pine are increasing their production. 9 
Weyerhaeuser mills are now producing it. 
Another large mill is under construction at 
Lewiston, Idaho. 


4 The trend in White Pine buying among 
e pattern shop and foundry users is back to 


Mr. Edgecomb Writes about the 
Quality of Weyerhaeuser White Pine 


W.H.Edgecomb & Sons of Knoxville, Pa.,is one 
of the oldest retail lumber companies in that part 
of the country. They are well known as White 
Pine dealers. 

Recently they purchased a car of Weyer- 
haeuser White Pine. Their comments on its 
quality are indeed interesting, considering the 
length of time this company has been handling 
White Pine. The extract from their letter reads: 

**We consider the car of Idaho White Pine, recently re- 
ceived from you, the finest lot of White Pine we have 
ever had. 


**Thestock is very satisfactory and you will hearfrom us 
again when we are in need of another car of White Pine.’’ 


the old method—direct fromthe local lumber 
dealer where White Pine, guaranteed gen- 
uine, is obtainable on personal selection in 
the quantities desired without delays. 


5 Weyerhaeuser national advertising is ac- 

e quainting buyers with the White Pine situ- 
ation and is directing them to local dealers 
for their supplies. 


6 The Weyerhaeuser representative will be 
e glad to explain the Weyerhaeuser plan and 
to help you secure local White Pine business. 





ee oe 
Special White Pine Service 
All Weyerhaeuser Idaho shipments of Genuine White Pine in 
all grades No. 3 Common and better surfaced are species- 
marked as shown above. From the Weyerhaeuser Minnesota 
mills all surfaced Selects and Shop are species- marked and the 
species-mark is also applied to all Cloquet shipments of No. 1 
Common and No. 2 Common surfaced all White Pine when so 
ordered. Rough lumber in either Selects or Shop can also be se- 
cured species-marked whenso specified from either of the above 
producing districts. No extra charge is made for this service. 








WEYERHAEUSER SALES COMPANY 


Distributors: WEYERHAEUSER FOREST PRODUCTS 
General Offices - SPOKANE, WASHINGTON 

















Branch Offices : 
MINNEAPOLIS ST. PAUL CHICAGO KANSAS CITY. TOLEDO 
806 Plymouth Bldg. 2563 Franklin Ave. 208 So. La Salle St. 1418R.A.Long Bldg. 1313 Second Nat. Bk. Bldg. | 
PITTSBURGH PHILADELPHIA NEW YORK PORT NEWARK 


2401 First Nat. Bk. Bldg. 1600 Arch Street 285 Madison Ave. P. O. Drawer 629, Newark, N. J. 
The Weyerhaeuser Sales Company is the combined selling organization of the following Weyerhaeuser Mills and Distributing ‘Plants: 


Cloquet Lumber Company Cloquet, Minnesota Potlatch Lumber Company . Potlatch, Idaho 
The Northern Lumber Company Cloquet, Minnesota Boise Payette Lumber Company Boise, Idaho 
Johnson- Wentworth Company Cloquet, Minnesota Clearwater Timber Company . Lewiston, Idaho 


2 Everett, Washington 


Weyerhaeuser Timber Company . 
. Baltimore, Maryland 


Weyerhaeuser Timber Company 
Weyerhaeuser Timber Company . Portsmouth, R. I. 
Weyerhaeuser Timber Company . . Port Newark, N.J. 
Weyerhaeuser Tbr, Co., Minnesota Transfer, St. Paul, Minn. 


Wood Conversion Company Cloquet, Minnesota 
Bonners Ferry Lumber Company . Bonners Ferry, Idaho 
Snoqualmie Falls Lumber Company . Snoqualmie Falls, Wash. 
Humbird Lumber Company . . . . . Sandpoint, Idaho 
Edward Rutledge Timber Company . Coeur d’Alene, Idaho 
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The Tonner 


The Newest Reo Speed Wagon 
pe head Coupe Cab 4-w internal hydraulic 


cab and chassis 123-inch wheelbase 





springs 


A Speed Wagon for 93% of all Hauling Jobs 
Junior Tonner Standard Master Heavy Duty 


ity up to Capacity up to Capacity =e a ton Capacity up to Cagesisy up to 
ton one ton and a half two tons three tons 
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ANNOUNCING THE FORMATION OF 


UNITED ENGINEERS & CONSTRUCTORS ING. 


DWIGHT P. ROBINSON, PRESIDENT 








COMBINING 


THE U. G. Il. GONTRACTING COMPANY 
OF PHILADELPHIA 


























PUBLIC SERVICE PRODUCTION COMPANY 


OF NEWARK 








DwiGHT P. ROBINSON & COMPANY, INC. 
OF NEW YORK 


Day & ZIMMERMANN 


ENGINEERING & CONSTRUCTION COMPANY 
OF PHILADELPHIA 














THE COMPANY THUS FORMED, WITH A 
BACKGROUND OF OVER FORTY-FIVE YEARS 
OF SUCCESSFUL WORK, WILL OPERATE IN 
ANY PART OF THE WORLD UNDER BROAD 
POWERS PERMITTING PARTICIPATION IN 
EVERY FORM OF ENGINEERING AND CON- 
STRUCTION ACTIVITY. 





























PRINCIPAL OFFICE — PHILADELPHIA 
N. W. COR. BROAD AND ARCH STREETS 











NEW YORK, NEWARK, CHICAGO, LOS ANGELES, ATLANTA, PITTSBURGH, 


HOUSTON, MONTREAL, RIO DE JANEIRO, BUENOS AIRES 














INCORPORATED 
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Here’s Proof 


That Pamudo Has Close-by 
Stocks to Cut Your 
Millwork Investment 


HESE actual photographs illustrate 

the kind of stocks carried near you 
in Pamudo branch warehouses and by 
Pamudo jobbers. 


Here is proof that you need only carry 
a minimum stock—that we can give you 
immediate door and millwork service to 
replenish your stocks and meet your rush 
requirements. 


Here is proof that Pamudo service is 
organized with your requirements in mind. 
We know that it is unprofitable for you 
to have to carry big stocks and have a 
slow turnover. We, and our jobbers, 
therefore, carry the stocks closeby for you 
to draw on as needed, 


And behind this good service, of course, 
is the well known Pamudo quality and re- 
liability. 


Write our nearest warehouse for catalog 
or to Tacoma for name of nearest jobber. 








WAREHOUSES 
AND SHOPS: 


St. Paul, Minn. Kansas City, Mo. 
Chicago, III. Indianapolis, Ind. 
Philadelphia, Pa. Brooklyn, N. Y. 


PAMUDO 


Paciric MUTUAL 


Door Co. 


TACOMA, WASH. 


We sell to dealers and distributors only. 


DOOR AND WINDOW FRAMES, PANELS, 
MOULDINGS, FINISH, CASING, BASE, 
COLUMNS, PORCH POSTS, GARAGE 
DOORS, PLYWOOD, PORCH RAIL, SASH 
NEWELS, CASE WORK. 
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Just Above the Through Rate 


For only two and one-half cents per one hun- 
dred pounds over the through freight rate we 
can ship your orders out of our Chicago yard. 
Are you taking advantage of this milling in 


enty-five million feet of long-leaf Yellow Pine 
timbers, dimension, flooring, crating material, 
etc.; there is Fir up to 30 x 30, one hundred 
feet long; Soft Northern Cork White Pine; 


























transit rate out of Chicago? 


And are you getting your orders shipped the 
same day the orders are given? 


We ship the same day—or within twenty-four 
hours. This is routine for us, because the 
Hines main yard in Chicago is the largest lum- 
ber yard in the world. 


In this one Edward Hines yard there are sev- 


Elm; Basswood; Spruce; Maple; “Beautiful” 
Birch; Hemlock and others. There’s pattern 
and flask lumber; any kind, anything you need 
in lumber. 


Write, telegraph or telephone your require- 
ments. No order is too large for Hines to 
handle promptly. None is too small to de- 
mand our most careful service. 


Edward Hines 
Lumber 


Co. 


2431 South Lincoln Street Chicago, IIlinois 
Telephone Canal 0349 Western Union and Postal Wires Direct to Our Office 












































Quick Shipments of Northern Cork White Pine 


Twenty-four hours is all we require to fill the most. com- 
plicated or exacting order for the softest of Northern | 
Cork White Pine, Yellow Norway or Rainy Lake Spruce. 








Soft White and ai | 
Norway Pine The largest concentration of shipping dry stock is always 
Seneee tj at the service of our growing list of customers. 
p ie Emergency needs find our shipping facilities through 


the Duluth Gateway the greatest to be had in the 
Northern forests—a money and time saver for the 
careful buyer. . 


Four railroads and our vast water frontage insure ready 
equipment and quick movement by land or water. 








Our finest of standing timber and modern manufactur- 
ing plants make us leaders in the Northern Woods. 


Dependable Lumber from a Dependable Source of Supply. 
The Virginia and Rainy Lake Company 


Virginia, Minnesota 
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SinameKight Nefignt/ 


Let others walk the floor! You can “Sit Tight” 
and get ready for expanding business— 


IF—you “Financed Right” when money was ob- 
tainable on a low coupon rate and easy terms of 
repayment. 


Funds are abundant now and we have been able 
to take care of some well-managed operations on a 
coupon rate as low as 514 percent. 


This is the time to utilize the credit of ‘your 
stumpage and facilities. American prospects are 
bullish and Lumber is looking up. 


Consult us about the financing you need to make 
you master of your position. 


$akerfemease Compa 


Portland, Oregon Chicago 
Pacific Building 208 South LaSalle Street 


THE ONLY HOUSE IN AMERICA ORIGINATING AND 
DEALING EXCLUSIVELY IN LUMBER SECURITIES 




















Leaver’s Official Feetage Estimator 


By JAMES M. LEAVER 


Just the book you need for figuring board and surface 
measure of all classes of interior and exterior finish, mould- 
ing, column, tank and silo stocks and cut-up material in 
lumber and veneers for fixtures, panel work, furniture, 
cabinets, mantels, carriage bodies, store fronts, doors, sash, 
blinds, newel, door and window frames, boxes, etc. 

Big time saver for dealers, manufacturers, purchasing 
agents, salesmen, etc. 


$10.00 Postpaid—Send for Special Circular. 


American Lumberman 
431 So. Dearborn Street CHICAGO, ILL. 


























We want to sell the following 


Matic: Hardwood 
DRY Mae. Hardwoods 
BIRCH 5/4 No. 3B Common. 150M ext « . Basswood 
“4 FAs Tailed te EIN ot 52m 8/4 No. 3 Common.. 50M ~—_sLath ........4.. 179M 
/ MUGP soccenccé 15M BASSWOOD 
4/4 No. | Gommon..285M 44 ras — _ SOFT MAPLE 
4/4 No. 2 Common... 80M 4/4 Me. 2 Commen.. 50M 4/4 Select & No. | 
a ‘cscpeneeenon = 4/4 No. 3 Commen.. 20M GM scctvceeoue 75M 
5/4 Selects ......... 6/4 Select & No. i 4/4 No. 2 Common.. 85M 
5/4 Ne. | Common. tt Com 22 6x4 Select & No. | 
tee, 28M 6/4 No. 2 Gommon.. 7M COM. cccccccceces 22M 
6/4 Selects ......... 21M = 6/4 No. 3 Common... 8M HARD MAPLE 
6/4 Ne. | Common... 75M 8/4 No. | & Btr..... 10M 
6/4 No. 2 Common.. 74M 8/4 No. 2 Common.. 20 4/4 Flooring Stock...800M 
8/4 No. | & Btr..... 15M 10/4 No. 2 & Btr..... 15m 5/4 Flooring Stock. ..350M 
10/4 No. | & Btr..... 29 %xt'/e-32” Merch. Ash 6/4 Ne. 2 Common. .125M 
12/4 No. | & Btr..... 15M & Soft Elm OAK 
4/4 No. 3A Common. 88M a” ¢esdaceeene M 


4/4 No. 3B Common. 45M 
5/4 No. 3A Common. 30M 


4/4 Ne. 2 & Btr..... 18M 
4/4 No. 3 Common.. 18M 


Hard Maple Flooring Stock for Rail or Water Shipment. 


19 So. La Salle St., CHICAGO 
Band Mills at Chassell and Ontonagon, Mich. 











“MARATHON” 


MAPLE FLOORING 


Manufactured fr lichigan Maple—the 
WRITE US FOR PRICES 


WARD BROTHERS, Manufacturers’ BIG RAPIDS, MICH. 


Finest in th | 








o AIR DRIED 


N. C. PINE 
setae Feet Annually 2" p imension 


WE SELL TO WHOLESALERS ONLY 


P. M. BARGER LUMBER Co., INC. 
a MOORESVILLE, N. Cc. 


JANUARY 28, 1998 


Roofers and 











Hettler Brand Flooring 


is made at our Chicago Plant by men who 
have been in our employ for years. New 
dry kilns insure the most perfect drying. 
Write, wire or telephone your orders for 
L. C. L., mixed cars or carlots for prompt 
shipment. 


HERMAN H. HETTLER LUMBER CO. 


2601 Elston Ave., 
Chicago, Ill. 


Phone, 
Humboldt 0200 








Are You a Prospect? 
Then Ask Any Policyholder! 


Oldest Largest Strongest 


ENS MUTUAL CASUALTY 


James S. Kemper, President 
Pantheon Building, Chicago, U.S.A. 


NY 














Recommend 
LONG LEAF 


Southern Pine Flooring 


It has many qualities 
which increase sales and 
profits for dealers and it 
costs no more than other 
kinds of strong, durable, 





Daily Capacity 


300,000 Feet of beautiful floors. Our Long 
YARD STOCK Leaf Southern Pine floor- 
pe Ra ap ing is hard, does not easily 
aaah. scratch or dent. It will pay 


you to 


Permit No Substitution 
In the Future 
Replenish Your Stocks Now. 


EASTMAN, GARDINER & CO. 


| LAUREL, MISSISSIPPI 

















C. H. WORCESTER CO., Not Inc. 
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Balancing Hardwood Production Against Demand 






report of a meeting of hardwood manufacturers and others 
held to consider the state of the industry and means of im- 
proving it. An outline of the proposed plan was presented at the 
meeting, its purpose explained and its merits emphasized. In its 
essence the proposal is to make more frequent surveys of the needs 
of hardwood users and the stocks to supply them as they arise. In 
other words, the project involves the adequate compilation of sta- 
tistics and making effective use of them. 
No persons conversant with conditions as they have existed in 
the hardwood industry for several years will deny that lack of ade- 
quate knowledge of the real condition of supply and demand has led 


5 Son as in this paper appears a rather comprehensive 





to haphazard production. It should be permissible to say that, 
given a glutted market, there would be no disposition among lum- 
ber producers to increase their output. Yet there has been hardly 
a week during many months when something akin to that situation 
has not existed. 

Considered purely from the viewpoint of profit to the individual 
manufacturer, the preservation of something like a balance between 
production and consumption should be maintained. Indeed, it is 
believed that the demoralization that results from wide fluctuations 
in price is anything but beneficial to the consuming trade. Stability 
of values, which of course is possible only when output flows stead- 
ily into consumption, is best for all parties. Still another argument 
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for a sane balancing of production against normal demand is that 
it offers greater opportunity and greater inducement to closer 
utilization; that is to conservation. 

Certainly, hardwood lumber manufacturers are not unaware of 
the fact that steel and other building materials have encroached 
upon markets formerly held by hardwoods. Not only so, but there 
are uses in which price or some other variant factor may give the 
preference to hard or to soft wood. That is to say the market is 
not static for either hard or soft woods. From a detached view- 
point, industry as a whole, that is comprehending all the major in- 
dustries, is in a state of flux. This means of course that no indus- 
try can count for any considerable period in advance upon the 
whole of any market as its own. 

It is to be hoped that the hardwood lumber industry will find 
means to provide and make effective the facts on which to base 
a sound and profitable production policy. That in effect is what 
the Memphis proposal contemplates. Such a policy can hardly fail 
to be beneficial in the long run to everybody concerned in the pro- 
duction and use of hardwoods. Incidentally, sane production will 
be found to include forms of conservation that contribute to the 
perpetuation of the supply of hardwoods in the United States. 





Farm Prosperity and Farm Building 


CHAIN OF live stock market daily newspapers is known as 

A the “Corn Belt Farm Dailies.” These journals, published at 

several of the leading live stock market centers, are in close 

touch with agricultural and live stock conditions, which fact gives 

their composite impressions and opinions of the farmers’ purchas- 
ing power, and the outlook for agriculture, considerable weight. 

In a bulletin just issued by this newspaper organization the note 
of optimism is most marked. And it well may be in view of the 
apparently well-founded estimate that farm income last year ex- 
ceeded that of the preceding year by 10 percent. Two paragraphs 
in the bulletin are of special significance to lumbermen: 

The farmer has adopted a new standard of living, and will 
not be satisfied with anything short of it. That standard calls 
for the things found generally in city homes—running water, 
electric lights, radio, books, magazines, good furniture, some- 
thing to spend for recreation, and of course the automobile, 
often two cars, one for business and one for pleasure. In addi- 
tion, farm equipment must be the best the market affords, for 
economy of production. Since food production must continue 
this means that the farm market will be a larger and better 
market in future years than it has ever been in the past. Those 
who look to the country districts for the’ sale of their products 
need have no fear of the future. 

It is a new day on the farm, marked by more efficient pro- 
duction, better business practices and a higher standard of 
living. And in this new line-up the live stock farmer will 
occupy a position in the front rank just as he has in the past, 
because the marketing of crops through animals, with the re- 
sulting contribution to soil fertility for the production of larger 
crops, is a fundamentally sound and efficient farming practice. 
At least two things about these statements of the Corn Belt Farm 

Dailies should arrest the attention of lumbermen. In the first 
place, their corroborative evidence that the purchasing power of 
the farmers is not only getting back to its accustomed volume, 
but promises soon to exceed all former standards, is especially 
pleasing in view of the very restricted farm demand for lumber 
during the last few years. 

A close reading of the paragraphs quoted, however, fails to dis- 
cover any mention of lumber as one of the commodities that the 
farmers are going to buy with their new wealth, unless it be con- 
sidered that new buildings, and consequently lumber, are implied 
in the statement that farm equipment must be the best possible, 
in order to insure economical and profitable production. 

Probably that covers, though in vague terms, the need for such 
strictly utilitarian farm buildings as barns, sheds, granaries, 
poultry houses etc.; but how about the new home that the farmer 
and his family so much need? It would seem that this is an 
auspicious year for emphasizing the building of uptodate farm 
homes, or the remodeling and enlarging of present homes where 
that would be the wiser course. 

Electric lights, running water, radios and the other things men- 
tioned in the statement as being essential for maintaining the new 
standard of living for the farmer, are all good, but there is small 


i 


use in installing these uptodate conveniences in old, run-dow, 
houses. Of course the farmer should have all these things, pyt 
he should first have a new house—or a thoroughly modernizeg 
one—to put them in; otherwise the proposition is an excellent 
illustration of getting the cart before the horse. While an automo 
bile of some sort doubtless is almost a necessity for the average 
farmer, it would seem that purchase of a second car might wel} 
be deferred until after the new home is built and equipped. 

But after all, the chief message to lumbermen is that they wil] 
do well to give due consideration to the enhanced prosperity of the 
farmers of the country in making and carrying out their sales 
plans for the current year. 





Making Community Good Will an Asset 


UNNING THROUGH all the advice given to the young and 
Cl the ambitious is the suggestion that there should be a def. 
nite object, a target to be aimed at and an ideal to be 
worked for. However ambitious the business man may be for ma- 
terial success, he is seldom willing to sacrifice everything else to 
achieve it. He aims at a sort of success that includes the esteem 
of his fellow men and the good will of his community. It is be 
lieved that this is the attitude of lumbermen especially; and it 
should be, because in supplying lumber and other building materials 
they make the most direct and definite contribution to the building 
of the community. With that point to start from, it is both logical 
and advisable that they shall become interested in every movement 
designed to promote the general community welfare. 

These observations have been suggested by a news article else- 
where in this paper, in which the aims and purposes of an Indiana 
retail concern are briefly outlined by one of its executives. “To 
sum it all up,” he says, “we are just an average ‘hick’ yard in an 
average town, trying to make our contribution to the community, 
with the hope that it will be a better one because we have lived 
and done business here.” Of course, a yard conducted with such 
a purpose is not a “hick” yard, and it may be suggested also that if 
the other major business concerns of the community feel a similar 
obligation to it, the place is not an average community. 

In the article referred to the statement is made that the heads 
of the firm hold the opinion that all the clubs and organizations that 
are working for the general good, promoting friendships, good un- 
derstanding and administration of law and order, should be en- 
couraged by the local business men. This means, of course, that 
primarily every business man ought to be a good citizen, perform- 
ing the duties of citizenship and lending substantial support to the 
forces of morality and enlightenment. 

No enterprising business man will forget, in the conduct of his 
business, that while he must keep in view his own personal inter- 
ests, he must not lose sight of his obligations to his community, for 
the conduct of business, particularly the lumber business, does en- 
tail definite community obligations. This view was expressed by a 
speaker at the convention of the Southwestern Lumbermen’s Asso- 
ciation, who said every line-yard operator should ask himself such 
questions as: Are we rendering the best service at each of our 
yards commensurate with possibilities at that point? Are our 
improvements a disgrace to the town? Do we carry adequate 
stocks, or are we in part responsible for the wave of mail-order buy- 
ing sweeping the country? When these answers can be answered 
definitely in the affirmative valid claims may be made upon the 
patronage of the community. In fact the implication of the queries 
is that the retailer of lumber must assume and perform certain 
obligations to his community before he can claim for himself the 
benefits of any obligation of the community to him. 





IN NEARLY every one of the older so called agricultural States are 
considerable areas better suited to tree growing than to agriculture. 
As Federal laws are designed to encourage the growing of trees on 
woodlots as well as on the larger holdings it is to be expected that 
ultimately the farmers’ woodlots will more generally constitute a 
source of income for the owners as well as a source of timber supply 
for wood-using industries. In fact as the people of the United 
States become more “forest conscious” the uses of wood will con- 
tinue to multiply as they have in recent years. In a sense, there- 


fore, reforestation programs are a form of wood sales promotion. 
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Lumber Movement Shows Gain 
[Special telegram to AMERICAN LuMBERMAN] 


Wasuincton, D. C., Jan. 26.—Telegraphic 
reports received today by the National Lum- 
ber Manufacturers’ Association from 477 of 
the major commercial lumber mills of the 
country for the week ended Jan. 21, appar- 
ently show increases in production, shipments 
and new business over the week before. But, 
allowing for a variation in the number of 
mills, the status was about the same. The 
total reported production was 235,551,490 
feet; normal, 240,974,077 feet. Compared 
with the same period a year ago production, 
shipments and orders this week are larger, 
orders being about 10 percent more. 

The softwood mill reports reveal a slight 
increase this week in all three factors, when 
considered in the light of the smaller number 
of reporting mills. Compared with the same 
week last year, these mills enjoyed more 
activity, particularly in new business. Pro- 
duction was practically normal. The hard- 
wood operations, reporting from 143 units, 
showed apparent increases in all three factors, 
when compared with reports from 129 mills 
for the week earlier, and the increase in 
orders was actual. Compared to the cor- 
responding week a year ago, when 106 mills 
reported, there were notable increases in all 
items, but production was considerably below 
normal. 

The unfilled orders of 220 southern pine 
and West Coast mills at the end of last week 
amounted to 601,472,812 feet, as against 562,- 
832,603 feet for 221 mills the previous week. 
The 106 identical southern pine mills in the 
group showed unfilled orders of 221,773,706 
feet last week, as against 211,632,960 feet for 
the week before. For the 114 West Coast 
mills, the unfilled orders were 379,699,106 
feet, as against 351,199,713 feet for 115 mills 
a week earlier. 

Altogether the 334 reporting softwood mills 
had shipments 101 percent, and orders 119 
percent, of actual production. For the south- 
ern pine mills, these percentages were re- 
spectively 97 and 112; and for the West Coast 
mills, 90 and 115. Of the reporting mills, 
the 334 with an established normal produc- 
tion for the week of 215,305,077 feet, gave 
actual production 99 percent, shipments 100 
percent, and orders 118 percent thereof. 


The softwood figures for last week, the- 


week before (revised) and the same week 
last year, follow: Production—213,551,000 
feet, against 210,510,000 feet the week before, 
and 201,820,000 feet last year. Shipments— 
216,141,000 feet, against 215,039,000 feet the 
week before, and 208,854,000 feet last year. 
Orders—254,293,000 feet, against 255,845,000 
feet the week before, and 227,095,000 feet last 
year. 

The hardwood figures for last week, the 
week before and the same week last year, 
follow: Production—22,000,000 feet, against 
17,227,000 feet the week before, and 21,176,- 
000 feet last year. Shipments—19,549,000 feet, 
against 16,512,000 feet the week before, and 
18,272,000 feet last year. Orders—24,161,000 
feet, against 19,217,000 feet the week before, 
and 21,339,000 feet last year. 

[Nore: “Normal” production as now re- 
ported by all but two of the nine reporting 
associations to the National Lumber Trade 
barometer is an average of past actual pro- 
duction over a period of from two to five 
years, immediately preceding 1928. The two 
ot base reports on estimated capac- 
ity. 

The West Coast Lumbermen’s Associa- 
tion wires that new business for the 114 mills 
reporting for the week ended Jan. 21 was 15 
percent above production, and shipments 
were 10 percent below production, which 


was 106,842,054 feet, as against 103,611,991 
feet normal.: Of all new business taken during 
the week 46 percent was for future water de- 
livery, amounting to 56,092,683 feet, of which 
37,968,001 feet was for domestic cargo de- 
livery,, and 18,124,682 feet export. New 
business by rail amounted to 62,394,801 feet, 
or 51 percent of the week’s new business. 
Forty-seven percent of the week’s shipments 
moved by water, amounting to 44,874,952 
feet, of which 28,799,981 feet moved coast- 
wise and intercoastal, and 16,074,971 feet ex- 
port. Rail shipments totaled 47,370,570 feet, 
or 49 percent of the week’s shipments, and 
local deliveries, 4,202,309 feet. Unshipped 
domestic cargo orders totaled 122,265,301 
feet; foreign, 102,733,587 feet, and rail trade, 
154,700,218 feet. 

Throughout the Pacific Northwest employ- 
ment in general has shown a slight increase 
during the last week, according to the 4L 
employment service. Actual logging in the 
Douglas fir districts is now 70 percent of 
normal capacity, and sawmill operation is 80 
percent. There are fewer loggers out of 
work than was the case last week. In the 
pine districts east of the Cascades, woods 
work and sawmill operations continued at a 
low point with actual production not more 
than 60 percent of capacity. There are still 
more men than jobs in all parts of the North- 
west. 

The Western Pine Manufacturers’ Associa- 
tion reports the production of 32 mills as 9,- 
927,000 feet, as compared with a normal pro- 
duction for this week of 15,100,000 feet. Last 
week 33 mills reported production of 9,845,- 
000 feet. Shipments were slightly larger and 
new business somewhat above the previous 
week. 

The California White & Sugar Pine Manu- 
facturers’ Association reports from 19 mills 
production as 8,061,000 feet, as compared 
with a normal figure for the week of 7,791,- 
000 feet. Twenty-two mills for the preced- 
ing week reported production as 13,572,000 
feet. Shipments were somewhat less, and 
orders much less than for the week earlier. 
(Twelve mills were closed.) 

The California Redwood Association re- - 
ports from 15 mills production as 8,827,000 


Prizes Awarded in 


San Francisco, Cauir., Jan. 21.—Eighteen 
cash prizes have just been awarded in the 
second redwood contest which officially closed 
on Dec. 31, 1927, after receipt of 99 entries 
from a total of 41 persons, according to the 
committee of award, composed of Mabon 
Kingsley, of Lord & Thomas and Logan, R. F. 
Hammatt and Max E. Cook, of the California 
Redwood Association, San Francisco. Prizes 
were awarded to three groups, the retail yard 
group, the redwood sales representatives group 
and the redwood mill group. 

In the retail yard group first price of $100 
went to H. K. Leishman, manager, Crown City 
Manufacturing Co., Pasadena. Rex Hall, man- 
ager, W. D. Hall Co., El Cajon, Calif., took 
second prize of $25. 

In the group comprising redwood sales rep- 
resentatives H. B. Worden, Redwood Manu- 
facturers Co., San Francisco, took the $100 
award, with second prize of $25 going to J. B. 
Maher, of the Monterey Bay Redwood Co., 
Santa Cruz, Calif. 

P. J. Rutledge, of Dolbeer & Carson Lumber 
Co., Eureka, won the first (and only) prize of 
$20 for the redwood mill group. 

Thirteen additional prizes of $10 each, 6 to 
retail yards and 7 to redwood salesmen, were 
awarded by the committee, as follows: 

Retail yards—C. E. Fountain, E. M. Cox 


feet, and normal production for the week as 
6,260,000 feet. Last week 16 mills reported 
production as 8,588,000 feet. Shipments and 
orders showed noticeable decreases. 

The Northern Pine Manufacturers’ As- 
sociation reported production as 6,780,000 
feet, as compared with a normal figure for 
the week of 4,279,600 feet. Eight mills re- 
ported production as 6,742,000 feet for the 
week earlier. Shipments were somewhat 
larger and there was a nominal increase in 
new business. 

The Northern Hemlock & Hardwood 
Manufacturers’ Association (in its softwood 
production) reported .production as 1,139,000 
feet, as compared with a normal production 
for the week of 1,981,000 feet. Last week 18 
mills reported production as 1,288,000 feet. 
There was a slight decrease in shipments this 
week and new business about the same as 
that reported the week before. 

Reports from 14 hardwood mills of the 
Northern Hemlock & Hardwood Manufac- 
turers’ Association gave production as 4,224,- 
000 feet, as compared with a normal figure 
of 3,997,000 feet. Eighteen mills the previous 
week reported production as 4,788,000 feet. 
Shipments showed a slight decrease, with a 
good gain in new business this week. 

[The barometer of the Southern Pine As- 
sociation appears on page 43.—EnprTor.] 


‘Special telegram to AMERICAN LuMBERMAN] 


MeEmpuis, TENN., Jan. 25—The Hardwood 
Manufacturers’ Institute preliminary report for 
the week ended Jan. 21 covers operations of 
129 units. Each unit represents a normal daily 
capacity of 28,000 feet, so that total normal 
production of these units during the six days 
of the week is 21,672,000 feet. Their actual 
output was 17,776,000 feet; shipments, 16,783,- 
000 feet, and orders booked, 20,769,000 feet. 


[Special telegram to AmgricAn LumBERMAN] 


NorFoLk, VA., Jan. 26.—For the week ended 
Jan. 21, thirty mills reporting to the North 
Carolina Pine Association, and having a 
normal production of 9,600,000 feet, manufac- 
tured 6,977,876 feet, shipped 5,821,286 feet, 
and booked orders for 6,094,000 feet. 


Redwood Contest 


Lumber Co., Tulare, Calif; W. K. Kendrick, 
Valley Lumber Co,, Fresno, Calif.; Chas. More- 
head, Irwin Lumber Co., Escalon, Calif.; R. T. 
Paddock, O. H. Paddock Lumber Co., Pana, 
Ill.; Granville Pritchard, c/o Rosenfeld & Co., 
(Ltd.), Queensland, Australia, and W. L. 
Smith, Pacific Coast & Lumber Co., Santa 
Maria, Calif. 

Redwood sales representatives—Frank M. 
Billeci, Redwood Manufacturers Co., Pitts- 
burg, Calif.; Harvey Isenhower, Holmes Eu- 
reka Lumber Co., Sacramento, Calif.; H. H. 
Munson, The Pacific Lumber Co. of Ill, Chi- 
cago, Ill.; M. R. Sutliff, The Pacific Lumber 
Co., Ashland, Wis.; Chas. F. Ward, Redwood 
Manufacturers Co., Pittsburg, Calif.; Ben F. 
Wade, The Pacific Lumber Co. of II11., Chicago, 
Ill.; A. K. Westh, Redwood Sales Co., c/o Noll- 
Welty Lumber Co., Kansas City, Mo. 


H. K. Leishman, Crown City Manufacturing 
Co., was awarded first prize in the retail group 
on the basis of three entries: first, showing the 
use of California redwood for heavy beams 
and sand-etched members in modern home con- 
struction; second, illustrating redwood in orna- 
mental use in bridges, and third, illustrating 
the methods he had used, during the year just 
past, to greatly increase ‘his sales of redwood 
siding and wide clears. 

Rex Hall, of the W. D. Hall Co., winner 


(Concluded on page 61) 
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Would Press Shavings Into Briquettes 

We understand that there is a press manu- 
factured for pressing shavings into a small 
chunk for heating purposes. Do you happen to 
know the name of a manufacturer? If so, will 
you kindly send the name or names on to us? 

We produce a couple of tons a month of 
small kinky hardwood shavings in the manu- 
facture of our wedges and it has always been 
a problem to dispose of them. They are worth- 
less for horse bedding and we can not seem 
to locate anyone that can use them for packing. 
In view of the fact that we have been informed 
that we could press the shavings into a small 
chunk and sell them for fuel, we are writing 
to ask you to kindly give us some information 
on the subject.—Inquiry No. 2,086. 


[This inquiry comes from a Michigan manu- 
facturer of a hardwood specialty. While there 
are presses made for baling shavings and saw- 
dust, the AMERICAN LUMBERMAN is not familiar 
with machines for pressing shavings into small 
briquettes for fuel purposes. There are, of 
course, presses for compressing charcoal and 
similar products into small briquettes, but there 
may be some doubt whether those machines 
would be suited to this inquirer’s purposes. 
The inquiry is published with the hope that 
it will come to the attention of readers who 
have had experience along this line and can 
suggest a way out for the inquirer.—EpiTor.] 


Preventing Injury by Beetles 
What is the most economical treatment for 
hardwood lumber that will permanently pre- 
vent powder post injury?—Inquiry No. 2,084. 


[This inquiry comes from New York. A 
number of inquiries similar to this have been 
received by the AmMericaAN LuMBERMAN from 
time to time. A direct answer to the question 
can not be given for the reason that attacks 
by powder post beetles are made on a variety 
of wood products, though always on the dried 
sapwoods. In the United States Department 
of Agriculture Bulletin No. 1,490, entitled 
“Defects in Timber Caused by Insects,” the 
matter is discussed at length and various 
remedies and expedients for preventing and 
reducing the injury due to powder post beetles 
are suggested. Also in Farmers Bulletin No. 
1,477, entitled “Preventing Damage by Lyctus 
Powder Post Beetles,” the matter is discussed. 
Also in the AMERICAN LUMBERMAN of Jan. 7, 
1928, page 50, as well as in an editorial on 
page 32 of the same issue, the results of re- 
cent experiments in kiln drying made in Lon- 
don were referred to. 

This matter is of sufficient importance to 
lumbermen to warrant their observing the 
rules with respect to the handling of lumber 
suggested in the first bulletin mentioned. In 
fact, as indicated in the report from England, 
powder post injury injects an annoying factor 
into the export trade that it is altogether de- 
sirable to eliminate.—Ebrrtor.] 


Bird’s Eye Not Due to Bird’s Pecks 


I have noted your various letters und com- 
ments regarding bird’s eye maple and I want to 
offer some information. This species of forma- 
tion certainly is not caused by woodpeckers. 
There are not enough of these birds in any 
neighborhood to put all those pecks into some 
of the trees that we see. And why should this 
extend down into the roots, where these indus- 
trious birds can not be expected to go? I have 
used pieces of maple stumps in my fireplaces 
that were even more strongly pecked than the 
trunks themselves. 

I operated a mill in Shawano County, Wis- 
consin, for years and in the best maple district 
of Wisconsin, and in all those years of ‘cutting 
some of the best maple that ever grew there 
was so little bird’s eye timber that it did not 
pay to select it out. But in some districts 
farther north, you will find lots of it. 

It may be that this forester who is making 


an examination of maple trees could extend his 
work and tell us why curly birch occurs, and 
why this is not common in elm, basswood and 
oak, the timber growing side by side. I do not 
expect any satisfactory explanation of the 
bird’s eye maple, but from what I have seen 
myself, it seems to be confined to districts.— 
INQuIRY No. 2,076-A. 


[The foregoing comment is made by a veteran 
in northern hardwood lumber manufacturing. 
It has reference to statements regarding the 
various explanations of bird’s-eye maple that 
have been made from time to time. Reference 
was made in connection with the inquiry also 
to the investigation of the cause of bird’s-eye 
maple that is now being made under the direc- 
tion of the Forest Products Laboratory, Madi- 
son, Wis. It is quite likely that some of the 
so called explanations referred to were not 
made seriously in the first place and, of course, 
many of them have been long discredited.— 
Ep1tor. ] 


Basswood Blocks Surfaced Four Sides 


We should like to get in touch with several 
firms in position to manufacture 44-inch and 
f;-inch basswood blocks 26 inches x 40 inches 
surfaced four sides. Kindly advise what you 
ean do for us.—INQurIRY No. 2,085. 


{This inquiry comes from a California hard- 
wood lumber concern. Manufacturers of bass- 
wood who are prepared to supply the material 
described will be given the name of the inquirer 
on request.—EbpiTor. ] 


Uses of Aromatic Red Cedar 


DtriM— the next one and a half or two years 
our mill will cut approximately up to 3,000,009 
feet of aromatic red cedar. It has alr 
started cutting this wood in 1l-inch thicknesges 
by 4 inches and up wide and 8 feet and 
long. We plan to sell the lumber in grades of 
No. 2 Common, No. 1 Common and FAS. 

This is a new venture for us, not having 
moved any of this stock before, and we are 
writing to ask if you have any available ip. 
formation as to whether it would be advisable 
to cut all of this stock 4/4-inch or would there 
be a market for 5/4-, 6/4- and 8/4-inch stock? 
We were also wondering if you had any in. 
formation as to whether it would be more 
advisable to cut this aromatic red cedar for 
pencil manufacturers. 

We shall appreciate any information that 
you have and can give us in regard to the 
best possible way to get the best value out of 
this lot of cedar.—INnqQuiry No. 2,083. 


[This inquiry comes from a New York lum- 
ber concern. A _ rather brief investigation 
made by the AMERICAN LUMBERMAN indicates 
that by far the greater amount of red cedar 
is now sold to the consuming manufacturers 
of cedar chests, who use it in 4/4-inch No, 1 
Common and better grades. 

Little information is available at this time 
regarding the demand for red cedar from 
pencil manufacturers and the prices offered 
by that class of consumers. The inquiry is 
published with the hope that it will come to 
the attention of concerns interested in securing 
supplies of this material—Epiror.] 
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A new canal is to be built | cult to secure supplies for the | of 1878 in that State is likely 
At one camp the men 
Territory, for irrigating pur- | were compelled to butcher their | siderable. 


near Boise City, Washington | men. 


poses. One million feet of | cattle in order to live. 
timber will be used in the con- | * * 
struction. 


New Brunswick. The 


and but little progress is be-| more shingles. 


ing made with the work. The | 14 feet in diameter. 
usually have nearly * 


loggers 
one half of their winter’s work | 


James English is still at|at least as bad as ever, and 
| work on the redwood tree he probably worse, though it is 
The want of snow has seri-| felled at Russian River station, | difficult to r 
ously interfered with lumber-| Cal., some months ago. He has|™ore unprofitable and dis- 
ing on the Miramichi River in| already made from it 250,000 | Couraging than the lumbering 
logs | shingles, 1,000 fence posts, 6,- business 
which were piled up in the | 000 stakes, lumber for a dwell-| Which it has been for the last 
woods during the fall have not | ing house and out-buildings, and few years. 
yet been hauled to the river| has lumber left for 300,000 peti 


to exceed that of 1877 by con- 
The most natural 
outcome that can be predicted 
x from this is that prices will be 


imagine anything 


in the condition in 


Advices from the region of 
Ishpeming, Mich. state that 
s logging goes hard. That re 


The tree was 


done by Jan. 1, which was not 
the case this year by consider- 
able. 
* 6 *& | 
The manager of the Port 
Blakely (W. T.) Mill Co. has 
discharged all his Chinese em- 
ployees and filled their places 
with white men. 
* * & | 


In the Wisconsin Valley there 
have been but few logs skidded 
up to the present time on ac- 
count of the high waters which 
have isolated the camps. Many 
camps have become demoral- 
ized. When they are located at 
a distance from rail communi- 
cation the cattle have been 
turned out to browse, as no 
feed can be hauled over the 





|among other absurdities, pro- 
| vides that a license fee of $2 





tote roads. It is also very diffi- 


Some brilliant genius in the 
galaxy of common “scoundrels” 
who “run” the Chicago city 
government has come to the) 
conclusion that lumber dealers | 
ought to pay a license for the 

leasgure of doing business. A 

ill has been offered which, 





shall be charged to all who pro- 
pose to engage in board selling 
within the corporation in either 
a wholesale or retail way. It 
also provides that in all yards 
north of Eighteenth Street no 
lumber shall be put up in piles 
over six feet high. 
* * 
A review of the lumbering 
industry in Maine shows that 
as far as can now be ascer- 





tained the lumber production 


gion has been blessed with one 

thin coat of snow, but on Jan. 

12 the weather was growing 

warm. Very few logs have 

been banked, although plenty 

are reported cut and skidded. 
s 8 @ 

A number of the mills at 
Eau Claire, Wis., are being 
overhauled and repaired in an- 
ticipation of active work next 
season. 

* 8 8 


Logging operations in the 
vicinity of Union City, Pa, 
are progressing very slowly on 
account of the bad weather and 
lack of snow. Advices from 


that section report the ground 
entirely bare and hauling al- 
most impossible. None of the 
operators have succeeded in 
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Southern Pine Mills Book Good Volume of Orders 


Bookings of southern pine during the week ended Jan. 
20 held well up to the excellent level of the preceding week, 
and shipments have made a heavy gain. The last statistical 
report showed that during December stocks had increased 
2.03 percent, and production is not being pushed, having 
been only about one percent above 60-hour capacity. A 
good part of current business appears to be coming from 
retail yards in the South and Southwest, but those in the 
middle West are coming in for larger amounts. Practically 
all yard items are in good call, dimension moving especially 
well, and floorings getting more attention. The railroads 
have been good buyers of car and construction material. 
Overseas markets are sending in more business, and prices 
on their requirements are stronger. The whole list tends 
to advance, but there have been no decided mark-ups. 


West Coast Mills Book Large Volume of Rail Orders 


New business booked by the West Coast fir mills during 
the week ended Jan. 21 exceeded their output by 15 per- 
cent, the output being slightly below normal. Rail busi- 
ness made a further heavy gain, although report included 
one mill less, and amounted to 51 percent of the week’s 
bookings. A good part of the orders are for railroad car 
material, but undoubtedly the retail yards are more heavily 
in the market. Domestic cargo business also made a fur- 
ther increase. The Atlantic coast buyers are apparently 
convinced that intercoastal rates are firm on their present 
basis of $12, and are coming in for spring stocks. The move- 
ment to California is now quite small, as a large number of 
lumber ships have been tied up. But the California market 
appears firm, with retailers expecting a good year ana 
planning early entry into the fir market. Prices on uppers 
are stronger, because of continued scarcity of No. 1 logs. 


Eastern Spruce Prices Soften But Lath Are Firmer 


In recent weeks, there has been a gradual weakening in 
the position of eastern spruce. Active demand and short 
supply had encouraged the mills to mark up their prices 
from the low level that. prevailed during the summer, and 
they asked up to $42 base for dimension. But retailers 
were slow to buy, and West Coast woods have been offer- 
ing severe competition, especially since the reduction in 
vessel space rates. Prices have, therefore, been marked 
down to $40 base. Few mills in New England or the Mari- 
time Provinces of Canada are operating, and mild weather 
is a serious handicap to logging operations, so that it is 
estimated the winter input will be much curtailed. Stocks 
of dry lumber are small, and as the prospect is for a re- 
striction in the cut this year, prices will probably remain 
firm at the present level. Lath supply is likely to be 
greatly reduced, and prices, especially of the 154-inch, are 
firmer than they have been for a long while. 


Industrial Demand for California Pines Is Best 


Production of California pines has been curtailed by the 
closing of some more mills, twelve being down during the 
week ended Jan. 21. As there was considerable reduction 
in mill stocks last year, the price situation is, therefore, 
a little firmer in general, though evidently the market is 
under considerable pressure, for bookings hardly fulfill the 
promise of a good inquiry. Retail business in both north- 
ern and southern California is quite slow. There is a good 
call for box grades following the harvesting of a large fruit 
crop. Eastern and middlewestern retailers are sparing 
with their orders, for it is a little early yet for them to 
begin adding to stocks. But the millwork plants and in- 
dustrial users are rather good buyers, as they had let their 


Lumber Statistics Appear on Pages 42 and 43; 


stocks run down to a low point before the end of the year. 
The higher grades sell less freely than the lower, and show 
a little weakness, but quotations on commons and box 
items have been maintained. 


Inland Empire Shop Sells Better Than Yard Items 


Production in the Inland Empire is greatly curtailed. 
Usually the cut declines to about fifty-three percent of 
normal during the winter, but in recent weeks it has been 
down to about thirty percent of normal. Business is con- 
sidered slow even for this time of year, though both book- 
ings and shipments have been well ahead of the output. 
Probably the retail trade is the weakest division of the 
market, for while a good spring trade is expected from the 
middle West, the retailers have not yet begun to build up 
their stocks. They are, however, buying fair amounts of 
lower grade boards. Box grades are also being called for. 
Millwork factories and industrial consumers are rather 
good buyers. In fact, it has been reported that one of the 
larger manufacturers has advanced its price on shop $2, 
but other sellers are disposed to shade their quotations on 
these items. The list as a whole is not any too firm, for 
occasional concessions are obtainable on surplus lots, or to 
secure desirable orders. 


Buying of Northern Hardwoods Is Seasonably Slow 


Business in northern) hardwoods has not shown much 
expansion since the first of the year. The automobile 
plants are taking fair amounts, but appear not to have 
started yet on heavy production programs. That they are 
preparing to do so, however, is shown by their larye place- 
ments of orders with steel fabricators. It was hoped that 
more business would be forthcoming from the {furniture 
makers, but their shows have not resulted in heavy book- 
ings, since hand-to-mouth buying has become the custom 
in this line as in others. At that, the returns were said 
to be below expectations. Box grades have been moving 
quite freely. Building trades interests, including mill- 
work and flooring factories, are taking more rough stock, 
but are conservative in their purchases, as retailers have 
not yet begun to lay in supplies of their products. It is 
believed that some buyers have been trying hard for 
price concessions, but that they are meeting with only 
occasional success, the list generally being firm. 


Southern Oak Flooring Sales Far Ahead of Output 


Again during the week ended Jan. 21 the southern hard- 
wood mills booked orders for not much less than their 
normal output, and actual production was considerably 
below normal. The outlook is, therefore, much more prom- 
ising, except that there is a possibility of more lumbe1 
being cut than the market is ready to absorb. Some mills 
have been curtailing voluntarily, as the weather recently 
has been favorable and does not account for the cut being 
about twenty percent below normal. Some sellers have 
been seeking to secure higher prices, but so far have not 
met with a great deal of success, as buyers are offering 
strong resistance to advances. Sales are on a slightly 
higher level than they were a few weeks ago, and it is be- 
lieved the low point has been definitely passed. The auto- 
mobile plants are the best buyers. Sales to furniture mak- 
ers are below expectations, but southern hardwood pro- 
ducers are much encouraged because oak is apparently 
staging a come-back as a furniture wood. Oak flooring 
plants are much more actively in the market, their sales for 
the first three weeks of the year having exceeded factory 
output by fifty percent. Box grades sell readily. There is 
a fair inquiry from overseas, but not much business. 


Market Prices and Reports on Pages 98 to 103 
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What “Tom” Bonner Did, Others May Do 


Lumber Proponents Win in Competition With Steel 
Co-operation of National Trade Extension 
Engineering Service 


Chapter 1—Opportunity for Service 


This is a story based on facts given the 
writer by friends of Thomas P. Bonner, sec- 
retary of the Red Diamond Lumber Co., of 
Minneapolis, Minn. Our interest centers in 
the one-story machine shop of the Monomelt 
Co., 1615 Polk Street, N. W., Minneapolis. 
The owner, W. F. Thompson, originally planned 
for a steel structure. Accordingly, the archi- 
tect figured a building with steel girder sup- 
ports for a one-inch sheathing roof carried 
by small joists and covered with a 5-ply tar 
and gravel roof covering. 

Mr. Bonner saw the opportunity. 
others would have ac- 
cepted the situation | 
with a shrug of the 
shoulders and a brave 
whistle for better 
luck next time, he re- 
fused to “sit still.” 
He secured from the 
Minneapolis city 
building department a 
practical building con- 
struction engi- 
neer, whittled his lead 
pencil; determined the 
sizes of girders 
needed and the thick- 
ness of laminated 
roofing required; 
brought his persua- 
sive powers into op- 
eration so effectively 
that the company was 


Where 








ing service now available anywhere in the 
United States and Canada.) 

The building as constructed is 42 feet wide 
by 150 feet long, with most of the bays 9 
feet 3 inches in width. Some of the widths 
are as great as 12 feet. The roof alone re- 
quired 42,000 feet of lumber, using nine pieces 
for girders 14x20 inches in section, 40 feet 
long, in place of steel beams, and with 2x10- 
inch No. 1 common joists; 2x4-inch stock 
S4S, 6 feet and longer was used for the 
laminated roof. The actual money saving to 
the owner was $1,935, and he is proud of his 
building. 


Through 


120x48 feet, to cost 
approximately $10,000. 
Originally steel was 
specified but again 





THOMAS P. BONNER, 
Minneapolis, Minn., 
Lumberman Who Saw 
His Opportunity 








lumber proponents have shown their courage 
and won. The Charles W. Sexton Co, 
plans now require the J. H. Brown Co., 
Co., contractor, to build of lumber. The In- 
ternational Sugar Feed Co. will have a thor- 
oughly dependable structure, good for many 

. years of occupancy, 
at a money saving of 
$3,000. The fire in- 
surance rate on this 
“slow burning” type 
of construction with 
its sprinkler system 
actually will be less 
than for the all-steel 
structure. E. J. Fish- 
er, newly appointed 
trade extension man- 
| ager of the Minne- 

apolis office, was look- 
ing after this job and 
did not stop until he 





actually saw the 
building permit §1s- 
sued. 


And so we repeat, 
“What Tom Bonner 








convinced that this 
man Bonner not only 
knew what he was talking about but that he 
actually could save it money. Through 
the National Lumber Manufacturers’ Associa- 








Roof construction, which required 42,000 feet 
of lumber 


tion, acting upon Mr. Bonner’s request, C. E. 
Paul, of Chicago, was sent to pass upon the 
adequacy of plans prepared at Mr. Bonner’s 
direction for the Monomelt Co. (This is a 
fine illustration of trade extension engineer- 


Structure whose builders were induced by 








Needless to say the Red Diamond Lumber 
Co. sold the lumber. During the work of 
construction Mr. Bonner was in close touch 
with the building superintendent to aid as 
much as possible in properly putting this roof- 
ing into place. 

Nor did the good work stop here. Mr. Paul 
and Mr. Bonner outlined a plan whereby Min- 
neapolis dealers could codéperate with local 
architects or engineers in encouraging the use 
of slow burning construction along econom- 
ical and safe lines in industrial buildings in 
that city. The Red Diamond Lumber Co. 
advertised the idea. 

Mr. Bonner’s example might well be fol- 
lowed in many cities where similar opportu- 
nities frequently exist. No small amount of 
credit is due him for the direct and forceful 
manner in which he presented, on behalf of 
the lumber industry, the vital argument for 
heavy timber mill construction. What he has 
done, others will do. 


Chapter 2—Fulfillment of Promise 


The International Sugar Feed Co., of Min- 
neapolis, is building a hay and alfalfa barn, 


Tom Bonner to use wood instead of steel 


- did, others will do.” 
Is it not so? Who 
will be the next? 

Mr. Fisher has recently been active in pro- 
moting the use of wood fences and bridges by 
the Minnesota highway commission, and in co- 

Operation with finishing-lime manufacturers in 











Nine girders, 14x20 inches, 40 feet long, were 
used 


combating propaganda against the use of wood 
lath and plaster. 

The Better Business Bureau survey of fur- 
niture advertising shows considerable progress 
in securing accuracy of statements. 
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Fighting for Wood in Many Markets 


National’s Staff Investigates Big Loss in “Fireproof” Structure; Issues 
Home Carpentry Book; Wood Bridges Withstand Floods 


WasuincTon, D. C., Jan. 23.—Fire recently 
created havoc in a large sheet steel warehouse 
at Bolling Field, D. C., belonging to the Army 
Air Corps. The building was “fireproof.” It 
was approximately 170 feet long and 70 feet 
wide. Walls were of sheet steel and roof sup- 
ported by steel trusses. It contained clothing, 
95 sets of airplane wings which had been 
treated with chemicals and were highly inflam- 
mable, miscellaneous airplane parts, and office 
furniture including steel and wood filing cases. 
The damage was estimated at $500,000. Engi- 
neers of the trade extension department 
of the National Lumber Manufacturers’ As- 
sociation have made an investigation of the 
fire. 

The fire bulged the steel walls and caused 
the roof to sag in many places. The steel sash 
was bulged and bent, in some instances almost 
to the breaking point. The steel filling cabinets 
had evidently been 
thrown out before the 
fire reached them and 
although bent showed no 
evidence of having been 
touched by fire, water or 
smoke. The wood filing 
cabinets had, however, 
been in the fire and were 
charred on the outside. 
Contents of the wood fil- 
ing cases were examined 
and it was found that the 
edges of the papers in 
them were scorched for 
about a sixteenth of an 
inch, but all were en- 
tirely legible. 

In the opinion of the 
engineers, it is probable 
that at least half and per- 
haps the entire warehouse 
will have to be rebuilt. 
In other words, the sup- 
posedly fireproof building 
is virtually a total loss as 
the result of fire damage 
to steel. 

F, M. Jayne, assistant 
sales manager of the Red 
River Lumber Co., West- 
wood, Calif., has written 
trade extension headquarters calling attention 
to the advantage wooden freight cars have over 
steel in the matter of repairs. Mr. Jayne says: 

We often have cars placed for loading and 
find after they are placed that they have 
leaky roofs. It has been our experience that 
& wooden car in this condition is very easily 
repaired by one of our own men and that it 
is cheaper to repair the car than to have the 
railroad set it out and to place a new car. 
However, when we have a steel car placed, 
or a car with a steel roof and it turns out to 
have a leak it is an absolute impossibility for 
us to do anything with the car and we pre- 
sume the railroads have to send it back to 
their shops to have it repaired. In times of 
car shortage this turns out to be a very 
serious situation and at these times we have 
to take any car that we can get and if we 
are unable to use the steel cars that are 
Placed we often have to wait for the cars 
to come in. 


Rabbit House Construction 

The Department of Agriculture has just pub- 
lished Leaflet No. 15-L, “Rabbit House Con- 
struction.” It is a 6-page illustrated leaflet 
and contains much valuable information on 
the construction of houses, hutches and nest 
boxes. It points out that construction of rabbit 
houses, hutches and nest boxes should be 
simple to facilitate frequent cleaning and spray- 


Dear Sir: 


will be the best slogan. 


ing. Both the comfort of the animals and the 
convenience of the caretaker should be borne 
in mind. The leaflet contains working plans 
for buildings that meet the approved require- 
ments and also gives complete bills of materials 
needed for the different types of hutches and 
houses described. 


Helpful Suggestions for Home Carpenter 


Containing many helpful suggestions for the 
benefit of the home carpenter is a_ booklet 
entitled “A Few Boards—A Little Work—Big 
Results,” just published by the trade extension 
department. The booklet, through the courtesy 
of the publishers of the American LuMBER- 
MAN, was adapted from a story appearing in 
that publication. The booklet was designed 
especially for the use of Mrs. Marion Teal in 
her talks ‘on farm home improvement, but is 
well adapted for general use and distribution 


South Bend, Ind. Jan. 21, 1928. 
Editor American Lumberman 
Chicago, Ill. 


Just a line to say that we enjoy the American Lumberman 
the most of all our magazines, and look forward to its arrival as 
we would to any pleasant occasion. 


We are watching the slogan news with interest and as in 
a game are wondering who will be the winner and above all what 
It is very interesting to us and Mr. 
Lyon says that I must have some wooden ancestors, for all I see 
is wood and its products; well anyway, it might be true if family 
trees mean anything like that. 


Permit me to suggest that at the trade extension commit- 
tee meeting in Chicago, Feb. 15, pure maple syrup (a wood 
product) be served as a part of the menu. 
thing like the following be given: : 
you’ve known, spent in the shelter of a wood built home." 


Yours to Choose, Whittle and USE WOOD. 
Mrs. L.G.Lyon, 420 E. St Vincent St., 


South Bend, Ind. 


and will be available in quantities to retailers 
at nominal prices. 

Meetings of the executive and staff com- 
mittees of the trade extension department will 
be held some time during the week of Feb. 20, 
the exact dates to be announced later. The 
Congress Hotel, Chicago, will probably be the 
headquarters for these meetings. 

Lumber for Good Farm Construction 

C. F. Miller, agricultural engineer of the 
central division, is representing the lumber in- 
dustry on the “agricultural special, of the Rock 
Island Lines which on Monday started a three- 
week trip through the Panhandle-plains district 
of Oklahoma and Texas. The trip will take in 
some fifteen towns, giving Mr. Miller an op- 
portunity to make daily talks to farmers on 
the place of lumber in good farm construction, 
to speak before manual training classes of high 
schools, to interview retail lumbermen of the 
district, and to show “The Romance of Sleepy 
Valley,” in which American Standard Lumber 
is featured, and to distribute trade extension 
literature. The “agricultural special” started 
its trip from the New Mexico-Texas border 
and is proceeding almost directly east to the 
Oklahoma-Texas line at Texola, and will in- 
clude a 60-mile run out of Amarillo to the 
northeast. 


Wood Bridges Give Good Service 


Sturdy old New England bridges of wood 
construction stood up as well as, and in many 
instances better than, the newer bridges of 
concrete or steel in the recent floods, according 
to a report of Frank H. Alcott, of the eastern 
division. Mr. Alcott recently completed a sur- 
vey of the New England flood areas. “Gener- 
ally speaking,” he says, “for the four States 
actually involved in the flood—Vermont, New 
Hampshire, Massachusetts and Connecticut— 
the old style wood bridges appeared to have 
given better performance than any other type.” 

‘Where the wood bridges did go out they 
were invariably completely enclosed, top and 
bottom, as is the old local custom. This fact 
had much to do with their failure. In this 
connection Mr. Alcott says: 

The wood bridge would seem to have suf- 
fered greater punishment than the _ steel 
bridges, for the reason 
that the great body of 
water, although reacting 
the same on both types, 
has in the case of the 
steel bridge open truss 
construction to provide 
a vent for the passage 
of water through the 
cord members. On the 
other hand, the wood 
truss bridges were all 
covered and the im- 
pounding of water and 
debris against their up- 
stream side presented 
additional pressure 
which did not obtain in 
the case of open steel 
trusses. The fact that 
the wood bridges were 
covered in a great many 
cases caused them to be 
floated off or pushed 
from their foundations. 


Also that a toast some- 
"Here’s to the happiest days 


In New Hampshire 
nineteen major steel truss 
bridges were carried out 
by the flood waters, while 
only eight of the old type 
wood covered bridges 
went out. The engineer- 
ing department of New 
Hampshire seemed quite 
proud of the old wood- 
bridge performance. 

While in Vermont there were possibly more 
wood bridge failures than steel bridge failures, 
this statement can not be fairly made without 
noting the fact that in that State wood bridges 
outnumbered steel two to one. 

Mr. Alcott states that accurate comparisons 
of flood performance of steel, concrete and 
wood bridges are not yet available for Massa- 
chusetts and Connecticut, but it is apparent that 
wood bridges also held up well in those States. 


Dinner for Newspaper Men 


A dinner will be given at the National Press 
Club on the evening of Jan. 31 by the National 
Lumber Manufacturers’ Association which will 
bring together approximately 100 prominent 
newspaper men and magazine writers, leaders in 
the forestry movement and organized lumber 
industry. Members of the executive committee 
of the Board of directors of the National Asso- 
ciation, who will meet in Washington Jan. 31 
and Feb. 1, will attend the dinner. Among the 
Washington correspondents to whom invitations 
have been sent are some of the best known news- 
paper and magazine writers in the country. 
The guest list also includes Senator Charles L. 
McNary, Representative John McSweeney, Col. 
W. B. Greeley, United States forester; Axel H. 
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Oxholm, director of the National Committee on 
Wood Utilization, and Dudley F. Holtman, 
assistant director; -J. C. Nellis, acting chief ot 
the lumber division, Department of Commerce, 
and Walter DuB. Brookings, manager of the 
natural resources division, Chamber of Com- 
merce of the United States. 

A feature of the evening will be the voting 
on a list of slogans passed by the first and sec- 
ond groups of judges in the $15,000 prize slogan 
contest. The guests will be asked to express 
their opinions as to the best slogans and so aid 
the executive committee of the trade extension 
department in the final selection of the best 
slogans submitted in the national contest. The 
program will also include excerpts from a num- 
ber of films showing various phases of the log- 
ging and lumber industry. 


Oil Derrick Situation 


Earl E. Bowe, of the western division, has 
been making an investigation of the oil derrick 
situation in southern California and reports a 
number of complaints regarding steel derricks. 
For example, one fire chief stated that steel 
derricks melt in hot fires, and told an instance 
where one melted completely in 18 minutes. 
Builders point out that steel derricks are not 
as easily repaired as wood derricks. Another 
builder pointed out that if a corner of a steel 
derrick sinks it is next to impossible to place 
the derrick plumb. On the other hand, when a 
wood derrick gets out of plumb it is easy to 
jack up a corner and insert another timber and 
bring it to plumb, he said. 

Here is a little instance that may help wood 
along a bit. B. F. Keith’s vaudeville theater 
here occupies a part of a prominent downtown 
building the top floor of which until recently 
housed the National Press Club. A few days 
ago the management had the metal exit doors on 
G Street repainted. They are perfectly good, 
heavy metal doors. But a skilled grainer was 
employed to make them look like mahogany, 
and he did a very good job of it. All of which 
would indicate that mahogany makes a much 
better and more pleasing looking door than 
metal. 

Skimping on nails is given as one of the rea- 
sons for damage to wood boxes in a report of 
the western division regarding a survey made 
by Reuben W. Smith of the comparative dam- 
age claims in wood and fiber containers. The 
western division had some difficulty in obtain- 
ing material for the comparative survey of 
damage claims on commodities shipped in the 
two types of containers. Three transcontinen- 
tal railroads reported that they do not keep 
separate accounts of damage claims on goods 
shipped in wood and fiber containers. 

Considerable time is being devoted to a sur- 
vey of boat building plants by engineers of both 
the central and western divisions. W. E. Grif- 
fee, of the central division, reports that several 
builders advise him that for small tugboats 
which are knocked around considerably wood 
hulls are preferable to steel because they will 
stand more hard usage than the thin plates 
which must be used on small steel hulls. Mr. 
Smith, of the western division, reports that he 
finds boat building a neglected field so far as 
the lumber market is concerned. The principal 
trouble western boat builders have in using 
wood is to obtain properly seasoned lumber, he 
says. 

Deplore Use of Green Lumber 

Trade extension engineers of the western 
division who recently have been interviewing 
architects, contractors and specifying buyers 
report that the difficulty in obtaining seasoned 
lumber and the frequently deplorable results 
following the use of green lumber are causing 
considerable dissatisfaction with wood construc- 
tion on the Pacific coast. The trade extension 
department feels that the matter of furnishing 
properly seasoned lumber is of much import- 
ance to the industry, in that it affects the pub- 
lic’s attitude toward lumber as a whole, and it 
is believed that serious study should be given 
the dissatisfaction which results from the in- 
ability to secure thoroughly dry lumber. 

William D. Smith, of the Portland district 


office, reports that many architects in Portland 
are reluctant to recommend wood construction 
because of the shrinkage which results from the 
use of green lumber. One architect stated he 
had abandoned frame construction because of 
the cracking of plaster and trouble with fitting 
doors and sash, which he declares is caused by 
the use of green lumber. Another states that 
while steel frame costs more and has to be 
fireproofed he thinks that the extra expense is 
well justified on account of the lack of shrink- 
age. It is alleged by several Portland architects 
that mills are furnishing wet lumber which has 
a shrinkage of as high as 5 percent. 

Many like complaints have also come from 
San Francisco and Los Angeles. Reuben W. 
Smith, of the San Francisco office, reports that 
one engineer who has had considerable difficulty 
because of the necessity of using partly sea- 
— timbers is contemplating a switch to 
steel. 

The western division is still engaged in the 
anti-shingle ordinance fight in San Francisco. 
Arrangements to speak on the ordinance at ten 
of the city improvement clubs have been maae 
by Winfield Scott, new public relations counsel 
of the division. 


Coéperation Between Retailer and Farmer 


Burdett Green, of the Kansas City district 
office, and E. E. Woods, of the Southwestern 
Lumbermen’s Association, have worked out a 
plan for holding a series of meetings at the 
agricultural colleges in Missouri, Nebraska, 
Kansas, Oklahoma and possibly Arkansas which 
will bring the retail lumbermen of these dis- 
tricts together. The purpose of the meetings 
will be to show the retailer in what ways he 
can be of greater help to the farmer in re- 
modeling and building by taking advantage of 
the farm plans service which these schools have 
available. The University of Missouri and the 
University of Oklahoma have already expressed 
their willingness to coédperate. 

R. D. Waddell and other staff members of the 





central division in the near future will make a 
survey and study of the lumber requirements of 
furniture concerns making radio cabinets and 
consoles. The steel manufacturers are reported 
to be already active in this field. 

Arthur T. Upson, manager of the eastern 
division, last week addressed 400 forestry sty. 
dents and the college faculty of the New York 
State College of Forestry at Syracuse. He also 
conferred with Dr. Nelson C. Brown and Profs, 
H. L. Henderson and Raymond J. Hoyle, of the 
department of forest utilization, and Dr. Ha 
P. Brown, Dr. Forsythe and Dr. Wise, of the 
department of forest botany and chemistry on 
the character of the personnel requirements for 
trade extension work and how the College of 
Forestry might better fit its graduates for this 
kind of employment. 

Mr. Upson also spoke on trade extension at a 
dinner given by the Cleveland Lumber Board 
in honor of J. V. O’Brien, who for the last 5 
years has been active in the lumber industry, 
Mr. Upson was introduced by R. F. Goodnow, 
in charge of exhibits for the National Lumber 
Manufacturers’ Association and formerly direc. 
tor of the Wood Homes Bureau maintained by 
the Cleveland lumber retailers. 

The trade extension department is following 
with close interest the proposed revision of the 
New York State tenement house law. Members 
of the staff of the eastern division are in close 
touch with developments. Representatives of 
various competing materials and other interests 
have appeared before the temporary commission 
appointed by Gov. Smith to revise the law, in 
an attempt to have the jurisdiction of this 
statute extended to one-and two-family dwell- 
ings, and to drastically restrict the use of 
lumber in such construction. At present the 
law applies only to structures housing three or 
more families. It is quite obvious that if the 
proposed revision contains such limitations as 
have been suggested and gets by the legislature 
in that form a great market will be lost to 
lumber. 





part of the present year. 


GENERAL 


PRICES 
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cluded a holiday. 


FUELS 


production of 7,800 barrels a day. 





Business in Brief 
While improvement is not marked in all the major industries, yet the trend in several of 
the most important is so clearly upward as to indicate an underlying strength that is certain 
to be manifest in general expansion of a healthful character during the early 
Such concrete evidence as enlarged order files, 
expanded production and fuller employment in industrial centers is supple- 
mented and reinforced by the confidence expressed by executives im the major industries as 


well as by financial leaders. In fact not only basic conditions but increased activities already 
under way forecast for the early part of 1928 at least a volume equal to that of 1927. 


Steadiness has characterized the price situation for many months, as indicated by various 
index services; fluctuations, when they have occurred, have been slight and have been beth 
below and above a level that has been fairly well maintained for months. 
Dun’s latest weekly index shows 32 advances to 35 declines, a condition 
exactly the reverse of last year. Harvard Economic Society’s wholesale 
commodity price index declined to 98.2 for the week ended Jan. 18 from 98.3 for the week 
immediately preceding. Quite general imcrease in purchases has tended to stiffen prices, 
though competition is still keen in most commodities. 


Probably the major development, as it is the most significant, has been the increase in 
volume of orders placed for steel. These have come from the railroads, the automobile manu- 
facturers, structural interests and from farm implement manufacturers. Car 
and locomotive manufacturers alsc report orders in hand that will require 
substantial requisitions for steel. 
demands is seen in expansion of output at the principal steel centers, the industry as a whole 
being reported abeve 75 percent of its capacity. As a barometer of the general imdustrial 
situation, the steel industry forecasts fair weather. 


Total production of bituminous coal as estimated from incomplete reports by the National 
Coal Association for the week ended Jan. 14 was slightly im excess of 10,750,000 tons, a volume 
well towards a million tons over that of the week ended Jan. 7, which in- 

The average daily output of crude oil as reported by the 
American Petroleum Institute for the week ended Jan. 21 was 2,380,900 

barrels, compared with 2,373,100 barrels for the week ended Jan. 14. indicating a declime in 


Already the influence of these imcreased 
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Governor Is American Woodworking “Fan” 


It is interesting to note the num- 
her of men prominent in business, 
politics, Or other fields, who de- 
rive great satisfaction and benefit 
from fashioning things of wood. 
The universal testimony of these 
men is that they find relaxation 
from the strain of business or 
other cares in the nerve-soothing 
pastime of building bird-houses, 
doll-houses, or fashioning toys 
from wood. Indeed, plain “whit- 
tling” is a recreation not to be 


“During the fall months, in the 
basement of the Executive Man- 
sion, I made a number of wren 
houses and sent them to personal 
friends, accompanied by a letter, 
copy of which is enclosed. This 
fact was printed in the public 
press, and I have had many re- 
quests for bird houses—more than 
it is possible to comply with, and 
many letters that, because of lack 
of time, can not be answered. 

“I am also a whittling fan. I 


have an old Barlow knife, and 
spend much of my leisure time 
whittling my favorite wood, white 
pine. Any man who can not get a 
thrill out of a sharp knife and a 
piece of well-seasoned pattern 
white pine is missing something. 
I whittle animals and toys for 
my three grandchildren. My trend 
of whittling is creative and is 
very restful after a hard day’s 
work. 

“If you know of some white 


pine producing friend, write him 
to send me a little package of 
good white pine wood by parcel 
post or express, and I will be 
glad to pay the charges on same. 

“Convey my kindest regards to 
the manager of the AMERICAN 
LuMBERMAN, and tell him we will 
have a bird-house building con- 
test some time. 

“By the way, what kind of pine 
is sugar pine? I notice the clip- 
ping you sent me from your paper 








despised, as many a “downeast 





Yankee,” including the present oc- 
cupant of the White House, can 
testify. 

The latest prominent member 
of the noble order of amateur 
woodworking fans of whom the 
AMERICAN LUMBERMAN has 
learned is Governor Vic Donahey, . 
of Ohio. Noticing a recent press 
story to the effect that the gov- 
ernor had presented a number of 
his friends with bird-houses of 
his own handiwork as Christmas 
gifts, the AMERICAN LUMBERMAN 
wrote him asking him for some 
details, and such comment as he 
might care to make concerning 
this form of recreation. Incident- 
ally, there were enclosed a num- 
ber of stories, clipped from re- 
cent issues of the AMERICAN Lum- 
BERMAN, Of lumbermen who find 
pleasurable recreation in whittling 
toys and other small articles from 
wood, and it was also men- 
tioned that the manager of this 
journal enjoys spending some of 
his leisure, especially when at his 
summer home, in making bird- 
houses for presentation to his 
friends. This inquiry resulted in 
receipt of a very pleasant letter 
from the governor, which follows 
in part: 

“T am an out-of-doors fan, and am 
particularly interested in birds. 
During my vacation last year I 
made six large martin boxes, and 
a number of smaller bird boxes. 
While reviewing troops at Camp 
Perry, Ohio, I noticed that rifle 
cartridge boxes were about the 
right size for martin boxes and, 
best of all, were made from inch 
thick white pine, and screwed to- = 
gether. With very little cost I 
have several martin boxes, all of 
which were inhabited. 





shows toys made from that wood.” 





» 





Governor Vic Donahey, of Ohio, putting the finishing touches on martin 
houses which he built during his summer vacation 


The governor has been in- 
formed with regard to the char- 
acteristics of the wood named, and 
also has been. put in the way of 
getting some good whittling wood 
for his “Barlow.” 

Of equal interest to the letter 
above quoted, is the one which 
the Governor sent to those of his 
friends who received bird-houses 
as Christmas gifts, a portion of 
which is quoted herewith: 

“My offering to you, my friend, 
is a little pine wood salvaged 
from the city dump (cantaloupe 
crates), a few nails and a half 
ounce of paint, with my best 
wishes for you and yours during 
the coming year. 

“Year after year Jenny Wren 
returns to the home of her choice, 
be it a bird box in the apple tree, 
a cranny in the wall, or a shel- 
tered spot in the window foliage. 
Spring house-cleaning over, she 
and her mate proceed to fill all 
available space with twigs. Some- 
where within they place a lining 
of soft grasses, webs and feath- 
ers. Here six to eight profusely 
speckled eggs are laid, and while 
Jenny is incubating her mate 
perches near by, untiringly war- 
bling his sweet song. After the 
young are hatched, there is little 
rest for either of them. Cater- 
pillars, beetles, bugs and spiders 
must be supplied in astonishing 
numbers until the youthful wrens 
are matured and educated. A 
wren box placed where it can be 
observed from day to day will 
furnish an extraordinary example 
of devotion, loyalty, courage and 
energy from a little mite of a 
bird that will enlarge our concep- 
tion of ‘Peace on earth, good 
will toward men.’” 








New Mexicans’ Luncheon-Smoker 


ALBUQUERQUE, N. M., Jan. 23——What no 
doubt will be the first of frequent meetings of 
Albuquerque lumbermen was a_ delightful 
luncheon and smoker held last Thursday at the 
Alvarado Hotel to afford southwestern deal- 
ers and users a more intimate acquaintance 
with Andersen frames. Attending the meeting 
were FP, C. Andersen, president, and H. H. 
Horton, western sales manager, of the An- 
dersen Lumber Co., Bayport, Minn., makers 
of the famous Andersen frames; Fred W. 
Muff, Southwestern Sash & Door Co.; Thorn- 
ton R. McDowell, manager, Gardner Lumber 
Co.; O. J. Newlander, Newlander Mill & Lum- 
her Co.; Henry Davidson, Model Casket Co.; 
B. D. McDougall, mill superintendent, and E. 
O. Allen, estimator and biller, Southwestern 
Sash & Door Co.; Kenneth J. Baldridge and 
D. M. Herbert, Baldridge Lumber Co.; Fred 
S. Herbert, Breece Lumber & Supply Co.; C. 
I. Speight, manager, Lone Star Lumber Co., 





and O. L. Huddleston, W. A. Cole and Fred 
Wolcott, contractors and builders. 

Messrs. Andersen and Horton were intro- 
duced by Mr. Muff and spoke interestingly of 
the details of materials and construction of 
their frames. B. D. McDougall was judge and 
Kenneth J. Baldridge time keeper in a contest 
in which Messrs. Davidson and Newlander 
tied for a $25 prize in the nailing of an An- 
dersen frame, their time being seven minutes. 
In a second trial, Davidson finished in seven 
seconds less than six minutes, winning over 
Newlander by three seconds. 

Following this meeting, Mr. Andersen con- 
tinued his trip to San Diego, Calif., while Mr. 
Horton, joined by Arthur A. Hood, of the 
Southwest Lumber Sales Corporation, left 
Saturday for Kansas City to attend the South- 
western lumbermen’s convention. 

It 1s estimated that $200,000,000 is spent 
annually by American corporations on research 
work. 





To Erect 10-Story Office Building 


Rocxrorp, Iuu., Jan. 23.—The Rockford 
Lumber & Fuel Co. this week announced plans 
for the erection of a 10-story office building 
at East State and Water streets, on the site 
now used as offices of the firm. Work will 
not be started until early in 1929 but this 
spring new buildings will supplant the pres- 
ent garages and warehouses. The lumber and 
fuel firm has been operating here since 1890, 
acquiring the site for its new building only 
this week, having occupied the office location 
adjacent since its formation through merger 
of the Perry and Reber firms and the Lawler 
& Keeler Co. T. D. Reber is president of 
the company; E. R. Rundquist and Jerome 
Baker, vice presidents; E. H. Keeler, secre- 
tary-treasurer, and L. M. Keeler, assistant 
secretary-treasurer. In addition to its ex- 
tensive business in this city the firm also 
operates branches in Beloit and Whitewater, 
Wis. 
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(Left) Office and yard of Union Mill & Lumber Co.; 





(right) office and yard of Santa Barbara Lumber Co., Santa Barbara, Calif. 


Climate and Scenery Santa Barbara’s Sales Points 


Building Experiment, Following Earthquake, Works Out Successfully Despite 
Fact That City Is Not an Industrial Center 


The history of these States is full of 
stories of community disasters that opened 
the way for great developments. Fires, tor- 
nadoes, floods, earthquakes, economic 
smashes, ruin of all sorts have visited 
towns or even States and have left them 
seemingly knocked out for all time to 
come; and the wreckage has been followed 
by new eras of progress that might 
have been possible without the disaster 
but that probably would not have occurred 
without it. The Realm is not among those 
who welcome such disasters, even if they 
are followed by prosperity; for they always 
involve personal tragedies that are not com- 
pensated for by the general revival. These 
things occur, whether we want them or not; 
but it is always heartening to see a devas- 
tated community rise from its trouble and 
start off with renewed energy. 


New Buildings Occupy Old Sites 

Such a calamity, followed by an amazing 
revival, happened to the city of Santa Bar- 
bara, Calif. Some two years ago an earth- 
quake shook the place down in general 
ruin; but the casual visitor of these days 
would hardly guess it. We were told that 
it cost some twenty-five millions to put 
the town on its new basis. Other cities 
overtaken by similar calamities have been 
decades in clearing away even the wreckage 
of the event, to say nothing of rebuilding 
the destroyed structures. But in Santa 
Barbara we did not see any signs of the dis- 
aster beyond a few vacant lots where as yet 
new buildings had not been erected. The 
rubbish was all gone, and in an overwhelm- 
ing majority of cases new buildings occu- 
pied the old sites. It would be quite im- 
possible for a visitor to trace out the path 
of the disaster. Naturally not much infor- 
mation is volunteered about the quake, 
though Santa Barbara people talk about it 
freely if the visitor brings up the subject. 
Everybody has been too busy and too much 
interested in the very extraordinary and 
successful experiment of building what is 
essentially a new town according to a uni- 
fied plan, to brood over the past. 

Santa Barbara is and has been a unique 
place, and one must understand this fact 





to appreciate what has been done in the 
last two years. It is not and never has 
been an industrial point. The business men 
state freely that the important -commodi- 
ties which the city has to sell are climate 
and scenery. The city is located on a com- 
paratively narrow plain with the sea on 
cone side and an impressive mountain range 
on the other. These mountains draw 
around the town to the northward and end 
at the Pacific; making a natural barrier. 
As a result the place is fully protected, and 
the climate is amazingly fine, even for a 
State noted for such things. Santa Barbara 
has long been famous as a residence point; 
and its resident wealth is large. Sports of 
the wealthy, such as polo and yachting, are 
prominent; and the annual horse show held 
here is supposed to be the last word in snch 
things on the Pacific coast. Montecito, ly- 
ing east of the city, is a place of estates 
where famous people have great houses; 





A glimpse of Old Spain, a street scene to be 
found in Santa Barbara, Calif. 


designed by nationally famous architects, 

These great houses give a certain distinc. 
tion to the town, but the business part of 
the city is well keyed to the picture, too, 
Before the quake occurred the city was 
conscious of its unusual qualities, and con- 
siderable efforts were being made to per- 
suade owners of business property to erect 
new buildings or to alter old ones to con- 
form to a unified architectural plan. Some 
progress was made; but a campaign of this 
kind is slow and never completely success 
ful. Many of us may think of our buildings 
as places to shelter us from wind and sun 
and thieves; and we may be of the opinion 
that the important factor is the buying and 
selling that goes on within the buildings. 
The artists may call us names, barbarians 
or worse, and say we’re stupid and don’t 
see the real effect of surroundings upon 
ourselves and upon the character of the 
town. They’re usually right about it, too; 
or at least partly right. But we are often 
stubborn and go our own way, protected by 
the American’s privilege of doing as he 
pleases with the design of his house unless 
he does something that can be declared a 
nuisance by a jury. 


Educational Work in Architecture 


The educational ground work in distinc 
tive architecture had been done; and when 
the quake made it necessary to rebuild or 
repair most of the business houses in the 
city the people took determined steps to 
see that this work was done in an artistic 
way. There were many notable architects 
in Santa Barbara. Some had been brought 
there to design and superintend the con- 
struction of the great houses and had stayed 
to practice their art in a congenial atmos- 
phere and setting. So the architects and 
the public spirited citizens got an ordinance 
passed creating an architectural commis- 
sion with very considerable powers. Some 
of these powers rather exceeded the legal 
limits set by State laws and eventually had 
to be given up. But before this happened, 
much of the rebuilding had been accom- 
plished. The commission is stil] in exist- 
ence, but I believe its function is largely 
advisory. Even so, it does good and effec- 
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tive work; for everyone with any eye for 
such things can see that the plans have 
given to the city a distinctive quality that 
js indirectly of commercial benefit. 

The prevailing motif is Spanish and was 
taken from some ancient Spanish adobe 
houses in Santa Barbara itself. The city 
has a long history, as such things go out 
here on the Coast, that goes back to the 
early Spanish missionaries. The padres 
puilt a famous mission that still stands oni 
the outskirts of the city, and the early 
houses were all of the low, irregular Span- 
jsh-Mexican type; and the new buildings 
follow this type. 


City Building With a Purpose 


The city planners early came to the con- 
clusion, when they were considering the 
big question of reconstruction. that Santa 
Barbara would probably never be an indus- 
trial point and that it never would become 
a large city such as Los Angeles or San 
Francisco. So they gave special attention 
to small stores and shops. The Realm 
wishes all its readers might see the prin- 
cipal business street with its Spanish 
buildings, or Mediterranean as they are 
commonly called out here. That street is a 
heartening example of what can be done 
when art and commerce get together to 
create something satisfactory to both. 

At first glance these buildings reveal a 
simple and direct quality that is highly sat- 
isfying. This effect grows upon 


walks down the Little Street, a narrow and 
roughly paved thoroughfare lined with little 
shops and studios, and suddenly finds him- 
self in an irregular and charming garden in 
the middle of the block. Shops open on to 
this patio, and irregular passageways lead 
to other gardens with outdoor tea rooms 
and studios. It is as unlike the conven- 
tional American town as could well be im- 
agined. In a way it is representative of the 
city and what its planners have tried so 
successfully to achieve. 


So much for the city itself. In any com- 
plete sense it is rather indescribable; but 
it is a modern town, scarcely two years. old 
in its present aspect. It is the home of 
wealth and retirement; but at the same 
time it has among its 35,000 people plenty 
who are not wealthy, plenty who must and 
do earn their livings, plenty who without a 
safety deposit box full of bonds come hore 
for the climate and the scenery. All people 
who are desirable citizens anywhere are 
welcome here, and they are especialiy wel- 
come if they appreciate artistic buildings 
and attractive living. If they themselves 
are artists they will find fellow workers in 
the graphic and plastic arts and crafts, and 
they will find inspiring conditions in which 
to follow their vocations. 


Part of our information we got from lum- 


ber dealers, part from the Chamber of Com-- 


merce. Chambers of Commerce in these 
California cities are especially alert and 


take the business of paying out on a house 
find the opportunity to try it, and the final 
results are not always good. The building 
and loan organizations have quantities of 
money and are even hunting elsewhere for 


_ places to make loans. There was, of course, 


a vast building program in the city after 
the disaster. Hundreds-of carpenters and 
other building mechanics came in, there 
was plenty of money available, and after 
repairs and replacements were made the 
impetus continued, and some hundreds of 
new houses were erected. There’s always a 
certain danger in such a movement, and 
after a time this new building was checked. 
There was the possibility, of course, that it 
might go too far and give us a heavy sur- 
plus of houses. Apparently that danger was 
avoided, and now the building is beginning 
again; not on the old scale, but at what 
promises to be a fairly satisfactory rate. 


Houses in Mediterranean Style 


“Dwelling houses as well as business 
houses are usually in the Mediterranean 
style, for that seems best to suit our com- 
bination of sea and mountains and sun- 
shine. I think there’s no doubt it has been 
a wise move. It gives us a distinction that 
few other cities have, and it certainly is 
pleasing to the visitor. Some business men 
would rather have a little more light in 
their show windows than they get through 
these arches, but that is a minor matter.” 
J. C. Ambrose, of the Ambrose 





one as he walks through block 
after block on the business 
streets, but it presently occurs 
to him that the simplicity is not 
artlessness. The tinted stucco 
walls and the tile roofs produce 
an effect that is almost but not 
quite plain. Then a person be- 
gins to notice details; balconies 
of exactly correct proportions; 
iron grill work; beautifully pro- 
portioned arches; chimneys 
with plain but artistically 
arched hoods; irregular 
roof lines; buildings of quite 





] Lumber Co., was rather of the 
opinion that money lenders had 
been over timid and too sudden 
in checking the campaign of 
building of individual houses, 
following the completion of the 
replacement program. These 
controllers of the purse made a 
rule that loans would be granted 
only to perscns building for 
their own occupancy. In Mr. 
Ambrose’s opinion this stopped 
building with needless abrupt- 
ness and too completely. He 
thinks there is need for houses 








different design placed next 
each other, each distinctive and 
each merging into the picture 
created by the entire block. The 
cbserver soon realizes that these things did 
not just happen. Such results were not 
achieved by telling a master carpenter and 
a mason to go ahead and build a shop to 
cover a given small lot. This is the sim- 
plicity, the restrained employment of line 
and color that spells building art; and it 
has been done by artists who have steeped 
themselves in the old achievements of the 
early builders. Some of the buildings are 
especially effective by day, some by night. 
Many of the facades are deftly illuminated 
by spot lights to pick out certain points 
and to emphasize blocks of shadows. Bril- 
liant sun by day, artificial light by night; 
the place is a fine municipal achievement. 


Some of the buildings are built with in- 
ner courts or patios; and around these in- 
closed gardens are small shops. One of the 
places the hurried visitor might miss but to 
which he will be directed if he talks with a 
native, is the De la Guerra house and the 
Little Street in Spain. This house served 
as inspiration for much of the architectural 
design in the city. It is the house in which 
Richard Henry Dana was entertained in 
1835 and which he describes in his classic, 
“Two Years Before the Mast.” A person 








Novel office structure of the Ambrose Lumber Co., Santa Barbara; 
Calif. This company operates a planing mill in connection 


especially ready to aid the searcher after 
intormation. So many people are coming to 
the State that these chambers become ex- 
pert in dealing with them. They are cour- 
teous and most cheerfully ready to answer 
any question, reasonable or unreasonable. 
Naturally they have unbounded faith each 
in its own town, for otherwise they would 
not be fitted for their duties. 


A Thriving Water Front Retail Yard 


The Santa Barbara Lumber Co. is located 
on the water front and gets its stock in 
cargo lots. That, of course, is the custom- 
ary thing for these sea coast towns, and it 
makes for a considerable saving for the local 
builder. We say “the local builder” ad- 
visedly, for with all the yards in the town 
getting the same low rates, competition sets 
the prices at the same or approximately 
the same figure. Maybe it makes for more 
building, this saving of $10 or more a thou- 
sand over rail rates, but no dealer is able 
to add this amount to his profits since all 
dealers get it. 

“It is almost too easy to get building loans 
out here in California,” C. H. Boyd said. 
“Families that are not in position to under- 


built to sell: but the men en- 
gaged formerly in that business 
have gone elsewhere, and it is 
herd to get going again. Mr. 
Ambrose told us an interesting story 
of his coming to Santa Barbara from Colo- 
rado, as the result of reading an item in 
the AMERICAN LUMRERMAN. This was quite 
a number of years ago. He saw the notice 
of the incorporation of a lumber company in 
Santa Barbara. This rather crystallized a 
desire on his part to locate in California; 
and after quite a complicated series of 
events he found himself in Santa Barbara, 
the owner of the company whose incorpora- 
tion notice he had read. This is a large 
yard with a planing mill attached. 

Arthur J. Young, of the sales department 
of the Union Mill & Lumber Co., also re- 
called some old time events when I pre 
sented my card. He remembered the old 


- Northwestern Lumberman, predecessor of 


the AMFRICAN LUMRERMAN, as coming to his 
home during his boyhood, His father was 
a lumberman. He recalled a picture of a 
log going into a sawmill and his puzzled 
wonder as to what would happen to it and 
where it would go, once it got inside. 

_ This, too, is a large yard and has a very 
complete cabinet planing mill in connection. 
This mill handles little save the work or- 
iginating in the yard. The yard dresses 
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much of its own stock that comes in rough 
in the cargo shipments. 

“No, we have but little industry in the 
city,” Mr. Young said. “There are some 
indications of an oil strike on our side of 
the mountains, and if it comes in we'll have 
that much industry. It’ll add to the money 
of the town and will bring sales our way. 
This red tile you see on so many roofs is 
burned here in Santa Barbara, and that’s 
really about the extent of what could be 


called local industry. This is quite an agri- 
cultural county, and like most of these 
western counties it is large. But the moun- 
tains cut us off from much of this farming 
industry, and that trade goes to other towns 
and eventually to San Francisco. Trade 
could be better, but we’re not complaining. 
The city is finding itself and taking stock 
after the big effort of replacement. Pres- 
ently we’ll get going again on a satisfactory 
basis.” 





The important factor in the building sit. 
uation from the standpoint of the yards ig 
the moderate sized house. There are big 
jobs, schools, country estates and the like, 
but these usually involve extensive com. 
petition and narrow profits. The modest 
house is the sort of building for which the 
yards are equipped to give the best and 
most satisfactory service. The big jobs 
depend upon supervising architects for that 
service. 


Company Donates News Stand “De Luxe” 


A Heart Warming Story of Kindness in Business—Handicapped 
Street Vendor Helped to Earn Living a 


Decatur, Itt, Jan. 23.—It is often said that 
there is not much kindness or human sympathy 
in business, whether the selling of lumber or 
some other commodity, but it would be hard 
to get the people of this city to assent to that 
proposition, for they have daily ocular proof to 
the contrary. And it would be still harder to 
convince “Dick” Barry, 57-year-old crippled 
“newsboy,” that the local business 
men, and particularly the officials 
of the G. S. Lyon Lumber & Mfg. 
Co. are not the biggest-hearted set 
of folks to be found anywhere, 
in business or out of it. 

For years “Dick” has sat at the 
corner of North Water and East 
North streets, in rain and snow, 
in blazing sun and in zero weather, 
selling newspapers from a rough 
stand built from an old box. Be- 
sides that, he is minus one leg and 
one arm, their places being sup- 
plied by artificial members. Not- 
withstanding these _ handicaps, 
“Dick” is blessed with a happy dis- 
position, and is universally liked 
by customers and the townspeople 
generally. 

Just before Christmas a Decatur 
citizen, J. M. Turner, saw “Dick” 
sitting at his accustomed place, 
and the thought occurred to him 
that a crippled man who was will- | 
ing to undergo such hardships in_ | 
order to earn his own living de- | 
served some consideration. He | 
accordingly put the matter up to | 
the Lyon company, to see what | 
could be done to provide him with | 
a better and more comfortable | 
place in which to carry on his | 
little business. The Lyons people 
pledged their support, with the 
proviso that if they were to pro- oe 








Weatherbest Stained Shingle Co. (Inc.), of 
Tonawanda, N. Y., through its local represen- 
tative, offered to have the shingles made to 
exact scale, and also suggested a beautiful 
blend of different shades of green, to harmonize 
with the colonial architecture of the house. 
The inside of the house is finished with 
plaster wallboard made by the Beaver Prod- 


Some idea of the care taken in construc- 
tion of this little house may be gained from 
the fact that it took 67 hours to lay the minia- 
ture shingles alone, five men working from 
7 o'clock Friday night to 6:30 Saturday morn- 
ing, with a half-hour off for midnight lunch, 
and three men working an additional four 
hours Saturday forenoon, in order to have 

everything in readiness for the 














+ presentation on Christmas Eve. 

In addition to presenting “Dick” 
with the house, a clothing concern 
outfitted him with a new suit, 
overcoat and cap. In fact, every- 
once seemed to catch the spirit 
and wanted to do something. A 
barber shop invited him to call 
for a free haircut, shave and gen- 
eral grooming, and to cap the 
climax, a local optician, learning 
that he needed glasses, gave him 
a complete examination and sup- 
plied him with a pair of glasses 
with specially ground lenses and 
stylish frames. 

Probably the happiest man in 
Decatur on Christmas was the re- 
cipient of all of these bounties, 
who expressed his heartfelt ap- 
preciation in words that stuck a 
little in his throat because of tears. 
Said he, in part: “I certainly ap- 
preciate what these kind friends 
have done for me, and wish to 

thank especially the men of the 
| Lyon lumber company and every- 

one else who helped make this little 
house for me. I only wish I could 
make each one of them just as 
nice a present, but of course I can’t 
do that.” 

One who stood by and watched 
for awhile was led to conclude 








vide the structure it was going 
to be something more than a plain 
box set out on the street. Accord- 
ingly it came about that the beau- 
tiful miniature Colonial house 
shown in the accompanying pic- 
ture was delivered and put in position on 
Christmas Eve as a gift to the crippled news 
vender. 

This little structure has been dubbed “the 
prettiest newsstand in America,” and it de- 
serves the title. The dimensions are 3 feet 
1 inch by 6 feet %4-inch, with a section of the 
front made to lift up out of the way. Before 
the work was started on the house, it was 
carefully designed in the home planning depart- 
ment of the Lyon lumber company, on scale 
of 2 inches to the foot. The frame is sturdily 
constructed of southern pine. The outside 
walls are of bevel siding, accurately worked to 
scale, and the roof is of stained red cedar 
shingles. 

At first the problem of miniature shingles 
for the roof was rather puzzling, but the 


“The Prettiest News Stand in America,” built and donated by the 
G. S. Lyon Lumber & Mfg, Co., Decatur, Ill., which besides its 
primary purpose carries an effective appeal to “Save a Shorter Time 


for a Home of Wood” 


ucts Co. The back sash, in front of which 
is the tray for holding the stock of papers and 
magazines, and behind which the vendor sits, 
is of plate glass, ground and polished on the 
edges, in the new windshield department of the 
Lyon lumber company. This department is 
equipped with a Lange glass edger, manu- 
factured by the Henry Lange Machine 
Works, Chicago, which the Lyon company 
finds very useful for a variety of purposes. 
The finishing touches, such as painting, deco- 
rating, glazing, rubber-tile floor, electric wir- 
ing etc. were donated by various firms engaged 
in these lines. 





Five hundred cars of walnut logs wanted. 
An excellent business opportunity—com- 
ing to him who consults the Want Ads. 


that it was little short of inspira- 
tion that caused the painter, just 
before packing up his tools and 
leaving the finished job, to letter 
lightly across the plate glass of the 
front window of the house, the 
words “Peace on Earth, Good 
Will to Men.” 

A striking full-page advertisement in the 
special building section of a recent issue of 
the Decatur Herald, states that of the ten 
homes, built in Decatur during 1927, awarded 
gold medals in the competition conducted 
under the auspices of the above newspaper, 
four were planned by the G. S. Lyon & Sons 
Lumber & Mfg. Co., and two by local con- 
tractors with the assistance of the Lyon plan 
service. Moreover, in ten of the eleven houses, 


Lyons woodwork was used throughout. 

The Lyon company has just passed its fiftieth 
anniversary, and is entering upon the second 
half-century of business existence with a mag- 
nificent physical equipment, fine organization, 
and policies that augur well for increasing 
prestige and prosperity. 
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Snark Outlines Helpful Hoo-Hoo Aims 


James M. Brown, president Long Lake Lumber Co., Spokane, 
Wash., and recently elected Snark of the Universe of Hoo-Hoo, is 
_yisiting a number of the important retail conventions, and outlining 
the constructive program and policies which the Order has for its 


objectives during the coming year. 


Last week the Snark addressed 


the annual convention of the Northwestern Lumbermen’s Associa- 
tion at Minneapolis, touching upon some of the salient features of 
the lumber situation as affecting the present and future generations, 


saying in part: 


The lumber industry is the process of taking from the forest the 
trees with which certain parts of our domain are more favored than 
others and transforming them into useful materials and equipment 


for the betterment of humanity. 


Lumber has been essential since 


the beginning of time and will continue so through posterity. 


* * * 


In this industry, there are two 
paramount and dominating fac- 
tors; namely, production and dis- 
tribution. This being the case 
we must necessarily have a maxi- 
mum amount of harmony and co- 
éperation between the producer 
and the distributer that we may in 
both branches receive the reward 
to which we are justly entitled. 
These branches must have a mu- 
tual knowledge of each other’s 
problems, and meet on a common 
ground upon which we can de- 
velop friendship, fellowship and 
cooperation. 


* * * 


May I say here a word about 
the manufacturers’ problems? They 
have very high cost of production, 
unjust and inequitable taxation, 
high freight rates, and unfair 
propaganda disseminated through 
the length and breadth of the land 
about over-production, the value 
of inferior substitutes and forest 
depletion. 

* * * 

In our educational department 
we are showing that in a warm, 
friendly and enlightening atmos- 





phere, you will find teamwork and 
brotherhood. In our social or- 
ganization and club life, selfish- 
ness is changed‘to brotherhood. 
We are awakening men to the 
needs of the forest and assisting 
the government forest department 
in putting over its program for 
protection and perpetuity. We are 
working for just taxation, scien- 
tifically applied. We are fighting 
the exclusion of forest products in 
markets which have a _ rightful 
place for the use of wood where 
it is practical to use wood. We 
are interested in getting every 
firm and member to join the par- 
ticular trade organization that is 
helping to protect his part of the 
business and take an _ unselfish 
part in its activities. 
* * * 

This seed was sown and began 
to bear fruit before the lumber- 
men woke up to the fact that 
some one was stepping on their 
toes, causing corns that should be 
scientifically doctored or amputa- 
tion would be necessary. This, I 
am sure, with the assistance of all 
concerned will be taken care of by 
the National Lumber Manufactur- 
ers’ Association. 





After a careful survey of all lumber problems, we have concluded 


that the most acute trouble is at 


the competitive point of contact. 


No matter how great other problems may be, the greatest is that 
mutual lack of confidence in business competitive relations that 


makes coOperation impossible. 


No one seeks or desires the elimi- 


nation of honest business, but this new business era into which we 
have come must banish the old foolish idea of price competition 
regardless of business ethics or profit. 


* 


* * 


Every unit in every section needs to be in its trade organization, 
and to be here responding to those dependable facts and policies 
that present-day associations are so capable of administering. 


Bankers throughout the country 


realize the importance of these 


memberships and are admonishing their clients that the secret of 
success is harmony and coéperation. 


* * * 


Intelligent business requires a 
center for the discussion of its 
problems, a place where the hu- 
man factor may find its expression 
by means of which men may come 
to friendly business tolerance, and 
as community life has found its 
enrichments by means of Kiwanis, 
Rotary, Lions and other civic or- 
ganizations, so our trade needs the 
influence of a similar meeting place 
in our vast business. 

es * s 


We are not organized to take a 
dictatorial stand on policies to pur- 
sue in the different branches. That 
is not our business. We feel you 
should be able to take care of your 
local problems in your own way, 
but we are always ready to assist. 
When any group has a problem 
that will require a united front 
let it notify our general office 
and immediately the wheels of our 
machinery will be put in motion. 
I assure you we are running on 
roller bearings, well oiled and will 
give you the desired results. 

s. 6. 

We have that very place in Hoo- 
Hoo, the only lumber fraternity 
composed of men from all branches 





and all organizations in the in- 
dustry. We have an international 
office in St. Louis, under the 
able supervision of our secretary, 
Henry Isherwood. We have over 
sixty clubs with nearly 13,000 
members throughout the United 
States and Canada. We have 36 
years of experience behind us; we 
are increasing our membership 
each year, intensifying our work 
in wood promotion, education and 
fellowship to a degree that every 
man in the lumber business should 
be proud to say “I am a Hoo- 
Hoo” and working for the general 
good of lumberdom. 
«2s 6 

The forest depletion propa- 
ganda you have heard so much 
about says we cut our timber and 
leave nothing to posterity. Did it 
ever occur to you that in a great 
part of our forest we have a pre- 
ponderance of mature and over- 
ripe timber which it is necessary to 
cut? That if our legislators will 
give the private timber owners a 
chance on carrying costs and our 
government carry out the plan 
now outlined by Chief Forester 
Greeley, the perpetuity of the for- 
est will be assured? 





St. Louis Hoo-Hoo Plan Service to Industry 


St. Louis, Mo., Jan. 26.—At a rousing 
meeting held last night at the call of Mar- 
vin E. Meacham, president Goodfellow 
Lumber Co., who recently was elected 
president of the Hoo-Hoo Club of St. 
Louis, that club was reorganized along 
ambitious lines to serve all branches of 
the forest products industry and the pub- 
lic. As outlined by L. E. Clark, vice 
president of the Huttig Sash & Door Co., 
chairman of the executive board of the 
club, the plan is a movement to keep the 
wood industry to the front. This plan 
includes the employment of a paid secre- 
tary, establishment of headquarters and 
a constructive program to advance the 
interests of the forest products industry 
covering a period of three years. To do 
this $20,000 annually for three years will 
be subscribed. More than one-half of the 
necessary $60,000 was pledged before and 
at the meeting. "With an attendance of 
200 this was one of the largest gatherings 


of lumbermen St. Louis has known. 
Members of the executive board are: 


M. E. Meacham and L. M. Borgess, Vice- 
gerent Snark, ex-officio members; C. W. Nel- 
son, vice president Frost Lumber Industries 
(Inc.), vice chairman; A. R. Fathman, vice 
president Western Tie & Timber Co.; C, W. 
Johnson, president St. Louis Basket & Box 
Co.; John O. Reheis, president St. Louis Lum- 
ber Co.; Julius Seidel, president Julius Seidel 
Lumber Co.; E. W. Wiese, vice president 
Thomas & Proetz Lumber Co. 

On the board of directors are J. C. Ander- 
son, Gideon-Anderson Co.; John B. Chipman, 
Wiles-Chipman Lumber Co.; John P, Larson, 
St. Louis Millmen’s Association; Jack C, Har- 
ris, C. J. Harris Lumber Co.; C. A. Neuenhan, 
Central States Tie & Lumber Co.; H. D. Gaines, 
Thomas E. Powe Lumber Co., and W. J. Yard- 
ley, Sabine Lumber Co. 


The plan as outlined by Mr. Clark con- 
templates admitting to membership “every 
individual, firm and corporation who con- 
ducts himself and operates his or their 
business in an ethical manner and who 
resides, does business or has an office in 
the metropolitan district of St. Louissand 
is engaged as manufacturer, manufactur- 
er’s agent, wholesaler, wholesaler’s agent, 


woodworker or retailer in the production, 
distribution or consumption of forest 
products.” The purpose of the club as 
outlined will be: , 


To solidify into one strong organization 
every branch of the industry as represented 
in the metropolitan district of St. Louis, that 
we may all get the benefit of collective 
thought and action, 

To promote the uses, and advance the con- 
sumption of wood. 

To as far as possible and in every. legiti- 
mate manner assist in promoting clean busi- 
ness principles within the trade. 

To promote closer and encourage the most 
helpful relations between all branches of the 
industry. 

To promote the closest, most friendly and 
helpful relations between the industry and 
the public to the end that we may stand out 
as a great industry, helpful in every way to 
the advance of present and future generations. 

To look after and protect the industry 
against harmful legislation, untruths that 
may be published and all forms of propa- 
ganda that may unfairly cast reflections upon 
our industry or its product. 

To codperate with all national and regional 
associations of the industry and in so doing 
to provide what might be termed a “landing 


(Concluded on page 60) 





40 AMERICAN LUMBERMAN 


JANUARY 28, 1928 





—— 














Retailers’ Idea Exchange 


Bring What You Can — Take What You Need 


If two men swap Dollars neither profits — but if they swap Ideas both profit 














Big Returns from Boys’ Corn Club 


This idea may not be entirely new, but the 
extraordinary results obtained from it may give 
other lumber dealers encouragement in trying 
it out, particularly those in agricultural com- 
munities. 

As the story was told the writer, it appears 
that one county in Indiana in 1927 made strenu- 
ous efforts to improve the quality of its corn. 
One of the largest lumber dealers in the county 
started a corn club all his own. The lumber- 
man provided the seed corn, one bushel to each 
of his employees, and each employee sponsored 
some farm boy as a member of the club. The 
names of the juvenile corn growers were pro- 
vided by the county agent. 

Each boy recommended was given a bushel 
of seed corn for planting. A provision was 
made that out of his crop he was to turn over 
to his sponsor 60 ears of corn. This cut down 
the initial cost of the stunt and meant little 
difference to the boys. 


When the harvest had been completed, the 
county agent, together with other good corn 
judges, selected one bushel of the best corn 
from each of the growers, and this corn was 
taken to the store, a total of 27 bushels, for 
there were 27 employees of the lumber com- 
pany, and auctioned off one Saturday after- 
noon—for seed. The first bushel brought $26, 
the next the same figure, and the third bushel 
$28. And this is some price for even cham- 
pionship Indiana corn. 


Of course, the owners of the corn got this 
money for themselves. The corn judging team 
of the county selected the three best bushels of 
the entire lot, and these winners were given 
extra cash prizes by the lumbermen. 


The auctioning of only 27 bushels of corn 
brought these boys nearly $500 in actual money, 
and the lumber concern got a lot of free pub- 
licity. The remainder of the crop was mar- 
keted in the usual manner. It so happened 
that in each case the boy made more per acre 





overhead etc. 


seen and heard there. 


follows: 


our own business. 


able actually to be there.” 





This Week’s 


Multiply Your Convention Benefits 


Retailers who attend their annual association meetings will come 
home with a wealth of valuable ideas for increasing sales, reducing 
But to get the greatest good from the convention, 
the ideas gained there should be passed along to the associates 
and employees who were not able to be present in person. 

At least one retail concern last year accomplished this” purpose 
in a very effective and, at the same time, a very pleasant way, by 
getting the entire office force together for a dinner, at which the 
members of the firm who attended the meeting told what they had 


The firm referred to is the Burr Lumber Co., Gloversville, N. Y., 
and President F. E. Reynolds tells the American Lumberman 
about the plan in a letter received this week, reading in part as 


“Ours is an association firm, and for years two of our members 
have attended the annual conventions and upon their return have 
endeavored to pass along, piecemeal, the useful information gained 
there. But you know how that goes. 
overlooked, or some of those who ought to hear about it are out 
when they are being talked about. 

“So last year we resolved to try a different plan. 
our return from the convention we set aside an evening and in- 
vited our salesmen and office force to dinner. 
program and went through it, item by item, covering as much as 
we could remember of the various addresses and discussions, par- 
ticularly those that had a practical bearing upon any branch of 


“The boys seemed to enjoy it, and it looked to us like a good 
idea. In a sense, it brought the convention to those who were not 


Watch for Next Week’s “Tip” 


Timely Tip 


Some of the best things are 


Shortly after 


Then we took the 








off his corn than his father did during the sea- 
son. 

And the 1,620 ears of corn that the yard got 
as its share sold, for seed, at about three times 
the regular spot price for corn. The actual 
cost to the yard was very.small when com- 
pared with the advertising value and goodwill 
received. 


Handles Lumber Almost Exclusively 


LAFAYETTE, INpD., Jan. 23.—One of the live 
retail concerns of this city is the Lafayette 
Lumber Co. This yard is notable because it 
“majors” on lumber and wood products, han- 
dling almost nothing else. 

It is one of five yards serving a population 
of approximately 30,000, in a community 
largely influenced by agriculture, supplemented 
by Purdue University with its thousands of 
students, and the Monon Railway shops, but 
with few other industries of consequence. The 
town has never had a boom, in the ordinary 
sense, nor has it suffered any severe setbacks 
or failures. It is, in fact, a rather conserva- 
tive—and, on the whole, a self-satisfied com- 
munity, with good reason for that state of 
mind. The people who live and work here 
like their town, which is a pretty good recom- 
mendation—both for it and for them. 

When asked by the AMERICAN LUMBERMAN 
for some merchandising ideas to pass along to 
the trade, Wallace D. Wolfe, vice-president of 
the company, said: 

“If we have a peculiarity, it is that we run 
a lumber yard and planing mill, and not a 
department store. We sell only lumber prod- 
ucts, with the single exception of composition 
roofing, and carry none of the other so called 
side lines or substitutes, such as steel sash, ce- 
ment etc. We might also state that we adhere 
strictly to a one-price selling policy, treating 
each customer, large or small, with the uni- 
form courtesy and service that, because of his 
giving us the preference in his buying, he is 
entitled to. 

“We do not pay commissions to carpenters 
either on open business or on estimates, as we 
do not believe this to be a fair practice. We 
do not have an estimate price, and a higher 
price for ‘extras,’ but assume that when a man 
comes to us for an estimate he expects to buy, 
at an agreed price per thousand feet or other 
unit of measurement, sufficient material for his 
building, and with this in mind we do not 
think he should be penalized for alterations, 
changes etc. by being obliged to pay for the 
extra material in excess of the stipulated 
price.” 

‘What do you think about advertising?” was 
the next question asked Mr. Wolfe, to which 
he promptly replied: “We believe in advertis- 
ing, and find that money spent with our local 
newspaper brings best returns. It is of course 
difficult to determine the exact result from any 
one advertisement, but we do know that the 
general results are satisfactory.” 

The executives of the company are interested 
in all community projects, and can always be 
counted on to do their part in helping along 
any movement for the public good. Member- 
ships are held in the Rotary, Kiwanis and Op- 
timist clubs, the Chamber of Commerce and 
other civic organizations, Mr. Wolfe being the 
Rotary member of the firm. The heads of the 
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firm hold the opinion that all the clubs and 


- organizations that are working for the general 


good, promoting friendships, good understand- 
ing and administration of law and order, 
should be encouraged by the local business men. 

“To sum it all up,” said Mr. Wolfe, “we 
are just an average ‘hick’ yard in an average 
town, trying to make our contribution to the 
community, with the hope that it will be a 
better one because we have lived and done 
business here.” 


("9a eeeae aan 


Keeping Inferior Lumber Out 


Sometimes it is necessary to take measures 
to eliminate inferior lumber from the com- 
munity if the dealer desires to market only 
the better grades. This is the situation at 
Salida, Colo., where Neill Davenport, presi- 
dent of the Salida Lumber Co., strives to sell 
his trade only the best grades, and to do this 
conducts a sort of hide-and-go-seek game be- 
tween the material in his own yard and a 
side line of buying and selling cheap materials 
that come from some of the small mills in the 
mountains. 

These small mills, for the most part, are 
devoted to the sawing of railroad ties. As a 
result there is an abundance of slab lumber 
at the mills which would be sold to the people 
of the community at “unreasonable” prices if 
Mr. Davenport did not buy it. He has found 
a market for it outside of his territory, for 
lining railroad cars. He buys the slabs, ac- 
cumulates them by the carload, and ships them 
out. This insures that his own customers will 
obtain satisfaction when they buy lumber for 
construction purposes. 

Another object is accomplished. The team- 
sters bring in their loads of this slab lumber 
and Mr. Davenport gives them an order upon 
the local merchants for supplies, or upon the 
farmers in the region for feed and grain. The 





This Week's 
AD-IDEA 











CONCISENESS IS DESIRABLE 


In writing an advertisement the most im- 
portant thing is the central idea, but next in 
importance is the way in which it is expressed. 
An idea may either be spoiled by diffuse ver- 
biage, or it may be pointed and sped to the 
mark by brevity and conciseness. 

A good idea and admirable expression of it 
are embodied in a recent advertisement of the 
Endion Lumber Co., Duluth, Minn., as follows: 


BIG ENOUGH 


to handle any order. 


SMALL ENOUGH 
to give personal attention to our 
customers. 


OLD ENOUGH 
to value our reputation for absolute 
integrity. 


YOUNG ENOUGH 
to excel in prompt and courteous 
service. 


Another Ad-Idea Next Week 





business thus sent to the stores and farmers 
creates good-will for the lumber dealer. 

Mr. Davenport has his yard man go over 
the stock quite frequently to sort out the 


. boards that have warped or otherwise become 


unsuited for use, and work them up into other 
lengths, widths and thicknesses. From them 
are sawed lattice pieces, quarter-round and 
battens, for which there is a steady demand 
in connection with the use of wallboard. A 
small re-saw and a planer constitute about all 
the machinery required for the work. 

The development of the head lettuce industry 
in that region and the shipping of many car- 
loads of lettuce from Salida has increased the 
demand for boards for stripping the cars as 
the crates of lettuce are loaded, and many of 
the culled boards are sawed into strips for 
that purpose. 


Will Add a Building Display 

_ BaTEsviLLe, INp., Jan. 23.—Extensive altera- 
tions and improvements are being made by 
the Batesville Lumber Co., Herman Stein- 
kamp, proprietor. In order to display to bet- 
ter advantage the many kinds of building ma- 
terial handled and to increase the office space 
to keep pace with his ever-growing business, 
Mr. Steinkamp has moved his office to the 
rear of the room and the entire front will be 
given over to the display of building material. 

Mr. Steinkamp’s desire to accommodate 
prospective builders prompted him to place on 
display every kind of material which enters 
into the building of modern homes and the 
home builder can thus step into his display 
room and see just what the material which 
he is planning to use in his home looks like. 

The interior of the office building is being 
refinished and the new arrangement not only 
provides additional floor space but also leaves 
the front of the room entirely free for dis- 
play purposes. 


This Lumber Office Is “A Thing of Beauty” 


PASADENA, CaLiF., Jan. 21—One might 
travel the country over and not find a more 
unique and altogether interesting example of 
lumber office architecture than that which is 
embodied in the new building of the Ham- 
mond-Lumber Co., this city. 

The accompanying photographs give but a 
faint idea of the beauty and charm of this 
structure, which might be termed a sort of 
combination of old English and “early Cali- 
fornia” design—the latter appellation perhaps 
being one hard to find in any textbook of 
architecture, but nevertheless strongly reminis- 
cent of the days of the gold rush, and later, 
when hand-split shakes were commonly used 
both for roofing and siding purposes. 

On this new lumber office the use of split 
redwood shakes, both for the exterior walls 


and the roof, lends a most pleasing effect. 
These shakes were left in the natural color. 
All of the exterior finish and timbers are of 
redwood, and the sign reading “Hammond 
Lumber Co.” over the front entrance is made 
of end-grain redwood, set in stucco. 

The interior is no less pleasing. One of the 
accompanying pictures conveys a good idea 
of this modernly equipped office, the walls of 
which are paneled with sand blasted redwood 
boards. The arrangement of the closed bins, 
or storage spaces, under the counter is de- 
serving of special notice. Each has its own 
door, with various types of handles, illustrat- 
ing different items of builders’ hardware car- 
ried in stock. 

The favorable impression that has been made 
on the public is evidenced by the fact that 
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Because of its unique and beautiful design, the 


although this office building was constructed 
only a few months ago, several persons who 
own country estates near Pasadena have 
asked the Hammond company for permission 
to copy the building for homes. 

The office is located at Broadway and Cen- 
ter streets, only a short distance from the line 
of march of the world-famous Rose Tourna- 
ment staged each New Year’s Day. It also is 
not far from the celebrated Mile of Christ- 
mas Trees. In view of such environment, 


which annually attracts many thousands of 
sightseers, the company naturally felt impelled 
to make its new office a thing of beauty as 
well as of utility, and it is universally con- 
ceded that both of these purposes have been 
realized in a most admirable way. 








new office of the Hammond Lumber Co., Pasadena, Calif., has attracted wide attention 
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National Production, Shipments and Orders 


Wasurnocrton, D. C., Jan. 24.—The following statistics were compiled by the National Lumber Manufacturers’ Association: 


Boftwoods: 

Week ended: 1928, Jan. 14; 1927, Jan. 15— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California Redwood Association 
North Carolina Pine Association 
Northern Pine Manufacturers’ Association 
Northern Hemlock & Hardwood Manufacturers 


Total softwoods, one week 


California White & Sugar Pine Manufacturers’ 


Two weeks ended above dates— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California Redwood Association 
North Carolina Pine Association 
Northern Pine Manufacturers’ Association 


Northern Hemlock & Hardwood Manufacturers’ 


Total softwoods, 


Hardwoods: 


Northern Hemlock & Hardwood Manufacturers’ 


One week 

I Ke tn lade Rie Ree cle Ben sw aie ii 
Hardwood Manufacturers’ Institute— 

One week 

Two weeks 
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Production Shipments 
1928 1927 1928 1927 1928 1927 

Cis Re eee hae} SAO a Oke 6 ob ed 0 Ce o 6 os 65,640,033 63,758,305 58,826,784 52,277,088 77,489,216 62,529,528 
ee ree Pere 99,383,914 87,877,536 95,784,424 84,267,947 105,614,992 109,920,061 
pe bevevenesdemanees 9,845,000 14,874,000 J 24,963,000 22,042,000 30,033,000 
aCe wee dye ee SEED CORS 0 oKE eS 8,588,000 6,325,000 6,511,000 5,801,000 8,488,000 9,690,000 
ctidiethne Git eee enew 00 bee e006 5,455,244 6,045,559 »5'74,473 6,364,499 6,008 4,678,715 
bb bhat<s bennse bese 6,742,900 6,466,300 978,200 5,909,300 5,934,000 5,528,000 
’ Association.. as 1,514,000 1,520,000 1,916,000 2,436,000 1,581,000 
SOehecesecacovececsoescecsesese 196,943,091 186,860,700 194,678,881 181,498,834 228,012,208 223,960,304 

Association 13,572,000 19,245,000 ,090,000 
ALS SP ae ee ee 119,761,179 124,849,143 109,176,256 99,811,128 126,130,880 112,259,040 
sal as Atak len eute qtieiae: oh aah tne 163,260,641 158,864,417 164,149,984 148,309,319 296,066 182,682,650 
cbeeksse ves ebeweoen 17,216,000 28,569,000 949,000 46,063,000 39,001,000 51,237,000 
ahin Che bee eer eee wensata 14,574,000 12,545,000 11,496,000 11,823,000 14,140,000 16,678,000 
Sa Se ee ee 8,943. 11,566,558 8,590,199 12,139,135 8,021,000 8,819,015 
sontsoateduneenees 12,549,800 11,331,500 8,924,800 12,021,100 11,578,000 11,203,000 
Association 2,666,000 3,801,000 2,763,000 3,729,000 3,467,000 3,324,000 
Pee a 338,971,466 351,526,618 344,049,239 333,895,682 372,633,946 386,202,705 

Association.. 24,744,000 25,328,000 42,442,000 

Association— 

4,788,000 4,410,000 3,510,000 2,664,000 2,149,000 2,069,000 
er 9,971,000 7,925,000 7,021,000 5,150,000 5,382,000 4,887,000 
12,439,000 11,952,000 13,002,000 11,821,000 17,068,000 12,131,000 
27,385,000 32,501,000 29,870,000 34,088,000 34,393,000 32,817,000 





National Analysis 


Wasurncron, D. C., Jan. 24.—The National 
Lumber Manufacturers’ Association issued the 
following analysis for the periods ended Jan. 
14—orders and shipments being shown as per- 
centages of production: 





One Week 2 Weeks 
No. of Ship- Or- Ship- Or- 
Association— mills ments ders ments ders 
(n) South. Pine. .106 90 118 91 105 
(n) West Coast..115 96 106 101 104 
(n) Western Pine 33 228 224 226 227 
Calif. Pines..* 22 142 200 143 172 
(n) Calif. Redwd. 16 76 99 79 97 
(n) N. Car. Pine.. 23 84 110 96 90 
Northern Pine 8 74 88 71 92 
N.Hem.&Hdw. 18 118 189 104 130 
All softwds.341 102 121 104 114 
N.Hem.&Hdw. .. 7 45 70 54 
Hdw. Mfrs.’ 
OT eer 98 105 137 109 126 
Allhardwds... 96 112 99 106 
All woods.. 101 120 104 113 
*Sixty-nine percent of cut in region. 
tUnits of production, each representing 
normal daily output of 28,000 feet. 
The five softwood manufacturing associa- 


tions marked “(n)” have a standard for nor- 
mal production, and for the week 341 of their 
members gave actual production as 95 per- 
cent; shipments, 97 percent, and orders, 115 
percent of normal production. Figures for 
normal last yéar included reports of 313 mem- 
ber mills of the above associations and showed 
production 83 percent; shipments 82 percent, 
and orders, 103 percent of normal. 

Only the Hardwood Manufacturers’ Institute, 
whose figures for 1927 included 84.5 of the 
total reported hardwood production, has a 
standard for normal production of hardwoods, 
and for the week it gave actual production as 
79.9 percent of normal, against 84.5 percent 
for the corresponding week of last year. 


California Redwood 


San Francisco, Cautr., Jan. 21—The follow- 
ing information is summarized from the report 
of the California Redwood Association for the 
week ended Jan, 14: 











wood White- 

No. of Percentof wood 

mills Feet production Feet 

Production — 8,588,000 100. 1,895,000 

Shipments . 16 6,511,000 76. 2,642,000 
Orders re- 

ceived 16 8,488,000 99. 2,562,000 
Orders on 

a 14 32,835,000 5,810,000 

Detailed Distribution of Redwood 

Shipments Orders 

Northern California* ... 2,875,000 2,934,000 

Southern California*® ... 2,155,000 2,666,000 

WT cortecheewanas a 8=3=6 s&h whee 

DEE. seivacseedveey 1,363,000 1,626,000 

SR, cshcctese seeders 96, 1,262,000 

ccc cdieen ds chen 6,511,000 8,488,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 

+ Washington, Oregon, Nevada and Arizona. 

tAll other States and Canada. 





National Analysis, 4 Years 


Wasurncrton, D. C., Jan. 23.—The following 
figures were compiled by the National Lumber 
Manufacturers’ Association, these percentages 
being based on actual production as 100 per- 
cent, and revised totals for the fifty-two weeks 
of 1927 being used: 


Percentages of Actual Output 


Orders Normal 
Shipments Received Production 
SOFPTWOODS: 


Southern Pine Association— 


SE 99.0 99.3 110.6 
Ears 100.7 99.1 108.7. 
0 Se 99. 99.5 101.7 
| ee 101.6 100.0 105.1 
West Coast Lumbermen’s Association— 
ee Sivas tee 96.0 97.2 90.0 
Re 99.9 99.5 83.9 
wh an eee 103.2 103.1 83.5 
Be ‘irsenewen 102.4 102.2 93.1 
Western Pine Manufacturers’ Association— 
Pt vhaveues 104.2 104.4 122.0 
SE wdc ai 102.6 104.9 110.6 
ae 90.6 89.4 98.0 
Pn . siketvene 97.2 99.1 114.0 
California White & Sugar Pine Manufacturers’ 
Association— 
Se tenes eee 108.7 103.6 
SE wh «whales 92.7 84.5 
aos 91.6 75.6 
California Redwood Association— 
ars 104.3 106.1 112.8 
PE eb ee a ae 96.0 100.4 106.8 
sett ya ote 94.0 95.0 103.4 
Pe feaeaxone 80.2 $1.2 $1.8 
North Carolina Pine Association— 
EE” a glace wiaaie 100.3 86.2 137.0 
re 99.0 84.3 141.3 
c 95.3 80.0 129.6 
Bee acadawats 104.5 95.0 153.7 
Northern Pine Manufacturers’ Association— 
Sarre 91. 86.9 nae 
ES sic. cain goacae 112.8 107.8 ae 
ae 98.2 90.7 
| 103.1 105.0 


ers’ Association— 


BORE ccsescee 112.0 99.5 
De esonease 98.2 87.2 
ee 73.1 61.1 
BOSE .nccvcce 83.0 65.1 
Total Softwoods— 
Serre 99.4 98.9 
BEBE ccvevcts 99.9 98.1 
1926 nw ceeece 98.3 95.5 
HARD WOODS— 


Northern Hemlock & Hardwood Manufacturers’ 
Association— 





és eens 94.4 89.6 
ase 101.5 94.2 
Hardwood Manufacturers’ Institute— 
Se Secaweta 103.1 105.5 126.0 
See. ivechone 100.6 103.3 113.4 
Total hardwoods— 
. Sere 102.0 103.3 
ee? osatenen 100.7 102.1 
Grand Totals— 
gage ah earl 99.6 99.3 
Bee? saechtwdid 100.0 98.5 


| 


North Carolina Pine 


NorFo_k, VA., Jan. 23.—The North Caro- 
lina Pine Association makes the following 
analysis of figures from twenty mills for the 
week ended Jan. 14: Per- 


Percent Percent cent 
Normal Actual Ship- 


Production— Feet output output ments 
Normal* . 6,960,000 ae ¥e is 
Actual - 4,951,790 71 wi 

Shipments ..... 4,297,325 62 87 a 

Orderst . 5,197,000 75 105 121 


+As compared with preceding week, there is 
an increase in orders of 71 percent; although 
that week twenty-four mills reported. 

*“Normal” is based on the amount of lum- 
ber the mills would produce in a normal work- 
ing day. 





Data on Walnut 


The American Walnut Manufacturers’ As- 
sociation has compiled the following data: 


Dec. Nov. Dec. 

Lumber— 1927 1927 1926 
Manufactured .. 3,375,500 3,234,200 2,996,100 
Shipments ..... 2,548,100 2,823,500 2,501,900 
a 13,036,900 12,149,300 12,202,200 
Logs— 
Purchases ..... 2,709,200 3,515,000 2,462,300 
Made into lumber 

and veneer... 2,655,600 3,034,500 2,357,000 
SE news seas 3,614,600 3,645,600 1,906,700 





West Coast Review 


SEATTLE, WASH., Jan. 21.—For the week end- 
ed Jan. 14, 115 mills report as follows to the 
West Coast Lumbermen’s Association: 





Production - 99,383,914 
Shipments . 95,784,424 4% below production 
| es 105,614,992 6% above production 
Shipments— 
Water delivery: Feet Feet 

oi le 6) s)e wim 30,959,374 

EY. aicbwree se 6 os o's 21,066,475 

Total wate® (54%)<.<cccccccces 52,025,849 
RE Se ae wen are 40,425,710 
De CEIDD bnncobs oss eecen causes 3,332,865 

TERE GIGROED 6 cciccccccnncise 95,784,424 
New Business— 
Water delivery: 

Ere TT 31,954,656 

DE. Sc pidtiancan eee 19,341,604 

Mates waster (46). .cccccccssess 51,296,260 
CO OR ear riertr se 50,985,867 
PE Me tecrevetov ence saaenat 3,332,865 


Total new business 105,614,992 
Unfilled orders— 
Water delivery: 
Domestic cargo ...... 112,357,129 
rrr 98,408,210 





210,765,339 
140,434,374 


351,199,713 
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Hardwood Barometer 


MEMPHIS, TENN., Jan. 23.—The hardwood 
Manufacturers’ Institute barometer for the 
week ended Jan. 14—which is made from re- 
ports of 158 units, each representing 28,000 
feet daily capacity—is as follows: 

Percent of—— 


Normal Actual Ship- 
Production*— Feet output output ments 
Normal (iden- 


tical units) 26,544,000 





Actual ...... 21,214,000 79.9 ... 
Shipments . 21,889,000 82.4 103.2 
Orders— 

OT eee 28,511,000 107.4 134.4 130.3 
On hand end 

week ..... 158,318,000 


*Based on mill log scale. 


tLumber fabricated at the mills and used in 
construction work included in total orders and 
shipments. 





Southern Pine Stocks 


New Or.eEAns, La., Jan. 23.—The Southern 
Pine Association has compiled the following 
statistics : 


December Reports from 134 Subscribers 
Percent 
Percent Pro- 
Normal duction 
872,011,129 94.61 


Feet 
Stocks Dec. 1.... 


Dec. cut ........ 308,345,890 86.62 ..... 
1,180,357,019 

Dec. shpmts. 290,672,888 81.65 94.27 

Stocks Jan. 1 889,684,131 SRGe- isecs 


Orders (122 mills) 82.26 93.24 
*Normal is the amount reported by sub- 
scribers for the first six months of 1916. 


Stocks on hand increased 2.03 percent, or 
17,673,002 feet, during December. 


Of the above 134 mills, 12 did not report on 
running time, and 5 were not operating. Of 
the 117 reporting on running time, 2 operated 
full time, 6 reported overtime, and 8 were on 
double shift, these having a gain in output of 
25,995,000 feet, while the other 101 lost time 
equivalent to a capacity of 41,808,000 feet— 
net loss in capacity being 15,813,000 feet. 


Comparative Reports of 125 Identical Mills 


A statement of 125 identical mills compares 
operations for December, 1927, with those for 








December, 1926: 1927 as 
° percentage 
1927 1926 of 1926 

Stocks Dec. 1 852,609,573 762,723,133 111.78 
Dec. cut 299,864,726 320,185,718 93.65 

1,152,474,299 1,082,908,851 

Dec. shpmts.. 282,473,482 251,476,301 112.33 
Stocks Jan. 1 870,000,817 831,432,550 104.64 


Yearly Reports of 109 Same Mills 
Comparative figures for production and ship- 
ments reported by 109 identical mills for the 

years 1927, 1926 and 1925 are as follows: 


Shipments as 
percentage of 


Production Shipments production 
1927 ....3,503,862,957 3,465,825,520 98.91 
1926 ....3,605,334,078 3,575,390,500 99,17 
1925 ....3,753,719,633 3,686,658,478 98,21 


December Exports Through Southern Ports 
Exports through southern ports for No- 
vember and December, 1927, and for the fourth 
quarter of 1927 that includes these two months, 
were as follows: 


December November Oct 1 to Dec. 
1927 








Southern pine— 1927 31, 192 
Lumber ..46,423,692 30,933,401 111,819,934 
Timbers ..11,725,969 10,305,635 36,361,371 

Other woods.18,956,505 14,273,928 48,766,988 
Totals ...77,106,166 55,512,964 196,948,293 


December exports were 38.9 percent larger 
than November, and 29.8 percent larger than 
those for December of 1926. Exports for the 
fourth quarter of 1927 were 12.8 percent lower 
than those for the third quarter, but 29.9 per- 
cent larger than those for the fourth quarter 
of 1926. Total footage for the twelve months 
of 1927 was 844,799,081 feet. 


Percentages of kinds making up the export 
totals were as follows: 


Oct. 1to Dec. 
December November 31, 1927 
Southern pine— 1927 1927 
Lumber ..... 60.2 55.7 56.8 
Timbers 15.2 18.6 18.5 
Other woods .. 24.6 25.7 24.7 





Western Pine Summary 


PortLanp, Ore., Jan. 21.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Jan. 14, from 
33 member mills: 


Per- 
Percent Ship 
ercen = 
Production— Carst Feet ofcut ments 
ae oo SRO - sess zee 
eee 9,845,000 


Shipments (car).. 841 21,866,000 


Local deliveries ... 618,000 

Total shipments ... 22,484,000 228.38 
Orders— 

Canceled ..... 12 312,000 

Booked (car)... 824 21,424,000 

a ea ae 618,000 

Total orders ... . 22,042,000 223.89 98.03 

On hand end 

week ....... 3,062 79,612,000 . 


Bookings for the week by thirty-three iden- 
tical mills were 124.10 percent of those for 
the previous week, showing an increase of 
4,160,000 feet. 

+Car basis is 26,000 feet. 

*Normal takes into consideration mill ca- 
pacity, number of months usually operated 
and usual number of shifts—reduced to a 
weekly basis which is constant throughout 
‘the year. 

During the week production was 31 percent 
of normal; shipments, 70 percent of normal, 
and orders 69 percent of normal. Average 
for the corresponding week of last four years 
was as follows: Production, 48 percent; ship- 
ments, 79 percent, and orders, 87 percent of 
normal. 

Production is so seasonable that, during 
two winter months, actual production amounted 
to only 53 percent of normal, while during 
two peak summer months the production in- 
creased to 114 percent of normal. 





Southern Pine Barometer 


New Or.eans, La., Jan. 24.—For the week 
ended Jan. 20, Friday, 106 mills of total capac- 
ity of 157% units (a unit representing monthly 
output of 2,000,000 feet between Nov. 1, 1924, 
and Oct. 31, 1927), report as follows to the 
Southern Pine Association : Percent Percent 
3-Year Actual 


Production— Cars Feet Average Output 
Average 3 yrs. ... 67,671,486 bicta e CRA 
AOCOEE: cscs .-- 65,503,460 96.80 ae 

Shipments* 3,170 63,529,970 93.88 96.99 

Orders— 

Received* . 3,676 73,670,716 108.87 112.47 
On hand end 
week{ ....11,066 221,773,706 


*Orders were 115.96 percent of shipments. 

tOrders on hand showed an increase of 4,79 
percent, or 10,140,746 feet, during the week. 

tBasis of car loadings is December aver- 
age, 20,041 feet. 

One hundred and five mills reported net 
overtime of 58 hours, which is 0.92 percent 
more than full 60-hour week basis. 





Oak Flooring Statistics 


The following are statistics for the week 
ended Jan. 21, as reported by fifty-eight mills 


to the Oak Flooring Manufacturers’ Asso- 
ciation : Feet 

6 oe warn nine Se We wali lm aclarele 7,900,000 
EE W655 toh mae oe ace © heli eee 8,441,000 
CIE 6b Sdicene cds > bee dd vei vnny <n 





Carolina Pine Costs 


NorFrotk, Va., Jan. 23.—The North Carolina 
Pine Association reports that in November the 
total cost of rough lumber, exclusive of stump- 
age, was $19.83 for mills doing their own log- 

ing, the range for these being from $14.46 to 

6.27; $30.64 for mills purchasing logs, and 
that the average for all mills was $20.11—the 
statement being based on 19 reports from 16 
members representing 20 mills. Average cost 
of logs for mills doing their own logging, ex- 
clusive of stumpage, was $8.86, made up of 
$6.22 for logging expense and $2.64 for log 
transportation; total cost of manufacturing for 
these mills was $6.02, made up of $3.75 for 
sawmill, 55 cents for dry kilns and $1.72 for 
yarding and shipping; total overhead averaged 
$4.05, made up of $1.28 for insurance and 
taxes, 96 cents for depreciation and $1.81 
for general overhead, and selling expense 
amounted to 90 cents. é 


Hemlock and Hardwood 


Osuxosu, Wis., Jan. 23.—The following fig- 
ures were supplied to the Northern Hemlock 
& Hardwood Manufacturers’ Association by 
twenty to twenty-five firms that ordinarily 
make about one-half the total monthly ship- 
ments : 


HARDWOOD 
Firms Cut Shipments Orders 
Weekly average— 
Oct. ..... .- 2,886,000 4,609,000 3,899,000 
Nov. ....- .» 2,774,000 8,936,000 3,023,000 
Dec. ..... .. 3,753,000 3,334,000 3,385,000 
Weekly average, year to date— 
ies babe zs 4,746,000 4,357,000 4,109,000 
Wee report— 
ion — 21 5,188,000 3,611,000 3,233,000 
Jan, 14... 19 5,562,000 3,906,000 2,324,000 
- HEMLOCK 
erage— 
"See rrcrces Raapene snes sabes 
Bes’ ni ae 8,098,000 | 1,876,000 1,426,000 
kly avera. ear to te— 
wine osase rs 791,000 3,575,000 3,175,000 
rt— 
= ey 21 1,378,000 1,243,000 1,031,000 
Jan. 14... 19 1,288,000 1,540,000 2,461,000 








Reversible Windows Perfected 


Perhaps the greatest improvement made in 
windows since those indispensable adjuncts of 
the human habitation first came into use, 1s 
that of making them quickly and easily re- 
versible for purposes of cleaning, and imme- 
diately removable for purposes of glazing, re- 
pairing, or for maximum ventilation. The need 
for reversibility is so great, and the method of 
accomplishing it so simple, as developed by 
the American Window Co., Houston, Tex., 
that one almost wonders how it is that house- 
wives, window cleaners, glaziers and carpen- 
ters have so long been obliged to assume the 
hazards and inconveniences of windows ac- 
cessible from one side only at a time. 

The American window, which has been in 
process of development for about three years, 
completely surmounts all the old inconven- 
iences, and at the same time does not affect 
the use of such window accessories as screens, 
weatherstripping, curtains, metal grills etc. 
Some of the most able engineers and archi- 
tects in the country were consulted in the pre- 
liminary stages to ascertain whether any flaws 
could be found, but the window found only 
favor in the eyes of all who have seen it 
Operate in actual installations. 

There is nothing difficult or complicated 
about the method of attaining the improve- 
ment. A simple set of hardware, manufactured 
by the American Window Co., enables one to 
clean the outside of the window pane from 
inside the room, with no greater effort than is 
required for dusting the top of a table. Both 
sash may be completely reversed for cleaning, 
without effort. The appearance and design ot 
the present double hung window remains the 
same. Both sash automatically lock when 
closed. Either may be completely removed in 
a half-minute for repairing or glazing. 

The AWCO hardware is marketed through 
modern millworking plants and sold as a com- 
plete unit of sash and frame with the hard- 
ware installed according to the architect’s 
specifications. The frame necessary for the 
American window differs but slightly from the 
usual type. The hardware may be installed by 
any carpenter understanding blue-prints. No 
mortising or countersinking is required. 
AWCO hardware for wood sash is available 
in finishes to harmonize with any decorative 
scheme. Best of all, the American window in- 
stalled costs but slightly more than the usual 
two-sash type. 

Dealers or others desiring to know more 
about this great improvement in modern win- 
dows will find everything fully described and 
illustrated in a booklet which the American 
Window Co., Houston, Tex., will be glad to 
send upon request. 

If the point of a nail or a screw is dipped 
in glue before setting or driving into place, 
its hold will be more secure. 
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Hardwood Business More Active . 


Oak Furniture Regains Favor 


MeMPHIS, TENN., Jan. 23.—Demand for 
southern hardwoods has increased steadily since 
the Christmas holidays and prices are much 
steadier and in some instances are higher. A 
few manufacturers have put out lists advancing 
prices on some popular items, but it is thought 
that not a great deal of business has been done 
at the higher figures. Prices have dropped to 
exceptionally low levels, and there must be con- 
siderable advance before southern hardwoods 
reach a reasonable price level. 

The increased demand is primarily due to the 
re-entry into the market of the automobile 
group. Body plants have been placing some 
nice orders. This group had been out of the 
market for many months. It is taking con- 
siderable oak, gum, elm and ash. There was 
also a spurt of buying from the flooring plants, 
as demand for oak flooring is said to be better. 
Flooring patrons are buying while prices are 
low. There is some increased buying from 
furniture manufacturers, but it is not heavy. 
Reports show that at the furniture shows there 
was not heavy buying Retail furniture deal- 
ers, while optimistic, are not wanting to lay 
in big stocks. The furniture group is taking 
principally oak. Many oak suites were on dis- 
play at the shows and it was noticed that they 
were in good demand. Oak furniture has 
definitely returned. Oak is being used in furni- 
ture selling at all price ranges. Interior trim 
plants are not such good buyers, and box and 
crate manufacturers are not taking a great deal 
of low grades. The export market is not show- 
ing any signs of life. 

The great danger is overproduction. There 
is plenty of hardwood available, and mills have 
not been running to normal capacity. If mills 
continue to operate on part time it is felt sure 
that there will be better prices. Production 
is now about 80 percent of normal, while sales 
are running about 107 percent. Weather has 
been good, except in a few sections. 


Inquiry and Demand Better 


Louisvitte, Ky., Jan. 24.—Very little change 
has been shown in hardwood prices over the 
last week, but demand and inquiry are un- 
doubtedly better. If just a little better de- 
mand does not influence producers to start 
running again, there is a possibility that there 
will be somewhat better prices. It is reported 
that flooring grades of oak are just a trifle 
more active and that slightly better prices 
are being received, although buyers are offer- 
ing $1 to $2 under the low that most sellers 
are willing to accept. Poplar, gum, walnut, 
red and white oak, chestnut and a little cot- 
tonwood are reported among the items mov- 
ing. Ash, maple and thick elm are still dull, 
but improving a trifle. Prices of inch stocks 
at Louisville: Walnut, FAS, $240; selects, 
$160; No. 1, $90. Poplar, FAS, $93@100; saps 
and selects, $67 ; common, $47. Ash, $80 and $50. 
Chestnut, $90 and $57. Quartered red gum, 
$100 and $52; plain red, $95 and $48; quar- 
tered sap, $61 and $45; plain sap, $55 and $39. 
Cottonwood, $54 and $38. Red oak, FAS, $70; 
No. 1, $48@50; No. 2, $37@40; plain white 
oak, FAS, $80; No. 1, $53; No. 2, $43@45; 
quartered sap, FAS, $125; No. 1 common, $68. 

With tobacco selling at 30 cents a pound 
and better on most central Kentucky floors the 
crop being short but of fine quality, business 
prospects look better than for some years. 
Central Kentucky farmers will have a lot of 
money over the next few months, as the old 
pool is just making a payment of $5,000,000, 
which is in addition to other payments over 
the last few weeks, following the disposal of 
all pooled tobacco holdings in the State. 


C. C. Hieatt, City Mill & Lumber Co., Louis- 
ville, as president of the National Association 
of Real Estate Boards, is in Houston, Tex., 
this week, presiding over the mid-winter meet- 
ing of the association there. 

John F. Frey, of the Frey Planing Mill Co., 
and Mrs. Frey will sail from New York Wed- 
nesday for a tour of the Mediterranean. 


Inquiry Good; Orders Gaining 

Burrato, Jan. 25.—The hardwood trade is 
beginning to show a fair amount of improve- 
ment, according to the statements made at 
a number of the local wholesale yards. The 
inquiry has shown a notable increase since the 
year opened and more orders have been com- 
ing in, though trade is not called active. The 
inquiries come from various lines of industry 
and the automobile factories are not particu- 
larly noticeable in the list. However, this 
branch is counted on to make a better showing 
than for a long time. While some yard offi- 


Auto Makers Take Large Amounts 


Jackson, Miss., Jan. 23—A number of 
hardwood manufacturers have reported steady 
operation of their plants in spite of inclement 
weather throughout this section. The auto- 
mobile industry is now taking a large amount 
of hardwood. Stocks are badly broken in some 
instances, and logs are generally reported 
scarce. The future seems to be quite bright 
for the hardwood manufacturer. 


Wholesale Firms for Better Prices 


CINCINNATI, Out0o, Jan. 24.—Prices are still 
inclined to be rather irregular in hardwoods, 
Several wholesalers here reported that they 
could have closed good orders for oak and 
ash from automobile manufacturers, but that 
the price ideas of the intended buyers were 
on the basis of last September and October, 
Wholesalers here are refusing to make sales 
rather than concede. Several good orders 

















Difficulties Show What Men Are 


Following in the footsteps of his lamented 
father, who was nationally known and re- 
spected as a leader in the lumber industry, 
C. F. Anderson, of the Anderson Lumber Cor- 
poration, Marion, S. C., has taken an active 
part in every movement for the benefit of the 
industry. A slogan that Mr. Anderson has 
found helpful and which those who know him 
will recognize as characteristic of this lum- 
berman, is a saying of Epictetus: 


“Difficulties are the things 
that show what men are.” 


In his typically modest way, Mr. Anderson 
says: “This has always appealed to me, and 
it has been helpful.” } 

















cials say that business has not made much 
headway since the year opened, it is generally 
stated that more interest is being displayed 
by consumers. One wholesaler said: “Our 
January business so far has been better than 
that of the same month in either 1926 or 1927. 
From the character of the inquiries I think 
there is promise of activity in hardwoods in 
the next few months.” 


Flooring Stronger; Trade Slow 


Boston, Mass., Jan. 24.—The tone of the 
market for oak flooring has strengthened but 
business is still slow. Some manufacturers 
are advancing prices and buyers are not all 
fully convinced that advances will prove per- 
manent. 

First grade plain white oak flooring, t#x2%4- 
inch, is held at $85 by better known mills but 
sales are very few indeed. Second brings 
about $74, For third, sellers want $57, but 
bids of $52 might still be accepted in a few 
instances. Some makers of maple flooring 
are quoting first grade, 43x2%4-inch, at $77, 
but competitors want over $80. First grade 
birch flooring, 43x2%-inch, is offered at 
$70@73, but business is not active. 


were placed in oak, ash, gum, soft maple and 
elm by body builders. Auto body builders are 
taking single carlot orders. Sound wormy oak 
and West Virginia maple are not as active as 
the dealers would like them to be, because of 
lack of activity at the furniture factories. The 
Chicago show closed last Saturday night, and 
factory men from the Cincinnati district are 
just getting back into harness. The story is 
going the rounds among lumbermen that furni- 
ture orders were not as heavy as was expected. 
But stocks in the furniture and cabinet trades 
are low and will have to be replenished soon 
if the factories are to begin producing on their 
customary schedules. One walnut house here 
says its domestic business has been surpris- 
ingly good, from which it argues that the fac- 
tories here intend to get started soon. Export 
business is rather quiet, but there are inquiries 
which may develop into orders within the next 
thirty to sixty days. Competition is still keen 
from foreign producers, but American hard- 
wood exporters here are selling on quality 
rather than price and say they have a good 
chance for success. 

Pine and cypress generally are quiet and un- 
changed, with sales light. 

Perry V. Shoe, of the Shoe-Boehm Walnut 


For Current Market Prices on Hardwoods See Pages 99 and 100 
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Co., left for Asheville, N. C., tonight to attend 
the session of the National Lumber Exporters’ 
Association Jan, 25-26. While at the conven- 
tion Mr. Shoe will present a joint invitation 
from the City of Cincinnati, the Chamber of 
Commerce and the Cincinnati Hotel Associa- 
tion for the exporters’ association to hold its 
1929 session at Cincinnati. Following the 
meeting Mr. Shoe will visit the hardwood 
mills in the Asheville district and elsewhere. 

The Herbert Bauman Lumber: Co. has 
moved to Suite 1020, new Chamber of Com- 
merce Building. 


Common 2-A Poplar Strong 


JACKSONVILLE, Fia., Jan. 23.—The most in- 
teresting hardwood item has-been 4/4 No. 2-A 
common poplar, which has sold heavily and ad- 
vanced strongly, with no stock to be had. 
Orders taken by wholesalers for-this item are 
necessarily placed at once, as there is no telling 
just where it will go next. Other items of 
hardwoods have been moving steadily. There 
has been a very good demand for ash, as well 
as both sap and red gum. Demand for other 
grades of poplar has not been as good as that 
for No. 2-A common, and some items are 
lagging. 


Bookings Show Increase 


BrooKHAVEN, Mu§ss., Jan. 23.—Hardwood 
bookings are beginning to increase: but prices 
are still very low. Poplar, tupelo, plain and 
quartered sap gum and magnolia continue to 
move in nice volume, while other species are 
showing only fair activity. The general tone 
of the market is much better than it has been 
for a number of weeks. 


Volume Larger; Prices Unstable 


Exvxins, W. Va., Jan. 23.—Although Jan- 
uary has been a somewhat better month than 
December from the standpoint of demand for 
hardwood, conditions generally are far from 
satisfactory.. Many manufacturers and whole- 
salers state that the present is still too much 
of an auction market, with price stability 
lacking. Inquiries are a little more numerous 
than they were during the latter part of last 
year, and January has brought orders from 
unexpected sources. Producers report little 
additional business from automobile plants, so 
that maple is not in strong demand. The better 
grades of white oak are probably in best de- 
mand, particularly the No. 1 common and bet- 
ter. Other items on the list, however, are 
hard to sell. 

The importance of Elkins as a strategic 
point in the prompt distribution of lumber was 
illustrated in connection with a recent ship- 
ment of soft-texture red oak made by the 
Raine Lumber Sales Corporation to New York. 
The inquiry for a carload was made on Mon- 
day, hy Tuesday the car was loaded, and it left 
the Elkins yards Tuesday afternoon over the 
line of the Western Maryland. It reached its 
destination on a siding in New York City, 
after delay for ferrying, on the following 
Friday morning. In other words, it required 
less than three days to make the shipment 
from Elkins to New York City. In days gone 
by it used to require several weeks, but excel- 
lent transportation facilities from Elkins now 
make it possible to effect delivery in an almost 
unbelievably short time. The Raine Lumber 
Sales Corporation specializes in réd oak. 

At the annual meeting of the stockholders 
of the Keystone Manufacturing Co., of this 
city, President W. H. Mason reported that 
the company enjoyed a year of larger business 
in 1927 than at any time since 1920. The 
Keystone Manufacturing Co. was originally 
organized by Mr. Mason in 1898, and was 
reorganized and its capital stock increased in 
1919. This company operates on an extensive 
scale at Erwin, in Preston County, and also 
operates a large flooring plant, constitutine one 
of the most important industries of Elkins. 

At the annual meeting of stockholders of 
the Spears Lumber Co., held in this city, 
Samuel T. Spears was elected president; Hugh 


Pritt, of Parsons, vice president; R. S. Irons, 
secretary and treasurer. Directors elected in- 
clude the above-named officers and the fol- 
lowing: Mrs. Stella Spears, W. H. Mason, 
George E. Davis, of Horton, and A. S. Lind- 
say, of Hendricks. The Spears Lumber Co. 
was organized only last.spring, at which time 
it acquired the Whitmer-Parsons Pulp & Lum- 
ber Co. holdings in Randolph and Pendleton 
counties, and resumed operations at the. large 
band mill at Horton, with George E. Davis in 
charge as superintendent. The company has 
extensive holdings of hardwood lumber in 
the Spruce Knob section of Pendleton County, 
its general offices being at Elkins. 


Orders Are More Plentiful 


ATLANTA, GA., Jan. 24.—Georgia hardwood 
output is considerably below normal and orders 
are 30 percent in excess of it. Another cold 
spell has hit the South, followed by rain. 
Stocks are being depleted. Recent furniture 
shows resulted in factories placing heavy 
orders for current needs, and inquiry is more 
active than in months. Business with auto- 
mobile plants is improving steadily; orders are 


largely for current needs. but a number of 
sizable ones for advance wants are reported. 
Oak flooring plants are operating near capac- 
ity, but orders from southeastern retailers have 
increased rapidly. Steady improvement in 
industrial sales of maple flooring is reported. 
Most items have held comparatively stable in 
price, though the tendency is upward. 


Furniture Plants Buy Actively 


Macon, Ga., Jan. 23.—A marked. improve- 
ment in demand for red gum featured the 
hardwood market here this week. This wood 
has been moving in. greater volunie than in 
months. Most.of it is used for furniture. 
Sap gum continues -to move ‘to all the furni- 
ture manufacturing centers, the demand hav- 
ing been unusually good since the first of 
the year. Manufacturers say that although 
there was a good inquiry for other woods, 
there is still room for improvement. Many 
buyers, however, are still at shows in the 
East. Logging conditions are generally satis- 
factory. Another cold snap arrived on Satur- 
day, but this has not interfered with woods 
operations. 


Would Cut Commission’s Powers 


MEMPHIS, TENN., Jan. 23.—Two railroad 
presidents, L. A. Downs, president of the LIli- 
nois Central Railroad, and Daniel Upthegrove, 
president of the Cotton Belt Railroad, told 
members of the Southern Hardwood Traffic 
Association and visiting railroad men, num- 
bering more than 500, at the fifteenth annual 
meeting of the traffic association held last 
Thursday at the Hotel Peabody, that for the 
country to prosper the railroads must have a 
fair rate of return on their investment. In say- 
ing this both speakers pointed out that traffic 
was being handled for less than 1 cent a mile 
for each ton of freight handled, and that while 
at present this appears sufficient, they warned 
their listeners that railroads must have money 
for expansion and that “too many rate reduc- 
tions might mean, later, not now, a general 
increase in freight rates.” [Note: A partial 
report of this meeting appeared on page 57 of 
the Jan. 21 issue of the AMERICAN LUMBER- 
MAN.—EpiTor.] 

Mr. Downs was introduced by Judge C. N. 
Burch, of Memphis, solicitor for the Illinois 
Central Railroad. In his speech he touched 
on many phases of the transportation situation 
and praised the Southern Hardwood Traffic 
Association and its officials for the manner in 
which they dealt with the railroads. He pointed 
out that all differences were settled by confer- 
ence and that it was unnecessary to resort to 
cases before the commissions of the States, or 
the Interstate Commerce Commission at Wash- 
ington. He said that this fact alone told of 
the work of the traffic association. He also 
pointed out some of the developments of the 
railroads, and promised his codperation. 

Mr. Upthegrove also referred to the work 
of the association, and praised it for the man- 
ner in which the work was handled. He told 
of the growth of the Southeast and the South- 
west and said that long ago his road felt the 
need of sufficient representation in Memphis, 
realizing that it was a most important railroad 
center. He said in closing that he was glad 
to note that “codperation had replaced conten- 
tion, and negotiations had replaced litigation.” 

J. V. Norman. Louisville, Ky., general coun- 
sel for the traffic association, introduced Mr. 
Upthegrove. He also spoke later in the after- 
noon touching on the rate situation. He made 
a plea for taking from the Interstate Commerce 
Commission the rate making power, for he 
feels that this clause of the transportation act 
gives the commission too much power and 
works to the detriment of certain sections of 
the United States.. He told something of the 
organization of the traffic association and paid 
tribute to the work of the secretary-manager, 
J. H. Townshend, and all his staff. 


Frank F. Fish, secretary of the National 
Hardwood Lumber Association, was asked for 
a few remarks and told the convention that in 
all probability the next annual meeting of his 
organization would be held in Memphis. He 
urged all manufacturers present to attend the 
meeting to be held in Memphis Tuesday. 

The financial report showed the association 
in excellent condition and made no recom- 
mendations for the next year. 

At the annual board of directors’ meeting 
J. H. Townshend was reélected secretary- 
manager. 


Resolutions Adopted 


_ The following resolution was adopted, hav- 
ing been presented by Walker L. Wellford, 
chairman of the resolutions committee: 
WHEREAS, At the last annual meeting of the 
Southern Hardwood Traffic Association resolu- 
tions were adopted recommending the repeal of 
certain powers now vested in the Interstate 
Commerce Commission, and especially the mini- 
mum rate-making power and the powers under 


Section 15a of the Interstate Commerce Act, 
and 


WHEREAS, The Interstate Commerce Com- 
mission is so exercising the powers vested in 
it as steadily to increase the rate disadvantage 
of the long-haul shipper by. making distance 
the sole measure of rates, thereby restricting 
competition, zoning the commerce of the coun- 
try and favoring certain sections of the coun- 
try as against other sections, and 


WHEREAS, The Interstate Commerce Commis- 
sion is further exercising its powers to prevent 
carriers from reducing rates where such re- 
ductions are necessary in order to enable ship- 
pers served by such carriers to compete in the 
markets and where the carriers proposing such 
reductions have been able to make same with- 
out casting a burden on other traffic, and 


WHEREAS, Such exercise of power has caused 
the commission to become the subject of polit- 
ical controversy, various sections of the coun- 
try seeking to obtain control thereof, thereby 
undermining public confidence in its decisions; 
now, therefore, be it 


Resolved, By the Southern Hardwood Traffic 
Association in annual convention assembled, 
that Congress be requested to repeal the pro- 
visions of the Interstate Commerce Act which 
vest in the Interstate Commerce Commission the 
powers above enumerated. and specifically Sub- 
section 4 of Section 13, Subsection 1 of Section 
15 and Section 15a. Be it further 

Resolved, That copies of this resolution be 
furnished to members of Congress. 


“WHILE there may be temporary reactions,” 
says A. E. Dickinson, president of the Indiana 
Limestone Co., “it seems likely that building 
may reach records in 1928 as high as or higher. 
than in 1927.” 





46 


AMERICAN LUMBERMAN 


JANUARY 28, 1998 





P a., 
thirty- 


PHILADELPHIA, 
Jan, 23.—The 
sixth annual conven- 
tion of the Pennsyl- 
vania Lumbermen’s As- 
sociation, a three-day 
affair which closed last 
Friday night at the 
Bellevue-Stratford Ho- 
tel here, outdistanced 
previous annuals in 
point of attendance and 
its constructive pro- 
gram fully equaled the 
superlative list of 
interest-compelling fea- 
tures which have been 
the order for the last 
several years. [Nore: A brief telegraphic 
report of the first day’s session appeared on 
page 56 of the Jan, 21 issue of the AmeERICcAN 
LuMBERMAN.—Epitor.| The attendance, which 
reached 700 on Wednesday night, indicated 
a growth of interest in the retail lumber in- 
dustry, despite the fact that business of the 
last year has not been all that could be de- 
sired, with decreased volume and lower profits 
in most instances. From the Wednesday after- 
noon session to the close of the convention 
Friday night, the scheduled events took place 
with promptness and dispatch. 

Thursday morning the presidents and sec- 
retaries of fifteen units from four States met 
in breakfast conclave where new plans were 
discussed for the betterment of local units 
and the extending of their services to make 
them of more practical benefit to their mem- 
bers. Among the new plans suggested was 
a salaried secretary-manager for each unit. 

Preceding the afternoon business session, a 
luncheon was tendered past presidents of the 
association in the Gold room. 


President’s Address 


In his annual address, Luther C. Ogden, of 
Cape May, N. J., president of the association, 
touched upon a number of important subjects, 
including the efforts of the organization to 
maintain maximum distribution through the 
retail yard. The efforts of the board of di- 
rectors, he said, te maintain this distribution 
“have been untiring and many apparent viola- 
tions of our ideas of business ethics have been 
investigated and in most instances corrected.” 
He told of the National retailers’ convention 
at Tacoma and of the adoption by that organ- 
ization of the resolution ordering the establish- 
ment of a lumber reinspection bureau on the 
East coast. This was a most worthy accom- 
plishment, he believed. In concluding his ad- 
dress he asked for the same spirit of friend- 
ship and active coédperation for his successor 
that the members have given him during his 
terms of office. 





JOHN H,. DERR, 
Philadelphia, Pa.; 
Elected President 


Survey of Business Conditions 

The annual survey of retail lumber busi- 
ness conditions in Pennsylvania, New Jersey, 
Maryland and Delaware revealed that while 
the volume of business in some instances was 
apparently greater, the gross profit percentage 
on business was lower than 1926. The drop 
in price on almost all building materials left a 
small margin of profit, the cost of doing busi- 
ness remaining constant. Dwelling construc- 
tion in almost every instance has caught up 
with the demand. 

Collections were reported poor in all lines 
of business, and a review of competitive con- 
ditions brought out the information that the 
general dearth of business has resulted in 
competition taking the form of renewed activ- 
ity along merchandising lines, with more con- 


rr 


Pennsylvanians Give Attention 


Study Price Competition, Discounts and Credits 


structive salesmanship, but that it has at no 
time taken the aspect of a price war, with its 
accompanying cut-throat policies, which can 
be directly attributed to association work, 
great frequency of meeting, and the general 
close personal feeling that has ensued among 
legitimate dealers. 

In answer to the question, “What is your 
outlook for business for the coming year?” 
the majority of the units reported that to 
date there is every indication that 1928 will 
be a normal year, 


Report of Secretary 


In his annual address, Secretary J. Fred- 
erick Martin, of Philadelphia, also stressed 
the better understanding of the relationship 
with the large manufacturers and distributers 
of building materials, as had President Ogden. 
Mr. Martin stated that by correspondence and 
a series of conferences with leading manufac- 
turers, a very satisfactory understanding had 
finally been arrived at to the effect that these 
manufacturers and distributers are unani- 
mously in favor of distributing their products 
through the dealers. 


Secretary Martin then told of the fifteen 
local unit organizations which compose the 
Pennsylvania association, declaring that prac- 
tically every locality in the association territory 
is now represented by a local organization. 
These locals are headed by genuine leaders 
and through them “codperative buying, credit 
bureaus and other codperative activities of a 
dollars and cents nature have been pursued 
and these, along with the general benefits de- 
rived from meeting with one another have 
resulted in very profitable developments for 
the individual members.” 


Mr. Martin spoke of the arrangement for 
group insurance among the officers and em- 
ployees of the dealer members of the asso- 
ciation, whereby this wholesale insurance is 
available to all members of the organization 
as long as they remain within it. 

He concluded by saying that it has been the 
constant effort of the association officers to 
make the annual meetings instructive and in- 
teresting, for it is only through contact with 
association work that ideas are gained which 
make the members better merchants. He 
urged attendance at the annual as well as at 
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The Business 


By Hawley W. Wilbur, President, Wisconsin 


Why is it that so few peo-| himself. The lumber dealers| builder who acts as an agent 
ple know anything about the| are well organized and_| for the lumbermen. Now it is 
lumber business? The retail| throughout the nation and| not contended that the con- 


distribution of lumber and 


their trade associations have 


tractor and builder are un- 


building materials comprises 
a vast investment of money 
and the volume of business in 
the 20,000 retail establish- 
ments in the country runs 
well over a billion dollars. 
Pick up any newspaper or 
magazine: Do we find any 
account about lumber, or re- 
tailers of it? Even the comic 
strips and sheets do not pic- 
ture our peculiarities. Almost 
every other line of merchan- 
dise, or the people who are 
engaged in its distribution are 
well known in one way or an- 
other. H. Mencken lam- 
basts the Babbitts in nearly 
all walks of life, but lumber 
he has never mentioned as 
far as I know. How many 
people if stopped and ques- 
tioned on the street of any 
city could give any real in- 
formation about lumber, 
Where to get it? Who sells 
it? What it costs? And just 
where the lumber yards are 
located? Yet, ask these same 
people where there's a good 
garage, or a slaughter house 
or a good drink of moonshine, 
and a ready and definite an- 
swer is forthcoming. 


Making Nation Lumber 


Conscious 


The national lumber manu- 
facturers are doing a splendid 
job toward making the nation 
lumber-conscious. But the re- 
tailer should not depend on 
the producer of the goods he 
handles to perform a service 
that he is better able to do 





accomplished about all that 
can be done in creating a 
spirit of fellowship and friend- 
liness between dealer and 
dealer. Relations between 
manufacturer and dealers are 
established which have been 
most beneficial for the indus- 
try and for the public. How- 
ever, if the industry desires 
to take its proper place in the 
field of distribution, it must 
go farther. It must initiate a 
program of merchandising 
and publicity that will cause 
the consumer and prospective 
user of our products to re- 
alize that the retail lumber 
dealer is the one who can 
serve him better, more eco- 
nomically, more _ intelligently 
and with more safety than 
anyone else. 

The failure, in the past, of 
the lack of knowledge of and 
confidence in the lumber yard 
is attributable to the nature 
of the business. The dealer 
has not made the concerted 
and cooperative efforts to 
change or adapt the nature 
of things to his advantage and 
for the good of the building 
public. The causes of this 
lack of understanding are: 
The home builder and con- 
sumer of lumber and substi- 
tutes do not use or buy every 
day the goods we offer. It is 
only occasionally that the 
average person comes in con- 
tact with the dealer or his 
agent. The bulk of the busi- 
ness of the final consumer is 
done with the contractor or 


necessary middlemen; they 
are as essential as the dealer. 
But today economical distri- 
bution and consumption de- 
mands that the source of sup- 
ply be brought into close 
contact with the ultimate con- 
sumer. There are 50 to 100 
middlemen to each lumber 
dealer. It must necessarily 
follow that only a small part 
of these middlemen, or 
agents, are in a position to 
serve the public as advan- 
tageously as the distributer. 
Again, the nature of things 
comes into play. The aver- 
age lumberman is a _ good 
business man and better able 
to perform the duties of dis- 
tribution. His financial and 
business standing place him 
in a position to establish con- 
fidence and trust. 


What Does Home Owner 
Know? 


While the average man 
does not frequently come into 
close contact with the lumber 
dealer, still he daily sees and 
uses the benefits of lumber 
and building materials. A 
large portion of the lumber 
in a house is covered up and 
can not reveal its necessity 
and usefulness. In a home 
the woodwork is blended into 
the picture and its individual- 
ity is usually lost sight of. 
How often does the home 
owner know where the wood- 
work came from or who 
made it or furnished it? 
There are no good reasons 





Nc 
Retail | 


why 
not 
ber 
ah 
to 3 
sity 
‘the 
the 
ow! 
frie 
hea 
elec 
tila’ 
ven 
eve 
to 

hor 
inte 
we! 


bee 
dea 
the 
he 

tur: 
dev 
con 


the 
bra 


stal 
the 


nar 


But 
kin 
wai 
or 

anc 
reli 
ber 


ver 


hin 


say 


sor 


of 








yn 


teen 
the 
rac- 
tory 
tion. 
ders 
redit 
of a 
sued 
de- 
have 

for 


for 
em- 
iSso- 


ation 


1 the 
s to 
| in- 
with 
thich 

He 
is at 


January 28, 1928 


—— 


AMERICAN LUMBERMAN 47 





the group meetings of the organization. 


THURSDAY AFTERNOON 
The Thursday afternoon business 
closed with a stirring talk by Hawley W. 
Wilbur, president of the Wisconsin Retail 
Lumbermen’s Association, on “The Business 
Nobody Knows.” He aroused the enthusiasm 
of the delegates and created much favorable 
discussion in the lobby after the session, 
{Mr. Wilbur’s address, practically in full, be- 
gins on the preceding page.—Ebitor. ] 


FRIDAY MORNING 


The officers for 1928 were elected Friday 
noon as follows: 
President—John H, 
Vice 
Pa.; 
Treasurer—H. B. Wilgus, Philadelphia; 
Secretary—J. Frederick Martin, Phila- 
delphia; 
Field secretary—J. L. Buckley, Philadelphia. 
Directors (for three years)—Charles’ B. 
Wolf, Mt. Wolf, Pa., J. Earl Brightbill, Hum- 
melstown, Pa., Clement J. Schilbe, Tamaqua, 
Pa. 
Executive 


session 


Derr, Philadelphia; 
president—C, C, Rosser, Nanticoke, 


committee—Fred H. Ludwig, 


to Factors Determining Protits 
and Businesslike Methods for Extending Market 


Reading, Amos Y, 
A. M,. Northrup, 
New Castle, 
more, Md, 


Lesher, Philadelphia, Dr. 
Ashley, Pa., J. T. Eliason, 
Del., and Bruce Helfrich, Balti- 


Mr. Derr was not at the convention when 
his election was antiounced, having been called 
away by the sudden death of his wife’s mother. 
The new vice president responded with a short 
speech and his popularity was evidenced by 
the rousing welcome he received. 

Over 200 attended the “Cost Study Break- 
fast” held 8 o'clock Friday morning in the 
form of a roundtable discussion on “Operating 
Costs of Building Material Dealers and Their 
Relation to the Type of Merchandise Han- 
dled.” Sidney A. Swensrud, of the Harvard 
University bureau of business research, gave 
the result of a recent survey along this line, 
which has already been published in the 
AMERICAN LUMBERMAN, William Lucas, man- 
aging director of the Eastern Millwork Bu- 
reau, New York City, also spoke on the sub- 
ject. 

The Friday morning business session was 
opened with an address by W. Rulon Wil- 
liamson, who spoke on “Saving Money With 
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why the home owner should 
not be conscious of the lum- 
ber and building material in 
a home if he were educated 
to a realization of the neces- 
sity of knowing more about 


‘the many features that make 


the complete dwelling. Home 


owners proudly show their 
friends the plumbing and 
heating and decoration, the 


electric refrigerator, the ven- 
tilating fan and other con- 
veniences. They seldom, if 
ever, observe or call attention 
to how well or poorly the 
home- is eanstrvcted and how 
intelligently the materials 
were prepared and_ used. 
Why? Because they have not 
been informed. The lumber 
dealer is completely out of 
the picture. It is about time 
he was brought into the pic- 
ture, wisely to awaken and 
develop these feelings and 
conceptions in the minds of 
the building public. 

Ask any home owner what 
brand of paint he used, what 
make of plumbing was _ in- 
stalled, from whom he bought 
the heating system and the 
name of the oil heater and 
he will be able to tell you. 
But he doesn't know what 
kind of lumber, whether it 
was green or dry, or whether 
or not it was properly stored 
and handled and who was the 
reliable and trustworthy lum- 
ber dealer that made it con- 
venient and economical for 
him to build. 

The average lumber dealer 
says his business is different. 
Is it? Of course there are 
some differences in the details 
of distribution and carrying 





Nobody Knows 


Retail Lumbermen’s Association 


on of business, but these de- 
tails are not the predominat- 
ing factors which control suc- 
cess or failure, happiness or 
discontent. 


The Dealer Is Different 


The same people who pat- 
ronize a drug store are the 
ones who are patrons of a 


lumber yard. Still deal- 
ers claim that these same 
customers act _ differently 


when buying lumber, roofing 
and wallboards than they do 
when purchasing safety ra- 
zors, tooth brushes and pat- 
ent medicines. But do they? 
And if they seem to act dif- 


ferently, isn’t it really the 
dealer who is different? 
I have never heard of a 


drug store “cut-price-war.” | 
have seen cut-price drug 
stores advertised, but this was 
just a camouflage. Sure, a 
drug store may sell kodaks 
and safety razors at cost to 
draw trade to its place of 
business in order to sell its 
customers a lot of other nick- 
nacks, patent medicine and 
what-not, but does this drug- 
gist cut his price on the 
whole line or any great por- 
tions? No sir. His competi- 
tor may meet his prices on 
safety razors and kodaks, or 
put out a cut-price lead on 
hair restorer and hair brushes, 
but he goes right on selling 
his prescriptions at the same 
old mark-up of 100 to 200 
percent on the rest of his 
‘ine. But a lumber dealer— 
it can't be done! 

When the drug store ad- 
vertises a cut on razors, a 
lot of people buy another 








razor, a package of gum, ci- 
gars, shaving cream, tooth 
powder, talcum powder, com- 
pacts and God knows what 
all. The druggist creates 
business by selling some com- 
modities cheap. 

A big reduction on coal 
and lumber could be adver- 
tised. The only thing it would 
create would be a rush to the 
drug store for red ink. That 
is about the only way the 
lumber business differs from 
most other businesses. You 
can't create the building of 
new homes, or new barns and 
new chicken houses or new 
hog pens by price induce- 
ments. If you cut the price 
on hardwood flooring, you 
may stimulate people to put 
in new floors. It doesn't fol- 
low that these customers will 
give you an order for ten 
bags of cement in addition to 
the order for flooring. 


Are Lumber Dealers a 


Species? 
Are lumber dealers a spe- 
cies, different from other 


business men? Are buyers of 
lumber and building material 
a species, different from buy- 
ers of other commodities? 
Are contractors a_ species, 
different from lumber dealers 
or the ordinary buyers of 
other goods? I don't think 
so. Scientists claim that there 
is only one species of plant 
and animal life in the world, 
and this is simply organic life 
itself. White pine trees do 
not evolve into corn, but corn 
stalks evolve into lumber. 
Trees evolve into wood, but 
{Turn to next page] 


Group Insurance,” after 
which William Jones, 
of Ernst & Ernst, spoke 
on “What Do You 
Know About Your 
Business?” and gave a 
general idea of what 
one should know about 
his affairs. He recom- 
mended that every re- 
tailer adopt the budget 
system, 

In the opinion of 
Bruce Helfrich, of 
George A. Helfrich & 
Sons, Baltimore, Md., a 
downtown store and dis- 
play room are invalu- 
able to the modern retailer. They make it pos- 
sible for the general public, including ladies and 
architects, to look over the new merchandise 
conveniently. According to Mr. Helfrich, the 
greatest factor is to create business and this 
is the answer to a great many problems today. 
It has been his experience that the public is 
susceptible to suggestions and through this 
display room it has been possible to create a 
desire for new homes and alterations. The 
display room was tried out for sixty days and 
the success was so great that it is now a 
permanent part of the Helfrich establishment. 
The display room is here to stay and will give 
a profit on each sale if the retailer in turn 
gives real value and service. It has another 
value, according to Mr. Helfrich, in that it 
educates the public. The public is much 
more satisfied if it sees what goes into the 
home before it is covered up, and although a 
number of sales may go to competitors, the 
display room is one of the most vital fac- 
tors in the new order of merchandising. 

Hiram Blauvelt, of the Comfort Coal-Lum- 
ber Co., Hackensack, N. J., gave an illustrated 
lecture on remodeling and modernizing cam- 
paigns. Stanley Gilbert, of the Charles C. 
Kellogg & Sons Co., Utica, N. Y., addressed 
the convention on “Co-Operative Second Mort- 
gage Company to [Further a Home Building 
Program.” 

At noon the annual luncheon meeting of the 
old and new board of directors and officers 
and executive committee was held in the Old 
Colony Club rooms. 


FRIDAY AFTERNOON 


The highlights of the Friday afternoon ses- 
sion were an open discussion on the “Prob- 
lems of the Planing Mills,” “Commissions, Cash 
and Discounts and Trade Discounts to Car- 
penters and Contractors,” and an address by 
John M. Gibbs, trade extension manager of 
the National Lumber Manufacturers’ Associa- 
tion. 

A very comprehensive presentation of “to 
give or not to give” concessions or commis- 
sions to carpenters and contractors was led 
by J. T. Eliason, jr., of J. T. & L. E. Eliason 
(Inc.), New Castle, Del. This. was one of 
the most important features of the convention. 

In his talk, Mr. Eliason gave a definition of 
the term “cash discount” and declared that 
among the reasons for granting such a dis- 
count are two—to lessen the amount of un- 
productive capitat and to decrease potential 
credit losses. In order to be successful, a 
cash discount most overcome several obstacles 
—first, natural human inertia and, second, 
return on investments lost through payment 
before such payment is necessary, or the 
time, effort and cost of borrowing money if 
funds are not in hand at the time. It must 
also over-balance the time, effort and unpleas- 





LUTHER C, OGDEN 
Cape May, N. J.; 
Retiring President 


. antness of collecting money due, so that one 
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may pay one’s own obligations and, lastly, the 
necessity of meeting the competition of other 
creditors in their bids for the available cash 
of the common debtor. 

“In studying the subject of cash discounts,” 
he said, “you must also consider what disad- 
vantages such a discount imposes upon the 
grantor. Among these disadvantages is the 
fact that it may increase the price or lessen 
the profit on one’s sales. Another is the gen- 
eral disregard of the cash discount in the com- 
parison of prices. One other disadvantage to 
be considered is the possibility of discount de- 
ductions beyond their term of validity. The 
greater the rate of discount, the more trouble- 
some becomes this particular phase of a cash 
discount system.” 

Mr. Eliason believed that under ordinary 
conditions a cash discount of 2 percent pro- 
duces the most advantages and the fewest dis- 











FRED H. LUDWIG, 
Reading, Pa.; 
Executive Committee 
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Philadelphia, Pa.; 
Reélected Secretary 


advantages and that any greater percentage of 
discount is either wasted money or an undue 
burden on the salesman. 

Mr. Eliason declared that the proper method 
for giving trade discounts was not within 
his knowledge, but that he thought it best 
to classify customers into two or more groups, 
with different discounts or differentials for 
each group. “The group into which each 
customer is placed is to be determined by the 
size of his purchases, his characteristics in re- 
gard to service demanded, his credit standing, 
competitive nature of his business, and such 
other details as must be considered.” 

Mr. Eliason touched upon the granting of 
commissions to carpenters and contractors, be- 
lieving that such a practice would work satis- 
factorily until adopted by all retailers and 
then it might prove to be a consuming evil. 
He concluded by saying that “as a retailer in 
business to make a profit, my own judgment 
is that the cash discount should function solely 
as a means of obtaining prepayment of unma- 
tured obligations, trade discounts or group 
differentials to meet in as orderly and fair 
a way as possible the competition of today, 
and that commissions to carpenters and con- 
tractors should be completely avoided as an 
insidious foe to sound progress.” 


On Threshold of New Era 


Mr. Gibbs in his talk declared that the suc- 
cess with sales methods of businessmen in 
other lines is prima facie evidence that the 
lumbermen have fallen down on the job of 
selling their product. For many years it sold 
itself, but because we are living in a different 
age it must now be sold. Many consumers of 
lumber, he said, had been more or less ignorant 
of the qualities and advantages of the various 
species because the lumbermen have neglected 
to inform them. But now the industry is on 
the threshold of a new era, having launched 
an intensive campaign to arouse a greater ap- 


preciation for, and better understanding of, 
lumber. He referred, of course, to the trade ex- 
tension campaign being put on by the Na- 
tional Lumber Manufacturers’ Association and 
then told of this movement, something about 
those behind it and of its ultimate purpose. 
In concluding his talk, Mr. Gibbs said: 

We believe the lumber industry in this 
trade extension movement has a cure for at 
least some of its ills; that this is the answer 
to the question why consumers have turned 
from lumber to other materials. Whether our 
faith in this movement is well placed de- 
pends largely on teamwork—teamwork from 
you gentlemen and all concerned in the sale 
of our product. With the proper support 
forthcoming from all angles, the lumber trade 
extension movement should prove to be the 
greatest thing in the history of the lumber 
industry. It should result in increased sales, 
more satisfied customers, permanent markets, 
more profits and larger dividends. 


Resolutions Adopted 


Resolutions were adopted thanking each in- 
dividual and organization contributing to the 
success of the convention and the association 
went on record as approving the idea of group 
insurance, the selling of materials on their 
merits and on effects produced by them in 
the completed structure. 

The association also adopted a resolution 
declaring itself unalterably opposed to any at- 
tempt by the cement manufacturers to change 
their present policy of distributing cement 
through the dealer or toward reducing or dis- 
continuing the present price differential; also 





that the association should oppose the action 
of the cement company representatives in seek. 
ing business from contractors and industrials 
unless at the request of the dealer; and fyr- 
ther it was recommended that association mem- 
bers do not sell cement at a price which would 
give them a profit less than the price differ. 
ential allowed. 


Another resolution urged the members of 
the local units to curtail the extension of in- 
creased credit with consequent poorer collec- 
tions. 


THE ANNUAL BANQUET 


The convention was brought to a fitting 
close Friday evening with a banquet in the 
beautiful ballroom of the Bellevue-Stratford, 
The principal speakers were United States 
Senator Simeon D. Fess, of Ohio, and Dr, 
Hiram Webb, the humorist. 


A silver service was presented to Retiring 
President and Mrs. Luther C. Ogden by the 
association in appreciation of unselfish work 
for the organization during Mr. Ogden’s two 
years as its chief executive. The presenta- 
tion speech was made by Fred H. Ludwig, of 
the executive committee. 


The attendance cup was awarded to the 
Montgomery and Berks units, both associa- 
tions having 100 percent attendance. Each 
unit will have the cup in its possession for 
one-half of the year. A reception and dance 
interspersed with entertainment, followed the 
banquet. 
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lomats do not evolve into fly- | 
ers, but Lindbergh evolved 


into an ambassador. 


Human | being a poor 


The Business 


lumber dealers into wooden! profit on these investments. 


tory buildings—clean, well 


We hear a great deal about | ventilated, plenty of air and 
the predicament of farming. | light, and fresh water—and 
The farmer is criticized for| from experience and experi- 
business man. 


ment select out those cows 


beings are human beings, be| The farmer is abused for his| which make production prof- 
they druggists, bankers, gro-| lack of business sense; that | itable. When Henry Ford de- 
cers, farmers, contractors, or| he only works six months in| cided to make an entirely dif- 


lumber dealers. Each man is| the year and that he isn’t | 


different from every other 
man to a degree, but the way 


did he 


ferent type of car, 


progressing; that he is waste- | maintain his old machines, his 
ful and not properly housing | old tools, his old methods of 


he reacts to the salesmanship 
of an auto dealer is the same | 
way 
a lumber dealer. 

We can not distinguish a 
farmer from .a banker if we 
meet him away from home. 
A farmer and a banker may 
have different viewpoints on| 
the value and use of money, | 
but when it comes to buying | 
something out of their line, | 
they are the same right down | 
inside and no one can tell | 
them apart. If a man stretches | 
his arms and a button pops) 
off his vest, what will he do? | 
I do not know, unless | know | 
the man very well—and I| ask | 
myself, will he change his | 
tailor or reduce by going on 
a diet, or have his wife sew 
on the button, or do it him- 
self, or do nothing? I do not 
know, but I know what a 
lumberman will do if someone 
cuts the price. Experience has 
taught me that. 


Only One Way to Create 





There is only one way for 
lumber dealers to create busi- 
ness and that is by making it 
easy to build, show people 
why they ought to improve 
their homes or farm buildings 
and how to do it, what it 
costs, and how to make a 





his stock and 
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implements. | 
the lumber | 


about the same percentage as | 
farmers) are not business | 
men either. They work six | 
or eight months a year and 
sit around a stove all winter. | 

Sales of automobiles are | 
stimulated by creating desire | 
for them. It is very evident | 
that the desire has been cre- 
ated in this country. How 
has the automobile manufac- | 
turer created this desire? 
Mainly by appealing to pride, 
pleasure and utility. These 
same appeals can be used by 
the lumber dealer in creating | 
business on the farm, only | 
the factors are reversed and | 
first comes utility; second, | 
pleasure; and lastly, pride. If | 
you can show the farmer how | 
to make a 75-egg hen pro-| 
duce 150 eggs a year, why 
of course you are going to 
interest him immediately and 
the only way egg production 
can be increased is by proper 
housing and feeding of poul- 
try. 


I know dairymen who are) 


averaging several pounds 
above the average, of high 
grade milk for each head. 
They can do this by turning 





the farm into a factory; put- 
ting up the right sort of fac- 


production? He did not. He 
put in new equipment; and 


he will react to that of | dealer? A lot of them (and| just so the farmer must do if 


he is to put his business on 
the paying basis where it 
ought to be. 


Must Show the Farmer 


It is now up to the lumber 
dealer to know more than the 
average farmer about his 
business. He must be able 


|to show the farmer how to 


build the right kind of plant. 
He must know how large a 


_dairy barn should be for Hol- 


steins; how large it should be 
for Guernseys, how large it 
should be for Jerseys. The 
size of the barn depends upon 
the size of the machine or 
cow you intend to put in, 
and when you put in a differ- 
ent machine, it is necessary 
to remodel the plant. You 
must build farm buildings dif- 
ferent in Wisconsin than you 
do in Missouri, or nsas or 
Oklahoma. The climate is 
different. Then it requires 
different construction from 
the standpoint of insulation 
and the wear and tear caused 
by the elements, such as 
wind, freezing and thawing, 
cold and heat. 

The cry today is “more 
sales, more sales.” Is _ this 
wise in the retail lumber busi- 
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Western Pennsylvania Dealers’ Program 


PitrssuRGH, Pa., Jan. 24.—The program for 
the twenty-first annual convention-reunion of 
the Retail Lumber Dealers’ Association of 
Pennsylvania has been completed, the conven- 
tion to be held Tuesday, Wednesday and 
Thursday, Jan. 31 and Feb. 1 and 2 in the 
William Penn Hotel in this city. 

The opening session of the convention Tues- 
day afternoon will be largely taken up with 
greetings. Dr. Thomas S. Baker, of Pitts- 
burgh, will make the address of welcome, and 
Hart B. Daugherty, of Indiana, Pa., president 
of the association, will respond and make an 
address. E. H. Stamm of the Acorn Lumber 
Co., Pittsburgh wholesaler, will bring greet- 
ings from the ‘Pittsburgh Association of Lum- 
ber Salesmen, commonly known as “The Pals,” 
and B. W. Cross, of Pittsburgh, will bring 
greetings from the Pittsburgh Wholesale Lum- 
bers Dealers’ Association. G. P. Textor, of 
Wilkinsburg, treasurer of the association, will 
make his annual report at this session. A dis- 
cussion of the questions, “Are You Happy in 
Your Business?” “Are Your Competitors 
Happy?” will be led by F. A. Moesta, of Ford 
City. The afternoon session will be concluded 
with a lecture on “Tinkers and Thinkers” by 
Sam. Grathwell, well known lecturer. 

The lumbermen and employees’ dinner will 
be held in the hotel Tuesday night. This din- 


ner is unique in that it brings employers and 
employees together. The only ladies invited 
are those who have served twenty or more 
years in the lumber industry. William Schu- 
ette, of the William Schuette Co., Pittsburgh 
wholesaler, will serve as toastmaster. Oswald 
Ryan, of Indianapolis, will make an address, 
and Sam. Grathwell will give a lecture on 
“The Unbeaten Way.” The dinner committee 
consists of John G. Criste, secretary of the 
Pittsburgh Wholesale Lumber Dealers’ Asso- 
ciation, chairman, and J. T. Parsons, S. Clyde 
Scott, A. Adelman, and H. C. Messer, all of 
Pittsburgh; George D. Wallace, Apollo, Pa.; 
J. C. Ivory, Altoona, Pa.; F. B. Kinsey, Johns- 
town, Pa.; George Bauschard, Erie, Pa. 


At the Wednesday morning session, James 
G. Nelson and Charles Graham, both of Pitts- 
burgh, will lead a discussion on “Estimating 
and Its Abuses;” A. M. F. Stiteler, of Beaver 
Falls will lead a discussion on “Advertising— 
Its Limitations and Possibilities;” George N. 
Glass, of Pittsburgh, on “Liquidation or Con- 
solidation,” and Ed. Wigman, of Washington, 
Pa., on “Is It Profitable to Solicit Business?” 
A. T. Upson, of New York, will make an ad- 
dress at this session on “National Lumber 
Trade Extension Work,” and Robert Parker 
Miles, former New York editor, on “Tallow 
Dips.” 

Discussions at the afternoon session will 








ness? In most cases, isn't the | 
extra sales pressure costing | 
more than the returns justify? | 
Should the demand not be for | 
greater net profits? It is true 
that in some lines of business 
it is possible to reduce the 
cost of operation by addi- | 
tional orders at cut prices and | 
the net profits are substan- | 
tially swelled. This applies) 
when there is a wide margin | 
between the costs of the raw | 
materials we sell or manu-| 
facture and the _ ultimate! 
manufactured costs. 
The salesman today must | 
see through the other fellow’s | 
eyes. He must learn to think | 
under given’ circumstances | 
exactly as his customers and | 
competitors think. When we 
can do this, success is ours. | 
The average man must be} 
successful to do his best 
work, but the successful man 
must face failure to do this. 





Two Ways to Run Business 


There are two ways of | 
running our business; either | 
to sell a large amount of | 

} 
goods cheap, or to sell a nor- | 
mal amount of goods at a| 
reasonable price and profit. | 
Now it’s not on the cards in| 
this business to increase sales 
in any one yard to such an| 
extent that the cost of doing! 
business will be so lessened 
that it will materially increase 
the profit. Of course, this 
does not hold true in a few 
localities where business is 50 
percent or so off normal. | 
am talking about normal busi- 
ness and normal business 
conditions. Our records show, 
as do the records of many | 
other firms that I have in-| 





Nobody Knows 


vestigated, that the cost of 
doing business has remained 
almost constant over any 5- 
or 10-year periods. We think 
that we can sell a bill of lum- 
ber at a 10 percent margin 
today and crowd it in with 
the rest of our business and 
leave a profit on the sale. 
This might be true if it were 
only occasionally and if it did 
not interfere with the general 
price situation on other sales. 
This price-cutting habit is like 
many other habits—it grows 
and grows and grows. 


Should your business be in- | 


creased to such a volume that 
the cost of doing business has 


| 





| 
| 


| 


decreased and the cut price | 


has not exceeded the decrease 
in expenses, this plan might 
be considered a success, but 
you will find this: If you in- 
crease your sales 25 percent 
or more, that after a period 
of two, three, four or five 
years, you will need more de- 
livery equipment, more book- 
keeping, more sheds, new 
pavements, more. salaries, 
more labor and that the per- 
centage of cost of doing busi- 
ness will rebound to normal. 


There are various ways of 
cutting prices. One of the 
easiest methods is to extend 
over-long credit, and it is a 
fact that this extra credit is 
usually demanded by the man 
who wants the extra cut in 
price. As I said before, we 
are all human beings and re- 
act about the same under 
given circumstances. What 
do you do when other busi- 
ness men_ courteously but 
firmly insist upon proper 
terms of credit and see that 
they are lived up to? Do 





you become sore and imme- 
diately look for other sources 
of supply? I don’t think you 
o. If you are well estab- 
lished, you will be pleased to 
give all the information about 
your business that is neces- 
sary. If your financial condi- 
tion is not of the best, you 
may get sore and attempt to 
buy elsewhere. Well, that’s 
the way it should be. Every 
time one of your customers 
becomes sore because you 
talk to him about credits and 
collections you may be sure 
in 99 percent of the cases 
the customer is not worthy of 


| credit. 


Do men dive for pearls be- 
cause they are valuable, or 
do pearls become valuable 
because men dive for them? 


Do you sell lumber because 
men want it, or do men want 
lumber because you sell it? 

It is my opinion that most 
of our customers trade with 
us because they want to; be- 
cause they feel that they will 
be treated fairly; because 
they like me or my firm and 
its way of doing business, and 
because I can satisfy their 
wants and needs better than 
someone else, at least to their 
way of thinking. Let's just 
stop and consider where you 
buy the various things you 
use in your daily life and why 
you buy them where you do. 
Why, most of us lumber deal- 
ers don’t buy our goods from 
the man who quotes the 
cheapest price. No sir, we 
buy from those who take care 
of us in the right way, treat 
us courteously and are rea- 
sonable in all things as well 
as in price. 


_ was the guest of honor at the banquet. 


be led as follows: “Remodeling and Repair- 
ing Campaigns,” J. B. Wallace, Pittsburgh} 
“Home Financing,” J. G. Marks, Cresson, Pas 
“Credit Limitations,” D. W. Simpson, Indianaj 
Pa.; “Relations Between Employer and Em- 
ployee,” George E. Evans, Pittsburgh, Charles 
O’Neil, president of the Association of Bitu; 
minous Coal Operators of Central Pennsyl- 
vania, will make an address on “The Bitumi- 
nous Coal Situation;” S. W. Means, of Pitts 
burgh, on “The Association Plan Book,” and 
Robert Parker Miles, on “Sparks.” 


Thursday morning, Rev. L. E. Bair, of 
Greensburg, will make an address on “Abra 
ham Lincoln,” which will be followed by a 
debate on “Wood Substitutes,” by A. M,; 
Haines and V. R. Mowry, affirmative, and 
George W. Bauschard and O, W. Cluss, nega- 
tive. The judges of the debate will be A. 
Walters, Johnstown; P. C. Andrews, New 
Bethlehem; J. M. Smith, St. Marys; W. L. Lip- 
hart, Ebensburg; G. Milloy, Erie; W. J. 
O’Mara, Huntingdon. Mrs. Cora Wilson 
Stewart, of Chicago, who has spent her life 
in educational work among the Indians, will 
speak on “A World Half Enslaved and Half 
Free.” The morning session will conclude 
with an address by W. C. Moore, of Philadel- 
phia, on “Cost Accounting.” 


At the Thursday afternoon sessions, Charles 
E. Marsh, of the Red Cedar Shingle Bureau of 
Chicago, will speak on “Reroofing Over the 
Old Roof,” and Mrs. Cora Wilson Stewart will 
speak on “Opening the Eyes of the Blind.” 
Service diplomas will be presented at this ses- 
sion, and Rev. C. Carson Bransby, of Pitts- 
burgh, will conduct services in memory of the 
departed. The new officers of the association 
will be introduced, and there will be a movie, 
“Babes in the Woods.” 


The annual banquet Thursday night will be 
the concluding function of the convention. 
The retiring president, Hart B. Daugherty, of 
Indiana, Pa., will serve as toastmaster. Sergt. 
Alvin C. York, World War hero of James- 
town, Tenn., and Thomas V. Hendricks, of 
Cleveland, will be the speakers. Following 
the banquet, there will be dancing from 10 
until 1 o’clock. 

The board of directors of the association 
will hold its annual meeting in the hotel 
Tuesday afternoon, the first day of the con- 
vention. 


Saw Maker ‘‘Pioneers’’ in Annual 


INDIANAPOLIS, IND., Jan. 23.—The twenty- 
second anniversary banquet of the Atkins Pio- 
neers, a club composed. of employees who have 


‘served 20 years or more with E. C. Atkins & 


Co., saw manufacturers, of this city, was held 
on the evening of Jan. 14 on the roof garden 
of the Hotel Severin here. This club, which 
was organized in 1906 with 62 members who 
had served 20 years or more, now has 43 ac- 
tive charter members, the total membership be- 
ing 228. It has one member, Charles F. Au- 
mann, who has served 58 years. Charles Fen- 
ton, who has just celebrated the fifty-fifth an- 
niversary of his connection with the company, 
There 
is also a Ladies’ Ten Year Auxiliary Club, 
composed of women employees who have 
served ten years or more with the company, 
which, organized in 1924 with six members, 
has now 18 members, 11 having been elected 
at the recent annual meeting of the club. The 
ladies were banqueted and entertained in Par- 
lor “A” of the hotel at the same time the men 
were banqueting on the roof garden. 


Special committees of both organizations had 
been appointed to carry out the program plans 
and it was a wonderful affair. An elaborate 
banquet was served, interspersed with some ex- 
cellent entertainment features, after which 
talks were made by the honorary president, H. 
C. Atkins, president of E. C, Atkins & Co.; 
by William J. Strack and C. A. Newport, re- 
spectively president and secretary of the Pio- 
neers; and by W. A. Atkins, general factory 
director of E. C. Atkins & Co. 
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Retiring President 


W. J. RILEY, 
Hartford, Conn.; 
Elected President 


Boston, Mass., Jan. 24.—The Northeastern 
Retail Lumbermen’s Association has assembled 
its members in the Hub of the Universe for 
the thirty-fourth annual convention. The new 
Statler Hotel is crowded with retailers from 
New England and New York and with the 
representatives of manufacturers and whole- 
salers in charge of the mercantile displays. 
Registration figures have not been given out, 
but appearances indicate that the attendance 
is large. The program that has been prepared 
indicates that the visitors will have every op- 
portunity for a thorough survey of current 
business problems. This association is noted 
for the energy and courage with which it at- 
tacks the educational and informative side of 
its convention labors and for the active man- 
ner in which the members contribute to the 
discussion from the floor. All of these quali- 
ties are apparent at the present convention. 

Registration began yesterday on the mezzan- 
ine floor in the booth presented to the asso- 
ciation by the West Coast Lumber Bureau. 
The Building Material and Dealers’ Service 
Exhibit opened this morning, and the contests 
for the grading of lumber and the identifica- 
tion of woods were begun. 


OPENING SESSION 


At 2 o’clock this afternoon President Fred 
B. Chapman called the first session to order, 
and the visitors were welcomed to Boston by 
Vernon M. Hawkins, of this city. Mr. Haw- 
kins said the city was proud of its traditions, 
its colleges and its culture. It is equally proud 


of its hospitality; and while it justly has the 
reputation for conservatism in business deals, 
when the attempt is made to sell it gold bricks, 
it is not conservative in making its friends 





GEORGE E. BRIGGS, 
Lexington, Mass.; 
Third Vice President 


PAUL 8S. COLLIER, 
Rochester, N. Y.; 
Secretary-Manager 
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welcome. He mentioned its lumber terminals, 
its business progress and its characteristic in- 
dustries as making it a happy place for hold- 
ing the convention. 

President Chapman then gave his official 
address, outlining the progress of business and 
the duties and opportunities of the association. 
[This address is printed on pages 52 and 53 of 
this issue.—EbitTor. ] 


Report of Secretary-Manager 


The annual report of Secretary-manager 
Paul S. Collier was distributed among the 
membership in the form of a pamphlet entitled: 
“Summing Up for 1927; Planning for 1928; 
What Your Association Is Doing.” This re- 
port was twenty-one pages in length and, in 
truth, an encyclopedia on twentieth-century 
association work, bristling with new ideas as 
well as telling informatively the details of con- 
structive work already done. 

The preface of the report states that “the 
year 1927 was a year of disappointment and 
contradiction; disappointment because to some 
it did not yield the volume of business to which 
retail lumber dealers have become accustomed ; 
contradiction because to others it returned a 
profit even greater than the years of plenty 
which preceded it.” Mr. Collier continued by 
dwelling on the necessity of the retailer chang- 
ing his merchandising methods according to 
the shifting demand of the public. “Modern 
building material stores slowly but surely are 
replacing the lumber yards of yesterday,” he 
declared. “Whether they will or no dealers 
are deciding whether they will function and 
control the business which is developing, or 
whether it will flow through new channels of 
distribution owing to their failure to appreciate 
correctly the situation and seize the opportunity 
before them.” 

The first part of the report was devoted to 
“Activities for the Development of Profitable 
Business,” which contained statements on cost 
accounting by William Lucas, director of the 
cost accounting department; on cooperative 
newspaper publicity by Harold A. Bellows, 
chairman of the newspaper publicity committee ; 
and on architectural and general publicity de- 
partment activities by W. T. Butler, chairman 
of the committee in charge. 

Under the heading, “Maximum Dealer Dis- 
tribution,” the report declares that “we believe 
that the best interest of the consumer will be 
served by purchasing lumber and building ma- 
terial from the retail lumber dealer. To the 
extent that we have maximum dealer distribu- 
tion, we will also have efficient retail distribu- 
tion.” 

The large possibilities in the movement to 
remodel and rebeautify old homes were empha- 
sized, with many suggestions as to talking 
points and other selling helps. 


Increasing Yard Operation Efficiency 


The second section of the report was devoted 
to “Increase the Efficiency of Yard Opera- 
tion,” with notes on “Research” by U. M. Carl- 
ton; “Clean Yard Contest” by William L. 
Smith; “Yard Planning” by H. A. Hellyer, 
djrector of the yard planning department; “Re- 
inspection of West Coast Lumber” by Benjamin 
W. Downing; “Technical Handbook,” which 
the association now has in process of prepara- 
tion, by Willis P. Morris, and also a report 
covering the activities of the transportation de- 
partment by Frank Carnahan, traffic mnaager. 

In the matter of research, the report said, 
it is not only necessary to ascertain which are 
the best machines and equipment, but materials 
for resale must be subjected to an impartial 
investigation and analysis in order that those 
of greatest value to the consumer might be 
chosen. ' 


State and Federal tax problems and lien acts 
were considered in the third section of the 
report, headed “Protection of Our Individual 
and Collective Interests.” These problems were 
treated by George J. Zimmerman, chairman of 
the legislative committee; while the Massa- 
chusetts lien law manual was reviewed by 
Harold A. Bellows, and the activities of the 
conference committee outlined by William J, 
Riley, chairman of that body. 

The transit car was condemned as causing 
congestion of rail facilities and unstabilization 
of the market. The report also urged active 
support to the reforestation program, and also 
to the closer utilization of lumber and other 
forest products. It recommends study of the 
uses of end-matched lumber and in reference 
to short lengths states: 

Of course, it will always be true that the 
marketing of short lengths is primarily a 
matter of price. Provided the buyer can buy 
short lengths at a sufficient differential under 
the price of long lengths he will be able prof- 
itably to dispose of them. Unless he can buy 
them at a satisfactory price discount, this will 
be impossible. At the same time it behooves 
us to study this subject from every angle and 
to use short lengths when this can be done 
without increasing the cost of construction. 


The general administration of the associa- 
tion was explained in detail in the fourth sec- 
tion of the report by Thomas M. McIntosh and 
James F. Luby, field secretaries, and E. N. 
Simmelink. The membership was stated as 
808. As regards district meetings, it was de- 
clared that “some of the groups are doing ex- 
ceptionally fine work in bringing about a higher 
standard of business practice, in eliminating 
wasteful and unethical methods, and in pro- 
moting a better spirit of codperation and fair 
play between dealers.” 

George J. Zimmerman, of Buffalo, called brief 
attention to the work of the committee on legis- 
lation, mentioning in particular the work that 
has been done in regard to the Massachusetts 
lien law. 

Treasurer Alvah F. Stahl, of Rochester, 
presented a brief report of the finances, show- 
ing that the receipts for the year have been 
in excess of $55,000 and the balance on hand 
to be in excesss of $18,000. 


Analyses Business Conditions 


George E. MaclIlwain, of Boston, a business 
expert who addressed the convention last year, 
made an analysis of business conditions and 
some predictions about the next six months. 
He began by dropping a tear for 1927. The 
year started well, though there were some 
symptoms that were not reassuring. The real 
trouble began to manifest itself in June, though 
many prophets thought this was the usual 
summer slump. They seemed justified in their 
predictions when an autumn recovery appeared 
earlier than usual; but this recovery was not 
so complete as had been expected. The last 
half of the year failed to live up to early ex- 
pectations. Part of this was due to unseason- 
able weather; part to the long delay of the 
Ford Motor Co. in bringing out the new car. 
Employment was not so good as in 1926, though 
wages remained fairly high. 

The predictions for the present year must 
vary, depending on the comparison made. 
Since 1926 was a peak year, comparisons with 
it will not beso favorable as comparisons with 
1927. The speaker then presented figures for 
different parts of the country and stated that 
in general the outlook for the next three 
months may be considered good. Farm pros- 
perity has increased, though this is spotty; and 
Mr. MaclIlwain predicted that any record re- 
coveries made in 1928 will occur in the pros- 
perous agricultural] States. Building of resi- 
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dences in 1927 was less than that of the pre- 
vious year, but public works brought up the 
total. Prospects now are that residential build- 
ing may not be so profitable, due to over- 
building in the larger cities, and it is probable 
that profitable residence work will occur. in 
cities of 50,000 or less population. Public 
works will be large. More motor cars will be 
built, and everything points to an enormous 
sale of the motors in the lower price brackets. 
If the motor industry can regain the 20 per- 
cent lost last year this will have a highly bene- 
ficial effect upon business in general. Little 
change in money rates is probable. 

The speaker mentioned the fact that so far 
as can be seen the fact that this is presidential 
year will have little effect upon business. He 
mentioned local taxation as being of the utmost 
importance to general welfare and stated that 
unless its expansion is curbed it will become 
a serious menace. 

It is a time of unexpected changes. For in- 
stance. people are finding it cheaper to eat 
many meals in restaurants, and this promises 
to revolutionize the marketing of food prod- 
ucts. The old competition between men mak- 
ing or selling the same things has largely 
given way to inter-industry competition; a 
scramble of unallied lines for a share in the 
customer’s dollar. Europe is nearer than it 
was, and nearly every basic business problem 
now has its roots overseas. Science is chang- 
ing business processes. Then there is the 
gradual downward trend of commodity prices ; 
something which business must understand. 
These factors make business tricky and hard 
to manage. But the speaker laid earnest em- 
phasis upon the fact that “men are more than 
constitutions” and that the old virtues, applied 
under new conditions, are just as potent for 
success as ever they were. 


Solving Present Problems 


Charles Hill, general sales manager, South- 
ern Pine Sales Corporation, New York, then 
addressed the convention on “Our Present 
Problems in the Light of Forty Years’ Experi- 
ence.” “My optimism is as great as ever,’ 
he stated in the beginning of his address. He 
referred to profitless prosperity and described 
this as consisting of large volume and small 
returns. The problem is to reverse these pro- 
portions. Business is in the grip of universal 
forces, and it is futile to combat them. They 
demand and enforce obedience, and the wise 
man foresees their action and lays his plans 
accordingly. It is impossible to imitate the 
successful methods of another industry if the 
conditions are unlike those of the lumber in- 
dustry, so any analysis must be based upon 
a clear understanding of the lumber world. 
Lumber is a basic commodity, and the demand 
for it never ceases completely. It must be sold 
at a low price to permit the articles made from 
it to be marketed at a price within the reach 
of the public. While it is impossible to avoid 
certain increases of costs, it must be remem- 
bered that these increases have an immediate 
effect upon merchandising. 

One of the current problems consists of dis- 
posing of the increased production due to post- 
war expansion; and to do this one of two 
things is necessary. Either the supply must 
be diminished to suit the demand, or the de- 
mand must be increased to suit the supply. 
Either process is painful. If mills work a 
shorter day, the increased efficiency of the men 
is likely to maintain output at the old figure. 
If the mills are closed down, the property de- 
teriorates, and there is no assurance of a better 
market when they are started again. Financial 
management presents a similar dilemma. Price 
agreements have seldom been effective, for to 


Experience as Guide to Future 


Conditions Demand Fresh Adjustments 


operate efficiently they must include distributers 
and the public in the arrangement. 

The booster says optimism is the cure-all. If 
a man is depressed by statistics of his own in- 
dustry, which he understands, he is supposed 
to be cheered by statistics of other industries 
which he does not understand. Advertising is 
being employed. Some time ago the forestry 
experts told the public that consumption was 
four times the size of re-growth. This was 
supposed to bolster prices by showing a scarcity 
value. But the public accepted this statement 
and lessened its purchase of lumber. Now 
advertising is being invoked to convince the 
public that there is an adequate supply. Mr. 
Hill paid his compliments to the standardiza- 
tion movement by suggesting that it had not 
sufficiently included the interest of the public 
in its work. He mentioned the statistics that 
indicate the lumber market has lost annual 
sales of eighteen billion feet. But these are 
arrived at by taking the old per capita con- 
sumption and showing that if it had been main- 
tained the annual sales would have been this 
much larger. But all the lumber cut finds 
a market; and these figures merely indicate 
that if the per capita consumption of years ago 
had been maintained, present production would 
be 50 percent short of demand; a “figment of 
the imagination.” 

Certain losses, based upon rising cost or 
change of taste in construction, are probably 
permanent. Losses due to unwarranted asser- 
tions of substitute materials probably can be 
regained. It is unwise to attempt to regain per- 
manently lost markets. Manufacturers in try- 
ing to regain temporarily lost markets are 
asking retailers for advice and codperation and 
should assure them reasonable protection. Re- 
tailers need to be good merchants to carry 
their share of the burden of this campaign. 

It is unwise’ to play with superficial sugges- 
tions. It took manufacturers years to dis- 
cover that they could not settle upon prices for 
all markets They are now studying markets 
for the purpose of availing themselves of the 
best openings and are cherishing this business 
by rational methods. Old processes are being 
abandoned, and “Economy” is becoming the 
new slogan. Manufacturers are learning that 
there is a limit to the amount of refinement 
of lumber that can be accomplished at the mill. 
The greatest opportunity for economy is in 
merchandising. 

Wood is a well advertised article, for its use 
is universal. The real question is whether 
those engaged in the industry have the com- 
mon sense so to organize as to avail themselves 
of the opportunities that are there. In Mr. 
Hill’s opinion there is every hope that they 
will be able to do so. 


Roll Call of Business Conditions 


Secretary-manager Collier then called the roll. 


of cities, selecting those in different parts of 
the big Northeastern territory, and asked about 
the relative volume of business, the state of 
collections, the size of inventories, the outlook 
for the spring and so on. Answers varied 
widely; but only a few cities were prepared to 
make completely optimistic answers. There 
was much interest in this feature. 

Alvah F. Stahl, of Rochester, made a brief 
report for the plan book committee and an- 
nounced that the high light of the report was 
the Home Builders’ Catalog, containing many 
up-to-date plans. The price of the book in 
quantity lots has been sharply reduced. 

Frank Carnahan, of Washington, then re- 
ported some of the activities of the transpor- 
tation department and mentioned specific rate 
hearings of importance to this territory. He 
mentioned that the department had recovered 
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$1,700 in overcharges for 25 members. He 
mentioned especially the efforts to stop the 
shipping of transit cars. He also answered 
some specific questions about the routine of 
filing freight bills for audit. 

George J. Zimmerman, of Buffalo, then spoke 
briefly on “How the Manufacturers’ Selling 
Policy Affects the Dealer.” He said the 
Buffalo dealers were feeling disturbed about 
this; for while some manufacturers were-allow- 
ing retailers to control the sale of the product, 
others were not. He mentioned some special- 
ties and sidelines that were being marketed 
through all sorts of outlets. In his opinion the 
time has arrived to take a definite stand on 
these matters. Vernon M. Hawkins, of Boston, 
agreed emphatically. In his opinion the asso- 
ciation should take a hand in this, which is one 
of the biggest problems confronting the North- 
eastern dealers. Brief comment from the floor 
agreed with this opinion. 


Discovering New Fields for Lumber 


The final address of the afternoon was by 
John M. Gibbs, manager of the trade extension 
campaign of the National Lumber Manufac- 
turers’ Association, Washington, D. C. He 
stated the manufacturers were looking to the 
retailers for advice and codperation in an ef- 
fort to retain for lumber the field which is 
rightfully its own. He mentioned the big 
organization maintained by his association to 
discover new fields for lumber and to devise 
scientific methods for utilizing lumber in fields 
already partially lost. The public has an 
eternal desire for something new, and the time 
has arrived when even a well known article 
must resort to argument and demonstration 
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to maintain itself. Lumber has long felt the 
need to revise its approach to the public; and 
part of this revision must consist of finding the 
best kinds of wood for a given purpose and 
the best ways of employing it. Mr. Gibbs 
mentioned a number of fields as instances of 
this new type of research. He mentioned the 
new offices which have been opened, so that 
a technical man may be within a night’s ride 
of every important lumber consuming center. 
He mentioned the investigation of the lasting 
qualities of frame houses in the Florida storm 
area. It is not possible for this campaign to 
bring to pass everything the manufacturers 
and retailers desire, but it will teach the public 
that the supply of lumber is adequate both in 
amount and in serviceable qualities. 

Secretary Collier then announced the fol- 
lowing committees: 

Judges of exhibits to award the association 
prizes to the booth having the most attrac- 
tive appearance and best selling qualities— 
John M. Gibbs, Washington, D. C.; CG A. 
Beals, Chelsea, Mass.; R. Y. Kerr, Chicago; 
Hiram Blauvelt, Hackensack, N. J.; and Miss 
Louise Bailey, Essex, Conn. 

Resolutions—Walter R. Pettit, 
N. Y.; George E. Briggs, Lexington, Mass.; 
Rodney Robinson, Ithaca, N. Y.; William J. 
Riley, Hartford, Conn.; and C. Henry Snell, 
Herkimer, N. Y. 

Auditing—W. L. Henrich, Buffalo; John C. 
Barry, Portland, Conn.; and C. K. Ferry, Pitts- 
fleld, Mass. 

Nominations— Charles Baker, Worcester, 
Mass.; Harry D. Gould, Middletown, N. Y.; 
W. L. Henrich, Buffalo; C. C. Beahan, Roches- 
ter; Roscoe C. Briggs, Oneonta, N. Y.; and 
Walter R. Pettit, Huntington, N. Y. 


Huntington, 


Entertainment Features 


This evening the “Boston Tea Party of 1928” 
occurs in the Statler ball room. It is the 
annual stag party, and a world of amusement 
is promised. Later in the evening the room 
will be cleared, and dancing will follow. 

The entertainment program for the ladies in- 
cludes a dinner this evening at the Copley 
Plaza. Tomorrow morning there will be a trip 
to Cambridge. Tomorrow evening the ladies 
will join the men in the annual banquet at the 
Statler. Thursday there will be a trip to Mrs. 
Jack Gardner’s Palace and in the afternoon a 
trip through historic Boston. Thursday eve- 
ning the entire convention will see the Green- 
wich Village Follies at the Shubert. Friday 
morning there will be a tour of Lexington 
and Concord and a visit to the Wayside Inn. 
Those remaining after the formal sessions of 
the convention close will engage in winter 
sports at the Hoo-Hoo week-end party at Toy 
Town Tavern, Winchendon. 

The Indiana Quartered Oak Co. is furnish- 
ing five Philippine mahogany card tables and 
a library table as attendance prizes. 


WEDNESDAY MORNING 


[Special telegram to American LumBERMAN] 


3osTon, Mass., Jan. 25.—The Wednesday 
morning session was devoted to cost figures 
and their interpretation. The first speaker 
was Sidney A. Swensrud, of the Harvard 
Bureau of Business Research, who made an 
analysis by means of charts of the famous 
Harvard report on operating expenses of 
building material dealers in 1926. The chart 
over which there has been much controversy 
showed that the average net profit for lumber 
was but three-tenths of one percent. Ex- 
penses include interest on investment and 
salary to the executive. The Harvard bureau 
believes these should be included, but if they 
are omitted the net profit showing would be 
much larger. The average cost of doing 
business was 24.5 percent. A comparison of 
lumber yards and mason supplies showed 
lumber expenses higher except in delivery. 
The larger lumber yards had lower expenses 
and higher gross margins. Turnover aver- 
ages 2.8 percent. The larger turnover carried 
larger profit. It is usually an index of good 
management. 

One chart showed that dealers having the 
highest expenses lost money, indicating that 


the great field for profit lies in cutting costs. 
Wages, salaries and delivery costs amount to 
more than half of the gross margin and these 
items are usually an index to profit and loss. 
One dealer cut his delivery expense 35 per- 
cent in one year by careful analysis of cost 
items. The speaker stated that the public 
seems not to appreciate the functions and 
service of the building material dealer. His 
position might be improved by making known 
some of the exact facts. 


Cost Factors in Retail Business 


William Lucas, secretary of the Eastern 
Millwork Bureau, New York City, presented 
a tabulated report on the operating expenses 
of 98 eastern dealers who are using the 
bureau’s cost system and who have their 
business departmentized. These dealers, Mr. 
Lucas said, represent the cream of the in- 
dustry and the figures might have to he dis- 
counted to represent the general average. 
His general summary showed the cust of 
sales to be 71.32 percent; the total expense 
22.3 percent; and the net profit 6.38 percent. 
These figures do not include interest and 
rent. The principal difference between this 
report and the Harvard figures is not in ex- 
pense but in markup, showing that dealers 
who know their costs know how to get price. 

John C. Barry, of Portland, Conn., repre- 
senting the cost accounting committee, stated 
that progress is being made in introducing 


cost systems. He stated that business 
prophesy is for diminishing volume. It is not 
always possible to cut expenses. Cost sys- 


tems tell month by month the condition of 
the business and lay the basis for sound mer- 
chandising and adequate markup. 

He then introduced A. J. Hager, of Lan- 
sing, Mich., who stated that the most im- 
portant problem of the lumber business 


manipulation by contractors. 


a 


centers about costs. It is astounding to learn 
from reports the vast investment in the busj. 
ness and the trifling returns. It is a mis. 
take to lay the blame on your competitor; he 
should be your best friend. It is time for 
intelligent codperation. Business will be what 
dealers make it. Mr. Hager paid a high 
tribute to the late Albert Mahlstedt and to 
Secretary Collier. 


Urges Knowledge of Cost Facts 


Harry J. Colman then made his usual rapid 
fire address on costs and their meaning. He 
stated that the Harvard report unintention. 
ally created a false impression. Lumbermen 
are making more profit than the report indj- 
cates. The general figures are not so im- 
portant as the figures for your town, and the 
speaker suggested local surveys. Expenses 
may be cut somewhat, but real reform must 
come in markup, which is the problem of 
merchandising. Lumber merchandising jg 
vastly different from merchandising in de. 
partment stores. Lumber bargain sales are 
impossible. It isn’t possible to increase lum- 
ber sales much in volume except at the sacri- 
fice of profit. Much competition is imaginary 
and conversational and is due to clever 
From _two- 
thirds to three-fourths of business is noncom- 
petitive and this is the business that carries 
the cream. The speaker described the 
methods of a concern in a large city that did 
a big volume of business without coming 
into competition with other yards. It useda 
clever system of gathering prospects, offer- 
ing financial help and closing deals before 
competitors knew anything about them. Mr. 
Colman closed his dazzling address by urging 
a knowledge of cost facts, getting right with 
competitors, and forgetting shifty contrac- 
tors. 
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Better Look Ahead 


We are living in a period 


another and with the manu- 
and_ wholesalers 


bE 


By Fred B. Chapman, President, Northbstern R 


money in plenty for home 
building. Folks are going to 
build new and better homes, 
schools, churches, 


when, as never before, we | facturers 

must recognize that “New| from whom we buy. Manu- 
times bring new duties."’ And| facturers are spending mil- 
so our slogan might run,/| lions to bring their products 


“Better Be Looking Ahead,” 
or “Better Be Alive.” If we 
do not recognize the fact that 
we must be alive to present- 
day developments and ro the 
merchandising requirements 
of the present hour, then we 
are bound to be the losers. 
We will lose because we do 
not conform to the law of 
progress, “He who will not 
change must be left behind.” 


Too long have lumber deal- 
ers been content to imove in 
the same groove year after 
year. Competition has become 
more keen. Never before has 
the strain been more heavy. 
The record of bankruptcy 
and consolidation is an indi- 
cation of the testing process 
which is now going on. If we 
are to progress, yes, if we are 
to survive, we must apply the 
fundamentals of sound mer- 
chandising which have stood 
the test of practical experi- 
ence; we must have the cour- 
age to face new conditions 
in the light of tested princi- 
ples. 

Therefore it behooves us to 
learn to cooperate with one 





to the attention of the buying 
public, and of course they 
want results. More and more 
do | find the leading manu- 
facturers desirous of letting 
the retail dealer handle their 
merchandise. If only the 
dealer in turn will give active 
cooperation. This is our re- 
sponsibility. If we evade it, 
we must suffer the penalty of 
being left by the roadside 
while those broader and more 
able move forward to pros- 
perity and success. 


Few of us will deny that 
there is a psychological ele- 
ment in business. To some 
extent at least, ‘ business is 
what we make it. While it is 
always dangerous to prophesy 
what will happen in the fu- 
ture, yet I think 1928 is going 
to be a good business year 
for good business men. For 
the live up-to-date dealers, 
1928 should be a profitable 
year. Our annual increase in 
population is over 2,000,000 
people. These folks must 
have homes in which to live. 
Despite all the discussion of 
profitless prosperity, there is 





public 
buildings etc. A well known 
authority says that residence 
building in 1928 will mount 
to over $3,000,000,000 and 
that the total, including other 
types of buildings, replace- 
ments etc. will be close to 
$7,500,000,000. Some of that 
money will be spent in your 
town and mine, so it is up to 
us to get our share. 


Women as a Factor 


Women are coming to be 
a considerable factor in the 
buying of building materials, 
and, as a result, beauty, color 
and complete equipment of 
the home are being considered 
much more than ever before. 
The wise and wide-awake 
dealer is recognizing these 
facts and equipping himself 
with up-to-date show rooms, 
displays etc., that he can be 
in position to meet the latest 
demands. I would, therefore, 
advise that you cut out your 
dead wood now, get rid of the 
slow moving stock as quickly 
as you can, and try to carry 
an inventory that will give 
you a quicker turn-over. 

Senseless price cutting 
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Arthur D. Stout, of Plainfield, N. J., stated 
that these policies had been followed in his 
territory with splendid results. 


WEDNESDAY AFTERNOON 


At the Wednesday afternoon session, the 
committee on ways and means of merchan- 
dising presented several reports on the gen- 
eral subject of making a profit. Albert See- 
bold, of New Haven, Conn., spoke first on 
cost data as a guide to business policies. 
Dealers, he said, have had surprises. Some 
have found themselves in the real estate busi- 
ness; others have found their lines of mer- 
chandise carried by outside competitors. He 
mentioned his own and neighbors’ experi- 
ences with costs and commended highly the 
cost system endorsed by the association. 
But knowledge without courage is of little 
value, and some yards with cost knowledge 
are not using it fully. The best way fully to 
apply such knowledge is by means of group 
meetings. The New Haven group has 
worked successfully to apply the knowledge 
discovered by the cost system to all sorts of 
mercantile problems. In addition, it enables 
dealers to know each other and to develop 
mutual trust. 


Credit and Collection Methods 


Orville H. Greene, of Syracuse, N. Y., 
spoke on the importance of proper credit 
and collection methods. The credit problem 
is the most important of business. He out- 
lined credit experiences of former years and 
mentioned his general experience of small 
returns for a year of business grief. Dealers 
have lost the interest on accounts which they 
should have received. They have allowed 
customers unearned discounts. But they 
have to meet exact terms in paying for stock 


exact terms to customers. The speaker dis- 
tributed forms used by his own company in 
establishing customer credit and copies of 
collection letters. He mentioned the serious 
situation arising from construction loans 
made by financing companies that come in 
as claims on property ahead of the material 
dealer. Some contractors abuse these loans 
and get away with money while leaving bills 
unpaid. There is a serious overproduction 
of many types of building due to these easy 
outside credits, and the only safe policy for 
dealers is to place their business on a sound 
credit basis and stick to their policies. 


Sound Financing Policy 


Charles Baker, of Worcester, Mass., spoke 
on controlling business by a sound financing 
policy. He explained the rapid development 
of the ‘automobile business by saying it began 
on a sound basis and had no past to live 
down.’ Lumbermen have a hoary and clumsy 
tradition of long credits. Back of the auto- 
mobile dealer is mercantile as well as me- 
chanical research of manufacturers, showing 
him how to meet merchandising problems. 
Mr. Baker suggested that lumber manufac- 
turers would do well to spend some of their 
publicity money in studying the problem of 
house financing. He then outlined briefly 
some financing plans from other parts of the 
country. These plans aid in selling direct to 
the owner without intervention of a contrac- 
tor. Handling second mortgages required 
special ability and experience, he said, but 
some dealers have made a brilliant success 
of it. The dealer should know where all the 
money is to come from before closing the 
deal that is to be financed. He should watch 
each loan all the time. Mr. Baker mentioned 
some methods 


and they can not safely operate except on 


William M. 


of local advertising. 
Driscoll, of Ithaca, N. Y., 
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-Better Be Alive 


ern Retail Lumbermen’s Association 


should stop. Most of us in 
business need to make a profit 
if we are going to pay our 
bills. When we can not make 
such a profit, then it is time 
to make a serious investiga- 
tion. So let us mark our 
goods at a price that will 
show a profit and then stick 
to that price. Overhead and 
operating expenses are tragic 
items in any business, and un- 
less these are very carefully 
watched, your profit is bound 
to suffer; for that reason, | 
say, stick to your cost system, 
and follow it closely. 


There never was a time in 
the history of our business, 
when the individual manager 
had a greater task. If we 
would make business better, 
then we, ourselves, must be 
better business men. We must 
have a broader perspective on 
our own business. The trou- 
ble with too many of us is 
that we are so close to the 
job that we see nothing but 
the little things, the petty 
jealousies, the narrowness of 
someone else. It is only hu- 
man that we should not see 
our own failings clearly. And 
yet, if we are to drive our 
business forward, we must ac- 
cept our responsibility as in- 
dividuals to our own business, 





and we must join with our 
fellow dealers in lifting up 
the level of our own indus- 
try. It is an axiom that the 
collective intelligence of a 
group of men is greater than 
the intelligence of any one in- 
dividual, and that unity of 
purpose and unity of action 
will carry an industry further 
in its fight for prosperity than 
can be done by twice the ef- 
fort expended at haphazard 
by individuals. 

This is the reason why you 
are in Boston today. This is 
the reason for your associa- 
tion. This is the reason for 
our association program of 
activities, for our committees, 
for our work to a common 
end. 


More Frequent Group Meet- 
ings 

I feel that one great need 
today is for more frequent 
group meetings, where a bet- 
ter understanding between 
dealers can be promoted. We 
must learn to develop busi- 
ness sanely and to live to- 
gether sanely as competitors. 
We can only do this as we 
endeavor to do the right thing 
ourselves and overlook some 
of the shortcomings of the 
other fellow. 


Through our local group 
meetings, home building cam- 
paigns can be stimulated, and 
unquestionably such _ efforts 
can be of much help to all. 
More building and loan asso- 
ciations are needed and 
should be encouraged by 
every dealer, big or little, no 
matter where located. 


Year by year the standard 
of the retail lumber yard is 
being raised. If we take for 
our code of ethics the simple 
slogan, “Do Right,” and then 
follow that code, no one will 
suffer. 


What the dealer needs to- 
day more than anything else 
is confidence and backbone 
that he may establish a fair 
price on his goods and a fair 
policy of service to the con- 
sumer, and stick to it. 


And so, as we stand on the 
threshold of 1928, I feel that 
the retail lumber dealer of 
today and the association of 
today have a larger oppor- 
tunity for constructive effort 
than ever before. Our oppor- 
tunities arise out of the prob- 
lems before us, and in solving 
them we must have the loyal 
support of each and every 
dealer in carrying this work 
forward. 





spoke on the one price policy. After en- 
dorsing it as a sound policy, he discussed 
contractor discounts and found them difficult 
to manage and in general inadvisable. The 
only discount he favored is the usual one for 
cash, which applies to his purchases as well 
as to sales. Any other is a cut in price which 
is dangerous to good will. 


Discusses Delivery Charges 


Roscoe C. Briggs, of Oneonta, N. Y., in 
discussing cartage charges mentioned amus- 
ing stories of long deliveries of small amounts 
for inadequate or no charges. A reasonable 
charge is a corrective. It is a just charge for 
it is pay for a definite service. It makes for 
economy in the number of trips. It makes 
possible an improved service without the ex- 
pansion of delivery equipment. Charges 
should be as simple as possible. He found it 
a simple matter to inaugurate a system. He 
announced his new policy in the papers and 
for a time deducted charges when the cus- 
tomer claimed not to have heard of the 
change. It is possible for one dealer to make 
a cartage charge when a competitor does not, 
for Mr. Briggs has done this. Every free de- 
livery discriminates against the man who 
comes for his own stock. 


Modern Merchandising 


J. Earl Brightbill, of Hummelstown, Pa., 
made a comprehensive address on modern 
merchandising. The dealer is forced into 
merchandising by the fact that the customer 
has learned much about materials from ad- 
vertising. The old days when the dealer 
could be ignorant, indifferent or weak and 
still make a profit have gone. Conventions, 
trade journals, cost bureaus and manufac- 
turers are all sources of modern business 
education. The modern dealer seeks new 
customers and new methods rather than 
fighting with competitors for business that 
arises of itself. High quality of goods and 
services make the best basis for satisfactory 
trade. This implies an intimate knowledge 
of these things and points to the selling effort 
directed to the owner rather than to the con- 
tractor. Mr. Brightbill analyzed advertising 
and salesmanship and concluded with the re- 
peated statement of the importance of market 
and materials 


Codperative Advertising 


Harold A. Bellows, of Springfield, Mass., 
described the efforts of the committee on 
cooperative advertising. After searching the 
field, the committee decided that the home 
builders’ page in local papers offered the best 
opportunity. Most of these pages have out- 
side and none too good architectural material. 
The committee has had 26 house plans re- 
drawn from the association plan book and 
prepared for this use. The cost is small and 
the opportunity great. Other devices being 
considered are a build-a-home booklet, syn- 
dicated advertising and the employment of 
advertising councilors. 

Miss M. W. Stoddard, publicity manager 
for the Dix Lumber Co., Cambridge, Mass., 
made a graceful and thought provoking ad- 
dress on directing appeal to women. [This 
address, practically in full, begins on page 
54 of this issue.—Enttor.] 

As a surprise number, members of the Dix 
Lumber Co.’s staff presented a little play 
illustrating the home owner service and the 
financing plan of that company. 


Vast Field for. Color Emphasized 


The vast field for color in the home was 
emphasized in an interesting address by G. A. 
La Vallee, vice president of the Marietta 
Paint & Color Co., Marietta, Ohio, originator 
of the stains for maple floors and woodwork 
which recently have caused a sensation among 
home builders. “The home is coming back 
into its own,” Mr. La Vallee declared. “For 
a number of years the automobile took our 
citizens out of the home. Very little interest 
was taken in home beautifying, and after the 
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car was paid for and kept supplied with gaso- 
line there was no money left in the family for 
anything else. The radio, however, is acting 
as a powerful magnet to draw people back to 
their homes and experts predict a great revival 
of home interest.” 

Color is synonymous with beauty, and the 
American public, he continued, wants beauty, 
cheer and comfort in its homes. The people 
are willing to pay for it and will have it 
whether the lumber merchant gives it to them 
or not. This opens a wonderful opportunity 
to the latter, who now are placed in position 
to cater to just this sense of beauty and love 
of color through offering handsomely stained 
maple floors and woodwork in a wide range 
of colors. Mr. La Vallee further said: 

Business men are living in a changing age 
and in the eternal struggle to sell at a profit 
they are prone to fail to take proper note 
of certain changes that may revolutionize a 
whole industry practically over night. In 
dealing with a fickle public which is always 
seeking something new, something different, 
the modern business man would do well to” 
study closely the mental processes of his 
public and be ready to change his ideas and 
perspective suddenly, and to reverse abso- 
lutely policies and principles which past years 
have proved safe and sound. 

It does not take much of an analysis to 
discover that we are living in the color age— 
color in automobiles, color in dress, color in 
house furnishings, color in everything. You 
in the lumber business have the greatest 
opportunity ever presented to fit into this 
color age. Lumber is one of the most beauti- 
ful things we have in the world, because it 
is a product of nature; and color applied to 
lumber becomes unrivaled. 

The average citizen thinks of a lumber 
yard as a place in the outskirts of town 
where he has seen weathered looking boards. 
Through lack of close contact with you, 
through lack of aggressive selling, through 
poor location, through failure to appreciate 
and getting the public to appreciate the rav- 
ishing beauty of wood, other products not 
possessing its beauty have forged ahead and 
lumber has suffered. Now things are chang- 
ing. The giant lumber business is awakening 
after a long period of quiescence. We see 
stumpage owners and manufacturers dou- 
bling, quadrupling their advertising appro- 
priations. The world is to be told that wood 
is not only strong and durable, but that it 
affords all the beauty and color that is de- 
manded in the American home. 

The retail lumberman must without fail 
take part in this great campaign. The manu- 
facturers’ advertising is interesting women 
in wood, and the progressive retailer must 
dress up his surroundings and make it easier 
to enter into contact with him. The retailer 
should open a store in the heart of his town. 
It should be an art store, gorgeous with 
color, replete with materials to create color. 
A paint and varnish department can and 
should be made just as attractive as the rest 
of the store. A display of paint and varnish 
cans should not indicate a paint department 
any more than a lumber pile should indicate 
the lumber end of the business. The store 
should be chiefly a well equipped and com- 
prehensive display room where beauty pre- 
dominates—a place that will become a head- 
quarters in any town for men and women 
who love beautiful homes. 

Mr. La Vallee further suggested a careful 
survey of the retailer’s territory in the search 
of paint jobs and other business opportunities. 
New floors are needed in a great many homes. 
A new room in the attic or cellar means an 
opportunity to sell not only a floor and wood- 
work, but also other materials. “When selling 
something to the home owner,” added Mr. La 
Vallee, “forget about the technical side of the 
question, but sell it as something of beauty 
which you, with the materials you can provide, 
can bring into their homes and lives.” 

The annual banquet is being held this even- 
ing at the Statler Hotel. (Charles Milton 


Newcomb will speak on “The Psychology of 
Laughter.” The banquet will be followed by 
dancing. 


THURSDAY MORNING 


The Thursday morning session opened 
with a plea for a park reservation in New 
Hampshire, known as the Franconia Notch. 
A statement of the objects and needs of the 
movement was made by C. D. Merrill. 

J. F. Carter, of New Orleans, spoke on 
1928 “Lumber Models.” He mentioned the 
15 points of good construction developed by 
the Southern Pine Association. He explained 
the history and value of end-matching of lum- 
ber. He mentioned grade-marking as being 
of value in establishing quality as the basis 
for fair retail price and explained the special 
significance of density. He summed up his 
talk by saying that better merchandising is 
compounded of courage to handle quality 
products at quality prices. 


Gist of Resolutions Presented 


The resolutions committee extended thanks 
to President Chapman and other officers, 
committeemen and institutions contributing 
to the success of the convention. It went on 
record as opposing transit cars. It com- 
mended dealers who cultivate local trade ter- 
ritories and manufacturers who recognize re- 
tailers as logical distributers. It opposed 
proposed Federal legislation seeking to tax 
undistributed corporate earnings accumulated 
before 1913. It thanked insurance companies 
for assisting in the clean yard contest and 
concluded its report with an impressive me- 
morial of the deceased members. 

Roscoe C. Briggs, of Oneonta, N. Y., men- 
tioned the transit car resolution and stated 
that if the dealers are opposed to the idea 
they must do more than pass resolutions. 

P. R. Allen, president of Bird & Son, East 
Walpole, Mass., spoke briefly upon profit pos- 
sibilities of asphalt shingles. He recalled the 
fact that in his youth he found sales and 


es 


competition harder than now. He-stated that 
development of quality products required 
competition. In his opinion there has been 
too much so called high power selling and 
not enough intelligent industry. Competition 
has been too much on price and not enough 
on quality. While price fixing is impossible, 
a merchant can have respect for a competitor 
and talk things over with him. He closed 
with a tribute to New England and its bugj- 
ness future. 


Applying Wood Shingles Over Old Roofs 


Charles E. Marsh, of the Red Cedar 
Shingle Bureau, Chicago, described briefly 
the method of applying wood shingles over 
old roofs. He used charts and pictures to jl- 
lustrate the methods and announced that the 
bureau would send men to help train car- 
penters and contractors in laying roofs and 
in selling them. He also mentioned the 
work of the bureau in defending the right 
to lay wooden shingles when attacked by 
proposed city ordinances. 

Announcement was made that the com- 
mittee had awarded. the first prize for the 
best exhibit to the Trimpak Corporation and 
second prize to the C. A. Mauk Lumber Co, 


Aid in Yard Planning 


H. A. Hellyer, Tenafly, N. J., described the 
work of his yard planning department. He 
mentioned that his department had aided in 
planning more than thirty yards. He then 
described in detail a piece pricing system 
being worked out by his department, that 
may be used by any member. His depart- 
ment supplies the forms and the yard can 
fill in the prices and take off blueprints. This 
system is quick, eliminates errors, creates a 
better impression, and gives the customer 
a bill he can understand. 


Research as an Aid to Business 


U. M. Carlton, of Cambridge, reported for 
the committee on research. 


He told of in- 








Directing the Sale 


Lumber advertising, up to|ered furniture, with a good 
| floor just furnishing the back- 
ground to the picture. 
they do that to appeal to the 
masculine eye? 


a fairly recent date, has con- 
fined itself to talk of sheath- 
ing and shingles, 2x4’s and 
lath, but recently progressive 
companies have had less to 


By Marguerite W. Stoddard, Di 


price on French doors; my 
wife insists on having some.” 
Or, “What do built-in-ironing 
boards cost? My wife saw one 
at Mrs. Smith’s and has been 


Do 


No, a man 


say about the more or less un- 
interesting parts that go to 
make up the whole and, in- 
stead, have tried to sell the 
idea of home-building. The 
result is the same for, in order 
to build a house, naturally the 
materials must be purchased, 
but, by approaching it 
through the angle of the com- 
pleted home, we are simply 
dressing up the idea of selling 


lumber. Many firms would 
deny absolutely that they 
were, in their advertising, 


consciously trying to appeal 
to women, but the very adver- 
tising material itself proves 
my point. Just turn over in 
your mind the pamphlets that 
come to you every day 
through the mail. The firm 
that is trying to sell oak 
floors, for instance, sends out 
an expensive booklet carrying 
beautiful color-plates showing 
complete rooms with dainty 
chintzes and attractively cov- 





will buy a floor for its prac- 
tical qualities—what he wants 
is a good floor but a woman 
will be stimulated to a desire 
for a new floor to make a 
room, as a whole, more at- 
tractive. 


Appealing Publicity Material 


One of the most appealing 
pieces of advertising material 
I have ever seen was sent out 
recently under some. such 
title as “Beautiful Floors.” 
One page had cuts of flooring 
which emphasized the beauty 
of the grain, but every other 
plate in the book (and all, by 
the way, were in color) 
showed an entire and colorful 
room emphasizing the floor as 


a background. Would that be 


necessary if they were relying 
on masculine purchasers? 
Hardly! 


Scarcely a day passes but 
what some well-trained hus- 
band comes into our display 
room and says, “I want the 





possessed for a duplicate ever 
since!” 

One gentleman said _re- 
cently, after going carefully 
into the subject of textured 
walls, ‘““Well, it looks good to 
me but I'll have to take it up 
with Mrs. B—. I'm still the 
president of our family or- 
ganization, but | have to ad- 
mit that she is the purchas- 
ing agent.”” And he was just 
a normal, ordinary man at 
that, far from a hen-pecked 
husband. 

Hasn’t is usually been cus- 
tomary for Mr. Husband to 
select the kitchen range? Yet, 
we are all told that another 
long step is about to be made 
in the progress of color. The 
range that began its humble 
career in solemn black, and, 
in recent years has donned 
clear white and pearl gray, 
has apparently passed out of 
both mourning and half- 


mourning and is to blossom 
riotously forth in 


rainbow 
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yestigations made in office and yard equip- 
ment and reported plans for establishing 
standard tests for equipment and merchan- 
dise. The rapidity with which new methods 
and materials are brought forward makes 
such research work highly valuable to the 
dealer. It assures him against mistakes and 
brings to him knowledge that would be too 
costly for him to assemble for himself. 


Edwin S. Smith, of Boston, spoke on the 
mare general aspects of research as an aid to 
business. Codperative research is not costly 
to individuals and is being undertaken by 
many trade organizations. It aids in pre- 
senting an industry’s united front to inter- 
industry competition. Lumber dealers now sell 
many articles whose qualities and uses they 
can not well know through individual efforts. 
New departures of financing and an effort 
to sell directly to the owner instead of the 
contractor have brought new problems. Ac- 
cumulated experience and knowledge will 
aid in transforming a yard and in establish- 
ing new contacts with the public. 


Conservation of Forest Products 


Axel Oxholm, director of the National 
Committee on Wood Utilization, Washing- 
ton, D. C., continued the discussion. He 
paid a high tribute to Secretary Collier for 
his ready codperation with Washington au- 
thorities. He based his talk on the fact 
that but one-third of a tree is turned into 
usable products. This must be changed. 
Cutting practices must be refined so that lum- 
ber will come from the saw accurately cut 
without planing. The old two-foot unit of 
length cutting is wasteful. To conserve for- 
est supplies is important since no source of 
supply outside of the United States can be 
relied upon. He mentioned end-matching 
and the utilization of short lengths. The 
dealers must show the public what wood to 
use and how to use it, and for this purpose 
a manual is being prepared. He commended 


grade-marking and stated that reforestation 
can not be put on a commercial basis until 
more than one-third of the tree is utilized. 


THURSDAY AFTERNOON 


At the Thursday afternoon session, Frank 
M. Carpenter, of New Rochelle, N. Y., gave 
a report for the committee on credit policy. 
Credit is best handled by a group of dealers 
and many such groups have been formed in 
Northeastern territory. The speaker describel 
the organization in Westchester County and 
stated the plan is to include others besides 
lumbermen if they are interested in construc- 
tion. It is necessary in organizing to get a 
man of wide influence to take the lead. In 
addition to credit, it is wise to undertake ad- 
justment service for handling distressed con- 
tractors. Experiences exchanged at periodic 
meetings are of the greatest practical value. 

H. A. Hellyer, of Tenafly, N. J., described 
the extraordinary beneficial service of the 
bureau in his county. He gave most of the 
credit to the secretary. 


Lien Law Protection 

Frank Day Smith, of Detroit, spoke upon 
lien laws and efforts made by lumbermen to 
get their principles incorporated into a model 
lien law. The lien law is the dealer’s best pro- 
tection. Lumber is destroyed as a commodity 
when it is incorporated into a building and 
can not be recovered as lumber. The speaker 
pressed the point that all other influences are 
working to weaken lien laws and that dealers 
must depend upon themselves to see that the 
law is properly drawn. He enumerated the 
fundamentals of lien law protection and men- 
tioned instances of fraudulent practices which 
must be corrected by legislation. A committee 
was ordered appointed to press for proper 
legislation in New York and Massachusetts. 


Remodeling Possibilities 


George E. Piper, of Chicago, made an in- 
structive analysis of remodeling possibilities. 
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Advantages of Display Rooms |... -tions. 


person in charge seizes the 
to 
tional conveniences and at- 


later. She came in the other 
day to thank us and said, 
“I've told all my friends that 
Marie is a treasure and that 


show addi- 








There is a noticeable ten- 
dency among progressive lum- 
ber companies to establish dis- 
play rooms where they can 
show to advantage the various 
products that go into home- 
building and that take the 
drudgery from housework. It 
is all very well to talk about 
folding ironing-boards, built- 
in breakfast nooks, in-wall 
safes, and radiator covers, but 
the average prospective pur- 
chaser of today is a Missouri- 
an, he (or she) wants to be 
shown. 

In directing the lumber ap- 
peal to women, the display 
room is a tremendous factor. 
They will hesitate to go to a 
lumber yard, but they “come 
and bring their friends” to a 
display room where, instead 
of feeling out of place, they 
are right in their element. 
Sales are increased because if 
a customer comes in to look 
at one article with the inten- 
tion of purchase, she can be 
sold on various others if the 


We had a striking example 
of this recently. A woman 
came in to order the lumber to 
have a small study table built 
for her daughter. She was 
attracted by our sample Tex- 
tone panels and decided then 
and there that her living room 
must be done over and we ar- 
ranged to send a man to make 
an estimate the following day. 
An in-wall safe next caught 
her eye, and she figured right 
away that one of those, which 
would last a lifetime, could be 
purchased for exactly the 
amount that she would spend 
in two years on premiums for 
jewelry insurance. 


We next heard her troubles 
about the servant problem— 
she wanted a maid and she 
must be French. One of our 
yard men, a fine young French 
fellow, as we happened to 
know, had a sister who was 
interested in domestic employ- 
ment, so we made a contact 
there and Mrs. Customer had 





a new French cook three days 











I got her through the Dix 
Lumber Co.”’ Good advertis- 
ing —this commercialization 
of the feminine “gift of gab.” 

And women are grateful 
for service. One called us on 
the telephone recently and 
said, “I've enjoyed receiving 
your little house organ for the 
last two years but, during that 
time, I’ve been unable to re- 
pay your courtesy in keeping 
me on your mailing list be- 
cause | haven't been in the 
market. Now I have a friend 
who is about to build and I’m 
going to give you his name so 





‘that you can go after the 
| business.” Oh, it’s worth 
i\while cultivating these 
| women! 

My subject was “Directing 
the Appeal to Women.” | 
hope | have not implied that 
we must look to them for all 
our future business. | simply 
mean to point out to you that 
they are a very present factor 
in our lumber merchandising 
problem of today, and, as 
such, must be considered. 





The post-war shortage of houses resulted in a 
great expansion that. presently caught up with 
needs, and dealers began thinking that the coun- 
try was overbuilt. But the country is very 
prosperous and could afford much more build- 
ing. Analysis shows that houses fall into 
three classes: A few new and modern houses, 
a great number of well located and well condi- 
tioned houses that are not modernly built that 
will be used for many years, and finally, poorly 
located and badly conditioned houses that should 
be pulled down. The second group is owned 
and occupied by people with some capital and 
good prospects who may wish to have better 
quarters but are unable to dispose of the 
present houses except at a sacrifice. These are 
candidates for the remodeling campaign. 
Decatur, IIl., organized for remodeling. Lead- 
ers saw that equities in old houses were decreas- 
ing and were threatening to lower all real 
estate values. They organized a remodeling 
bureau, got newspaper publicity, established 
planning departments and did a world of re- 
modeling. They found it highly successful 
and saw it stabilize values and even stimulate 
new building. The idea that the town was 
overbuilt was dissipated. No town can well 
be overbuilt with good houses. 


Harry Colman then made a brief announce- 
ment of the plan of the National association 
to conduct a great campaign of building pub- 
licity and to assure the quality of houses by 
issuing a certificate to the owner, backed by a 
bond. The idea is to allow only selected dealers 
who can qualify to issue such certificates. The 
slogan is. “Build Now With Safety.” 


Co-operation for Creative Purposes 


Luther Ogden, of Cape May, N. J., past 
president of the Pennsylvania Lumbermen’s 
Association, made an address on co-operation. 
This was a rapid fire and informal speech. The 
speaker mentioned co-operation to curb the 
shifty wholesaler and to support the square 
wholesaler. He gave instances of good and 
bad dealing in this field. He emphasized co- 
operation for defensive and creative purposes 
with fellow dealers, and he suggested co-op- 
eration with employees for the purpose of 
making them into salesmen. 


Secretary Collier announced the gift of the 
registration booth from the West Coast Lumber 
Bureau and stated that it was available for 
use at fairs and building shows. He then read 
a telegram from L. P. Lewin, president of the 
National, bringing greetings and urging the 
use of a cost system. 


Officers Elected 


The nominations committee named the fol- 
lowing candidates, who were elected: 

President—William J. Riley, Hartford, 
Conn. 

First vice president—Willis P. Morin, Ful- 
ton, N. Y. 

Second vice president—George J. Zimmer- 
man, Buffalo, N. Y. 

Third vice president—George E. Briggs, 
Lexington, Mass. 

‘Fourth vice president—Benjamin W. Down- 
ing, Mineola, N. Y. 

Treasurer—Alvah F. Stahl, Rochester, N. Y. 

Directors (1929)—Edward Guiney, Fall 
River, Mass.; Richard Warren, New London, 
Conn.; 1931)—Perry Fuller, Troy, N. Y.; Or- 
ville H. Greene, Syracuse; George S. Bennett, 
Middleport, N. Y.; Charles S. Potter, Spring- 
field; A. P. Bean, Corning, and T. S. Way, 
Johnstown, N. Y. 

Former President Charles Baker in a grace- 
ful speech presented Retiring President Chap- 
man with a scarf pin. 


Winners in Grading and Other Contests 


Awards for the grading of lumber were as 
follows: First, Frank G. Poitrais, Dix Lumber 
Co., Cambridge, Mass.; second, Ernest W. Ord, 
Dix Lumber Co.; third, Will S. Fisher, G. 
Fuller & Son, Brighton, Mass. 

Identification of woods: First, Ward G. 
Moxley, Briggs Lumber Co., Norwich, N. Y.; 

(Continued on Page 61) 
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Southwestern Lumbermen’s Associdio1 


Merchandising Problems Feature Discussions—Manufacturer¥ ell o 


Kansas City, Mo., Jan. 25.—“I now declare 
the fortieth annual convention of the South- 
western Lumbermen’s Association open.” 
With these words President Kennett Hudson 
at 1:30 p. m. today launched the three days’ 
program of what, from all indications, will be 
one of the most successful meetings in the 
long history of the oldest regional retail lum- 
ber association in the United States. Al! 
sessions are-being held in Convention Hall, 
which also houses a bewildering array of 
exhibits. 

The Rev. Harry Rogers, of Kansas City, 
delivered the invocation, and then “Sandy” 
Sinclair jumped into action with a succession 
of pep songs and exercises that put everyone 
in the big audience in good humor for the 
solid work ahead. 

The formal welcome on behalf of the city 
was happily phrased by Mayor Albert I. 
Beach, who said that he felt especially close 
to the members of the Southwestern because 
in his younger days he had spent many happy 
hours in the yard and in the home of F. R. 
Lanter, of Olathe, Kan., who the evening 
before had been honored as the first charter 
member of the association. He alluded, also, 
to the many lumbermen who are highly 
esteemed citizens of Kansas City, mentioning 
by name R. A. Long and W. A. Pickering. He 
was proud of the prominent position which 
Kansas City occupies as a lumber wholesale 
center, and as headquarters for lumber con- 
cerns, 

The mayor’s welcome was responded to ‘by 
L. P. Biggs, Little Rock, Ark., secretary of 
the Arkansas State association; O. K. 
Spurrier, of Oklahoma City, Okla.; T. R. 
Cauthers, Ashland, Kan.; and J. S. Whitaker, 
Walnut Grove, Mo., who spoke for their re- 
spective States. These brief talks were for 
the most part in lighter vein, and each 
speaker reflected much credit both upon him- 
self and the group which he represented. 
The addresses ran the gamut of fact and 
fancy, humor and eloquence, and left no 
doubt in the minds of hearers that each con- 
sidered his own section the garden spot of 
America, and the selling of lumber the best 
business a man can engage in. 


President’s Address 


President Hudson then delivered his annua! 
address, which discussed recent activities of 
the association as well as the conditions sur- 
rounding the lumber retailer today. 

After reviewing briefly the activities of him- 
self and Secretary Woods during the last year, 
particularly their attendance at the various 
State meetings, he referred to the financés of 
the organization, which, he said, were in ex- 
cellent condition. In this connection he said: 

We will not issue a yearbook at this con- 
vention, for we did not feel like passing the 
burden of this cost on to the manufacturers 
and wholesalers via the advertising route, 
as we believe that when these friends of 
ours paid for their exhibit space they had 
done their share. 

President Hudson then referred to the ques- 
tionnaire sent out by the association during 
the year and the significance of the facts dis- 
closed in replies of dealers, particularly with 
respect to the kinds of goods handled. “The 
results of this questionnaire,” he said, “were 
somewhat at variance with those shown by the 
Harvard University study, and bring out the 
fact that the manner of handling business, the 
kind of goods handled, and conditions under 
which we work, are different from those of 
the dealers of the northern and eastern part 
of the United States. This difference in 
methods and goods handled was forcibly 


Nore: A report of the Thursday after- 
noon and Friday sessions of the annual 
convention of the Southwestern Lumber- 
men’s Association will appear in the 
Feb. 4 issue of the American LuMBER- 
MAN.—EbpITor. 





brought to my attention last August when 
attending the convention at Tacoma, Wash., 
where dealers from 32 states discussed their 
problems. The wide differences go to show 
that we must study and analyze our own local 
conditions in order to make them successful.” 
Continuing, he said: 


I heard one dealer from an Ohio town say 
that he had been in business for more than 
twenty years but had been selling wood shin- 
gles only during the last few years, naving 
sold only metal, tile and composition roofing 
prior to that time. This is quite different 
from our own situation, where we have al- 
ways sold wood shingles, and it was only 


about twenty years ago that we began sell- 
ing composition roofing at all. 

I believe our secretary’s questionnaire was 
a good thing to waken us up to the necessity 











E. E. WOODS, 
Kansas City, Mo.; 
Secretary-Manager 


KENNETT HUDSON, 
Ardmore, Okla.; 
President 


of making a study of our individual business, 
and to learn how vitally we are affected by 
the kind of goods we sell, the quality of 
each and turnover of same, all of which have 
to do with the ultimate net profit. We must 
make a more intensive study of our business, 
know our products, avoid unnecessary ex- 
pense, stop the leaks and wastes, if we are 
going to have a reasonable net profit. 

The tendency of all business is toward 
lower prices to the consumer and thinner mar- 
gins for the retailer, which leads us to the 
conclusion that the merchant who will survive 
is the one who is most efficient in the han- 
dling of his products. This also brings up 
the matter of the new competition between 
the various lines of commodities for the con- 
sumer’s dollar. So it is becoming more a 
matter between what we building material 
merchants have to sell and those other 
things such as automobiles, radios, victrolas, 
and others of transient value, than it is com- 
petition between building material dealers. 

In order to sell our goods, which are of a 
more permanent or of an investment nature, 
we must advertise, put forth more selling ef- 
fort, push our sales and so convince the pur- 
chasers that their money will be better in- 
vested in the things we sell than in those of 
more perishable articles. 


In closing President Hudson said that the 
current year had been a memorable one for 


him, and.he had enjoyed the trips made and the 
many meetings attended. While considerable 
time and effort were required to do these 
things, he said, he felt that he had been well 
repaid in the new friendships made and the 
knowledge gained. 


Officers’ Reports Are Presented 


An innovation which was appreciated, be. 
cause it left more time for the discussion of 
matters of current importance, was the 
presentation in printed form of the annual re. 
ports of the various officers and departments, 
bound in a neat pamphlet, instead of orally 
from the platform. 

Following are a few of the “high lights” jn 
the very comprehensive report submitted by 
Secretary-Manager E. E. Woods. 


The new year finds the Southwestern with 
a total of 1,811 members. While 114 new 
members were added during the year, thers 
were lost by consolidation, yards being closed 
out, cancellations and non-payment of dues 
a total of 110, leaving a net gain of only 4, 


The largest item in our losses each year 
comes about through small yards being closed 
out and consolidations in towns where there 
are already too many yards. Losses of this 
character should give us little concern as such 
consolidations have usually occurred where 
conditions clearly called for the action. There 
are small towns that will no longer support 
a ‘lumber yard. No one will be satisfied with 
an unprofitable investment. Often the choice 
lies between closing out a business or taking 
on additional lines of merchandise, such as 
general hardware, in order to secure sufficient 
volume to warrant continuing the business. 
Modern living conditions, with good highways 
and rapid transportation are eliminating the 
small villages, and whether we agree that it 
is desirable or not, the process will continue. 

A study of the membership is interesting. 
Of a total of 3,029 yards in Arkansas, Missouri, 
Kansas and Oklahoma, 1,81l—a bare 60 per- 
cent—were members of the Southwestern on 
Dec. 31. Arkansas has 205 yards with 34 
percent (69) members. Missouri has 856 yards 
with 57 percent (484) members. Kansas has 
1,094 yards with 60 percent (654) members. 
Oklahoma has 864 yards with 70 percent (604) 
members. Kansas produces the most members, 
but Oklahoma renders the largest measure of 
support. Located geographically the farthest 
from the association offices, the credit is that 
much greater. On Jan. 17, the date this re- 
port was written, exactly fifty new members 
had been added for 1928. 

More district meetings have been held the 
last year than ever before in the history of 
the association. We may felicitate ourselves 
that three new groups have been added dur- 
ing the year: The Southwest Missouri Asso- 
ciation, organized June 23, at Springfield, Mo.; 
the Southwest Oklahoma Association, organ- 
ized at Chickasha, Okla., Oct. 22, and the new 
group at Liberal, Kan., serving the Panhandle 
section of Oklahoma and Kansas, organized 
Sept. 23. Wonderful meetings were held at 
all three of these points, and this was the 
first instance in which large meetings of this 
character had ever been attempted, 


Missouri now has five district associations 
serving its entire territory. Kansas has two, 
with perhaps a dozen county splinters clubs 
which are very effective units. Arkansas op- 
erates with a district State association, and is 
adequately solving its problems. The largest 
field for extension of this service is in Okla- 
homa. With the approval of our board of 
directors, and the accord of the Oklahoma 
dealers themselves, I shall plan to spend 4 
considerable amount of time there during 
1928. 


Annual Report of Traffic Manager 


J. E. Johnston, traffic manager, in opening 
his report told of adjusting situations where 
rates are being enforced that are out of har- 
mony with comparable rates in a given district 
and gave some specific instances. An enor- 
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mous volume of routine work has been handled 
during the last year, although on account of 
the excellent service given by the railroads 
there has been less necessity for tracing ship- 
ments. During the year the department checked 
the expense bills of 1,104 yards, auditing 98,- 
926 freight bills. Claims to the number of 2,521 
were filed, representing a total amount of $17,- 
996, of which claims, 2,419, amounting to $15,- 
309 had been paid up to Dec. 31. 


Finances in Good Condition 


The report of Treasurer J. A. Bowman 
showed the financial affairs of the association 
to be in very satisfactory condition, total re- 
ceipts for the year being $36,351, and total dis- 
pursements $28,800, leaving a net balance of 

551. 

Whe report of the association counsel, F. E. 
Tyler, briefly mentioned some of the subjects 
of importance or interest to members treated 
during the year, bulletins on which were sent 
to all members for their information. Mr. 
Tyler expressed the wish that more members 
might take advantage of the facilities afforded 
by the legal department. 


Snark Tells of Hoo-Hoo Aims 


Snark of the Universe James M. Brown, 
of Spokane, Wash., was then introduced. 
The Snark spoke very briefly, but with force 
and cogency, of the constructive work which 
Hoo-Hoo is doing in behalf of the industry. 
He said that among the primary ends of the 
Order are friendship, codperation and har- 
mony, and that these ideals are being fost- 
ered not only among retailers but among 
manufacturers and wholesalers, as well as 
shingle producers and other allied branches 
of the lumber industry. He asked the co- 
éperation of all present in making these 
ideals effective in the everyday transactions 
of the industry in all of its ramifications. 

Then “Jack” Dionne, of Houston, Tex., 
the Will Rogers of lumberdom, gave the con- 
vention an hour of entertainment, mixed with 
sound merchandising counsel, frequently con- 
vulsing his audience with stories of southern 
negro life, with some from other fields, in 
the telling of which he excels. He scolded 
the dealers for adhering to ox-cart methods 
in an automobile age. They must adopt their 
merchandising ideas to the modern trend for 
new and better things. They must con- 
stantly advocate, and sell, better homes. Mr. 
Dionne also rapped lumbermen who build 
their own homes of materials other than 
lumber, saying that lumber consumption, like 
charity, should begin at home. 


Profit in Selling Short Lengths 


Next came a talk, bristling with selling 
points, by W. W. Coy, who is manager of the 
J. H. Jarnagin retail yard at Fairplay, Mo., 
with especial reference to the merchandising 
of short lengths. 

Mr. Coy began by saying that he had been 
connected with the above concern about eigh- 
teen years, and during all that time had taken 
special interest in developing the sales of 
short-length material, which he has seen grow 
from an insignificant beginning until now short- 
length sales represent almost 50 percent of the 
firm’s entire volume of lumber sales. “I ex- 
pect that most of the lumber salesmen that 
call on me would be willing to bet that I 
never call for anything longer than eight feet,” 
he added. : 

Mr. Coy told of a customer who came in 
some time ago wanting 150 feet of 12-foot 
flooring of good grade. Asked what he was 
going to do with it, he said he wanted it for 
flooring a porch, which on further question- 
ing was found to be 6 feet wide. He added 


that he would want it cut into 6-foot lengths, 
so that he could haul it conveniently in his 
wagon. Mr. Coy said that he had two mo- 
tives for trying to get this man to buy 6-foot 
stuff instead of 12-foot, one being the extra 
profit on the shorter length, and the other that 
he wanted to get away from that job of saw- 
ing. The customer was shown a pile of 12- 
foot B flooring, which he said was just what 
he wanted and inquired the price, which was 
$7.50 per hundred feet, which would make 
the 150 feet cost him $11.25. He said that 
was O. K., but Mr. Coy told him that he had 
another lot of flooring that he would like 
him to look at, and took him to a bin of 6- 
foot B flooring. The customer looked at it 
critically and said that it looked to him just 
as good as the other, and that he previously 
had no idea that he could get it already cut 
into 6-foot lengths. Mr. Coy told him that 


he specialized in short-length stock, and that 
he had an additional pleasant surprise for him 
in that he could furnish the 6-foot stock for 
$1 per hundred feet less than the 12-foot, 








W. W. Coy, Fairplay, Mo., who discussed 
“Merchandising Short Lengths” at the South- 
western convention. 


which would save him $1.50 on the amount 
he needed. The sale was readily made, and 
both parties well satisfied. 

“T have had lumbermen tell me that they 
sold short lengths but always managed to get 
regular prices for them,” said Mr. Coy, “which 
I believe is a mistake. When the customer 
I told about a moment ago ig in the market 
again, and can use shorts, he will call for 
them, because the fact that he saved $1.50 on 
the deal will stick in his memory.” 


Another instance related by Mr. Coy was 
that of a man who wanted to remodel his 
house, adding two rooms and a bath. The 
carpenter made out a list of the material 
needed, and the customer came in a truck to 
get it. Mr. Coy emphasized the statement 
that the carpenter is a vital factor in helping 
the dealer to sell shorts, and should be culti- 
vated. This particular carpenter was well 
acquainted with the Jarnagin stock of ma- 
terials and wherever he could do so to ad- 
vantage, he specified short lengths. While 
the material was being loaded, the customer 


looked on with surprise, and finally asked 
Mr. Coy if he spent all his spare time cutting 
the lumber up! When informed that it was 
bought in these lengths, he said where he 
came from, in Kansas, if a man wanted any- 
en shorter than 10 feet he had to buy long 
stuff and cut it up. That lumber yards 
handled anything shorter than 10 feet was a 
revelation to him. Since then, Mr. Coy has 
sold this customer quite a lot of shorts, with 
perfect satisfaction both as to material and 
prices. “Repeat sales is one thing we work 
for,” said Mr. Coy, “and when you save a 
customer money by selling shorts, you can 
rest assured that he will come back again.” 

Each point made by Mr. Coy in his talk 
was reénforced by telling of an actual trans- 
action. He said that not long ago a local 
produce merchant had come in for some 12- 
foot ceiling. Mr. Coy surmised that it was 
wanted for bottoms for chicken coops, which 
proved to be the case, and being shown some 
4-foot stuff the merchant was glad to save 
the difference in price and the labor of cutting 
it. 

Another interesting incident was that of a 
farmer whose house had burned down. The 
amount of the insurance, plus what cash the 
man could put in it would not cover the sort 
of house he had his mind set on. Moreover, 
the carpenter was a new man in the com- 
munity, who couldn’t “see” anything shorter 
than 16 feet. Mr. Coy got the farmer and 
the carpenter together in his office and told 
them he believed that by using short lengths 
wherever possible, the house could be built 
for the amount of money available. The out- 
come was that a lot of shorts were used, and 
when everything was completed the entire cost 
was found to be a few dollars less than the 
specified amount. The house was 28 by 30 
feet, bungalow type, four rooms downstairs 
and one upstairs, and front and rear porches. 
All the material was first-class for the par- 
ticular place used, and the entire cost was a 
few dollars less than the specified amount of 
$1,000. “Please show me a mail-order house 
that can meet that price,” said Mr. Coy; “and 
the best part was that not a figure was named 
under the regular price that we were getting 
at the time.” 


Last spring a customer came in to see about 
building a chicken house. He was advised to 
get short car siding in the No. 2 droppings 
grade, which he did. A few days ago this 
man was in Mr. Coy’s office, and said he was 
greatly pleased with his chicken house, par- 
ticularly because during the last cold spell 
the hens in the other chicken houses on his 
farm had their combs frozen, while in the one 
made of car siding not one suffered that way. 
He said that if he ever built another chicken 
house he surely would use car siding, and 
added that he was going to build a 30 by 60 
foot barn next spring, and intends to use 
short car siding for enclosing it. Mr. Coy 
said that this is no uncommon occurrence; 
that he has sold short car siding for a good 
many barn jobs, not only for enclosing, but 
for the loft floor. “The farmers figure that 
in a few years they will have saved enough 
hayseed to pay for the cost of the floor,” 
said Mr. Coy. 

In closing his talk, Mr. Coy said that the 
sale of short lengths is not always an easy 
proposition; one has to be on the job all the 
time, and remember that every customer who 
comes in is a good prospect for short lengths. 
With the codperation of the carpenters, the 
dealer should be able to overcome any objec- 
tions. Success depends on the attitude the 
retailer takes; if he rolls up his sleeves ancl 
wades in, he will win out and be able to build 
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up a nice, profitable trade in short lengths. 
Discusses Farm Conditions 


B, F. Dobyns, head of the B. F. Dobyns 
Lumber Co., Shelbina, Mo., which operates 
five retail yards, all in strictly rural districts. 
drew a rather depressing picture of conditions 
surrounding the farmers of his territory, as 
result of the deflation which followed the war 
boom in farm.lands and products. The farm- 
ers are not going to get back this year, nor 
next year, said he. However, he is not dis- 
couraged as to ultimate outcome, “but it is 
going to take time, and the farmers have 
got to travel back over the road of hard 
work, thrift and economy that they traveled 
in getting to where they were before the bot- 
tom dropped out.” Some of the farmers who 
hazarded everything, and have since been 
hanging on by the skin of their teeth, will be 
shaken out; but the thrifty, businesslike farm- 
ers, who had put by a little reserve from year 
to year, are making the grade all right. 


THURSDAY MORNING 


[Special telegram to American LuMBERMAN] 


Kansas City, Mo., Jan. 26—The Thurs- 
day forenoon session opened with an address 
on soliciting business, by C. E. Cunning, of 
the Dascomb-Daniels Lumber Co., Ada, 
Okla. He said that solicitation is both in- 
direct and direct. Both kinds are necessary. 
Whether aware of it or not, every dealer is 
either attracting or repelling business by his 
daily conduct, his ethics and his relations 
with his fellowmen. He should codéperate in 
every move for civic improvement. Direct 
methods also are necessary because business 
must be created as well as secured after it is 
created. Creation of business is largely ac- 
complished through advertising. It is not 
sufficient merely to keep one’s name before the 
public. Advertising must be specific, creating 
desire for the goods you have to offer. Your 
ads, said he, should bring people to your 
office either for material, information or ad- 


vice. Then they become prospects which jt 
is your job to follow up and sell. 


Factors in Line-Yard Management 


The next discussion centered around the 
subject of “Line-Yard Problems,” introduced 
in a most able and interesting manner by 
Clay A. Thompson, division manager for the 
ua = Rogers Lumber Co., Oklahoma City, 

a. 

Mr. Thompson said that the distinction 
commonly made between line-yards and inj. 
vidual operators is merely one of names, the 
aims of each, as well as their service to the 
community, being essentially the same. Fyr. 
ther, every individual dealer is a potential 
line-yard operator. 

One of the major problems confronting any- 
one operating line-yards or considering branch. 
ing out into new territory is that of securing 
new fields without incurring the illwill of 
dealers already doing business in the same 
territory. Paved highways and the desire to 
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Old Time Lumbermen, in Reunion and Banqueteca 


The Old Timers of the Southwestern had 
their inning Tuesday evening, in the form of 
a reunion and banquet, held at the Muehlebach 
Hotel, and attended by about 125 of the 
pioneers of the association, with their wives 
and guests. J. L. Lane, of Chicago, who was 
the first secretary of the association, was to 
have officiated as toastmaster, but to the regret 
of all was prevented by illness from attend- 
ing. His place was filled very acceptably and 

racefully by C. E. Sharp, of Oklahoma City, 

kla. During the evening the toastmaster 
presented no fewer than sixteen past presi- 
dents of the association. 

. R. Lanter, of the Cowley-Lanter Lum- 
ber Co., Olathe, Kan., who was the first man 
to sign the membership roll, in 1889, and who 
was elected president the following year, was 
presented with a handsome traveling bag in 
behalf of the association, he responding with 
appropriate remarks. 

Others who spoke interestingly of the early 
days of the association were George H. Hodges, 
of Olathe, Kan., a former governor of Kansas 
and a lumberman; J. W. Berry, Manhattan, 
Kan., the first president; H. C. Taylor, Lyons, 
Kan., president in 1897; James Costello, 
Liberty, Mo., president in 1900; W. M. Johns, 
postmaster of Sedalia, Mo., who was president 
in 1905; John Halloran, Ottawa, Kan., presi- 
dent in 1908; William Lowe, Warrensburg, 
Mo.; Robert Pierce, Topeka, Kan., and Eu- 
gene Abbott, of Fall River, Kan., president in 
1905. 

Mr. Abbott recalled the interesting fact that 
thirty years ago, to a day, the association met 
in Kansas City, and after transacting neces- 
sary business, adjourned to take a special train 
for a trip through some of the important lum- 
ber producing sections of the South. This 
trip had been suggested and the arrangements 
made by H. C. Taylor, who was president at 
the time. Practically the entire membership 
participated in the tour, which included stops 
at Port Arthur and Galveston, Tex., Lake 
Charles, La., and a number of other points. 

Among the other guests present were W. S. 
Dickason, of Tulsa, Okla.; D. G. Saunders, 
Kansas City; J. A. Bowman, Kansas City; 
L. L. Seibel, Kansas City; J. H. Foresman 
Kansas City; J. E. Evans, Emporia, Kan.; 
E. E. Woods, Kansas City, secretary-manager 
of the Southwestern, and F. M. Hartley, Bald- 
win, Kan., a recent president. 


, 
. 


Recollections of Early Days 


James Costello, of Liberty, Mo., a charter 
member and past president, has been con- 
tinuously in business at Liberty, Mo. He is 
now on the executive committee and board of 
directors of the Southwestern, having served 
almost continuously in some official capacity 
throughout all the intervening years. One of 
the old badges reproduced on page 59 was 





worn by Mr. Costello, as president, at the 1900 
convention. Asked by the AMERICAN LuM- 
BERMAN representative for some recollections 
of those early days, Mr. Costello said: 


I haven’t much to tell you, further than to 
say that I was an early convert to the asso- 
ciation idea, joining the old National of Chi- 
cago in 1893. 


When the idea of forming the 
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F. A. TRAIN, 
Blue Rapids, Kan.; 


One of the Earliest 
Members 


F. R. LANTER 
Olathe, Kan.; 


First to Sign the 
Roster, in 1889 


Southwestern was suggested, I readily con- 
sented to become a member. While I was not 
present at the first meeting, I was represented 
by a proxy and contributed the munificent 
sum of $2 for membership, so I am a charter 
member. The first few years there was not 
much done but to get together, having a good 
time drinking pink tea and other refreshments 
furnished by the wholesale dealers. I began 
attending the meetings in 1893, and have never 
missed one since. In 1900 I was drafted from 
the ranks and made president. I have been 
retained on the board of directors and execu- 
tive committee from that time to the present, 
covering a period of 28 years. 


The early years of 1900 required some very 
active and strenuous work to hold the or- 
ganization together, by some of the old timers, 
among whom I might mention E. M. Adams 
of Mound City, Kan., Milo Harris, of Ottawa, 
E. R. Burkholder, of McPherson, Harry Taylor, 
of Lyons, and myself. These men rode trains 
night and day bringing about harmony and 
adjusting unreasonable freight rates, also 
watching the sessions of the legislatures in 
the different States. I have in my possession 
the badges of every convention since and in- 
cluding that of 1900. It is hardly necessary 
to state that I have seen great improvements 
and advances in business conditions and meth- 
ods of the retail dealers in this territory dur- 
ing the last 28 years. 


Few of the Old Timers are better known 
than D. G. Saunders, veteran lumberman of 
this city, who gave the AMERICAN LUMBERMAN 
representative some interesting reminiscences. 


The formation of the Southwestern Lum- 
berman’s Association at Kansas City in Jan, 
1889, said Mr. Saunders, was signalized by 4 
banquet held at the old Centropolis Hotel, 
located at Fifth and Grand Avenue. Frank 
Lanter of Olathe, Kan., was the first presi- 
dent. J. L. Lane, now living in Chicago, was 
elected secretary, and continued in this capac- 
ity for several years. I was one of the char- 
ter members, in the name of D. G. Saunders 
& Co., retail dealers at Chillicothe, Mo., and 
also held a membership through the E. P. 
Cowan Lumber Co., of Kansas City, whole- 
salers of yellow pine and cypress. I have 
been a member and attended most of the an- 
nual meetings since that time. On Jan. 1, 
1927, we purchased the hardwood yard of Mer- 
rill Maryland Co., also the pine yard of T. R. 
Early Lumber Co., Kansas City Hardwood 
Lumber Co., 1700 Brooklyn Avenue. 


I was one of the earliest members of Hoo- 
Hoo, my number being 12, joining in 1892 at 
a concatenation held at the old St. Charles 
Hotel in New Orleans, and am also a member 
of the Osirian Cloister, and of the Hoo-Hoo 
club of Kansas City. I was one of the earliest 
subscribers of the old Northwestern Lumber- 
man, which later was merged into the 
AMERICAN LUMBERMAN, and _ solicited and 
took subscriptions for the paper in 1884 and 
1885, while. traveling for the S. B. Barker 
Lumber Co, and the John A. Gauger Sash and 
Door Co., both of Chicago. I knew James E. 
Defebaugh and Mr. Judson quite well. 


F. R. Lanter, of the Cowley-Lanter Lumber 
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live in the larger centers has resulted in small 
towns struggling for existence, and dealers 
often are forced to abandon locations that 
were once active. In order to keep their capi- 
tal at work, line-yard operators in the last 
few years have been constantly alert for new 
locations, and some have put in new yards 
without due regard to conditions, with dis- 
astrous results. Any sane community would 
rather have two good yards than three that, 
because of necessity of curtailing expenses, 
render poor service. 

“Most towns,” said Mr. Thompson, “except 
where boom conditions prevail, are oversup- 
plied with yards, some of which are showing 
actual losses, while hundreds more are not 
making reasonable profits. Most operators ad- 
mit that, taking one year with another, their 
entire net showing is made from about 20 
percent of their yards. That, if correct, mean 
that about 80 percent of the yards on the 
line-yard management are barely breaking 
even, or are showing actual losses.” 


One of the greatest problems is that of the 
human factor Too much care can not be 
exercised in the selection of men. The speaker 
scored the practice of giving letters of recom- 
mendation to unsatisfactory employees in or- 
der to take the sting out of their dismissal. 
This is especially unfair to the men who 
have worked faithfully for promotion with 
their concern, and who see men who have 
made failures elsewhere stepping around them 
because someone was weak-spined enough to 
write them good letters of recommendation. 

Whole-hearted codperation between the gen- 
eral office and the branch yards is essential. 
Mr. Thompson said that at one of the man- 
agers’ conferences of his company one man- 
ager had asked, “Are we running these yards 
for the benefit of the general office, or are 
we running the general office for the benefit 
of the yards?” The speaker thought that 
question was worth considering by both par- 
ties. The general office is the heart of the 
organization, but the local yards are the bone 


and sinew. Neither can function successfully 
without the complete support of the other. 

Centralized buying is a proper and economic 
policy, but Mr. Thompson emphasized adher- 
ence to specifications sent in by the local 
managers, as being more profitable than re- 
conditioning every order sent in. In other 
words, if the boys in the front line trenches 
want hand grenades, don’t ship them rifle 
ammunition. 

The speaker condemned in unsparing terms 
the practice of re-grading, or buying seconds 
and billing them to yards as firsts, saying that 
this is unjust both to the managers and the 
communities they serve. Happily, the practice 
is almost obsolete, but the fact that some 
dealers persist in trying to continue such meth- 
ods is in large measure responsible, in the 
judgment of the speaker, for “some theorist 
evolving something like the recent grade-mark- 
ine fumble.” 

In closing his remarks, Mr. Thompson said 
that every line operator should ask himself 
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Co., Olathe, Kan., kindly loaned the AMERICAN 
LUMBERMAN several of the historic old badges 
reproduced on another page, worn at the con- 
ventions of the Missouri and Kansas Lumber 
Dealers Association, predecessor of the South- 
western, at some of its early meetings. These 
badges include that of the first meeting in 1890, 
also the fourth and fifth meetings, and the re- 
ception badge of the fourth meeting, the last- 
named being worn by the lumber dealers of 
Kansas City, both wholesale and retail, whose 
custom it was in those days to furnish enter- 
tainment for the visiting members of the asso- 
ciation. “And to say that they did a good 
job,” said Mr. Lanter, “would be putting it 
mildly, for they were royal entertainers.” Mr. 
Lanter’s name heads the list in the original 
entry book of Feb. 12, 1889, and he also has 
the honor of being one of the earliest presi- 
dents of the association. 

F. A. Train, of the Blue Rapids Lumber 
Co., Blue Rapids, Kan., is another of the Old 
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Timers who are still actively engaged in the 
retail lumber business. Mr. Train is the proud 
possessor of one of the badges of the fourth 
annual meeting of the association, which he 
kindly allowed the AMERICAN LUMBERMAN to 
reproduce, and which will be found in the 
group of five old badges which are presented 
on this page. 

J. A. Nuttman, of the Nuttman-Lemon Co., 
Pittsburg, Kan., who joined the association 
March 20, 1899, was prevented by ill health 
from attending the meeting. Mr. Nuttman is 
a former president of the association. In a 
letter written the AMERICAN LUMBERMAN last 
week he expressed deep regret at being unable 
to attend the convention, adding, “I surely 
would enjoy meeting all the ‘old boys’ as well 
as the newer members, and am very sorry that 
I can not be there.” 

Another of the Old Timers who was not 
able to be at the meeting was Ben Foster, who 
was one of the earliest to join the organiza- 
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tion, being then engaged in the retail lumber 
business under the name of the Foster Lumber 
Co. Mr. Foster is at present in Los Angeles, 
Cal., the AMERICAN LUMBERMAN having within 
the last few days received a letter from him 
written from the Biltmore Hotel of that city, 
expressing his regret that he could not be 
present and asking that his regrets be extended 
to his friends and former associates in the 
organization. 

It goes without saying that no roster, how- 
ever incomplete, of the Old Timers of the 
Southwestern association should be closed with- 
out mentioning that R. A. Long, of the Long- 
Bell Lumber Co., also joined during the first 
year, he living at Columbus, Kan., at that time. 
His firm entered the association on March 25, 
1889. 

T. A. Miller, of the T. A. Miller Lumber 
Co., Aurora, Mo., and Charles Buffon, of the 
La Crosse Lumber Co., Louisiana, Mo., also 
were among the first-year “joiners.” 











Away back in 1890, 1892 and 1900 these badges were first worn by Old Timers F. R. Lanter, Olathe, Kan.; F. A. Train, Blue Rapids, 
Kan., and James Costello, Liberty, Mo., who again wore them at the Old Timers’ Reunion and Banquet on the evening of Tuesday, Jan. 24 
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such questions, as: Are we rendering the 
best service at each of our yards commensur- 
ate with possibilities at that point? Are our 
improvements a disgrace to the town? Do we 
carry adequate stocks, or are we in part re- 
sponsible for the wave of mail-order buying 
sweeping the country? 


Tella of Northwest Industry 


J. D. Tennant, vice president Long-Bell 
Lumber Co., Longview, Wash., and president 
of the West Coast Lumber Bureau, next 
spoke on the lumber industry of the North- 
west, emphasizing the fact that notwithstand- 
ing all that has been said about diminishing 
lumber supply the virgin timber of the North- 
west is ample for generations to come and with 
replacement through reforestation will in- 
sure perpetual supply. He said that the 
Pacific Northwest had recently been called 
“the source of America’s permanent lumber 
supply” and merited the designation. Mr. 
Tennant told of the characteristics and chief 
uses of the leading species of the Pacific 
Northwest, Douglas fir, western hemlock, 
red cedar and Sitka spruce; and also of the 
functions of the West Coast Lumber Bu- 
reau which, briefly, are to acquaint the public 
and the dealer with the supply and the uses 
of West Coast woods. As to the hackneyed 
question “What’s the matter with the lumber 
business,” he thought the trouble is not over- 
production so much as under-consumption, 
and there is a world of difference in those 





Partner is wanted in band sawmill cut- 
ting furniture dimension. That is in a 
coming field and may mean something 
“big.” This is an example of the leads 
to business opportunities which the Want 
Ads offer a-plenty each week. 





terms, he said. Not only manufacturers but 
retail dealers have been enjoying a sleep that 
would put Rip Van Winkle to shame. It is 
time for both to introduce new merchandising 
ideas and methods. 

Great damage has been done by the oft- 
repeated statement that the average man 
builds but one house in his lifetime. Four- 
teen million homes in this country are more 
than ten years old. What would the auto- 
mobile salesman think if he had a field like 
that for replacements and selling new models, 
asked Mr. Tennant. He surely would think 
that he had pretty easy picking. Instead of 
talking about one house in a lifetime, we 
should be preaching the gospel of new and 
better houses, embodying the latest ideas in 
construction and conveniences, as well as 
promoting the remodeling, enlarging and 
modernizing of old homes that need these 
processes. He urged the retailers to go 
back to their communities with the idea 
that it is necessary for them to create the 
desire for their goods, and with the slogan 
“Build It Better With Wood.” 


Southern Pine and Grade-Marking 


C. C. Sheppard, general manager Louis- 
iana Central Lumber Co., Clarks, La., then 
expressed the greetings of the Southern Pine 
Association, and told of endeavors of the 
association and its members to promote the 
prosperity and stability of the lumber in- 
dustry, in all branches, through its inspection 
service; its efforts on behalf of American 
Lumber Standards; the grade-marking and 
trade-marking of lumber, and closed with 
fifteen reasons why retailers should favor 
and support grade-marking, which, with a 
fuller digest of his talk, will appear in next 
issue of the AMERICAN LUMBERMAN. 

Next came a rousing merchandising talk 
by Hawley Wilbur, of the Wilbur Lumber 
Co., Milwaukee, which was interspersed with 
numerous epigrams, such as “The only rush 
of business you will create by cutting prices 
is a rush to the corner drugstore for an 
extra bottle of red ink.” Watch your credits 


and get your money, said he, but don’t try to 
sell for cash only or someone else will step 
in and get the business. There is only one 
way to create business, and that is to make 
it safe and easy to build. To get farm busi- 
ness you must remember that farm build- 
ings are essentially factory buildings for the 
economic production of milk, eggs, pork etc., 
and you must be able to advise and inform 
the farmer as to the kind, size, type and 


design of building that will get best ang 
cheapest results for him. Mr. Wilbur’s ad. 
dress was along much the same lines as that 
delivered by him at the Northeastern Retajj 
Lumbermen’s Association convention at Bos. 
ton, [This will be found practically in fy} 
beginning on page 46 of this issue.—Eprrop, 

The session closed with a discussion of the 
lien law by Frank E. Tyler, association coun- 
sel. 


St. Louis Hoo-Hoo Plan Service to Industry 


(Continued from page 39) 


place” in this city for such associations, that 
their work in promoting the uses and consump- 
tion of wood may be made more effective in 
this territory. 

In all combined activities the club to be ab- 
solutely impartial as to kinds of wood, but to 
work always to the interest and benefit of 
those within the club engaged in the produc- 
tion, sale or use of forest products in general, 
and with those outside of the club such as 
architects, purchasing agents, railroads, in- 
dustrial consumers, builders etc. 

To assist in all plans that may be proposed 
for the care and increased growth of the 
forest. 

To give our moral and personal ald to all 
organizations or societies that may have as 
their aim reforestation or the education of the 
public to the importance of forests and the 
utilization of wood. 

To conduct ourselves and our business so 
that we may render a real service to society. 

To provide a place to enable all other indi- 
viduals, firms, corporations, forest product or 
Hoo-Hoo clubs to get in touch collectively 
with the industry as represented in this metro- 
politan district without having to address 
each individual or firm separately. 

The office of the secretary to serve as a 
clearing house in the dissemination of infor- 
mation about our industry, for chambers of 
commerce, Industrial Club of St. Louis, manu- 
facturers’ and merchants’ associations, asso- 
ciated industries, newspapers and others seek- 
ing such information, who now have no cen- 
tral agency to which to direct their requests. 


Club Activities 


The program committee 
holding monthly meetings, or more often if 
desired. The Executive Board will confer 
with the company or sustaining members and 
with them arrange for the class and kind of 
meetings most interesting, helpful and educa- 
tional, 

For the individual members it is proposed 
to hold special night meetings where lectures 
will be given and where matters pertinent 
to the industry may be discussed, such as 
reforestation and utilization, and where the 
junior members may be instructed in the 
production, uses and marketing of forest prod- 
ucts, business management, cost accounting, 
overhead, traffic etc.; and for the further 
benefit of the junior members special gather- 
ings of a social character will be arranged to 
enable them to meet and become better ac- 
quainted with each other, for, in so doing, a 
better understanding among those employed 
in the industry positively will result. 

It is not expected that any unit of the 
industry now organized will disband to join 
the club. Instead it is proposed that all mem- 
bers of units now organized join the club as 
company or individual members and continue 
their separate unit organizations and such 
would be known in the club as the tie and 
timber, box manufacturers, cooperage, planing 
mill ete. unit and as a unit each would elect 
one of its own members to serve as a member 
of the board of directors. 

It is the intention to plan the club on the 
outline of a wheel,—the hub or center being 
the individual members, they to have the re- 
sponsibility, under the direction of the officers, 
of looking after and performing the duties 
incident to entertainment and other social ac- 
tivities that go to make a club worth while. 

The spokes are to represent the lines that 
make up the different branches or units of 
the forest products industry as it is repre- 
sented in the metropolitan district of St. 
Louis, such as manufacturers of softwood 
lumber; manufacturers of hardwood lumber; 
retailers; tie and timber companies; planing 
mills and stair builders; wholesalers of soft- 


will provide for 


wood lumber; wholesalers of hardwood lum- 
ber; manufacturers’ direct agents; crate, box, 
veneer, plywood and wood container manu- 
facturers; commission salesmen; wholesale 
sash and doors; furniture and fixture manu- 
facturers; cooperage, both slack and tight, 
and wagon stock. Then the rim to consoll- 
date the whole, which would represent the 
entire membership. 


Telegrams of congratulations from 
Snark J. M. Brown and the Supreme” 
Nine in session at Kansas City, were 
read. 


HOO-HOO DOINGS 


Oakland Hoo-Hoo Meet 


OAKLAND, CauiF., Jan. 21.—The regular 
January meeting of Hoo-Hoo Club No. 39 
was held at a noon luncheon yesterday at the 
Hotel Leamington in this city, with President 
Clem Fraser in the chair. Vicegerent Snark 
Clyde Y. Speer was chairman of the day and 














* introduced as the speaker Arthur C. Horner, 


of San Francisco, trade extension expert of 
the National Lumber Manufacturers’ Associa- 
tion, who explained briefly the plans of the 
National for trade extension throughout the 
country and who asked for the coéperation of 
and suggestions from local lumber dealers. 
Plans are being made by the Oakland Club 
to have every member of Hoo-Hoo in this 
section a member of the club. It is announced 
that the next regular meeting of the club will 
be held at the same time and place on Feb. 17. 


Hoo-Hoo Appointments Announced 


St. Louis, Mo., Jan. 24.— - pegs of 
officers were announced at Hoo-Hoo head- 
quarters here today as follows: 

Joseph P. Lansing, Polleys Lumber Co., 
Missoula, reappointed Counselor for Montana. 

William R. Grier, Grier Lumber Co., Chey- 
enne, reappointed Counselor for Wyoming. 

Crosby H. Shevlin, sales manager, Shevlin- 
Hixon Co., Bend, Counselor for Oregon, to suc- 
ceed Herbert F. Anderson, of Portland. 

Sam P. Johns, jr., Weyerhaeuser Sales Co. 
Snoqualmie Falls, Counselor for Washington, 
to succeed James P, Austin, Pacific coast rep- 
resentative for the AMERICAN LUMBERMAN at 
Seattle. 

I. G. Kjosness, Madison Lumber & Mill Co., 
Lewiston, Counselor for Idaho, to succeed 
C. W. Gamble, of the Boise-Payette Lumber 
Co., Boise. 

M. Mack Evans, 
Georgia, 
Atlanta. 

Herman F. Root, Bonner, reappointed Vice- 
gerent Snark for southern Montana. 

Ira E. Brink, Chico, Vicegerent Snark for 
the Butte County district of California. 


Atlanta, Counselor for 
to succeed William F. Methvin, of 





TreEEs in Franconia Notch, N. H., are “sell- 
ing” for $1 each. The purchasers may do 
anything they like with their trees except mu- 
tilate them or cut them down. This plan has 
been adopted as a means of raising part of 
the $100,000 needed for State purchase of the 
forest land at Franconia Notch and thus pre- 
serve its beauties for the public. The “$1 
for a tree” slogan is being sent over the en- 
tire country by women’s clubs, nature organ- 
izations and the Society for the Protection of 
New Hampshire Forests. It is being sug- 
gested that trees be purchased as memorials 
for fathers, mothers, sons or daughters. 
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(Continued from page 55) 


second, Richard Burckes, J. H. Tolles & Co., 
Nashua, N. H.; third, John H. Miller, Ham- 
burgh Planing Mill Co., Hamburgh, N. H. 

In the clean yard contest 131 yards were en- 
tered. They were divided into three classes 
according to size, and two sets of prizes were 


awarded—one for clean yard and the other 
for the greatest improvement during the year. 
The first prize for the clean yard Class A went 
to the Nashua Lumber Co., Hempstead, N. Y.; 
Class B, G. Fuller & Sons Co., Brighton, 
yh Class C, Lumber Supply Co., Spring- 
eld. 


Northeasterners Say Outlook Is 


Dealers attending the thirty-fourth annual 
convention of the Northeastern Retail Lumber- 
men’s Association in Boston, generally agreed 
that yard stocks are lighter than usual, in some 
instances 20 percent under those of a year 
ago. The remarkably mild, open weather has 
stimulated building in some sections, increased 
demands on the retail yards, and caused the 
dealers to buy more lumber than usual in 
January. Elsewhere dealers expect to begin 
buying for spring trade in February to April, 
but appear determined to order conservatively 
= increase their turnover as much as pos- 
sible. 

The concensus was that the outlook for the 
retail lumber trade in Northeastern territory 
is fair to good. 


R. E. CLEAveEs, JR. R. BE. Cleaves & Son, 
Portland, Me.—At present it looks like a fairly 
good year for 1928. Stocks are not large in 
our section and dealers are buying very con- 
servatively. I look for a better building year 
than we have had for the last few years, due 
to our very active publicity which has exten- 
sively advertised Maine as the playground of 
America. 


L. P. Gaut, J. A. Rice Lumber Co., New 
York City.—Things have started off this year 
much better than generally anticipated. Busi- 
ness has quieted down now. I look for a fair 
year with not so much cut-throat competition. 
Some people have learned their lesson and some 
people are out of business. In the majority of 
cases retail stocks are much lower than they 
have been for a long time. 


CHARLES ALLEN, Charles Allen Lumber Co., 
Rochester, N. Y.—Business this year ought to 
be about as good as in 1927. Stocks are fairly 
good, and there will be some buying a little 
later. Retailers are buying as they require the 
lumber and not before. The big thing in the 
lumber business right now is that we ought to 
find some way so the mills can get better 
prices for their lumber. If anyone can inaugur- 
ate such a plan it will have the hearty support 
of both retailers and wholesalers. 





W. W. KIMBALL, Beckman Dawson Co., Port- 
land, Me.—The outlook is good. Retail stocks 
are down a little. The open winter has given 
the yards a chance to clean up some items. 
There has not even been any frost in southern 
Maine and New Hampshire until the last week 
or so, and this has helped building and kept 
lumber moving out of the yards. 


Grorce L. Haywarp, Pembroke, Mass.—I 
don’t see signs of anything very large in our 
section. I think we shall have about the same 
volume of business in 1928 as last year. Yard 
stocks are running down a little. Some dealers 
are afraid prices will come down some more 
and they are buying very conservatively. Lum- 
ber is certainly very cheap at present. 


A. P. Bean, Corning Building Co., Corning, 
N. Y.—The outlook does not look any too rosy 
in my section, but I suppose it will be about 
fair. They are building a large new hotel in 
our town and some people are going ahead con- 
fidently. I think the lumber business will be 
about as good as it was last year, perhaps 
not quite so good. We are in need of new in- 
dustries in our section to stir things up. Re- 
tail stocks are about the same as a year ago. 
The open weather has caused some business to 
be started but not much in our section as 
people were not prepared. 


W. G. Moxey, Briggs Lumber Co., Norwich, 
N. Y¥.—The lumber business in our locality 
ought to be as good this year as it was in 
1927. The yards are fairly well stocked and 
there won’t be much buying until April. Peo- 
ple are not starting much building as they 
don’t dare to take a chance with the weather. 


C. M. McCoy, Northville, N. Y.—Our own 
stock is fairly large. I don’t think there will 
be much buying in our section before March or 
April. The outlook for business is very good 
in our part of the country. A large State dam 
and reservoir are being built near there for a 
power project and quite a little construction 
work is in prospect. 


WituiAM J. Ritey, Hartford Lumber Co., 
Hartford, Conn.—The outlook for business is 
fair in our section. I think we shall do about 
as well as in 1927 with a chance for a slight 
increase. Yard stocks are rather light. Our 
own stock is 20 percent under a year ago and 
I understand that throughout our section stocks 
will run 5 to 20 percent under last year. 

E. F. Guiover, W. H. Glover Co., Rockland, 
Me.—Things are about normal in my district. 
The outlook is fair. I think we shall do about 
the same amount of summer building we did 
last year. Stocks are about normal. We have 
had very mild weather until two weeks ago 
but this has not had much effect upon building. 
People around here make up their mind to quit 
about Christmas and they do. 


C. H. Backus, Unadilla Forks, N. ¥Y.—We did 
well last year and I see no reason why we 
should not do the usual amount in 1928. Stocks 
are sold up closer than a year ago. Due to the 
very favorable weather builders worked up 
closer to Christmas this winter. I think that 
it is time to buy and I shall take a few cars 
after the convention. 


W. L. Smiru, Lexington Lumber Co., Lexing- 
ton, Mass.—The outlook is fair for spring. We 
are doing a good business for this-time of year 
right now on account of the very mild weather. 
Retail stocks are about the same as one year 
ago. The last two or three years retailers have 
been trying to get along with as small stocks 
as they can and increase turnover. We are 
buying a little lumber as we want it and not 
stocking up heavily. 





James L. BARNEY, Barney-Carey Co., Dor- 
chester, Mass.—The volume of business in 1927 
was a little less than in 1926. Inventories are 
small. The outlook for spring business is good. 





P. R. HaApseELxL, president Hadsell Bros, Co. 
(Inec.), Worcester, N. Y.—I think that the out- 
look for 1928 is a little improvement over the 
last year’s business. We are certainly going 
to try to make it that way. Stocks are a little 
less than last year. Dealers have purposely re- 
duced their stocks. Too large stocks for the 
volume of business has made overhead too high 
in the past. 


W. A. WessterR, Jr., W. A. Webster Lumber 
Co., Watertown, Mass.—This is proving to be a 
winter such as we have never experienced 
before. There has been a lot of building started 
that would have been left over until spring ex- 
cept for the remarkably mild and open weather. 
We have been through a period of house build- 
ing with comparatively few large building 
projects, and now we are to have a number of 
really big buildings constructed. Stocks in 
some retail yards are very low. Our own stock 
is the lowest in ten years. The average is low 
all over Northeastern territory. Buying is 
bound to start in February and most dealers 
will probably order as they have been doing, 
on a hand-to-mouth basis. 





Joun A. RICHARDSON, Billerica, Mass.—The 
outlook is fair is all I can say in forecasting 
this year’s retail lumber business, Stocks are 
very low. Every inventory I have heard about 
has been lower than a year ago. I find that the 
dealers are all buying lumber as it is wanted, 
hand-to-mouth, and not stocking up. 


D. B. Grirrin, D. B. Griffin Lumber Co., Hud- 
son Falls, N. Y.—-Stocks are in a normal condi- 
tion as compared with a year ago. 
speaking, 


Generally 


retail yerd stocks are physically 


The improvement contest prizes were awarded 
as follows: First prize, Class A, Dix Lumber 
Co., Cambridge; Class B, E. Bailey & Son, 
Sayville, N. Y.; Class C, Arlington Coal & 
Lumber Co., Arlington, Mass. Certificates of 
honorable mention were issued in each contest. 


This closed the formal session. 


Fair to Good 


larger and financially less than last year in 
our section, due to the drop of lumber prices. 
The business outlook does not look any too 
promising for 1928 right now. Building per- 
mits this year have started out under the 
volume of a year ago. 

W. R. Snyper, Snyder Way Lumber Co., 
Johnstown, N. Y.—Yard stocks in my section 
are about the same as a year ago. Our own 
stock is a little large. The business outlook 
is fair. We have been running along about 
even over the last five or six years. 





J. SHAPIRO, Wallace R. Post (Inc.), Rockville, 
Long Island, N. Y.—I think that the outlook 
for retail lumber is fair. The speculators are 
out. Yard stocks are low. The tendency is to 
pick up lumber as we want it, the more so on 
account of the transit offerings, a condition 
which encourages hand-to-mouth buying by the 
dealers. I don’t expect to see much buying by 
the yards in our district until late March, when 
lumber will be ordered to come in April and 
May. We have enough lumber to last us until 
then, but if business is very good we shall start 
buying earlier. 


Henry C. Lums, Lumb Woodworking Co., 
Poughkeepsie, N. Y.—The business outlool is 
fair. Stocks are a little under the average for 


this time of year in our section. 





W. E. B. Stutz, Brockport Lumber & Supply 
Co., Brockport, MN. Y.—I consider the outlook 
good. I look for some good lumber business in 
the spring in our section. Stocks are normal. 
We are taking in some lumber right now but 
it was not in our inventory. We are practically 
covered now until the spring season opens up 
about the middle of April. 


Award Prizes in Redwood Contest 


(Concluded from Page 29.) 


of second prize in the retail group, submitted 
two entries, one illustrating and describing red- 
wood shakes which, used for 37 years (and 
handled 240 times) as fruit drying trays, now 
form a water-tight roof for the W. D. Hall 
Co.’s new lumber shed and are apparently good 
for an additional 37 years of useful service. 
Mr. Hall’s second entry covered, with illus- 
trations, the advantages of redwood Anzac 
siding as demonstrated by use on his own new 
home. 

H. B. Worden, who drew the first prize in 
the redwood sales representatives group, sub- 
mitted over 20 entries, including a wonderful 
record of redwood’s service throughout all 
parts of the United States and many foreign 
countries. 

Entries submitted by H. B. Maher, who won 
second prize in the sales representatives group, 
centered around Santa Cruz and included some 
of California’s oldest buildings—in all of which 
redwood was used. 

That the task of the committee of award was 
no easy one, because of the wealth of material 
submitted and the fact that so much of it was 
of such a high caliber, is indicated, according 
to R. F. Hammatt, manager of the California 
Redwood Association, by the fact that it took 
two weeks before unanimous decision could be 
reached. 

“It is too bad,” Mr. Hammatt continues, 
“that more prizes were not available, because 
there are many other entries deserving of 
awards; so many, in fact, and of such value 
to lumber salesmen generally, that they, to- 
gether with the prize-winning entries, will be 
rushed to print and distributed at the earliest 
possible moment to retail yards and to sales- 
men as a second edition of the now well-known 
“Redwood Sales Manual.” 
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Cost Study Enables Retail Yards to Cut Excessive Overhead and 


CincInNnaATI, Onto, Jan. 25.—With its usual 
excellent program and heavy attendance, the 
Ohio Association of Retail Lumber Dealers 
today opened its forty-seventh annual conven- 
tion at Hotel Sinton here. The sessions will 
occupy three days, ending at noon Friday. 

Merchandising problems occupy by far the 
most prominent space on the program, and the 
enthusiasm for such subjects is evident on 
every hand. The Ohio dealers have long been 
recognized as among the leaders in lumber 
merchandising, and the critical times the in- 
dustry is passing through are spurring them 
on in the quest of new ideas and better 
methods, and of ways and means of effecting 
greater inter-industrial codperation in order to 
reach proper solutions of the many mutual 
problems constantly arising. 


Volume at Low Prices Unprofitable 


The convention was opened promptly at 
10:30 o’clock Wednesday morning by Presi- 
dent Howard Potter, of the Potter Lumber & 
Supply Co., Worthington, Ohio, who launched 
immediately into his annual address. During 
last year, he declared, the retail lumber busi- 
nesg in practically all sections of the State 
showed a decline in volume, and as very few 
dealers took the necessary steps to reduce costs 
accordingly, they, “as a matter of course, did 
not make any profit; and to make matters 
worse, many thought they could increase 
volume by cutting prices. In this they were 
again disappointed, for this policy never has 
increased and never will.” Mr. Potter con- 
tinued: 

Taking the State as a whole, I do not believe 
there will be any more lumber used in 1928 
than in 1927. I do hope, however, that con- 
sumption will be better apportioned through- 
out the State, so that the sections that did not 
build last year will take their share this year. 
But we do not need any more volume to make 
money if we as dealers have the courage of 
our convictions and cut our operating costs 
to meet our expected volume. It is a signifi- 
cant fact that in every part of the State, re- 
gardless of volume and of competitive condi- 
tions, there have been some dealers that have 
made a good profit, and these dealers always 
will make profit for themselves, for they know 
their costs and regulate them according to 
their volume; and, knowing their costs, they 
do not sell any goods below that. So, in the 
final analysis, it is going to be a survival of 
the fittest, with the rdédad wide open for all of 


us to be among the fittest. It is up to us to 
decide. 


President Potter further reviewed associa- 
tion activities during last year, dwelling par- 
ticularly on the plan book, cost accounting sys- 
tem, field work and finances. “Your associa- 
tion during the last year ran very smoothly,” 
he said, “and I feel we are much stronger than 
we ever were before. The various districts, 
with one or two exceptions, are functioning 
nicely.” 

The president’s address was followed by the 
report of Secretary Findley M. Torrence, 
Xenia, Ohio, who declared that though the 
last year has been a trying one for retail lum- 
ber dealers, the association finds itself in a 
stronger position than ever before, having an 
increased membership and being in a favor- 
able financial condition. Its sound financial 
condition was shown by the report subsequently 
presented by Treasurer W. G. Anderson. 


Merchandising Skill Is Increasing 


Secretary Torrence stated that while there 
have been more complaints of direct shipments 
to consumers, these have mostly come from 
districts where group activities have been most 


Nore: A report of the Thursday after- 
noon and Friday sessions of the annual 
convention of the Ohio Association of 
Retail Lumber Dealers will appear in 
the Feb. 4 issue of the Amertcan Lum- 
BERMAN.—EDITOR. 





neglected. Retailers, he said, need not be 
alarmed by the activities of the shipper who 
caters to contractors and consumers direct and 
does not solicit the retail trade, as the credit 
risks which they are running will soon tell 
their tale. The direct shipper who gets most 
of his business from the retail yard can be 
combatted only by group action. However, 
good codperation is being secured from the 
majority of shippers, and conditions in this 
connection have been vastly improved within 
the last ten years, with continued progress 
assured. 

Coéperation between competitors is also 
showing a great increase said Mr. Torrence, 
and merchandising skill is increasing. Dealers 




















HOWARD POTTER, F. M. TORRENCE, 
Worthington, Ohio; Xenia, Ohio; 
President Secretary 


are realizing more and more the necessity of 
knowing their costs of doing business and of 
competing up rather than down. It is the aim 
of the association to standardize the retail 
lumber business along the lines proved by ex- 
perience as most successful, and to codperate 
with the dealers through making of studies of 
market requirements etc. Regarding consoli- 
dations, Mr. Torrence said it is “cheaper to 
buy your competitor out than to try to starve 
him out, for in the latter case everybody is 
put on short rations and the starvation treat- 
ment has a way of not working out as calcu- 
lated.” 

President Potter thereupon announced the 
appointment of the following committees: 


Resolutions—J. G. Hughes, Newark, chair- 
man; L. W. Roberts, Athens, and Tom Jones, 


Columbus. 
Auditing — Homer’ Ballinger, Springfield, 


chairman; Tom Gilliland, Circleviile, and Ralph 
Oberdorfer, Lancaster. 

Nominations—C. J. Crehore, Elyria; A. C. 
Davis, Columbus, and L. P. Lewin, Cincinnati. 


Get Lumber’s Share of Nation’s Dollar 

L. P. Lewin, president of the National Re- 
tail Lumber Dealers’ Association and ex-presi- 
dent of the Ohio association, referred briefly 
to the nationwide advertising campaign to be 
launched shortly by the National association in 


Develops Upward Not Downward Price Competition 


behalf of the retail lumber business, and then 
introduced Wallace Moore, of the Millis Ad. 
vertising Co., Indianapolis, Ind., in charge of 
the campaign. Mr. Moore went into further 
detail of the project, covering the facts pre. 
sented on page 72 of last week’s issue of the 
AMERICAN LUMBERMAN, 

“Seventy cents of the consumer’s dollar goes 
toward supplying the necessities of life, and 
the remaining thirty cents toward those things 
which make life worth while. It is for these 
thirty cents that there is such enormous com- 
petition and out of which the lumber retailer 
must get his share—for owning a home or 
repairing and remodelling one is after all not 
a necessity, though it is certainly a thing mak- 
ing life worth while. There is a mistaken idea,” 
he declared, “that the competition to be met 
arises within the industry, when as a matter 
of fact it arises from other industries. The 
retailer’s competition in 1928 will not be with 
the yard at the other end of town, but with 
the automobile manufacturer, the railroad that 
boosts vacation trips, the theaters, the makers 
of cosmetics and so on, and this competition 
can best be waged through an organized, ‘hit- 
’em-in-the-eye’ campaign to bring homes and 
lumber and the retailer’s other wares promi- 
nently before the public.” “The country has lost 
its building punch,” he said in part, “perhaps 
on account of the recent amount of apartment 
construction. Each apartment could have 
been a home.” 


Condemns Brainless Retail Advertising 


_ Rare wit and sagacity were admirably mixed 
in the address on “Stupid Advertising,” de- 
livered by the inimitable L. C. Oberlies, of the 
Critchfield-Oberlies Co., Lincoln, Neb., who 
declared that lumber retailers are the “dum- 
mest sticks on earth when it comes to adver- 
tising.” Their copy is too dry, he declared, 
“‘Give us a trial; buy your lumber from So- 
and-So; good grades etc.” is a bum ad. Every- 
body says the same thing, and it doesn’t mean 
anything. Make your advertising interesting, 
snappy and telling, and, above all, honest. 
Avoid the defamatory, the bombastic, the boast- 
ful, and untrue.” Mr. Oberlies continued: 

How often don’t we hear retailers discourag- 
ing sales instead of building them. Reminds 
me of a friend of mine who, seeing a customer 
looking at some screen doors, said: “I guess 
you won’t need a new screen door for a couple 
of years yet, will you, Bill?” That put a bee 
in Bill’s bonnet. “Well, no, I guess not,” he 
replied. We hear so often the remark, ‘“Lum- 
ber is too high; let’s put off that job for a 
while,” and the dealer replies: “Alright, come 
around and see me when you are ready.” 
Some of you still think that people have to 
come to you for lumber; you can’t bring it to 
them. You are wrong; you’ve got to bring it 
to them, and you can do it through intelli- 
gent advertising. Regarding signs, avoid 
freakish ones. Make them an eye-full, but 
specific and in accordance with good taste. Use 
slogans and stick to them. Use every means of 
keeping your name before the public, but al- 
ways keep it hooked up with wood, not steel 
posts or something else. Wood is our God- 
given building material, unexcelled in beauty 
and for service, and it is the mainstay of our 
business. So make it “Wood first.” 


WEDNESDAY AFTERNOON 


The afternoon opened with an address by 
Mr. Lewin in which he emphatically condemned 
the transit car as one of the most demoralizing 
influences in the lumber market. He asked the 


dealers’ codperation in eliminating this evil, 
urging them to support their regular manufac- 
turers, who have it hard enough anyway to 
extract a profit from their operations. 


He 
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is Basis for Profitable Merchandising 


Adequate Stocks Discourage Transits—Groups Can Cure Direct 
Shipping Evil—Mergers End Competitive Starvation 


stated the desirability of the dealer carrying 
sufficient stock on hand to care for the ordi- 
nary run of trade for some time ahead, for if 
he had this it would not be necessary to patron- 
ize the transit car, which more often. than not 
contains inferior lumber. 


At the conclusion of Mr. Lewin’s talk, and 
in response to President Potter’s request for a 
resolution on the subject of the transit car, 
C. J. Crehore presented such a resolution, op- 
posing it as a factor damaging to trade. It 
was promptly seconded and unanimously passed. 


A ringing appeal for codperation in associa- 
tion work was made by Parson Peter Simpkin, 
chaplain of the Concatenated Order of Hoo- 
Hoo, in his familiar fiery manner. It is not 
enough, he declared emphatically, to pay the 
association dues and expect the secretary and 
president to do all the work, and then to 
grumble if the association does not return large 
dividends on the dues. Things don’t work out 
that way. If you want returns, you yourself 
must put your best efforts into codperative 
work. 


Intelligent Salesmanship Greatest Need 


One of the finest and most appreciated ad- 
dresses of the convention followed—that of 
R. E. Saberson, of the Weyerhaeuser Sales Co., 
Minneapolis, Minn., who spoke on “The Lum- 
berman’s Best Investment.” A few years ago, 
Mr. Saberson said, the AMERICAN LUMBERMAN 
sent out a questionnaire to operators in all 
branches of the lumber industry, asking “What 
does the lumber industry need most?” The 
answers, from all corners of the country, were 
extremely interesting, but the most pregnant of 
them all came from a manufacturer down 
South and consisted merely of two words, “In- 
telligent Salesmanship.” 


“That” said Mr. Saberson, “hit the nail 
squarely on the head. I hardly ever encounter 
a problem that intelligent salesmanship does 
not solve, be it in connection with manu fac- 
ture, distribution, delivery, collections or what 
not.” The speaker continued: 


We have now reached an era in the lumber 
industry which every industry reaches sooner 
or later—an era of shrinking profits. We can 
not produce buyers as fast as we can produce 
commodities so there is created the constant 
danger of overproduction and frenzied selling. 
Intelligent salesmanship: is essential to suc- 
cess under such conditions, and the quality 
of salesmanship will dictate the quality 
of profits. We must break away from routine. 
It is comfortable routine that is ruining our 
salesmen. There is business to get if we 
know how to get it. I don’t know how many 
of you men went into red during 1927, but I 
do know of several retailers who made more 
money last year than they had ever made 
before, just because they were awake and 
tuned in on the right wave lengths. We 
must increase efficiency and eliminate exces- 
sive overhead. We must advertise, but at 
the same time realize that advertising in 
itself is not going to cure the lumber busi- 
ness of all its ills. It will reveal to the pub- 
lic many good points about our business, but 
it will also reveal our defects. It will turn 
the spot-light on us, and we will have to dress 
up to meet that scrutiny which advertising 
will bring. We have not yet scratched the 
surface of our possibilities. This is an age 
of consolidations, but it is not nearly so 
necessary to merge physical properties as it 
is to merge our ideas. We must learn to 
work together, cojperate. The public is re- 
sponsive to new ideas and it is up to us to 
create them and codperate in putting them 
over. The opportunities are here. We do not 
need to blaze new trails. All we have to do 
is to follow the great highway called Good 
Merchandising. 











Work as Hard as the Secretary 


Already introduced during Mr. Saberson’s 
address as a retail hardware man, a favorite 
son of Minnesota, a political power in that 
State, and president of the National Merchants’ 
Association, the next speaker, Curtis M. John- 
son, of Minneapolis, was given quite an ovation 
as he stepped to the platform. He spoke on 
brotherhood, codperation, service to community 
and American ideals, his entertaining manner 
winning round applause. He stressed also the 
necessity for teamwork in association en- 
deavors. “A secretary’s salary is not alimony 
paid by members for the privilege of being let 
alone,” he said. “Every member should con- 
sider himself as secretary and work for the 
very best interests of his organization.” 


Many Entertainments Provided 
The ladies’ auxiliary of the association held 
a luncheon and business session at Hotel Gibson 
this afternoon, with Mrs. J. E. McNally, of 
Columbus, State president, presiding. On the 
ladies’ program tomorrow are luncheon and 














WwW. G. ANDERSON, P. LEWIN 


L. 


Franklin, Ohio; Cincinnati, Ohio; 
Treasurer of Urged Intensive 
Association Merchandising 


bridge at the Cincinnati Business Men’s Club. 

Last night, the annual meeting and banquet 
of the directors of the Ohio Association of 
Retail Lumber Dealers was held at the Sinton 
Hotel, with fifty-two present, the guests of 
John L. Horgan, manager of the Sinton. 

A Hoo-Hoo concatenation was also held last 
night in the roof garden of the Gibson Hotel, 
at which seventeen kittens had their eyes 
opened. The committee in charge was com- 
posed of Harry A. Hollowell, Vicegerent 
Snark; D. C. Snook, W. H. Layer, Ed Ward 
and James H. West. Parson Peter Simpkin 
attended, and was the principal speaker. 

This evening there will be a reception, dance 
and buffet supper at Hotel Sinton, and tomor- 
row evening the annual banquet and ball will 
be held at the same place. 


THURSDAY MORNING 
[Special telegram to American LumBERMAN] 
CINCINNATI, Ou10, Jan. 26.—The Thursday 
morning session of the Ohio Association of 
Retail Lumber Dealers opened with a brilliant 
address on “What We Learned About Our 
Business Through Financial Statements,” by 
J. E. Stewart, of the J. H. Zinn Lumber Co., 
Columbus, Ohio. He told of some of the 


problems which his company faced and solved 
successfully by adopting a comprehensive cost 
system which enables it to tell at a glance 
exactly where it stands. “In view of our ex- 
perience,” said Mr. Stewart, “I can declare 
positively that cost accounting will bring actual 
results, translatable into real profits.” 


Dangers of Selling Below Cost 


Howard F. Cordes, of the Cordes Lumber 
Co., Cincinnati, gave the results of a ques- 
tionnaire circulated among eight thousand 
executives in a dozen different industries by 
the National Association of Cost Accountants, 
asking “Should Business Ever Be Taken Be- 
low Normal Cost?” By far the larger number 
of answers were emphatic noes, showing no 
hesitation among business leaders in condemn- 
ing such a practice as unsound and ruinous 
to markets. Most of the remaining answers 
were qualified, giving the opinion that selling 
below cost is occasionally justified when the 
seller is “stuck” with something he can not 
dispose of at regular prices, and in some cases 
of self defense, as for instance when a com- 
petitor tries to win over an old customer by 
cutting prices. 

After all, said Mr. Cordes, we can not ex- 
pect the same profit on our operations year 
after year, but it has to be regulated by the 
law of supply and demand. Nearly every in- 
dustry is overdeveloped and is in a continual 
fight for business. If it were possible for all 
of us in the lumber business to sell at a nor- 
mal profit all the year round, outsiders’ at- 
tention would soon be attracted and new firms 
would come into the market, resulting in 
more competition and probably in a free-for- 
all fight for orders. However, we should al- 
ways put profit first in all our operations and 
not cut prices unless we are convinced that 
our best interest demands it in isolated cases. 

One advantage of maintaining a cost account- 
ing system was described by William Slatter, 
of the Columbus Woodworking Co., Columbus, 
who said his company had a fire last Friday 
evening, took inventory and prepared a state- 
ment of losses on Saturday, met with the in- 
surance adjusters on Wednesday morning and 
had its claims allowed in full 3 hours 55 min- 
utes later, thanks to its ability to produce 
instantaneously accurate figures on any phase 
of its business. 


Cut Expenses But Not Margins 


Don Battelle, of Battelle & Battelle, cost 
accountants, Dayton, Ohio, furnished data com- 
piled from the answers to a questionnaire re- 
cently circulated by the Ohio Association of 
Retail Lumber Dealers, showing that while 
volume of 1927 sales decreased, the profits of 
Ohio retail lumbermen increased in comparison 
with the previous year. 

Profits can be made and are being made, he 
said. The only excuse for not making them 
is poor merchandising. He showed that of 
1,583 bids reported, the competitive ones to- 
taled 432, or 27 percent of the total, while 
1,151 were noncompetitive. If you cut your 
price to gain volume, you will very likely find 
that your competitor will do likewise within 
ten days, before you even have had a chance 
to get started, and thus keep his volume and 
thwart you. Instead of increasing the volume 
of business by reducing prices, why not in- 
crease your profits by reducing expenses? A 
reduction in expenses is equivalent to an in- 
crease in sales. If you make 3 percent net 


profit to sales, a $100 per month cut in ex- 
penses is equivalent to a $40,000 annual in- 
crease in sales. 

Costs Need Intelligent Interpretation 


The cost of doing business was also discussed 
by Ross C. Kuhlman, secretary of District 
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No. 1, Cincinnati. “The cost of doing busi- 
ness,” he said, “depends on local conditions, 
and local conditions depend in large measure 
on cost. In these days, the business not know- 
ing its costs is destined for a quick trip to 
the scrap heap. But it is not enough to know 
costs. There is an astounding lack of ability 
on the part of some dealers to apply their 
knowledge of costs to their business. Because 
they have ascertained that their average cost 
of doing business is $10 a thousand feet, they 
imagine that it costs them $10 to sell shiplap 
and $10 to sell timbers, which mistaken idea 
is equivalent to not knowing costs at all. 

Secretary Findley M. Torrence introduced as 
the next speaker John M. Gibbs, trade exten- 
sion manager of the National Lumber Manu- 
facturers’ Association, who told in his inter- 
esting and informative way of the organiza- 
tion and activities of the trade extension cam- 
paign which, he declared, already is producing 
handsome results. 

An amusing skit exemplifying how to sell 
lumber and how now not to sell it, and how to 
manage a retail lumber business and how not 
to manage it, was presented under the direction 
of Don Battelle during the forenoon session. 


ANNUAL DINNER OF “OLD GUARD” 


Last night the Old Guard, composed of re- 
tailers and salesmen who have been in business 


Massachusetts 


{Special telegram to AMERICAN LuMBERMAN] 

Boston, Mass., Jan. 25.—Eighty members 
of the Massachusetts Retail Lumber Dealers’ 
Association attending the thirty-fourth annual 
convention of the Northeastern Retail Lumber- 
men’s Association at the Hotel Statler gath- 
ered in the ball room this noon for their annual 
banquet and business meeting, with President 
Fred Chapman, of the Northeastern, as their 
guest of honor. H. A. Bellows, of C. P. Chase 
Lumber Co., Springfield, retiring president, 
presided and delivered a brief address outlining 
the association’s progress during the last year. 


In presenting the secretary's report, Gran- 
ville B. Fuller, of G. Fuller & Son Lumber 
Co., Brighton, emphasized the benefits of co- 
éperation with the Northeastern association, 
with which the Bay State dealers are now 
affliated. The policy adopted by the directors 
of the Massachusetts association, of meeting 
with the local groups in different sections of 
the State, has been very successful, and Mr. 
Fuller urged that it be continued by the new 
board. Five such meetings were held by the 
directors in 1927, at Lowell, Worcester, 
Hyannis, Pittsfield and Boston. 


Mr. Fuller regarded as the outstanding ac- 
complishment of the year the publication of a 
pamphlet on the Massachusetts lien law, initi- 
ated and edited by Mr. Bellows, and of this 
the speaker said: 

The pamphlet is one of the finest contribu- 
tions to the retail trade ever presented. 
Harold Bellows is leaving to our association 
a work for which he will long be remembered, 
for this book which will prove of permanent 
value to our members. Personally, our com- 
pany has benefited from the use of this law, 
due to the clear way in which it is presented, 
and it is known that a number of other offi- 
cers and directors have been able to apply the 
lien in a more effective manner than ever 
before. Hence, it is believed that the mem- 
bers, as a whole, will profit proportionately by 
adopting the recommendations as set forth 
in this book so that the credit situation 
throughout the State will be materially better. 


Last Year’s Activities 


Association activities of the last year in- 
cluded publication of a book urging the dealers 
to codperate in promoting the worthy cause 
of the Massachusetts Forestry Association; a 
survey under the direction of Prof. Richard 
T. Fisher, of the Harvard forest, giving valu- 
able information on the distribution of lumber 
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for over twenty years, met at Hotel Gibson 
for their annual dinner. There were about 
one hundred and twenty-five present, and each 





of them was presented with a diploma certify. 
ing the length of his service within the lumber 
industry. Morris L. Hayward, of Detroit 
Mich., permanent chairman of the Old Guard 
was unable to be present on account of illness 
and Howard Potter, president of the Ohio re. 
tailers, acted as toastmaster. The principal 
speakers of the evening were Curtis M. John. 
son, of Minneapolis, Minn., and L. C. Oberlies 
of Lincoln, Neb., both master orators who 
were on the retailers’ program. 


UNION ASSOCIATION OF 
SALESMEN 


The annual banquet of the Union Associa. 
tion of Lumber, Sash & Door Salesmen was 
held last night at Hotel Gibson, and was 
heavily attended and greatly enjoyed. This 
afternoon the association held its annual meet. 
ing in the Italian Room, Hotel Gibson, at 
which the following officers were elected: 


President—John W. Urban, Columbus, Ohio, 
Vice president—Ed H. Ward, Cincinnati. 


Secretary-treasurer—J. P. Bartelle, Toledo 
Ohio (reélected). é 


Directors—E. E. Hudson, Mansfield, Ohio 
and Sidney Young, Marion, Ohio. é 

The affairs of the association were reported 
to be in excellent condition, and the present 
membership to total 800, 


Association Activities Resulttul 


to the wood using industries of Massachusetts ; 
legislative work including the trucking law and 
the new ruling on the count of white cedar 
shingles; work of the trade relations commit- 
tee to secure closer relations with manufac- 
turers and wholesalers and bettering the ethics 
of the industry, particularly improving condi- 
tions relating to the handling of West Coast 
lumber, especially Douglas fir, which comes 
through the port of Boston, and the successful 
working out with the codperation of the Massa- 
chusetts Wholesale Lumber Association of a 
code of ethics which includes recommendations 
for the survey and handling of claims. 

William L. Smith, Lexington Lumber Co., 
Lexington, presented the treasurer’s report, 
showing association finances in good shape. 

Mr. Bellows explained that the directors had 
paid their own expenses in holding their meet- 
ings during the year with the local groups and 
lumbermen’s clubs throughout the State, and 
declared that the benefit received was more 
than worth the money thus spent. 

Secretary Frederick Caulkins, of the Whole- 
salers’ association, was presented and given a 
hearty greeting. 

President Chapman, of the Northeastern, ex- 
pressed deep appreciation for the warm recep- 
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tion the convention delegates had received in 
Boston. He said the convention had got off 
to a good start and promised to be the best 
ever. 

Cigars donated by F. Howard Hinckley, of 
John Hinckley & Sons Co., Yarmouthport, were 
passed around in celebration of Mr. Hinckley’s 
birthday. 

Officers Elected 


As chairman of the nominating committee, 
Charles Potter, of the Hapden Lumber Co, 
Springfield, presented the following slate of 
officers for the ensuing year, and they were 
declared unanimously elected on one ballot cast 
by the secretary: 


President—Edward Guiney, Borden, Guiney 
& Kendall, Fall River. 


First vice president—Charles E. Dodge, Nor- 
folk Lumber Co., Stoughton. 


Second vice president—U. M. Carlton, Dix 
Lumber Co., North Cambridge. 


Third vice president—A. Wayland Wood, P. 
W. Wood Lumber Corporation, Worcester. 


Secretary—Henry L. Stone, D. D. Chase 
Lumber Co., Haverhill. 


Treasurer—William L. Smith, 
Lumber Co., Lexington. 


Directors—F. Howard Hinckley, John Hinck- 
ley & Sons Co., Yarmouthport; William E. 
Drown, Merrimac Lumber Co., Amesbury; H. 
M. Nicholas, Newell Lumber & Coal Co., Paw- 
tucket, R. I.; Granville B. Fuller, G. Fuller & 
Son Lumber Co., Brighton, Mass.; Frank 
Herbst, Berkshire Lumber Co., Pittsfield, and 
Howard B. Field, Springfield Lumber Co., 
Springfield. 


Lexington 


Wisconsin Forestry Conference 


MitwavukeE, Wis., Jan. 24—A State-wide 
forestry conference will be held in Milwaukee 
some time in March, it was announced by R. B. 
Goodman, of the Goodman Lumber Co., Mari- 
nette, Wis., following a meeting here of repre- 
sentatives from the Chamber of Commerce of 
the United States, the conservation commission 
of Wisconsin, the Milwaukee Association of 
Commerce, and others. It will be similar im 
character to the National Commercial Forestry 
conference held in Chicago last November. It 
is expected that the Wisconsin conference will 
inaugurate a series of State conferences at 
which the subjects discussed in generalities at 
the Chicago meeting may be approached from 
the more definite viewpoint of State and local 
interests and conditions. 
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Bogalusa Host to Louisiana Dealers 


BocaLusa, La., Jan. 23.—Discussion of the 
lien law enacted in 1926 proved the feature of 
the quarterly meeting of the Louisiana Retail 
Lumber Dealers’ Association held in this city 
last Saturday, a wide variance of opinion be- 
ing revealed by expressions of the members. 
The lien law enacted, it was revealed, has 
placed the lumbermen in a far less favorable 
position than enjoyed under a former statute. 
The new law, it was stated, had been engi- 
neered by the homestead associations and was 
in full accordance with their ideas. 

In discussing the enactment of the law, it 
was disclosed that bonding companies had been 
active in an attempt to strike out the protec- 
tion afforded the lumber dealers. It was stated 
that any re-opening of the subject during the 
coming session of the legislature would lead 
to a contest on this point. 

The present lien law, according to the views 
of some retailers at the meeting, affords so 
little protection that its loss would not be of 
grave consequence. The law provides that the 
dealer must file his claim within sixty days of 
delivery in cases where contracts do not pre- 
vail and in some cases the structure is not 
completed before the time period expires. In 
some cases, it was asserted, the sixty-day lien 


tion maintained by the association was con- 
tinued in effect and two members, J. C. St. 
Germain, of Lafayette, and R. L. Hill, of New 
Orleans, were added at the meeting. 
President W. H. Managan, of the associa- 
tion, Lake Charles, started off a discussion 
of the committees named at the previous meet- 
ing and it was agreed that they be continued 
in force until the annual session in March. 
The annual session was set for the day pre- 


ceding the Southern Pine Association meet- . 


ing in New Orleans. Committees continued 
were: On coéperation with the longleaf manu- 
facturers; on railroad rates in Louisiana; 
legislative; arbitration; district; and on the 
lien law. President Managan urged each mem- 
ber of the organization to bring in another 
member. 


Great Southern Company Is Host 


The long arm of the Great Southern Lum- 
ber Co., personified in Col. W. H. Sullivan, 


the general manager, reached all the way to . 


New Orleans on the morning before the ses- 


- sion. Delegates arriving to take the train to 


Bogalusa were told by W. B. Follansbee, New 
Orleans representative, that no tickets were 
being sold to the famous lumber city but they 





Members of the Louisiana Retail Lumber Dealers’ Association, and their ladies at Pine Tree 
Inn, Bogalusa, La. 


period has expired before the bill is over-due. 

Opinion was sharply divided as to the de- 
sirability of precipitating a fight on the lien 
law at the coming legislative session. It was 
universally agreed that no new law should be 
proposed, the divergence being on the ad- 
visability of attempting to amend the existing 
statute. Some dealers held that to attempt an 
amendment would open the way for antagon- 
istic action by opposing interests and loss of 
the present protection unless the members of 
the legislature be carefully polled to determine 
whether or not those of unfavorable views 
predominate as was the case in 1926. 

The Opposite View of Law 

The opposite view held was that the present 
law is unsatisfactory enough to warrant the 
risk of opening a fight in order to effect nec- 
essary amendments. These amendments sug- 
gested were the changing of the law to pro- 
vide for the filing of liens within sixty days 
from completion of the structure, to compel 
the bonding companies to pay off within a 
shorter period than now provided, and some 
action to protect the lumber trade in those 
cases where speculators. and builders have 
given a mortgage on vacant property before 
construction work is undertaken. It was stated 
that in the last named case, the actual loan 
value of the vacant property is exceeded and 
when default occurs the lumber dealer has to 
carry the loss after the mortgage is satisfied. 

The standing committee of five on legisla- 


could ride in a special car added to the regu- 
lar train. Once on the way, cigars, cigarettes, 
and the well known package of Bogalusa 
postcards were distributed. 

Arriving at Bogalusa, the delegates gathered 
in Col, Sullivan’s office after being met at*the 
train by him. Here they were presented with 
a packaged paper raincoat and souvenir canes. 
An inspection trip through fhe mill, planer, 
yards etc., followed. The big planing mill 


‘ proved of especial interest to the retailers, and 


close attention was paid to short lengths being 
made up, presumably for industrial use. An 
inspection of the paper mill was next in or- 
der, the retailers being shown the complete 
process down to the making of bags and ship- 
ping methods. 

Perhaps the most impressive feature of the 
morning’s inspection tour was a short auto- 
mobile trip through a corner of the 150,000 
acres of reforested lands of the Great South- 
ern company. This excursion was led by Col. 
Sullivan who exhibited a large degree of pride 
in the splendid 5-year-old stand of pine sap- 
lings. The protected lands made an impres- 
sive showing, particularly when compared 
with other areas bordering the train ride away 
from Bogalusa after the meeting, the unpro- 
tected lands being bare and actually burning 
as the retailers passed. 


“Growing Trees for Growing Children” 


The importance of the reforestation move- 
ment to the lumber trade as a means to carry 


on the industry was emphasized later in a 
welcoming address to the retailers by Col. 
Sullivan at a luncheon tendered them at the 
Pine Tree Inn. The growing trees shown the 
retailers, Col Sullivan declared, would provide 
the trade with timber in the years to come, 
and insure the continuance of the big mill at 
Bogalusa. The tree growing movement, he 
said, was to provide the coming generation 
with lumber and its slogan should be “Grow- 
ing trees for growing children.” The employ- 
ees of the Great Southern have been assured 
that through the reforestation movement, their 
futures and those of their children will be se- 
cured through continued operation of the lum- 
ber plant and paper mill. Col. Sullivan ex- 
pressed gratification over the opportunity to 
acquaint the retailers with the reforestation 
project and extended an invitation to convene 
in Bogalusa from time to time so as to con- 
tinue a watch over the growing timber tracts. 
The Great Southern will soon add 50,000 acres 
to the lands now under reforestation contract 
with Louisiana. 

In acknowledging the welcome of Col. Sul- 
livan, President Managan expressed the view 
that closer codperation between manufacturer 
and retailer would react to the benefit of 
both. President Managan, as well as other 
retailers that spoke, thanked the lumberman 
for the entertainment afforded them. Many 
of the retail lumbermen pointed to the advan- 
tages obtainable by means of a strong retail 
organization, through the combating of un- 
fair and unfavorable conditions and practices 
and also through the creation of better sales 
opportunities. 

G. A. Townsend, director of sales of the 
Great Southern, spoke briefly, seeming to show 
little effect of the recent protracted illness that 
kept him from work for six months. 

Other speakers during the luncheon and 
general session that followed included R. L. 
Hill, New Orleans retailer; O. B. Hopkins, of 
Hopkins Bros., Lafayette, La.; John Vetter, 
of New Orleans; R. J. Abbott, of Baton 
Rouge; J. C. St. Germain, of Lafayette; A. C. 
Long, of the Great Southern Lumber Co.; Mr. 
Singer, of the Singer Lumber Co., New Or- 
leans; Mr. Slaton, of the Hortman-Salmen Co., 
New Orleans; Credit Manager Cushing, of the 
Great Southern company, and W. F. High- 
tower, of the AMERICAN LUMBERMAN. 

R. J. Abbott, of Baton Rouge, spoke of the 
work accomplished by the local organization 
formed by lumber dealers in his city. The ex- 
change of credit information, he asserted, had 
eliminated unreliable contractors. The or- 
ganization had put a stop to the signing of 
contractors’ bonds by the lumbermen and 
hoped to eliminate some of the cut-throat com- 
petitive methods, he said. He also asserted 
that an organization of the contractors was 
next in line, which would react to the benefit 
of the entire trade. Educational work being 
done to make the retailer familiar with manu- 
facturing costs was lauded by Mr. Abbott. 

Following adjournment, the return trip as 
far as New Orleans was also made as guests 
of Col. Sullivan. 





Discuss Reforestation in Minnesota 


MINNEAPOLIS, MINN., Jan. 24.—Reforestation 
of cut-over lands in Minnesota was the subject 
of a conference at the Minnesota State capitol. 
The meeting was called by W. I. Nolan, chair- 
man of the legislative committee, which is pre- 
paring a report making recommendations to the 
next legislature. The committee already has 
made a tour of the affected areas and now is 
obtaining opinion of various groups and indi- 
viduals. 

The conference was attended by State, county, 
and municipal representatives as well as organ- 
izations interested in the forestry problem. 
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Ontario Retail Dealers 


If) 


ee 


“Meaty” Session 


Adopt Splendid Code of Ethics, Defend W ood as Insulator, Oppose 
Sales Tax and Discuss Many Mutual Problems 


Lonpon, OnT., Jan. 23.—The eleventh annual 
meeting of the Ontario Retail Lumber Dealers’ 
Association, held here Jan. 18 to 20, was the 
most successful the association has ever held. 
The registration was as great as at any pre- 
vious convention and the addresses and dis- 
cussions were full of “meat.” J. B. Mackenzie, 
of Georgetown, presided. He opened a direc- 
tors’ meeting on the morning of Jan. 18, when 
a number of matters of routine business were 
disposed of, including the acceptance of an 
invitation from the Canadian Lumbermen’s 
Association to be represented at its twentieth 
annual convention, in the city of Quebec, 
P. Q., on Feb. 7, 8 and 9. F. B. Van Dusen, 
Brockville, the newly-elected president, and 
Horace Boultbee, secretary-manager of the 
Ontario association, were appointed to repre- 
sent the association at Quebec. During the 
Quebec meeting they will take part in a con- 
ference on “Better Merchandising and Trade 
Ethics.” 


Secretary-manager Boultbee reported to the © 


directors that the complaint submitted by the 
association to the Department of the Interior, 
Ottawa, against an unfair and incorrect at- 
tack upon lumber as an insulating material, 
in a booklet published by the department, had 
produced immediate results. The statement 
was being corrected in the second edition and 
the department would publish a correction in 
the daily press throughout Canada. In secur- 
ing this result the association had had the co- 
éperation of the Canadian Forest Products 
Publicity Association. 

President J. B. Mackenzie in his annual 
address outlined some of the important work 
of the association during 1927, particularly his 
own visit to the National retailers’ conven- 
tion at Tacoma, Wash., and visits which he 
arid the secretary-manager had paid to dealers 
in many parts of Ontario during the year. 
These visits had undoubtedly been of great 
benefit to the association. The individual mem- 
bers had appreciated them greatly, and Mr. 
Mackenzie declared that he had got far more 
out of them than he had put into them. 

He believed that 75 percent of association 
work was in the development of good fellow- 
ship. He impressed upon his hearers that 70 
percent of business was noncompetitive, and 
that they should fight for the other 30 per- 
cent, not by price cutting but by giving service 
and quality. 

Mr. Mackenzie gave a brief review of re- 
tail lumber conditions throughout the Province 
which had been characterized during 1927 by 
increased volume and, on the average, a slight 
increase in net returns. 

An interesting portion of President 
Mackenzie’s report was his reference to recent 
conferences between manufacturers, wholesal- 
ers and retailers, and the encouraging improve- 
ment in trade ethics conditions among all 
branches of the lumber business in Ontario. 

Other interesting matters were references to 
the recent organization of the Canadian Forest 
Products Publicity Association, and an en- 
couraging prediction of good business during 
1928. 

The treasurer’s report was submitted, show- 
ing the association to be in a sound position 
financially. 


Secretary’s Report 


In beginning his report Secretary Horace 
Boultbee, of Toronto, mentioned the fact that 
this was the first year the organization had 
been conducted with a full time secretary; that 
the move had been successful and with an in- 
creased membership to start the year 1928, the 


organization is entering upon a most encourag- 
ing period. 

He spoke of the organization and activities 
of the branch associations in all parts of the 
provincial association territory, there having 
been more such activities, indicating greater 
interest by the membership than in any pre- 
vious year. Mr. Boultbee attributed this par- 
ticular interest in organization work to the 
fact that the president and secretary-manager 
of the association had made a systematic series 
of visits to the dealers in many parts of On- 
tario. The secretary stated that during 1927, 
and particularly in the border cities and 
Ottawa, the association had made real prog- 
ress in the standardization of cost accounting 
methods used by the dealers. 

One of the most troublesome matters to 
occupy the attention of the association mem- 
bers was the sales tax 
imposed by the Do- 
minion Government. 
Undoubtedly, owing 
to the activities of the 
Ontario association as 
well as other organ- 
izations in different 
lines of business, the 
tax was reduced early 
in the year from 5 to 
4 percent, but the 
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lumber dealers are 
decidedly opposed to 
such a tax and are 
continuing to main- 
tain their opposition 
to it. 

A booklet prepared 
by the Dominion De- 
partment of the Inte- 
rior and given great 
circulation throughout 
the Dominion dis- 
cusses the use of lumber as an insulation ma- 
terial but in part recommended the use of 
other material than lumber. This drew sharp 
criticisms from lumbermen and as a result 
the fuel board of the Department of the In- 
terior agreed to make a correction in the text 
of the booklet which, of course, will be given 
wide distribution. 

The campaign to “Build a Home First,” 
started early in 1927, has been making satis- 
factory headway and the members were urged 
to continue the propaganda through the use 
of signs, stickers etc. 

Secretary Boultbee closed his report by re- 
ferring to the organization of the Canadian 
Forest Products Publicity Association and 
urged the members to lend their moral sup- 
port to the plan so that the whole industry 
and trade might be able to continue a much 
needed nation wide publicity and internal in- 
vestigation service. He also touched briefly 
on the Better Merchandising and Trade Ethics 
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Conference held in December at Montreal, a 
subject which he declared would be discussed 
later at this meeting. 


Committee Reports 


The report of the committee on legislation 
and transportation was submitted by its chair- 
man, W. M. Tupling, of Orillia, who reported 
wpon the freight rates conference held at 
Chicago in connection with through rates from 
Central Freight Association territory in the 
United States to eastern Canada points. Mr, 
Tupling had represented the association at this 
conference and the result had been highly 
satisfactory to the lumber interests. Recently, 
an important interpretation had been given by 
the Dominion Board of Railway Commis- 
sioners, of the term “direct haul.” In future 
the legal interpretation of this term would be 
“the route over which traffic moves.” This 
ruling means a saving to the lumber interests 
and clears up a much discussed issue. 

In connection with “taxation,” Mr. Tupling 
referred to the continued pressure by the asso- 
ciation upon the Government for reduced 
taxation, and the lowering of the sales tax 
during 1927, also the reduction in the stamp 
tax and the income tax. There was still much 
work ahead, he stated, with a view to bringing 
about further reductions. 

L. Naylor, of Essex, gave an excellent 
address upon “Building and Loan Associa- 
tions,” with which he associated also a good 
talk upon “Build A Home First.” 

E. M. Barrett, Ottawa, reported for the com- 
mittee on cost accounting to the effect that 
good progress in “budget control” had been 
made in Ottawa, and four installations of the 
National standard cost accounting system had 
been made in the Border Cities, with three 
more installations contracted for. The firms 
making these installations had also organized 
the Essex County Cost Study Club. 


Discuss Credits and Collections 

A. Wise, St. Catharines, gave an important 
address upon “Credit Application forms.” He 
made a number of suggestions in regard to the 
class of information that should be called for 
on these forms. As a result of his address, 
the secretary was instructed to collaborate 
with Mr. Wise in the preparation of a credit 
application form, which will be submitted to 
a competent lawyer, and probably published 
for the use of members. 

M. Rogers, of Parry Sound, and F. B. 
Van Dusen, of Brockville, gave addresses upon 
the subject “Collections,” which were full of 
useful suggestions and much dry humor. 

The first day session concluded with brief 
reports on retail lumber trade conditions in 
various parts of the Province, the speakers 
agreeing in this connection with the remarks 
made by the president in his annual address. 


THURSDAY MORNING 


The first event on the program on Jan. 19, 
the second day of the convention, was the elec- 
tion of officers and directors, which resulted 
as follows: 

President—F. B. Van Dusen, Brockville. 

Vice president—J. L. Naylor, Essex. 

Directors—J. D. Branch, Walkerville; M. R. 
Bogart, Chatham; N. M. Bearinger, Elmira; 
W. J. Markle, Hamilton; G. T. Reid, Toronto; 
J. C. Irvin, Weston; A. D. F. Campbell, Arn- 
prior; J. G. Carkner, Kenmore: D. H. Andress, 
Sudbury; M. Rogers. Parry Sound; to which 
are added the chairmen of all local branches. 

President Mackenzie then called upon the 
members to stand in reverent silence for 2 


brief period of time, as an evidence of their 
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respect to those who had been called by death 
during the last year, and the secretary read 
the names of the friends who had gone. 

E. D. Hardy, Ottawa, submitted a report 
upon inter-insurance and outlined conditions 
in the insurance field in eastern Canada which 
had made it advisable to discontinue the oper- 
ation of the Canadian Lumbermen’s Insurance 
Exchange, for which he had been attorney- 
in-fact, and to which the Ontario Association 
had given its support. 


Discussions on Cost Accounting 


D. K. Edwards, of Ottawa, gave a fine talk 
upon “Budgeting Operating Expenses,” in 
which he outlined in a brief and very practical 
manner the essential features in connection 
witn the budget method of control. In order 
to drive his points home he distributed to the 
members a printed pamphlet showing the 
method in detail. 

After Mr. Edwards’ talk was concluded a 
motion was made, seconded by M. N. Cum- 
mings and carried, as follows: 

That all lumber used in the process of 
building construction, including Government 
and railway buildings, when executed by con- 
tract, should be sold by lumber dealers ex- 
clusively, provided that the retailers purchase 
their lumber from recognized wholesalers. 


H. W. Tallcot, of Detroit, installing ac- 
countant for the Detroit and Essex County 
Cost Study clubs, followed with a talk upon 
the work of these clubs. Mr. Tallcot dis- 
tributed several sheets of tabular statements 
giving comparisons of results in the various 
yards in Essex County and in Detroit. 

An important event in the morning pro- 
gram was the arrival of all the ladies attend- 
ing the convention, who entered the hall in 
order to hear an address on “The Woman's 
Influence in Trade and in The Home,” by 
N. M. Bearinger, of Elmira. 

Approve Publicity Plans 

Arthur Thomas, of Hamilton, then submit- 
ted to the association a request for its ap- 
proval of the plans of the Canadian Forest 
Products Publicity Association. This led to 
a lengthy discussion, which was concluded dur- 
ing the afternoon session, when a vote was 
carried extending approval, with the expressed 
stipulation that retail lumber dealers when 
canvassed for their subscriptions should be 
advised that the approval given by the asso- 
ciation did not bind any individual dealer to 
subscribe. A request for the appointment of 
a representative on the council of the Canadian 
Forest Products Publicity Association, was 
passed on to the directors. 


THURSDAY AFTERNOON 


At the Thursday afternoon session, the big 
feature was an address by Robert B. Chap- 
man, Syracuse, N. Y., on the subject of “Pull- 
ing Together.” Mr. Chapman’s remarks were 
entirely of an extemporary nature, and for that 
reason, all the more welcome. He told of the 
successful manner in which the dealers of 
Syracuse had codperated for the last twelve 
years, gave an account of the successful way 
in which his association finances home con- 
struction, and told of the fine results secured 
by his firm from a plan book which it had 
published, showing designs for over a hundred 
homes, as well as an additional small plan 
book showing garages. 

Mr. Chapman’s address was loudly applauded 
and at its conclusion he was enthusiastically 
elected an honorary member of the Ontario 
Retail Lumber Dealers’ Association, for which 
compliment he expressed his great appreciation 
and promised to return for the next annual 
convention. 

J. Kent Ockley, Toronto, followed with a 
good talk upon the importance of codperation 
among retail lumber dealers, and gave an out- 
line of efforts now being made in Toronto to 
bring about effective codperation. 

The last event of the afternoon program 
was a fine talk on “Truck Delivery Costs” by 
A. M. Miller, Toronto, advertising manager of 
Dodge Bros. (Ltd.). 


FRIDAY SESSION 


The last day of the convention, Jan. 20, 
witnessed a busy half-day session. Two good 
addresses were given, one on “Pool Car Buy- 
ing” by C. P. Mahoney, Ottawa, and one on 
“Shop Practices” by C. S. Anglin, Kingston. 
This was followed by resolutions and votes 
of thanks. ; 

A splendid code of ethics was then submitted 
by the secretary, at the request of the South- 
western Ontario Retail Lumber Dealers’ Asso- 
ciation. The code was unanimously and enthusi- 
astically supported by all present and adopted 
by the association. The secretary was in- 
structed to have it printed in an attractive 
style for distribution to all members, so that 
it may be framed and hung upon their office 
walls. This code of ethics is based upon one 
adopted by the Louisiana Retail Lumber Deal- 
ers’ Association, a few alterations having been 
made in order that it may conform more 
closely to conditions in Ontario. 


Seek Conference With Flooring Makers 


After luncheon on Friday the newly-elected 
directors held their first meeting, and disposed 
of much routine business. The most impor- 
tant item was a decision to ask the manufac- 
turers of hardwood flooring to confer with the 
president and secretary-manager for the pur- 
pose of discussing the * 
marketing of har d- 
wood flooring. After 
the conference the 
president and_secre- 
tary-manager will re- 
port to the directors. 

After a discussion, 
the directors decided 
to postpone dealing 
with the proposal to 
appoint a representa- 








Toronto, Ont. 
Secretary-manager 


tive to the council of 
the ‘Canadian Forest 
Products Publicity 
Asssociation until the 
next meeting, by 
which time the mem- 
bers will have had 
more time to form 
their minds on _ the 





W. M. TUPLING, 


Orilléa, Ont.; . : 
, , subject and will have 
ene | = yore had the benefit of the 
a 


deliberations and con- 
clusions of the Canadian Lumbermen’s Asso- 
ciation and the Western Retail Lumbermen’s 
Association in connection with the same mat- 
ter. 


Entertainment and Exhibit Features 


Entertainment features of the convention 
were on an elaborate scale. A ladies’ committee 
took charge of the visiting ladies and saw 
that their time was fully and pleasantly occu- 
pied with luncheons, afternoon teas, theatre 
parties etc. On the first night a Hoo-Hoo 
banquet took place, attended by about 200 lum- 
bermen and their ladies. This was followed 
by a moving picture entertainment showing 
logging, manufacturing and shipping opera- 
tions conducted in northern Ontario by the 
Hope Lumber Co., of Bridgeburg, Ont. A 
good “funny” moving picture was also con- 
tributed by the Ontario Government Moving 
Picture Bureau. 

The annual dinner-dance was held on Thurs- 


HORACE BOULTBEE, 


day evening and was attended by 250 lumber- 
men and their ladies. The event was entirely 
informal, without any speeches, but was en- 
livened by community singing led by P. L. 
Canfield, of Woodstock, and good Scotch char- 
acter songs by Gordon Buchanan, of Wing- 
ham. An orchestra also provided music for 
the singing during the dinner and the dancing 
which was continued well into the morning. 

A large number of attractive advertising 
booths were arranged on the ground and lobby 
floors of the hotel, displaying a great variety 
of lumber and other building materials. The 
R. Laidlaw Lumber Co., Toronto, in codpera- 
tion with the E. L. Bruce Co., Memphis, Tenn., 
entertained the visiting lumbermen at luncheon 
on Wednesday, and E. L. Fellman, of the 
Bruce Co., gave a brief talk upon his com- 
pany’s special hardwood flooring product. 

A “Better Homes Exhibit,” showing many 
varieties of lumber and wood building mate- 
rials, was put on by the London dealers. 


Mayor George A. Wenige, of London, ex- 
tended a hearty welcome to the visiting dele- 
gates at the opening session of the convention. 

The London dealers were widely congratu- 
lated upon their splendid work in connection 
with the arrangements for the entertainment 
features, 


The London Chamber of Commerce gave 
generous assistance to the association both in 
advance of the convention and during its ses- 
sions, by sending out letters of welcome and 
furnishing the use of its board room for the 
directors’ meeting. 


Building Executives to Visit Mills 


New Or.eans, LA., Jan. 24.—A heavy pro- 
gram has been mapped out by the Long Leaf 
Yellow Pine Manufacturers’ Association for a 
party of seven public building superintendents 
of greater New York who will visit producing 
mills in the South to familiarize themselves 
with the southern timber products. The party 
will arrive in New Orleans via the Morgan 
Line from New York on Jan. 26 and will sail 
on the return trip on Feb. 5. 


On the first day, following breakfast at the 
Roosevelt Hotel here, the party will leave for 
Picayune, Miss., by automobile, from which 
place they will go to inspect the Great South- 
ern Lumber Co.’s plant at Bogalusa, La., via 
Millard, Miss. Thursday night will be spent 
in Bogalusa. 

On the following day, Jan. 27, the schedule 
provides for a visit to Lumberton and Wiggins, 
Miss., with the day’s journey terminating in 
Laurel. On the following morning the sched- 
ule provides for a visit to the Laurel mills and 
the return trip by rail to New Orleans. Sunday 
was scheduled as a day of rest to be followed 
on Monday with entertainment features includ- 
ing a harbor trip, a luncheon, an afternoon 
of golf, and an informal supper in the even- 
ing. The party will leave New Orleans on 
Monday night for Alexandria. The following 
two days will be spent at mills in that section. 

On Feb. 2 the party will visit the mills 
around Wiergate, Bessmay and Lufkin, Tex. 
The following day is scheduled for continued 
visits around Lufkin and a trip into Houston, 
Tex. On the next day, Saturday, the lumber- 
men in Houston will be visited and the party 
will take the train that night for New Orleans. 

Those included in the party are: Thomas 
Heatley, engineer of tests, New York City; 
Charles Brady, superintendent of buildings, 
Manhattan Borough; P. J. Reville, superin- 
tendent of buildings, Bronx Borough; A. E. 
Kleinert, superintendent of buildings, Brooklyn 
Borough; Charles Bales, superintendent of 
buildings, Queens Borough; W. J. McDermott, 
superintendent of buildings, Richmond Bor- 
ough; Algernon Comins, engineer, Richmond 
Borough. Accompanying the party are: O. N. 
Cloud, secretary-manager, Long f associa- 
tion; H. F. Adey, New York field representa- 
tive of the association, and Earl Dionne, ad- 
vertising representative of the association. 
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Huntincton, W. Va., 
Jan. 23.— Organization 
in a compact State and 
national association was 





P. V. BESWICK, 
Huntington, W. Va.; 
Retiring President 





the method emphasized 
throughout the fifteenth 
annual convention of 
the West Virginia Lum- 
ber & Builders’ Supply 
Dealers’ Association, held here on Jan. 19 and 
20, as best calculated to withstand “the new 
era of competition” with mail order houses, 
unethical dealers and other well-organized lines 
of business. 

In the opening address of the convention, 
delivered by P. V. Beswick, of Huntington, 
president of the association, the increasing need 
for organization and prudence among men in 
the lumber business was pointed out and at the 
same time it was said that the future of the 
West Virginia association never looked as 
bright as at the time of the convention. 

The future of the State association was 
never brighter and never was the need any 
greater for a strong, efficient central unit 
from which we can derive strength, than at 
this day of the new era of competition, Mr. 
Beswick declared. Indications are, he said 
in commenting upon the future, that there 
is nothing to alarm the prudent and the skil- 
ful in 1928, nor anything to encourage the 
shiftless and the ignorant. It is idle to pre- 
dict definitely, but we do know that a new 
era of tremendous competition has grown up 
in America, which will have to be met sooner 
or later by all of us in business. It is cer- 
tain that the cost of production and selling 
will receive their share of the limelight. 


New Promotion Methods Essential 


In every session of the meeting it was pointed 
out that new means of placing lumber and 
building supplies before the public are needed 
and much time was given over to the discus- 
sion of promotion ideas. 

R. R. Cunningham, of Chicago and New 
York, who has recently established an inde- 
pendent sales efficiency agency in Cleveland, 
declared that dealers in lumber and builders’ 
supplies must cease to regard each other as 
competitors and give heed to the actual com- 
petition of other highly specialized and pro- 
moted lines. 

After calling attention to the intensive mer- 
chandising methods of the automobile business, 
the radio business, the electric refrigeration 
business and many 
other lines he said: 

These businesses are 
in actual competition 
with you. Just so much 
money is going to be 
made and spent every 
year and in order to 
get your share of it 











GEORGE WEIMER, 
St. Albans, W. Va.; 
Third Vice President 





you must create a de- 
mand for your com- 
modities just as these 
other people are creat- 
ing demands for theirs. 
They make it easy to 
buy. You’ must do 
likewise. They make 
their showrooms  at- 
tractive. So must you. 





He then shattered the old idea that is 
widely used as an alibi by dealers; namely: 
There is only just so much of this or that 
product that can be sold, anyway, in this 
community, so what can we do? 

Again and again, Mr. Cunningham declared, 
the old hoary policy has been proved com- 
pletely false wherever a retailer or a manu- 
facturer has gotten down to business and 
has begun really to merchandise his products 
anywhere. 

That phrase, “just so much” covers a lot 
of ground. There never was a -worth-while 
product that didn’t find a constantly enlarg- 
ing market at the hands of those who studied 
its possibilities and went out to discover 
new channels for its use. The automobile 
men and scores of others are making direct 
appeal constantly to the homes of America. 
What are you doing along that line? he asked. 

Salesmanship is the kind of a job that de- 
mands the best that you can offer. Energy, 
enthusiasm and intelligence are absolutely 
necessary. Knowledge of a product, how it 
is made, is of little use if you do not know 
what it does and how it can be put into 
operation and what the results will be. Teach 
the man who is to sell for you to study him- 
self, the market, new channels of marketing 
the product or products he is to sell. In 
other words, use commercial imagination with 
your advertising appeal. 

In speaking of prospects he gave the fol- 
lowing definition: “A prospect is a man who 
needs the things you sell and can pay for 
them.” 

Need for Tightening Credits 

Mr. Cunningham in the course of his talk 
stressed the importance of tightening credits 
and not cutting prices. The day will come, 
he said, when you can go to the Department 
of Commerce and by showing that another 
man is selling below cost you will be able 
to get Federal aid in order to compete with 
him. 

Then in a highly impressive manner Mr. 
Cunningham declared that organization was 
necessary and made his statement more im- 
pressive by adding that Montgomery Ward 
& Co., of Chicago, were going to add 1,100 
retail stores to their chain during 1928 and 
they are going to sell lumber and builders’ 
supplies. What are you going to do about it? 
he asked. 


This point touched the dealers more seriously 
when T. A. Polansky, of the Union Concrete 
Pipe Co., Huntington, made known that the 
mail order house was planning to open a store 
in Huntington and another in Clarksburg, W. 
Va. 

Election of Officers 

At the closing session of the convention W. H. 
Klieves, of Wheeling, was chosen to succeed 
P. V. Beswick, Huntington, manages of the 
Sam Beswick Lumber Co., as president of the 
association. Other officers elected were: 

First vice president—C. G. Conway, 
Plaster Co., Fairmont. 

Second vice president—A. H. Cundill, South- 
ern Pine Lumber Co., Clarksburg. 


Wall 


Third vice president—-George Weimer, 
George Weimer & Sons, St. Albans. 
Fourth vice president—M. B. Spriggs, 


Spriggs Lumber Co., Weston. 

Directors—C. A. Byus, Byus-Mankin Lumber 
Co., Beckley, and David E. Adams, Riverside 
Lumber Co., Morgantown. 


The secretary and treasurer will be chosen 
by the directors at an early meeting. General 
belief of delegates was that Rolland C. Moss- 
man, of Huntington, would be returned to this 
office. All officers acknowledged the unceasing 
efforts of Mr. Mossman to strengthen the State 
organization and commended him upon the 
success of the convention he having had charge 
of the arrangements. 

Mr. Klieves, in a short talk, said that he 
would exert every effort to do as much for 
the association as the retiring president did in 
1927. He stated that he believed that circum- 


————__ 


West Virginians Prepare Themsely 


Consider Reforestation, Tax Classification, Surety Bond 


stances favored a more successful trade in 1998 
than 1927. The need of organization has been 
more thoroughly impressed upon the dealers of 
the State and they are beginning to realize that 
a strong central unit is the best means of com- 
peting with other highly organized lines of 
business. 


Round-table Discussion on Taxation 


During the dealers’ round-table discussion 
Friday afternoon G. M. Mossman, manager of 
Mossman Bros. & Co., of Huntington, pointed 
out the inequalities in taxation which ratifica- 
tion of the proposed classification tax, voted 
down at the polls, might have eliminated. An 
oral resolution was then adopted advocating 
the repeal of the gross sales tax and the Passage 
of a constitutional amendment providing for 
the classification of property for taxation. 
Cheyney, of the Bailey Lumber Co., 
Bluefield, pointed out during the discussion that 
“dollars are taxed as dollars, but real property 
is taxed on whatever basis they choose to fix.” 


Resolutions Adopted 


Resolutions presented by the committee on 
resolutions included the supporting of a re- 
forestation program in the State, reaffirming of 
the 100 percent dealers’ distribution policy and 
approval of the national advertising campaign 
proposed by the National Retail Lumber Deal- 
ers’ Association. Other resolutions urged the 
membership to work diligently for the passage 
of a property classification tax; and that every- 
thing possible be done to assist in organizing 
building and loan associations in towns that 
have none. Thanks were also extended the 
officers and directors and all who had a part in 
making the convention a success. The com- 
mittee on resolutions was composed of C. C. 
Robison, of Morgantown; C. L. Cheyney, 
Bailey Lumber Co., Bluefield; and C. G. Con- 
way, Fairmont Wall Plaster Co., Fairmont. 


Dealers’ Problems 


; z, Ben Wand, of Jacksonville, Fla., made an 
interesting talk on “Dealers’ Problems.” On 
the topic of trade ethics he said: 


We all know that the proper and economic 
method of distribution of lumber and other 
building materials is from wholesaler to re- 
tailer to contractor or consumer. When I 
say wholesaler I mean both the manufacturer 
who has a wholesale selling organization and 
the recognized wholesaler or jobber who sells 
for the producer. Both are wholesalers, but 
the manufacturer without a field sales or- 
ganization, who will sell a dealer direct by 
mail from his mill after some legitimate 
wholesaler has introduced his stock in that 
yard, is not a wholesaler. 

As a dealer, I would refuse to buy from 
such a manufacturer, and as a wholesaler I 
wouldn’t offer his products to a yard. No 
manufacturer or wholesaler who sells you 
or offers to sell you has any ethical right 
or business selling your customers. It is 
your business to know whether he plays ball 
and, when he doesn’t, it is your business and 
privilege to quit buying from him and tell 
your fellow dealers your reason for it. The 
sale of all construction lumber belongs to 
the dealer, regardless of the size of the com- 
munity. The Government, railroads and con- 
cerns who manufacture what they buy are 
the only ethical exceptions, 

The speaker spoke about means of stimu- 
lating business during dull seasons, pointing 
out the best methods of advertising and sug- 
gesting remodeling campaigns. 

One of the first helps to stimulating sales 
and public confidence is regular advertising, 
but so much money is wasted in some forms 
of advertising that I hesitate to discuss it. 
Program and other promotion schemes have 
little value compared to their cost. Spas- 
modic newspaper advertising is not worth 
much. Calendars and billboards have some 
value, but I think too much money is spent 
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thereon and that their value is over-rated. 
Newspaper space, regardless of how small, 
if used intelligently, is a good advertising 
medium. 

Advantages of Fire Insurance 


A. L. Fiedler, Lumbermen’s Mutual Insur- 
ance Co., of Huntington, spoke on “Fire Pro- 
tection.” In his talk Mr. Fiedler pointed out 
the advantages of insurance and at the same 
time said insurance does not restore lost capital 
and can not restore business lost during the 
time a firm is closed following a large fire. 

It pays to be careful even though you are 
insured, he said. Our company has been 
carrying out an extensive fire prevention pro- 
gram and it is not for our good alone, but 
for yours also. For whatever benefits us will 
benefit you in reduced rates. Rates will be 
reduced in any given territory as soon as 
the company’s risk is sufficiently reduced to 
justify a decrease in premiums. 

Much of his talk dealt with means of pre- 
venting fires, listing twelve “don’ts” to be 
used around the plant and at home. The 
most important one he said was to prohibit 
smoking around the lumber yards. Fires do 
not break out the minute a cigarette is 
thrown down, he asserted, but sometimes two 
or three hours will elapse before the blaze 
breaks. Often this is after closing hours 
and the flames have a good start before they 
are discovered. 

Discussion of this subject was eliminated 
from the program because of the lack of time 
and Fred Larkin, of the Morgan Lumber Sup- 
ply Co., Charleston, made a short talk on in- 
surance clauses. He gave worthwhile advice 
on how to subscribe for insurance and ex- 
plained the various clauses in policies which 
are sometimes misunderstood by dealers. 


Thursday Evening Entertainment 


Thursday evening the delegates were enter- 
tained with a cabaret dinner in the Hotel 
Frederick dining room and a dance in the ball 
room. Not a speech was made during the 
dinner, the entire program being devoted to 
entertainment, including interpretative danc- 
ing, acrobatic dancing, instrumental numbers, 
singing of mountain folk songs and a whistling 
solo. Approximately 350 dealers, their wives, 
and visitors attended the dinner. 

The entire cabaret program and the music 
during the dance were broadcast from station 
WSAZ, Huntington. It was learned that many 
dealers who were unable to attend the conven- 
tion listened in Thursday night, having been 
informed of the broadcasting by the several 
news stories sent to nearly every daily paper in 
the State by Secretary Mossman. 


FRIDAY MORNING 


Friday morning the convention opened with 
an address by Col. R. F. Proctor, vice president 
of the Maryland Casualty Co., Baltimore, on 
“Contractors’ and Surety Bonds.” In his open- 
ing remarks Col. Proctor defined insurance and 
surety bonds. 


Insurance protects against death, accident, 
casualty, explosion, breakage, burglary etc. he 
said. Suretyship is not insurance. A surety 
bond or contract bond is not a contract of 
insurance. Insurance is a direct obligation 
between the insurance company and the in- 
sured. A surety bond is quite a different 
contract. The surety company issuing the 
bond does not undertake a primary obligation. 
It acts as a guarantor that the principal will 
perform that which he has agreed to perform. 

He thoroughly explained that the various 
kinds of suretyships and contractors’ bonds, 
telling of their histories and then said: Be- 
fore the advent of corporate suretyship, it 
was customary to ask one’s friends and busi- 
ness associates to sign bonds as personal 
sureties. It may be confidently stated that 
this practice, so common in times past, caused 
the ruin year after year of thousands of 
business men. It is the most unbusinesslike 


es for Period of Stiffer Competition 


ing, Insurance, Workmen’s Compensation and Lien Laws 


arrangement imaginable, and it is a remark- 
able fact that the business of the world was 
carried on for so many centuries without de- 
vising a solution of the evil. Corporate sur- 
etyship is the solution and by it the burden of 
losses is distributed among a large number; 
and those losses are paid out of reserves ac- 
cumulated in advance, regulated by law and 
administered by highly trained individuals who 
make this their life work. 


Why Claim Settlements Are Delayed 

After commenting upon the excellency of 
the lien law of West Virginia, Col. Proctor 
explained that criticism is often passed upon 
surety companies for delay in settling claims 
and said that the long wait is not a delay, 
but is necessary in order to get in all claims 
and settle them equitably. He urged material 
men not to accept risky jobs because they are 
protected by sureties and urged them to 
tighten their credits. 

If I were a material man, he said, I do 
not believe that I would extend credit to 
a general contractor simply upon the fact 
that I knew he had purchased a bond from 
some surety company of good standing finan- 
cially and otherwise, even though the bond 
specifically sets forth that all labor and mate- 
rial bills must be paid before the surety’s 
obligation is discharged. 

Every man should assume the risk of his 
own judgment in the conduct of his business, 
he declared. The wonderful development of 
business in this country has been due, in 
my opinion, to the development of keen, far- 
sighted judgment in the exercise of this 
responsibility. Any agency which takes away 
the urge or necessity for this character de- 
velopment is a step backward, and if car- 
ried to an extreme will destroy a characteris- 
tic necessary for further safe business ad- 
vancement, he concluded. 


Workmen’s Compensation Law 
The morning session Friday ended with a 
talk by C. L. Haeberlin, Charleston, commis- 
sioner of the workmen’s compensation depart- 
ment of West Virginia, in which he outlined 
the workmen’s compensation law of the State 
and told of the advancement of his department 

in the last three years. : 
The necessity and advantages of the com- 


pensation law were pointed out by the commis-’ 


sioner who then stated that the liabilities of 
the department brought about by increase in 
fatalities, injuries and litigation have increased 
50 percent while the rate of the premiums re- 
ceived has increased only 25 percent. 

While the department has been improved in 
every division during the last three years, one 
of the biggest improvements, he said, was the 
establishment of a medical department. This 
bureau is fully equipped with the latest devices 
and equipemnt of medical and surgical science. 

Although established for only a short time 
the medical department has already proved 
itself profitable by lessening the length of pay- 
ment on many claims, he said. 

Mr. Haeberlin stated that out of the 25,430 
claims filed for payment during 1927 only 919 
of these were filed by workers in the lumber 
industry. The metal and coal industries were 
the two leaders in casualties and fatalities. He 
asked that men in all industries be more care- 
ful while at work and that all employers take 
every precaution to safeguard the lives of their 
employees. 

Discussion of the subjects brought up during 
this session was eliminated from the program 
because of the late start and shortly after one 
o’clock the dealers attended a luncheon in the 
Hotel Frederick. 


FRIDAY AFTERNOON 


The afternoon session opened with reports of 
the nominating, auditing and resolutions com- 
mittees. Immediately following the reports the 
officers were elected and President-elect Klieves 





made a short talk of 
acceptance. 

At this point a letter 
was read from the Ro- 








R. C. MOSSMAN, 
Huntington, W. Va.; 
Secretary 





tary Club of Wheeling, 
asking that the 1929 
convention be held in 
that city. This invita- 
tion was supported by 
an invitation from the Wheeling Chamber of 
Commerce and a personal invitation from Mr. 
Klieves. 

The assembly voted in favor of holding the 
1929 convention in that city, which is on the 
Ohio River in the eastern panhandle of West 
Virginia or at the opposite end of the State 
from Huntington. It is also the home of the 
new president as was Huntington the home of 
President Beswick. Wheeling is the second 
largest city in the State and at present is an- 
ticipating a building boom. Erection of an air- 
plane factory and further development of the 
steel industry there are aiding the city in its 
growth. 


Tells of Proposed Retailers’ Campaign 


Frank T. James, field secretary for the Na- 
tional Retail Lumber Dealers’ Association, was 
given several minutes in which to explain the 
proposed nation-wide advertising campaign be- 
ing planned for the lumber and material men. 
Their financial aid in the undertaking was 
solicited and the form of organization which. 
will be set up for the campaign was explained. 

Harry L. Miller, secretary of the Western 
Pennsylvania Builders’ Supply Association, at- 
tended the convention and during the final 
session he highly commended Secretary Moss- 
man upon the results of his efforts to make 
the convention a success. 

Out of the twelve conventions I have at- 
tended during the last twelve months this 
is by the far the best in every way. Your 
speakers have been exceptionally interesting 
and instructive and your entertainment pro- 
grams have been the best of any convention 
that I have ever attended. I liked Mr. Moss- 
man’s idea of broadcasting these programs so 
that they could be heard by other dealers 
throughout this territory. 


Explains District Organization Plan 

Mr. Miller then explained the district plan 
by which his association is worked and sug- 
gested that the West Virginia association study 
it. His association is 
divided into twelve dis- 
tricts each under a sub- 
secretary who is re- 
sponsible to the execu- 
tive secretary. The 
problems of each dis- 
trict are worked out 
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more effectively and 
then the information 
may be passed on to the 
entire association. Mr. 
Miller pays frequent 
visits to each of the 
districts and aids them 
in solving problems. 
Mr. Miller remained 
in Huntington over 
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Saturday as the guest of Mr. Mossman. The 
Pennsylvania system was studied and it was 
stated that West Virginia would probably adopt 
the same plan. 


BANQUET AND ENTERTAINMENT 

The convention was brought to a close Fri- 
day night with the annual banquet and dance 
which was held in the Hotel Frederick. The 
banquet was attended by more than 350 people 
and was exceptionally entertaining. Novelty 
hats, balloons, noise makers, pocket handker- 
chiefs and other novelties were found at each 
place at the tables, which added much to the 
life of the banquet. 

Two entertainment numbers were presented 
before Lamont Davis, toastmaster, introduced 
the principal speaker of the evening, “Senator” 
Edward Ford, of New York. Mr. Ford is a 
nationally-known humorist and entertained with 
twenty minutes of humorous comment upon 
current topics. 

During the banquet the Wellston-Iron Fur- 
nace Co., of Jackson, Ohio, was announced the 


winner of the display booth contest. John C. 
Baxter, of Huntington, special representative 
of the company in West Virginia, was awarded 
an 8-inch, hand engraved, solid bronze plaque 
as the first prize. 

Judging of the best booth was done by popu- 
lar vote of the 350 persons present at the con- 
vention. Second prize was awarded to the 
Philip Carey Co. This prize, a $10 gold piece, 
was awarded to the company whose name was 
marked on the ballot drawn from a box by 
Mayor Neal, of Huntington. 


Fourteen other booths were also erected on 
the mezzanine floor of the hotel. All of the 
booths were attractive and nearly: every one 
had souvenirs to give to the visitors. 

Following the banquet the delegates were di- 
rected to the ball room where dancing was 
started at 9:30 o’clock. 

The convention, the fifteenth of the associa- 
tion, was conceded by everyone present to be 
the best one that has been held. Those who 
attended remarked that it was exceptionally 





interesting and that there was more system in 
the conduct of the meeting than any other they 
had ever attended. There was something doing 
every minute for the men and ladies alike, 


The Lumber & Supply Club of Huntington 
organized a ladies’ auxiliary just before the 
convention to assist in the entertainment of the 
fifty or more ladies who attended the meeting, 
Mrs. G. J. Dickerson was chairman of the com- 
mittee_and was assisted by Mrs. F. L. Faust, 
Mrs. Frank Marcum and Mrs. James E. Moore. 


Thursday, while the men were in session, the 
ladies were taken on a theater party and joined 
their husbands at dinner that evening and went 
to the dance which followed. Luncheon was 
served the ladies in the Golden Pheasant Coffee 
Shoppe Friday noon. Afterward they were 
taken on an automobile tour of the city and 
then through several of the city’s larger fac- 
tories. That evening they attended the annual 
banquet with the men and for those who did 
not care to dance several tables of bridge were 
started in the ladies’ parlors. 


Carolina Retail Dealers Hold Fifth Annual 


Gratifying Increase in Membership Reported—Cost Accounting, Building and 
Loan and Ethics Subjects of Interesting Discussions 


Rock Hunt, S. C., Jan. 23.—The fifth annual 
convention of the Carolina Retail Lumber 
Dealers’ Association, held here Jan. 19 and 
20, was declared by members to have been the 
best since that organization began function- 
ing. Not only did men of the same calling 
come in friendly contact but they gained a 
broader view of the possibilities and the ob- 
stacles before them. : 

The program packed three business sessions 
with addresses by authorities upon their va- 
rious subjects applying to the retail lumber 
business. The social functions of the only 
night the convention was in session were 
among the brilliant events of the season here. 

The first session, aside from able addresses, 
featured the election of officers and directors, 
as follows: 


President—J. C. Kendall, Florence, S. C. 

First vice president—H. A. Lynch, Wilming- 
ton, N. C. 

Second vice president—J. M. Atwater, Bur- 
lington, N. C. 

Third vice president—J. C. Cauthen, Rock 
Hill, 8. C. 

Secretary—vVictor 
N. C. (reélected). 

Directors—R. M. Davenport, Spartanburg, S. 
C.; E. W. Webber, Charleston, S. C.; A. S. 
Parker, High Point, N. C.; J. R. Oecettinger, 
Greensboro, N. C.; R. S. Query, Charlotte, N. C.; 
A. W. Murray, Newberry, S. C., and G. J. Cun- 
ningham, Columbia, 8S. C. 

Advisory council—R. L. McNalley, Union, 
S. C.; M. R. Bagnal, Columbia, S. C.; F. A. 
Brooks, Greensboro, N. C.; R. S. Query, of 
Charlotte, N. C. Holdover members from 1927 
are: H. C. Satterfield, Durham, N. C.; A. L. 
Breeden, Bennettsville, S. C.; S. Fred McCor- 
mick, Biltmore, N. C.; F. C. Nebloch, Con- 
cord, N. C., and W. W. Collett, Salisbury, N. C. 

Asheville, the famous North Carolina sum- 
mer resort, was chosen as the place for the 
next convention, probably in July or August. 

After initial formalities, visiting delegates 
were warmly welcomed to Rock Hill by 
Mayor J. B. Johnson, to which Frank A. 
Brooks, of Greensboro, responded in behalf 
of the association. 


President and Secretary Report 


President R. S. Query reported a consider- 
able gain in membership during his year im 
office, and declared that the association had 
gained “the confidence and respect of the na- 
tional association, and of wholesalers and 
manufacturers.” He characterized his report 
as “taking stock” of what had been accom- 
plished. 


W. Wheeler, Charlotte, 


Secretary Victor W. Wheeler told the con- 
vention that during the last year the asso- 
ciation gained thirty-four members, boosting 
the membership at the beginning of 1928 to 
221. He insisted that every lumber yard in- 
stall a system of uniform cost accounting and 
told of issuing an official organ of the Car- 
olina association. 

As the convention passed from reports and 
elections into other business, a committee of 














J. C. KENDALL, R. S. QUERY, 
Florence, S. C.; Charlotte, N. C.; 
Elected President Retiring President 


twenty-one members was appointed to com- 
municate with representatives and senators to 
ascertain their views in regard to cooperating 
for reduction of the corporation income tax 
from 13.5 percent to 11.5 percent. 

J. F. Stevens, secretary of the Gate City 
Building & Loan Association, of Greensboro, 
N. C., was the first speaker. His address, 
“Relation of Building & Loan Associations to 
the Retail Lumber Business,” was a plea for 
closer codperation between the two interests 
in each locality. He declared that the common 
interests of the two were interlocked closer 
than any others of which he knew. He quoted 
figures to show that the increase in wealth in 
eastern New York during the last twenty 
years was 639 percent and in the Piedmont 
section of North Carolina it had been 660 
percent. He said that building & Loan asso- 
ciations and retail lumber dealers, working 





together, could perform unlimited service in 
making the Carolinas a “property-owning, 
home-owning, home-loving section.” 

Among the guests introduced to the con- 
vention upon conclusion of Mr. Stevens’ ad- 
dress, was F. A. Hofheins, president of the 
Weatherbest Stained Shingle Co., of North 
Tonawanda, N. Y. 


THURSDAY AFTERNOON 


_After adjourning for luncheon, the conven- 
tion resumed for a short afternoon session. 

_ “Cooperation Between Retailers and Asso- 
ciate Members” was the subject of what 
proved an intensely interesting address by J. 
M. Atwater, of Burlington, N. C., dealing with 
an old and knotty problem for business men. 

Coéperation is a most dangerous practice if 
abused, but a thing of highest business ideals if 
properly dealt with, he said. As a body of sup- 
posedly honest men, let us examine ourselves 
as I relate a few instances which I know to be 
true. 

He then proceeded to relate cases where re- 
tail lumbermen had been unethical with the 
wholesaler, and on the other hand, where the 
wholesaler had been unethical with the retailer. 

There are, and possibly always will be those 
who believe business can be conducted success- 
fully through deception and trickery, he con- 
tinued. We will probably never see the day 
when we do not have this type of lumberman 
to contend with, but by proper coédperation we 
can reduce the practice by so conducting our 
business as to prove to the buying public that 
we are honest; that we have their interest in 
mind as well as the interest of ourselves. His- 
tory records in no uncertain terms that the 
pathway of life is strewn with business men 
who forgot that honor and truth are and ever 
will be important factors in business life. 

Mr. Atwater closed his address with an appeal 
for closer codjperation with the wholesaler and 
closer adherence to business ethics. 

And I entreat you not to be discouraged if 
our friends do not seem to accept the princi- 
ples of right business for which we are striv- 
ing and which are already being observed much 
more generally than when I was a young man, 
he said. Honesty is being planted not only in 
the Carolinas but throughout the world. It is 
a healthy seed and will grow as in the oft- 
repeated parable of the mustard seed. From a 
small beginning, if we do not grow weary, if 
we faint not, we shall in due season reap an 
abundant harvest. 


Various Problems Discussed 
After presentation of the report of J. R. 
Oettinger, of Greensboro, N. C., by Frank A. 
Brooks, of the same city, Mr. Oettinger being 
unable to be present, which report dealt with 
the plans of the association for an advertis- 
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ing campaign, the retailers went into closed 
session. Here were discussed the “Transit car 
evil,’ methods of reducing unloading costs by 
having lumber properly braced, and the prac- 
tice of mills in overloading cars, thus adding 
to the difficulty in handling the first part of 
the materials to be unloaded. Frank A. 
Brooks, Fred McCormick, J. M. Atwater, 
John V. Barger and Robert S. Query led in 
these discussions. A resolutions committee 
comprising J. M. Atwater, chairman, and H. 
H. Baxter and W. C. Cates was appointed. 

Upon conclusion of this meeting began the 
round of social activities for the approxi- 
mately 200 delegates and guests. First they 
were entertained at Winthrop College, the 
State college for women, where they were 
guests of the faculty and 2,000 students. The 
reception was informal but hearty, and the 
contact with pretty girls was a charming di- 
version from the routine of business. 

Many of the delegates were taken for an 
automobile tour of the great textile communi- 
ties, over the rich farming sections and to 
various points of interest. 

Returning to the hotel, delegates and vis- 
itors were guests at a gorgeous banquet in 
the new Andrew Jackson Hotel. The dinner 
address was by the Rev. B. R. Turnipseed, 
of Rock Hill, prominent in the southern 
church. With many additional 
guests from this and other cities, the banquet 
developed into a dinner dance which lasted 
until the wee small hours of the morning. 


FRIDAY SESSION 


The closing business session on Friday was 
packed with a series of brief but applicable 
addresses. 

R. G. Henry, of Hickory, N. C., dealt 
briefly but specifically with the subject, “Are 
There Too Many Lumber Yards?” He de- 
clared that there are unquestionably too many 
such enterprises in almost every community. 
One lumber yard to each 5,000 population is 
sufficient under normal conditions, he sa‘d, 
and an overcrowded field tends to make busi- 
ness dull and unprofitable for all concerned. 
Greenwood and Charleston, both in South 
Carolina, are the only two cities in the two 
Carolinas in which such conditions do not 
exist, he declared. 

Older and better financed yards are grad- 
ually reducing their surplus, he said, and 
newer and financially weaker yards are 
“merely hanging on temporarily,” he asserted. 
He recommended liquidation or merging of 
enterprises in overcrowded retail lumber fields. 

A. P. Reynolds, of Columbia, S. C., was 
called upon to substitute for A. W. Murray, 
of Newberry, S. C., who was unable to be 
present to deliver his address, “Should a Re- 
tailer Open Accounts for Those Who are Not 
Legally Responsible?” Mr. Reynolds stated 
that the general rule is to avoid opening such 
accounts, but added that there are at times 
exceptions to the rule which can not be avoided. 
The principal exception, he said, is the new 
contractor who has no financial rating and is 
more or less unknown in the community. 

“A dealer or his credit man should be suffi- 
cient judge of human nature and character to 
determine the intentions of the contractor,” 
he said. “He should also ascertain whether 
the contractor has sufficient profit in the pro- 
posed project to take care of his obligations. 
Retailers should be very careful to give the 
contractor full value for every dollar re- 
ceived.” 


On a Better Understanding 


N. W. Collett, of Salisbury, N. C., speaking 
on the subject, “Better Understanding Between 
Lumbermen and Architects in Making Out 
Specifications,” told his hearers briefly that 
many architects were prone to submit volumes 
of specifications to retail lumber dealers com- 
prising many hundreds of unnecessary pages. 
He suggested a better understanding among 
contractors, lumber dealers and architects 
with a view to eliminating much of this con- 
fusing detail. He also urged dealers against 
bidding on a project without proper details. 
Mr. Collett pointed out that architects often 


employ terms not designated in the grading 
rules, which place the dealer at a disadvantage 
and often lead to mistakes. 

J. C. Kendall, of Florence, S. C., told the 
convention that the retail lumber business is 
almost compelled to handle a line of paints 
as well as other materials required in the 
building business. The subject of his address 
was “Value of Paint to the Retail Lumber 
Dealer and Consumer.” He declared his own 
experience had been that paint was a prof- 
itable sideline. 

“Hidden Costs” of the retail lumber busi- 
ness were brought out by H. A. Lynch, of 
Wilmington, N. C., in one of the most in- 
structive addresses of the convention. Worth- 
less advertising, carelessness with stock, buy- 
ing second-hand material, unintelligent compe- 
tition, poor buying and meeting competition 
are perhaps the greatest “hidden costs” to the 
retailer, he declared, and he warned against 
being duped into waste of profits. , 

John V. Barger, of Mooresville, N. C., in 
his brief address on “How to Buy” suggested 


selection of certain brands of flooring, ceiling, . 


siding, and other materials suited to the trade 
of the particular dealer and to the territory in 





which he operates. Systematic buying, avoid- 
ing overbuying or carrying an inadequate 
stock, were also recommended. 


Resolutions Adopted 


As the convention drew near its close, it 
took occasion to express appreciation to its 
hosts, to the citizens of Rock Hill, to officers 
and students of Winthrop College, and to 
others concerned with their entertainment. The 
convention also adopted a resolution favoring 
cooperation with the wholesale dealers’ asso- 
ciation. Robert S. Query, retiring president, 
received a rising vote of appreciation for his 
services. 

Hosts to the convention were the five lumber 
companies in Rock Hill. A member of the 
committee from each was appointed and these 
cooperated with the Chamber of Commerce. 
Members of the committee were: J. C. Cau- 
then, of the Rock Hill Lumber Co., chairman; 
U. M. Pursley, of the Catawba Lumber Co.; 
B. M. Fewell, of the R. T. Fewell Co.; Kin 
C. Tolles, of the Tolles Lumber Co. and J. C. 
Hambright, of the Hambright Lumber Co. 
Miss F. Marie Fewell, secretary, represented 
the Chamber of Commerce. 


Illinois Dealers’ Varied Program 


Three great days of interesting talks, dis- 
cussions and demonstrations, together with 
suitable entertainment, are planned for the 
thirty-eighth annual convention of the Illinois 
Lumber & Material Dealers’ Association, which 
is to be held Feb. 8, 9 and 10 at the Edgewater 
Beach Hotel, Chicago. 

On Wednesday morning there will be a re- 
ception of State and district officers, largely 
in the nature of a get-acquainted affair, and 
the first business session will begin on Wednes- 
day afternoon with the reports of the officers, 
followed by an address by L. P. Lewin, of 
Cincinnati, Ohio, president of the National Re- 
tail Lumber Dealers’ Association. Other ad- 
dresses scheduled for the afternoon will be 
made by Hawley W. Wilbur, president of the 
Wisconsin Retail Lumbermen’s Association; by 
“Parson” P. A. Simpkin, chaplain of Hoo-Hoo, 
and by A. W. Holt, of Chicago. This will be 
followed by the appointment of committees. 
On Wednesday evening there will be a Hoo- 
Hoo dinner and at the same time a dinner for 
building supply dealers, followed by a Hoo- 
Hoo cancatenation at 8 o'clock. 

There will be no morning session on Thurs- 
day, but it is suggested that the delegates visit 
the numerous booths of building materials 
which will be exhibited. There will be a com- 
plimentary luncheon for the exhibitors and 
honor roll’ members at 12 o’clock. The Thurs- 
day afternoon session will be primarily a manu- 
facturers’ session, at which time the makers 
of products handled by the retailers will tell 
about the marketing of their goods. J. S. 
Elwell, of the Marblehead Lime Co., will talk 
on “Marketing Lime”; J. R. Louis, secretary 
of the Hollow Clay Tile Bureau, will discuss 
“Selling Clay Products”; Tom Lehon, of the 
Lehon Co., has as his subject “The Roofing 
Business”; G. D. Rose, of the Spahn & Rose 
Lumber Co., Dubuque, Iowa, will discuss 
“Building Material Problems of Country 
Yards”; W. G. Kaiser, of the Portland Cement 
Association, will talk on “Developing Cement 
Markets”; Frank R. Hale, of the Vigo-Ameri- 
can Clay Co., will discuss “Manufacturers and 
Dealers Codperating”; and a speaker yet to be 
named will talk on the subject “A Potential 
Building Market.” These talks will be fol- 
lowed by the election of officers and a memorial 
to the deceased members. 

The annual banquet will begin at 6 p. m., 
Thursday, in the banquet hal] of the Edgewater 
Beach Hotel and during its course there will 


be a program of entertainment, including sing- 
ing and specialty dancing. This will be fol- 
lowed by the association’s annual dance. 

The Friday morning session will be strictly 
for the dealers themselves and a number of 


prominent Illinoisans will discuss subjects of 
pertinent interest. Secretary J. F. Bryan will 
lead off with a resume of an association pro- 
gram for 1928, a new feature which will be 
found to be remarkably well planned. A. C. 
Gauen, of Collinsville, will then talk on credits 
and collections. Other speakers and their sub- 
jects for this session are: Art Risser, Paris, 
on “Association Slogan”; Ross Beatty, Morris, 
on “Rebuilding Old Timers”; Joseph J. Spring- 
man, Alton, on “Creative Selling”; R. 
Allen, Decatur, on “A New Opportunity for 
Service”; Fred M. Faber, Peoria, on “Associa- 
tion Field Work.” A buffet luncheon will be 
served in the convention hall during the noon 
recess, with the compliments of the Southern 
Pine Association. 

At the Friday afternoon session the lumber 
manufacturers will have their innings and R. S. 
Whiting, of the Red Cedar Shingle Bureau, 
will lead off with a talk on “Reroofing with 
Red Cedar Shingles.” Other speakers and 
their subjects at this session will be: John M. 
Gibbs, National Lumber Manufacturers’ Asso- 
ciation, on “The Story of Lumber”; J. F. Car- 
ter, Southern Pine Association, on “Selling 
Suggestions”; Don Critchfield, West Coast 
Lumber Bureau, on “Organization Gets Re- 
sults”; and by a speaker to be announced on 
“Grade-Marked Lumber.” These talks will be 
followed by a report of the resolutions com- 
mittee and installation of the new officers. 

A special program for the entertainment of 
the ladies has been arranged, including a mat- 
inee party Wednesday afternoon at the Great 
Northern Theater, to see “The Desert Song.” 
On Thursday they will be entertained at the 
Black Cat room of the Edgewater Beach Hotel, 
and on Friday they will visit the Chicago 
Tribune Building and plant, and conclude with 
their annual luncheon in a downtown hotel. 


Lumber City Honors Its Founder 


RicHwoop, W. Va., Jan. 23—In the death 
of James W. Oakford, president of the Cherry 
River Boom & Lumber Co., Cherry River 
Paper Co. and Richmond Store Co. this com- 
munity lost its founder, for the Cherry River 
Boom & Lumber Co. was organized by Mr. 
Oakford in 1900 and acquired at that time sev- 
eral thousand acres of land, including the pres- 
ent site of Richwood. The company operates 
mills at Richwood, Camden-on-Gauley and at 
Three Forks. All the plants with which Mr. 
Oakford was connected, all business houses, 
banks and schools at Richwood were closed 
from 3 to 4 o'clock on the day that Mr. Oak- 
ford’s body was borne to its last resting place. 
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Hardwood Producers Plan to Co-operate 


In Momentous Meeting Unite to Bring About Balance in Supply 
and Demand—De partment of Justice Gives Approval 


Mempuis, TENN., Jan. 24.—That the hard- 
wood industry is united on one plan of opera- 
tion, or codperation, for the purpose of bal- 
ancing supply and demand, and thus bringing 
about better business conditions, conservation 
of timber, and elimination of waste, is certain 
as a result of the vote of approval of a plan 
for broader statistical information and for a 
conservation committee composed of both pro- 
ducers and consumers of hardwoods, given at 
one of the most important meetings ever held 
by the industry in the ballroom of the Hotel 
Peabody here today. By practically a unan- 
imous vote the plan as outlined by C. Arthur 
Bruce, of the E. L. Bruce Co., Memphis, vice 
chairman of the committee on arrangements 
appointed recently by W. M. Ritter, president 
of the Hardwood Manufacturers’ Institute, was 
adopted without change, and every producer 
present assured the committee that he would 
support a movement of this nature. 

It was the first time in the history of the 
hardwood industry that producers from the 
northern, eastern and southern producing terri- 
tories were able to get together on a plan of 
cooperation. It marked a new era in the hard- 
wood business and will probably result in a 
balancing of supply and demand, which would 
mean at present a curtailment of production, 
due to the heavy overproduction which was 
reported in today’s meeting. It was a meeting 
such as had not before been held, and the larg- 
est producers in the hardwood industry were 
present, helping out in making plans, and assur- 
ing the cooperation necessary to bring about 
the desired improvement. 

The meeting had been arranged by the Hard- 
wood Manufacturers’ Institute through a com- 
mittee, of which George W. Allport, of the 
Long-Bell Lumber Co., Kansas City, Mo., was 
chairman. This committee had not only drawn 
up the plan, which is outlined in the statement 
below, but had presented the plan to the De- 
partment of Justice at Washington, D. C., for 
its opinion, and with J. H. Townshend, execu- 
tive vice president, and J. V. Norman, general 
counsel, had obtained from this department 
approval of the plan. 


What the Plan Provides 


The plan provides for the issuance of stat- 
istical information by districts, of which there 
will be eleven, each in charge of a vice presi- 
dent with paid workers. Each district will 
have sixty mills and it will be the job of each 
district organization to obtain detailed informa- 
tion about supply and demand for weekly 
barometers. There will also be a conserva- 
tion committee, which will be composed of 
eleven producers, or more, and a group of the 
larger consumers of hardwoods. This com- 
mittee will meet quarterly and will have all 
information available and its judgment as to 
conditions, both present and future, will be 
broadcast to members of the plan, or firms 
participating. In this manner the industry as 
a whole will be able to avail itself of the judg- 
ment of a committee of leaders who have in- 
formation available that can not otherwise be 
given to the industry as a whole. 

This committee will be named by the con- 
trol committee which arranged the meeting, 
and the organization of the various districts 
will be up to Mr. Townshend. His organiza- 
tion will handle all the statistical work and the 
preparation of all data for the conservation 
committee. 

Details Explained 


During the morning session the plan was 
outlined, and men acquainted with it explained 
each detail. The afternoon session was devoted 
to discussion and such leaders as C. A. Good- 





man, Marinette, Wis.; J. W. Mayhew, Colum- 
bus, Ohio; Frank F. Fish, Chicago, secretary, 
National Hardwood Lumber Association; C. H. 
Barnaby, Greencastle, Ind.; R. P. Baer, Balti- 
more, Md.; J. W. Bailey, Laurel, Miss.; J. C. 
Love, Mt. Vernon, Ga.; S. A. Godman, Mem- 
phis, and George H. Henderson, Lufkin, Tex., 
spoke favoring the adoption of the plan. 
After these expressions of approval a vote 
was taken and not one dissenting vote was 
recorded. 


Authorized Statement of Plan 


A statement, authorized by the committee, 
which gives a summary of the plan, follows: 

A meeting attended by more than 300 hard- 
wood manufacturers from the northern, east- 
ern and southern territories was held today. 
The purpose of the meeting was the discussion 
of some plan whereby the industry could be 
placed upon a better business basis, having 
as the prime object the conservation of nat- 
ural resources and elimination of waste, in co- 
operation with the announced programs of the 
Department of Commerce. 

G. W. Allport, of the Long-Bell Lumber Co., 
Kansas city, Mo., presided. In his opening 
talk, he gave a word picture of the conditions 
existing today in the hardwood industry, show- 
ing that there over-production had prevailed 
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for many months and had placed the industry 
in a bad financial condition. 

J. H. Townshend, executive vice president 
of the Hardwood Manufacturers’ Institute, 
made a short address, in which he outlined 
some of the ideas for betterment of business 
conditions, gained through conferences with 
various groups in all sections of the hardwood 
producing territory. He pointed out the need 
of some concrete plan which would stop over- 
production and bring about conservation of 
timber and eliminate the great waste that ex- 
ists in the industry today. 

Cc. Arthur Bruce, vice president of the E. L. 
Bruce Co., outlined a plan which had previ- 
ously been submitted to officials of the De- 
partment of Justice at Washington and had 
received their tentative approval. He said 
in part: 

In order that the necessity for action such 
as that hereinafter outlined may be under- 
stood, a statement of the conditions prevail- 
ing in the hardwood industry is deemed ad- 
visable: 

1. That the Federal Government should be, 
and is, interested in conserving the natural 
resources of the country; and its policy has 
been declared by Senate Resolution 311, agreed 
to Feb. 21, 192 

2. That hardwood timber is one of the prin- 
cipal natural resources. The estimated total 





stand publicly and privately owned in 1920 
was 459,675,000,000 feet. 

3. That this natural resource is in the main 
privately owned. It was estimated in 1922 
that the total area covered by the forests of 
the United States was 469,475,000 acres, and 
of this acreage, the national Government for- 
ests, as of June 30, 1926, comprise 137,416,038 
acres, excluding area in Alaska. Taking into 
consideration depletion from 1922 to 1926, it 
may be reasonably estimated that the national 
Government owns one-third of the timber sup- 
ply of this country. 

4. To conserve our hardwood _ resources, 
therefore, it is mecessary that the private 
owners of this resource should be interested 
in conservation and should coéperate with 
the Government in this work. 

5. That in the absence of a comprehensive 
plan in which all operators might voluntarily 
join, there is and will continue to be a waste 
of hardwood resources. 


Factors of Waste 

6. That the factors of such waste are, 
briefly, as follows: 

(A) That production almost continuously 
for several years having exceeded consump- 
tion, waste results are as follows: 

(1) A percentage of mature timber and 
low grade logs is left in the woods. 
(2) Dumping by export. 
(3) Loss through old stock of lumber, 
stick rotting, worms and degrade, 

Not only is much timber wasted, as shown 
in No. 1 above, by reason of failing to utilize 
all of the trees cut, but an even greater waste 
results from leaving much of the _ timber 
standing either because too small or because 
of poor grade, or lack of market demand at 
a given time for a given species. The trees 
thus left standing are usually lost either by 
fire, which is made more likely by reason of 
slash, left in the woods as a result of logging 
of the trees that are cut, or by being deadened 
and destroyed in order to clear the land for 
cultivation. 

(B) Under present conditions there is lit- 
tle tendency to codperate with governmental 
or other plan of conservation, and the lumber- 
men can not become a unit on conservation 


(1) Care of their timber; (2) Reforesta- 
tion; (3) Their logging practices; (4) Their 
mill practices; (5) Their yard practices. 


Explains Benefits to Be Derived 


In explaining the benefits to be derived from 
the plan which he proposed, Mr. Bruce said 
that each producer would be left free to act 
in accordance with his own judgment, but this 
would be an informed judgment and that he 
would act in the light of facts instead of in 
the dark as heretofore. Since an average of 
approximately four months must elapse be- 
tween the time of production and consumption 
of hardwood lumber in order that the lumber 
may be properly dried and prepared for the 
market, it is necessary in order that the pro- 
ducer may not waste his natural resources 
that he know the probable demand of the mar- 
ket at least four months ahead. Under the 
plan proposed, each producer would have the 
benefit not only of statistics as to existing 
conditions, but an estimate of the market de- 
mands made after a thorough survey of the 
entire situation. To carry out this plan, Mr. 
Bruce suggested that a conservation commit- 
tee be organized, in which all producers of 
hardwood lumber would be asked to participate 
regardless of whether they are members of 
the Hardwood Manufacturers’ Institute or not. 

Reference was made to the present statist- 
ical program of the Hardwood Manufacturers’ 
Institute, and he said that some changes 
would have to be made which would include 
the copyrighting of all statistical publications. 

He then went into detail as to the statistical 
reports which should be published, giving the 
producer of hardwood lumber a revision of 
supply and demand figures periodically. He 
explained that it was proposed to establish 
district offices under the supervision of a 
vice president, each of which will serve ap- 
proximately sixty mills. In this way they would 
be assured of authentic reports from mills 
in each district, but it will give to the indus- 
try a complete picture of production of lum- 
ber; also as to the demand based on orders 
received by each mill. This statistical infor- 
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mation is to be distributed to members and 
subscribers of this plan only. 

Mr. Bruce dwelt at length upon inter-in- 
dustrial competition and said that the unre- 
strained competition as between industries is 
keener than ever before in the history of the 
world, and that, therefore, the success of an 
industry is largely dependent upon the ac- 
curacy of its trade association’s statistics and 
the effectiveness of its trade promotion ac- 
tivities. 

To Bender Individual Service 


It is further proposed to arrange to render 
an individual service to all mills pertaining 
to timber protection, reforestation, selective 
logging, mill practice and yard practice. 

He further pointed out that district barom- 
eters would be issued showing performance 
of each mill and each district, and that there 
will also be a consolidated barometer com- 
piled showing the performance of mills as a 
whole. - 

He gave an outline of the activities of the 
conservation committee, showing that it would 
meet periodically and that it would study all 
phases of the industry and advise those par- 
ticipating in the plan as to the probable needs 
of consumption during such ensuing period, 
or periods, as the committee may be able 
to cover. He pointed out that this informa- 


tion would be available to consumers as well 
as producers of lumber. 

In closing, Mr. Bruce gave a list of the 
members of the committee that submitted this 
plan, which is as follows: 


G. W. Allport, Long-Bell Lumber Co., Kan- 
sas City, Mo., chairman; C. Arthur Bruce, 
E. L. Bruce Co., Memphis, Tenn., vice chair- 
man; W. C. Chamberlin, Stout Lumber Co., 
Little Rock, Ark.; J. W. Link, Kirby Lumber 
Co, Houston, Tex.; E. C. Glenn, Big Salke- 
hatchie Cypress Co., Varnville, S. C.; M. W. 
Stark, American Column & Lumber Co., Co- 
lumbus, Ohio; J. W. Mayhew, W. M. Ritter 
Lumber Co., Columbus, Ohio; Lee Robinson, 
Mobile River Saw Mill Co., Mount Vernon, 
Ala.; W. R. Satterfield, Chicago Mill & Lum- 
ber Co., Memphis, Tenn. 

J. V. Norman, general counsel for the Hard- 
wood Manufacturers’ Institute, of Louisville, 
Ky., was asked to give a brief outline of the 
conference with officials of the Department otf 
Justice. He explained that after having pre- 
sented the plan outlined by Mr. Bruce to of- 
ficials of the Department of Justice a general 
discussion ensued, in which it was pointed 
out that all this plan proposed was to give 
to the industry a clear picture of conditions 
as they exist, and that in this manner con- 
servation and elimination of waste would be 
aided. He said that after this conference a 


letter had been prepared, in which it was 
stated that the department could not see any 
violation of law and that the gathering and 
dissemination of information as _ outlined 
would meet with the department’s consent. 


Builders’ Show for Canton 


Canton, Onto, Jan. 23.—Local lumber deal- 
ers have arranged two novel lumber exhibits 
for the first complete builders’ show to be 
staged here beginning the evening of Jan. 30 
at Land O’Dance. Both exhibits of the Canton 
lumber dealers will-illustrate in detail the va- 
rious uses of lumber in the home. Codpera- 
tion has been secured by the Canton lumber 
dealers from a number of wholesalers all over 
the United States, according to Harry Bachtel, 
chairman of the committee representing the 
lumber dealers. Lumber firms to be repre- 
sented include Bachtel Lumber Co., Bernower 
Lumber Co., Canton Cabinet & Lumber Co., 
Harvey Loehr Lumber Co., McKinley Lumber 
Co., Mohler Lumber Co., W. H. Schneider 
Lumber & Storage Co., Walker Lumber Co. 
and the South Market Lumber Co. 





Granite Staters Protest Tax System 


MancuHester, N. H., Jan. 23.—Protests 
against present methods of taxing standing 
timber and timber lands, election of Harry K. 
Rogers, of Suncook, as president to succeed 
Owen Johnson, of the Johnson Lumber Co., 
Manchester, and lengthy discussion of the 
grading of round edge hardwood lumber were 
among the outstanding features of the annual 
meeting of the New Hemeahive Lumbermen’s 
Association, held here Friday in Hotel Car- 
penter. Members agreed that the boxboard 
industry is in a healthier and sounder condi- 
tion today than it has been at any other time 


since the World War. A “firm $30 market,” , 


based on round edge white pine inch box- 
boards, was confidently predicted. 

R. W. Bowden, of Boston, Mass., came here 
this afternoon to tell the New Hampshire lum- 
bermen and their guests about the research 
work, especially in regard to box lumber, car- 
ried on under the direction of the research com- 
mittee of the New England Council and with 
the assistance of New England’s box manufac- 
turers, the forest staff of Harvard university, 
and the department of business research of the 
Harvard Graduate School of Business Admin- 
istration. Mr. Bowden confidently predicted 
that knowledge of all the salient facts revealed 
by comprehensive and accurate research would 
inevitably place the boxboard industry om a 
firmer and more profitable basis. 

Ben K. Ayres, of Concord, N. H., forester 
of the Society for the Protection of New 
Hampshire Forests, outlined plans to save 
Franconia Notch as one of the scenic beauties 
of the State. 

Regarded by many of the members as prob- 
ably the most important act was the adoption 
of a resolution vigorously opposing the pres- 
ent tax system and offering a substitute meas- 
ure which, the members feel, will be much 
fairer to the lumber and timber interests. The 
association’s proposal will be submitted to the 
Recess Tax Commission which has the gen- 
eral subject of taxation now before it. 


Tax Assessments on Timber Land 


Tax assessments on timber land were the 
principal subject discussed at the afternoon ses- 
sion and proved to be of unusual interest. The 
present taxation system is causing lumbermen 
much concern, according to S. O. Huckins, of 
Center Ossipee, chairman of the associations 
tax committee, who proposed the resolution 
adopted. The lumbermen, it was brought out 
in the spirited discussion, are not asking for 
any special legislation, but are merely seeking 


a fair tax, proportionate with the amount paid. 


by other industries. It takes about forty years 
for timber to mature, speakers said, and they 
felt that owners of timber land should not be 


required to pay excessive amounts on growth 
which returns no income for a long period of 
years. It was cited, for example, that whereas 
timber must be allowed to grow for many 
years before it reaches the stage when it may 
be marketed, farm products are raised and ‘sold 
during the year. 

The association took official action on the 
recent death of L. A. Wright, of Gardner, 
Mass., and resolutions of condolence were for- 
warded to Mr. Wright’s family and spread 
upon the records. 


The consolidated report of sawed lumber on 
hand Jan. 1, 1928, showed that seventy associ- 
ation mills are now running compared with 
fifty-six operating last September and thirty- 
nine a year ago; that members have 89,759,000 
feet of sawed lumber on sticks of which 69,- 
324,000 feet are sold and awaiting delivery. At 
the September meeting the consolidated stock 
report showed 86,109,000 feet on hand, and a 
ace! ago 62,771,000 feet were reported on 

and. 

The New Hampshire lumbermen spent a 
busy morning at the Hotel Carpenter; hearing 
many committee reports during this session, 
electing officers and adopting resolutions. In 
a comprehensive outline of the past year’s ac- 
complishments Owen Johnson, the retiring 
president, said: 

The boxboard situation has changed some- 
what since our last meeting. I believe that 
stocks are nearer the saw than they have 
been for some time. The surplus of thor- 
oughly dry, good boxboards has undoubtedly 
been cleaned up. 

After expressing his belief that the yards 
of the box and shook factories now have a 
fairly good supply on hand, Mr. Johnson con- 
tinued: The situation is nearer in our hands 
than it has been for a long while and it is 
up to the lumber operators today as to whether 
they over-produce and create a surplus which 
must be sold at a price to disturb the market 
or whether they saw reasonably and try to 
keep enough boards ahead for the box shops 
and not create again the situation we have 
just been through. 

Personally, I believe we should have a $30 
market. This would give the timber owners 
a fair stumpage price and the operator a 
reasonable profit for his work. 

We have had a poor winter for logging, par- 
ticularly where snow is required. On the 
other hand, I understand that stock has dried 
out quite rapidly and that mills which did not 
need the snow have been sawing a lot of lum- 
ber. There is no question but there are a lot 
more mills sawing now than a year ago. 

Since our last meeting we have been through 
one of the worst floods in the history of the 
State. The damage done to the timber inter- 
ests in New Hampshire has been considerable 
but apparently practically everything is being 


rebuilt and soon we will find them all going 
again on full production. 


Recommendations on Cull Lumber 


Much of the morning session was taken up 
by spirited discussion of the report of a spe- 
cial committee on what should be graded a 
“cull” in round edge hardwood lumber. This 
matter came up at the fall meeting and was 
referred to a special committee composed of 
A. G. Bowler, Manchester, chairman, and W. 
G. Hawkes, Greenfield, Mass., and J. Carl 
Cavanaugh, Manchester, N. H., as wholesalers; 
E. C. Hirst, Concord, N. H., and S. F. Lang- 
dell, Manchester, as hardwood manufacturers, 
and Charles E. Potter, F. A. Whitney Carriage 
Co., Leominster, Mass., and L. D. Stedman, 
Heywood Brothers & Wakefield Co., Gardner, 
Mass., as hardwood consumers. This com- 
mittee recommended the following official 
association rule: 

A cull board in 4/4 and 5/4 round edge 
hardwood lumber of beech, yellow birch, ma- 
ple and oak is one which will not -produce 
33% percent in four cuttings, clear one face 
and two edges, no cutting to be narrower than 
1%-inch nor shorter than 14-inch. Boards 
shall be 4-foot and up long, not over 30 per- 
cent 6-foot or under, and 3-inch and up wide, 
not over 30 percent 4-inch and under. Stock 
6/4 and thicker must produce 33% percent 
of square stock of 1%-inch x 14-inch mini- 
mum size and up. 

Report of the nominating committee was 
accepted and the following slate of officers for 
the ensuing year was declared unanimously 
elected : 

President—Harry K. Rogers, Suncook, N. H. 

Vice President—Arthur Boutwell, Concord, 
N. H 

Directors—Warren Davis, Hoodsett, N. H.; 
S. Frank Langdell, Manchesier, N. H.; C. P. 
Cronk, Tamworth, N. H., and Charles Bailey, 
Suncook, N. H. 

The secretary and treasurer is to be named 
later by the newly elected president. 

President Rogers in assuming his duties 
made a brief address in which he asked for 
the enthusiastic support of the members dur- 
ing his administration, and he closed with an 
appeal to unite in solving the common prob- 
lems of the lumber industry vexing the mem- 
bers of the association. 

One of the pleasing incidents of the day 
was the presentation of a handsome fountain 
pen set and a beautiful cigar lighter to the 
retiring president, Owen Johnson. W. D. 
Veazey, of Laconia, took the floor to expound 
the ability of Mr. Johnson, paying the retiring 
leader a fine tribute both as a lumberman and 
as chief of the organization. 
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Trim Manufacturers Talk Beauty and Color 


They Find That New Finishes Extend Market for Their Product— 
Standards for Grading and Inspection Established 


Cincinnati, On10, Jan. 23.—Development of 
new stains, finishes and color effects in the 
use of hardwood trim to meet the competition 
of wood substitutes was recommended in the 
annual address of the president, J. W. Mc- 
Clure, of the Hardwood Interior Trim Manu- 
facturers’ Association, delivered at the two- 
day session of the organization, Jan. 20-21, at 
the Hotel Sinton in this city. 

The suggestion was adopted by the conven- 
tion and steps will be taken as soon as possible 
to develop an advertising program among the 
members whereby they may be enabled to point 
out to their customers the artistic possibilities 
of enhancing the beauties of the grain of in- 
terior trim hardwoods. Also it was decided 
to stress the possibility of developing artistic 
effects in sand-blasted knotty hardwood fin- 
ishes and to popularize and make permanent in 
the public mind the traditional use of hard- 
woods in beautifying the interior of homes. 

This action and the decision of the members 
to adopt an emblem or trade-mark which is to 
become an asset of increasing value to the 
members were the two outstanding proceedings 
of the meeting. Most of the time was con- 
sumed in the discussion of trade and market- 
ing topics and conditions and in elucidating 
certain changes in grading rules which were 
decided upon. 

The meeting was voted one of the most 
satisfactory in the three years’ history of the 
association and there was much enthusiasm dis- 
played by the membership in praising the work 
which had been accomplished by the organiza- 
tion in the last few years. 

President McClure commented upon the im- 
portance of the growth of mutual confidence 
among the members which, he said, was of 
the greatest value and importance to its future 
progress. He said that the development of 
closer acquaintance and fellowship in the meet- 
ings was resulting in better codperative effort. 

“In the short life of our organization,” he 
said, “we have found a common ground upon 
which we can all work together for the up- 
building of our industry. We are now ready 
to go forward in that mutual confidence which 
enables us to discuss our mutual problems in 
an intimate and frank way possible only among 
friends. My thanks and appreciation are ex- 
tended to all of you for your many courtesies 
which I am sure you will give in equal measure 
to your new officers.” 

Mr. McClure announced at the close of his 
address that he would not stand for reélection 
and said that whatever had been accomplished 
in the two years of his incumbency had been 
due to “sustained interest and helpful codpera- 
tion” by the members and officers. 


Grading Rules Now Established 


Speaking of the grading rules of the asso- 
ciation, President McClure said: 

Our grading rules developed and worked 
out through careful study and much experi- 
ence have been recognized as standard. They 
are now the established grading rules for the 
hardwood trim industry which means that 
they have stood the test of fairness to both 
the manufacturer and the dealer. Keenly 
competitive conditions have tempted some 
manufacturers to depart from the standard 
through special concessions, but this practice 
is destructive to the industry as well as to 
the individual concern which indulges in it 
and the law of self preservation will eventu- 
ally dictate strict adherence to standards of 
grade and measure, confining the competition 
to price only, based upon standard established 
lists. We strongly recommend the simplify- 
ing and standardizing of trade practices by 
strict adherence to grade measures and mold- 
ing lists. 


Statements made by the members in the dis- 
cussion of trade conditions indicated that the 
buying public had received the new rules with 
much satisfaction. It was brought out that 
the rules are designed to insure the very high- 
est quality and grade representative of ad- 
vanced manufacturing protesses. 

The privilege of official inspection in the 
adjustment of disputes was reported to be most 
valuable. Suggestion was made that all con- 
tracts should be carefully worded “Subject to 

. the rules and regulations of the H. I. T. M. A,, 
and subject to official inspection in case of dis- 
pute.” 

Secretary William R. Friedel, of the asso- 
ciation, reported that official inspections during 
the last year had resulted 60 percent in favor 
of the buyers and 40 percent in favor of the 
shippers which he said should be convincing 
evidence of the fairness and impartiality of the 
association in conducting these inspections. It 
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was also suggested by the president that, in 
order to encourage uniformity of manufacture 
and grading and improvement in quality, the 
members should invite occasional mill inspec- 
tions which would bring out opportunities for 
knowledge as to better manufacturing methods 
and greater uniformity in the use of standards 
in quoting, invoicing and shipping. Recom- 
mendation was made also that a fixed standard 
of ripping widths be established in line with 
the practices encouraged by the Central Com- 
mittee on Lumber Standards and adopted by 
other branches of the woodworking industry, 
including the Southern Pine Association, the 
Oak Flooring Manufacturers’ Association, the 
Southern Cypress Manufacturers’ Association 
and others. 


Commends Statistical Work 


Commendation was given to the statistical 
work of Secretary Friedel, which President 
McClure said was worthy of careful study and 
analysis as reflecting the growth and develop- 
ment of the industry and possibilities for future 
progress. Secretary Friedel displayed a series 
of interesting graphs showing comparative 
statements of sales and shipments during 1926 
and 1927. The 1927 sales were approximately 
$3,500,000, or not quite so good as in 1926, but 
last year the peak of sales was reached about 


June 1 while in 1926 it was not reached until 
Oct. 1. These were graphs of hardwoods of 
all species. The usefulness of the association 
is also becoming more apparent, according to. 
reports of members who complimented Mr, 
Friedel on the results attained. 

As an appreciation of the work of the secre- 
tarial force the association voted a slight in- 
crease in dues and authorized further extension 
of the statistical research work under the direc- 
tion of Secretary Friedel. This will enable 
the secretary to accomplish more extension 
work as well and acquaint more in the hard- 
wood trim trade of the benefits of becoming 
affiliated with the association. 

In discussing the possibilities of securing 
added markets for hardwood interior trim, a 
report was made that recently a handsome 
exhibit was made of the installation of finished 
hardwood in natural colors, showing the grains 
and colors and the artistic effects obtained by 
sand blasting knotty trim to bring out all of 
the beauties of the natural finish. The display 
was made in the Stevens Hotel in Chicago, 
where some very ornamental work was done in 
one of the most artistic apartments of the build- 
ing. The display attracted much attention and 
will be utilized by lumbermen to show how 
the natural beauty of wood far excells that 
of anything possible in the way of a substi- 
tute. Efforts will be made to convince archi- 
tects and contractors generally of the rich 
effects obtainable by the use of natural finishes 
in hardwood trim. 

In connection with this it was decided as a 
definite policy of the association that all of 
the manufactured products of the members 
must fully serve the uses of buyers and be 
satisfactory to the customers. 


Cut-to-Length Stock Measurement 


Because of diversity of opinion as to the 
correct interpretation of the measure rules of 
the association a letter was issued as a part of 
the proceedings of the convention which gave 
the following decision on “cut-to-length stock 
measurement :” 

(a) In all lengths up to and including 4 
feet 6 inches the even 6-inch lengths are all 
measured as they are, but all odd inch meas- 
ure, add sufficient to bring the measurement 
to the next even 6 inches. 

(b) In all lengths of 4 feet 7 inches and 
over: To the even 6-inch lengths. add 6 
inches; but all odd inch measurements add 
sufficient to bring the length or measure- 
ment to the next even 6 inches and then add 
6 inches. 


To justify the basis of these measurements, 
we give you one example; namely, a 7-foot 
3-inch jamb, two of which require a 16-foot 
clear length, leaving 18 inches of sheer 
waste. 

Election of Officers 


When the time came for the election of 
officers every effort was made by the members 
to induce President McClure to stand for re- 
élection. He declined with thanks, telling the 
members that his decision not to run was 
irrevocable and that he thought there were 
other officers just as capable who should be 
given an opportunity to show their fine ad- 
ministrative qualities. The retiring president 
was given a rising vote of thanks by the mem- 
bership for the splendid and untiring work 
accomplished during the two years of his in- 
cumbency. The secretary’s office was also 
commended for the interest displayed and the 
results accomplished during the last year and 
since the organization of the association was 
accomplished three years ago. 

The vice president of the association, H. C. 
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Fowler, was then chosen president by acclama- 
tion, the roster of newly elected officers being 
as follows: 

President—H. C. Fowler, Case-Fowler Lum- 
per Co., Macon, Ga, 

Vice president—R. W. Fullerton, Bradley 
Lumber Co., Warren, Ark. 

Treasurer—C. Arthur Bruce, E. L. Bruce 
Co., Memphis, Tenn. (reélected). 

Secretary—W. R. Friedel, Memphis, Tenn. 
(reélected). 


Northern 


MINNEAPOLIS, MINN., Jan. 24.—Members of 
the Northern Pine Manufacturers’ Association, 
who assembled in annual convention at the 
Radisson Hotel here today, expressed optimism 
over the situation in the Northwest, reacting 
the economic improvement in that area. 

The convention delegates listened to an ad- 
dress in which W. F. Shaw, director of the 
Chicago district office of the National Lumber 
Manufacturers’ Association in charge of the 
wood promotion campaign of the National 
Lumber Trade Association, laid down a for- 
mula to enable lumbermen to cooperate in 
stimulating greater use of wood. “We must 
conduct a pro-lumber campaign, not an anti- 
substitutes fight,” was Mr. Shaw’s contention 
before the delegates. 

The convention opened with R. R. Bailey, 
of Virginia, Minn., in the chair. His report 
was brief, consisting chiefly of an expression 
of appreciation for the codperation given him 
by members of the association. 

The report of Treasurer R. W. Wetmore, 
showing a balance in the treasury of $6,723.15, 
was presented. 

Secretary W. A. Ellinger submitted to the 
delegates the most interesting feature of the 
gathering, outlining the activities of the year. 

A nominating committee, consisting of R. G. 
Chisholm, Minneapolis; T. S. Whitten, Vir- 
ginia, and James Mathieu, Fort Francis, recom- 
mended reélection of all old officers. This was 
adopted as follows: 

President—R, R. Bailey, Virginia, Minn. 

First vice president—S. L. Coy, Cloquet, 
Minn. 

Second vice president—J. 
Minneapolis, Minn. 

Treasurer—R. W. Wetmore, Minneapolis, 
Minn. , 

Directors—E. L. Carpenter, Minneapolis; R. 
M. Weyerhaeuser, Cloquet; and T. S. Whitten, 
Virginia. 

The board of directors, meeting immediately 
after the main convention, voted $35 a million 
on production as the assessment instead of $40 
as heretofore. They also elected W. A. EI- 
linger again to fill the position as secretary. 

The convention was. marked by a careful 
review of conditions and an outline of an 
effective program for the future. 


The Trade Extension Campaign 


Mr. Shaw in his address emphasized that 
the lumbermen are accomplishing what they be- 
lieved once was impossible—going before the 
people as a united industry. He said that the 
fund with which to carry on a nationwide 
campaign for wood has been raised and that 
now meetings are being conducted in many 
places to determine the way to spend it most 
wisely. He said that an intensive campaign on 
behalf of lumber use must be conducted and 
that the bureau is engaged in four lines of 
work: New uses of lumber; new markets for 
wood; dependable performance of trade- 
marked lumber, and guaranty of reasonable 
profit. He mentioned as an outlet for lumber 
in new uses radio cabinets, airplane hangars, 
composition cars, partly of wood, used by rail- 
roads. There is enough lumber to meet every 
need, he said. The available lumber would 
build a 6-room house for every family in 
America, Europe and all British possessions. 


P. Hennessy, 


The advisory board selected for the year 
follows: J. W. McClure, Memphis Hardwood 
Flooring Co., retiring president of the associa- 
tion, chairman; W. O. Riddick, Azalea Wood- 
working Co., Azalea, N. C., and John Raine, 
of the Meadow River Lumber Co., Rainelle, 
W. Va., associates. 

One of the interesting developments of the 
meeting was a talk by Donald R. Brewster, 
field man for the trade extension department 
of the National Lumber Manufacturers’ Asso- 


Pine Millmen 


Where lumber is forced out of use new uses 
must be found, he cautioned. Lumbermen must 
go to school to learn more about their busi- 
ness. He asked support of the lumbermen 
for the campaign now being conducted. 

E. J. Fisher, formerly manager of the traffic 
department of the Northern Pine Manufac- 
turers’ Association and now in charge of the 
Minneapolis office of the trade extension 
bureau, spoke briefly telling of accomplishments 
in his district since he assumed the new work. 
He mentioned passage. by the Minneapolis 
council of an ordinance which permits use of 
wood for interior finish and wood sash in high 





J. P. HENNESSY, 
Minneapolis, Minn.; 


Reélected Vice 
President 


W. A. ELLINGER, 
Minneapolis, Minn.; 


Reélected Association 
Secretary 


buildings. He has had contact with the State 
highway department with a view to having it 
use wood more widely. 

A. G. Kingsley, of St. Paul, as chairman 
of the railway committee, made an interesting 
report, particularly with reference to the transit 
car issue. There has been agitation against 
the use of freight cars as warehouses. This 
has resulted in tying up cars and disturbing 
the market. Mr. Kingsley said the railroads 
are sympathetic and are eager to help the 
lumbermen, if possible. 

The association was asked to endorse the 
simplified invoice form prepared by the Na- 
tional Association of Purchasing Agents but 
the question was left with committee to ascer- 
tain the sentiment of members. Discussion of 
grade-marking and trade-marking took place 
and these matters were referred to the bureau 
of grades to take up with the membership. 


Report of Secretary 


Mr. Ellinger, in his report, said that with 
the present business situation considered funda- 
mentally sound and a forecast by reliable 
authority on building statistics that 1928 will 
show an increase over 1927 in building con- 


struction, the industry may look forward to a. 


good year’s business with confidence. 
Availability of funds at reasonable interest 
rates, increased purchasing power in agri- 


ciation, who told of its work in combating the 
inroads of wood substitutes. He commended 
the plans of the trim men for advertising the 
new and handsome finishes for hardwoods. 
Retiring President McClure said on behalf of 
the members that he was sure the hardwood 
trim producers would be glad to codperate 
with the trade extension department in any of 
its plans for the benefit of. the wood industry 
and pledged the support of the association to 
the National in its war against substitutes. 


in Annual. 


cultural communities and an improvement in 
the automobile industry form the basis for 
the prediction of increased volume of con- 
struction in 1928, he said. 

Competition among materials for construc- 
tion purposes will no doubt continue very 
keen, but competition is not a problem pe- 
culiar to our business. It is common in prac- 
tically all lines. When competition is faced, 
one of two things may be done: One is to 
fight back; the other is to curl up and quit, 
The lumber industry has chosen to fight back, 
and the national trade promotion campaign 
is already showing results in this respect. 
This year will witness the strongest cam- 
paign in the history of the industry, both na- 
tionally and regionally, to regain and extend 
markets for lumber. Northern pine is in @ 
better position than a year ago to supply an 
increased demand and should get its fair 
share of the business. 


There was an increase of 20,820,100 feet in 
production reported by members last year com- 
pared with 1926, and a decrease of 56,961,000 
feet in shipments, Mr. Ellinger reported. Lath 
production showed a gain of 2,697,400 in 1927 
as compared with 1926, while there were 9,847,- 
000 fewer lath shipped in 1927 than in 1926. 

He reported that the Carpenter-Hixon Co., 
of Blind River, Ont., had joined the association 
during the year, bringing the membership again 
to nine firms, 

The association inspector had made 87 yard 
inspections in 1927, looking into 29 claims total- 
ing 194,000 feet for members and 543,000 feet 
for the same number of claims by non- 
members. Member claims showed “on grade” 
on six and only two 5 percent below grade; 
for non-members out of thirteen inspections 
made three were “on grade” and the remaining 
ten ranged from 10 to 92 percent below grades 
invoiced. 

The white pine booklet issued last May re- 
ceived wide distribution and the original edition 
had been augmented by 5,000 copies to fill 
daily requests. 

Despite the fact that E. J. Fisher, manager 
of the transportation department, has been re- 
leased to the National Lumber Manufacturers’ 
Association, statistical reports on carloadings 
and the freight rate book will be continued. 
In 1927 the members loaded 18,144 cars com- 
pared with 20,164 in 1926. The directors have 
authorized intervention by the association in 
the milling-in-transit case instituted by the fir 
door manufacturers of the West Coast, who 
complained against the milling-in-transit ar- 
rangements granted sash and door factories 
along the Mississippi River on lumber originat- 
ing in the Inland Empire and the West Coast. 

Secretary Ellinger’s report concluded with 
passing reference to the new Minnesota for- 
estry law, whose successful working out re- 
mains to be seen; reference to the amended 
building code in Minneapolis, permitting the 
use of wood interior finish in flooring in tall 
buildings; and urged the members to watch 
closely the developments in the proposed re- 
duction of the corporation income tax and 
give all assistance possible when the advisory 
tax committee so requests. 





AN ENCOURAGING fact in connection with the 
present type of building construction is the 
growing consideration given to the beauty of 
the structure. 
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Maple Flooring Industry’s Outlook Good 


Manufacturers Urge Need of Better Merchandising—Color Stains Declared to Mark 
Epoch—Change in Grade Names in Line 


“Poor but hopeful” might express the feel- 
ings of the members of the Maple Flooring 
Manufacturers’ Association in attendance at 
that organization’s annual meeting at the Con- 
gress Motel in Chicago on Jan. 25. 

The meeting was well attended and without 
exception the members expressed themselves as 
feeling that it was one of the best the associa- 
tion has held during its long career. Those 
interviewed were free to confess that the busi- 
ness for 1927 afforded no profit, but the opinion 
was unanimous among them that 1928 looks 
much better. 

All of Tuesday was taken up by the adver- 
tising committee in going over the work done 
last year and formulating plans for the first 
half of 1928. Chairman Charles Dregge, presi- 
dent Nichols & Cox Lumber Co., Grand Rapids, 
Mich., is known as a hard and tireless worker 
and his efforts are fully appreciated by the 
members. He takes a keen interest in every 
detail of the work and gives great praise to the 
other members, who are M. E. Thomas, Cobbs 
& Mitchell (Inc.), Cadillac, Mich.; E. A. Ward, 
Ward Bros., Big Rapids, Mich.; W. N. Wrape, 
Kneeland-Bigelow Co., Bay City, Mich., and 
T. M. Ralston, Indiana Flooring Co., New 
York. 

President A. C. Wells, who is president of 
the J. W. Wells Lumber Co., of Menominee, 
Mich., called the meeting to order and spoke 
in part as. follows: 

When the proper perspective may be had of 
1927 I believe that history will give it the 
credit of being one of the most important in 
the many years of honorable and active career 
of this association, mainly due to the fact 
that in that year what we call the new maple 
stains were discovered and this important 
fact was begun to be emphasized. 

I suppose we who have been in such close 
contact with the development are inclined to 
take it in a “too matter of fact” way and I 
sometimes wonder if we realize how vital it is 
to our industry. 

The year 1927 has been a big one in most 
lines of industry and while the profits realized 
generally in the last quarter were somewhat 
disappointing, on the whole it was a very suc- 
cessful year, industrially speaking. 

The building trade, in which we are most 
interested, had another big year, exceeded in 
volume of business done only by the previous 
year, and yet our own industry, lumber in 
general and flooring in particular, had what 
an optimist might describe as an unsatisfac- 
tory year, and one of the chief reasons has 
been lack of codperation and confidence one 
in the other, for I am firmly of the opinion 
that just as much maple flooring would have 
been sold at the prices that obtained a year 
ago as we will sell at the prices quoted and 
received today. 

The coming, or current, year, looks very 
promising from an industrial standpoint. The 
farmers are receiving a good reward for the 
harvest of the last year, the Ford Motor Co. 
is back in the game and, taking a general 
look at the situation, it appears that never 
before were American corporations in as 
strong position financially, being fortified by 
the largest amount of working capital they 
ever held; by quicker turnover of inventories 
and by a higher ratio of quick assets to lia- 
bilities than was ever known. Surely with 
such an outlook we have good reason to be- 
lieve that we will, or ought to, get a fair 
price for maple flooring. 

New Activities in 1927 

Our association during the year was ex- 
ceedingly busy with its new departures and 
ventures in its activities. We have had two 


men in the field actively at work in trade 
promotion and will be particularly interested 
in the reports they will make today. 

You will recall also that 1927 marked the 
close of our association with Mr. Keehn, who 
had been with us many years, and a departure 





in the employment of merchandising counsel 
to help us in the proper marketing of our 
flooring, on March 1 Mr. Putman having been 
engaged to fill this office. He has rendered 
valuable services in many ways and may still 
be able to aid us in realizing a fair price for 
an excellent product. 

Of our advertising committee I am very 
proud and I know that every member of the 
association feels that we have a real commit- 
tee, chairman and members. They have ex- 
pended for us during the last six months 
about $50,000, and are still going strong, and 
I am sure that the report of the chairman will 
be interesting. 

This committee is the one we must pin our 
hopes to in an effort to get more money for 
our flooring. We have cut our costs to the 
bone. We have an article of merit and as it 
is produced at the right price all we have 
to do to sell it is proclaim it from the house 
tops and use common sense in the mattter 
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of prices—a simple-prescription but one seem- 
ingly followed with difficulty. 

The association has the same number of 
members at the beginning of this year that 
it had a year ago, 22. We have paid, or been 
assessed, about $100,000, practically all of 
which has been paid out. This seems like quite 
a sum of money but when the fact is borne 
in mind that about two-thirds of it is for 
advertising and that our substitute competi- 
tors are some of them spending individually 
many times what we as an association spend, 
it seems little. 

Shipments last year were about 111,000,000 
feet as compared to 114,000,000 feet the year 
before. 

New Grade Names 


Our new secretary, Mr. Singler, has done 
very well during a trying year, when the 
offices were moved, new help was broken in 
and a great departure was had from former 
years. He has well shown his tutorship under 
the able guidance of our former secretary. 

Our committee on grades recommended a 
radical change in the nomenclature of the 
grades and this was adopted in December. 
This I consider one of the most beneficial 
changes that we made during the entire year 
and as we were the first to do so and many 
others are following our lead it has given us 
some good publicity. 


I have touched briefly on some of the out- 
standing labors of the association for the last 
year. I have now been honored for two years 
as your president and I bespeak for my suc- 
cessor close codperation in the year to come. 
I wish to thank the officers who have been 
associated with me during the last year and 


of Progress 


especially the advertising committee and hope 
for a continuance of their services. 

The year 1928 can be productive of a fair 
remuneration for our work if we all use a 
little of what one of our members once said 
was the scarcest thing in the world—common 
sense, 


The optimistic attitude of the president 
seemed to be felt by all the members and was 
much in evidence during the discussion of plans 
for 1928. The association is collecting $1 a 
thousand feet on all shipments made by mem- 
bers, and a continuance on that basis was voted 
unanimously and enthusiastically. The vote 
was taken immediately at the close of the report 
made by the advertising committee. Reports 
were made by Secretary E. C. Singler, Treas- 
urer M. E. Thomas, Merchandising Counsel 
L. R. Putman and W. L. Saunders, of the 
Cummer-Diggins Co., Cadillac, chairman of the 
grades committee. 


New Stains Meeting Favorable Reception 


The newly developed stains brought out last 
year came in for much discussion. A letter 
was read from George A. LaVallee, of the 
Marietta Paint & Color Co., Marietta, Ohio, 
whose concern worked out the new finishes for 
hard maple flooring. Mr. LaVallee reported 
on the success he is having in putting the stains 
into the stocks of retail lumber and paint 
dealers throughout the country. A heavy ad- 
vertising campaign is being carried on by the 
Marietta Paint & Color Co., which he reports 
is beginning to show wonderful results. The 
Marietta company is also codperating with the 
field representatives of the Maple Flooring 
Manufacturers’ Association in its exhibits at 
the retail lumber conventions and other exposi- 
tions. 

M. E. Thomas, referred to by President 
Wells as the “dean of maple flooring sales 
managers,” was called wpon to give his annual 
resumé of conditions in the business. Mr. 
Thomas seemed to speak the minds of his 
hearers and was given a hearty round of ap- 
plause. He said in part: 

Each one of you knows what happened to 
the market during the year just ended, and 
by this time you probably know the color 
of your net results for that year. Each of 
you probably has his own theory as to the 
causes of the unsatisfactory outcome. An 
exchange of constructive ideas on this subject 
should be a helpful and valuable feature of 
association work and I think a recognition of 
the soundness of this statement had something 
= do with our securing merchandising coun- 
sel. 

Reasons for Small Returns 


It is natural for us to wonder why some 
industries were very prosperous last year and 
earned large profits serving the same con- 
suming market that we do. Based on the rec- 
ords of former years the relative volume of 
demand for automobiles and for northern 
hardwood flooring does not account for the 
radical difference in profits. There must be 
a reason—in fact several reasons. I will 
suggest a few that have impressed me. 

1. The automotive industry is dominated by 
large units which has made possible a record 
reduction in production costs. The flooring 
industry is composed of small units which do 
not have a volume of output sufficient to war- 
rant the extensive installation of mechanical 
appliances corresponding to the automotive 
industry. As now organized, the flooring 
manufacturers can not materially reduce the 
cost of production. 

2. The automotive manufacturers are not 
burdened by large stocks of finished products. 
They maintain a well balanced relation be- 
tween production and demand. 

The production of flooring is not governed 
by demand and this feature is the leading 
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cause of our loss of profits. On Dec, 31, 
the quantity of MFMA flooring in manufac- 
turers’ warehouses was between one-fourth 
and one-third of the entire year’s production. 
This is a serious burden to carry. It en- 
courages the practice of making distress prices 
to force the movement of overstocks. It adds 
substantially to costs by increasing taxes, in- 
surance and interest. It leads to serious in- 
yentory losses every time there is a decline 
in prices even though replacement costs have 
also declined. During the last two years the 
inventory losses of the manufacturers have 
been enormous, 

8. The larger units of the automotive manu- 
facturers have better methods for merchan- 
dising their products. Larger and abler sales 
forces are possible and more intensive and 
continuous sales effort in the field is secured. 
The flooring manufacturers are notoriously in- 
efficient as merchandisers and I would call 
this the “runner up” cause of our loss of 
profits. 

I sincerely hope that our merchandising 
counsel may be the Moses to lead us out 


of captivity. But, gentlemen, I am convinced 
that if 1928 is better than 1927 we, as in- 
dividual manufacturers, must make it so. The 
remedy is ourselves. If we are drifting down 
in the current to disaster, assuming that in- 
dividual effort is hopeless, and are depending 
upon the association or a Moses to rescue us, 
the outlook affords no opportunity for opti- 
mism., On the other hand, if we individually 
resist this dangerous current, emulate the 
methods of the successful industries all we 
can, use the possible benefits of the associa- 
tion, its field men and merchandising coun- 
sel, there will be less opportunity for pessi- 
mism, 

What I see in the market for 1928 depends 
upon how we perform as individual units. 
The more efficient and considerate each mem- 
ber becomes, the better association we will 
have. And the better the association becomes 
the more it will help the membership. Even 
the law of the jungle expresses the necessity 
of friendly codperation, if we ignore the pred- 
atory implication and give it a constructive 
interpretation: 


“As the creeper that girdles the tree trunk, 
the law runneth forward and back— 

For the strength of the pack is the wolf, 
and the strength of the wolf is the pack.” 


Officers Elected 


The annual election of officers and trustees, 
and the appointment of committees closed the 
session with the following results: 


President—A. C.. Wells, Menominee, Mich. 
Bs president—W. L. Saunders, Cadillac, 
Treasurer—M. E. Thomas, Cadillac, Mich. 

Secretary—E. C. Singler, Chicago. 

Trustees—A. C. Wells, chairman; W. L. De- 
Witt, Charles Dregge, T. M. Ralston, W. L. 
Saunders, J. D. Staples and M E. Thomas. 

Advertising committee—C. A. Dregge, chair- 
man; T. M. Ralston, M. E. Thomas, E. » 
Ward and W. N. Wrape 

Committee on cost surveys—W. L. DeWitt, 
chairman; A. H. Abendroth, J. L. Colby, E. J. 
Gillouly, Frank F. Flanner, M. R. Laird and 
H. H. Shepeck. 

Grades committee—W. L. Saunders, chair- 
man; A. C. Bradshaw, W. L. Dewitt, Pierson 
Kneeland and H. I. Latimer. 


Varied Activities of Many Clubs 


Nylta Club Elects Directors 


New York, Jan. 24.—At the annual meeting 
of the Nylta Club held last Friday night at 
the Grand Central terminal, the following di- 
rectors were elected: A. H. Roth, of C. E. 
Kennedy (Inc.); Louis Pflug, Louis Bossert 
& Sons; Joseph G. Walsh, Cross, Austin & 
Ireland Co.; Harrison W. Ott, Lumber Mutual 
Casualty Co.; Frank D. Homan, Dykes Lum- 
ber Co., and Irving Bensing, Joseph H. Ben- 
sing & Co. 

There was an attendance of 110 and 94 
ballots were cast. It was the first meeting of 
the new year and it was announced that at a 
meeting soon to be held officers for the year 
will be chosen. Prof. Garrett, of Yale, spoke 
on the advantages of paint in the preservation 
of lumber. 

The club’s program for February follows: 
Feb. 3, Theodore J. Kelly, “Lumber Legal 
Opinions”; Feb, 10, Floyd W. Schmoe, a natu- 
ralist of Rainier national park, this meeting to 
be held at the National Republican Club; Feb. 
17, Prof. Samuel J. Record, of Yale, first 
course; Feb. 24, Prof. A. B. Recknagel, “Sus- 
tained Yield as a Cure for Overproduction of 
Lumber.” 


Toledo Club in Annual 


ToLtepo, Oun1o, Jan. 23—The annual meet- 
ing of the Toledo Lumbermen’s Club was held 
Friday evening, Jan. 20 at the Chamber of 
Commerce. After a complimentary dinner 
given the membership by the club retiring 
President C. C. F. Sieving, of the Western 
Manufacturing Co., received reports from the 
various committees covering last year’s activi- 
ties. Election of officers for the ensuing year 
was held with the following results: 

President—J. Gardner Leach, B. A. Leach 
Lumber Co, 

First vice president—Joseph Rittner, Joseph 
Rittner Lumber Co. 

Second vice president— John Dickinson, 
Southside Lumber & Supply Co. 

Secretary—Fred E. Osgood, Fred E. Osgood 
Lumber Co, 

' Treasurer—Clarence 
Aderman Co. 

Directors—Albert Gallant, Gallant Lumber 
& Coal Co., and G. Donald Smith, Allen A. 
Smith Co. 


Aderman, Schroeder- 


Retail Credit Bureau Organized 


MiLwaukeEE, Wis., Jan. 24—Ben F. 
Springer, of the John Schroeder Lumber Co., 
was elected president of the Retail Lumber- 
men’s Credit Bureau (Inc.), of Milwaukee 
at the organization meeting here on Jan. 20. 
The organization is now completed and the 
bureau will start to function immediately. 

Other officers of the bureau are: R. H. 
Wallrath, Hilty Lumber Co., first vice presi- 








dent; Edward Furru, Sands Lumber Co., 
second vice president; Elmer Budzien, Wis- 
consin Lumber & Supply Co., secretary; A. 
W. Holt, Pine Lumber Co., treasurer; James 
T. Drought, assistant secretary. Directors 
for one year are Mr. Springer, Mr. Wall- 
rath, Mr. Furru, Mr. Budzien, Mr. Holt, 
George C. Coerper, of Coerper Bros. Lumber 
Co., and Louis Schoenwetter, Schoenwetter 
Lumber Co. Mr. Drought and Ralph J. 
Drought have been retained as legal counsel 
for the bureau, which will maintain offices in 
the Railway Exchange Building, Milwaukee. 

Work on the organization of the credit 
bureau has been going on since last spring. 
The club realized that something was needed 
to save lumber and building supply yards 
from heavy losses due to the extension of 
credit to many contractors who were not 
financially secured. The situation has been 
serious in Milwaukee, as in every other city, 





“Saginaw, Mich—Discontinue our ad 
when same runs out. We will be put- 
ting ads in your paper as we need them 
as we are perfectly satisfied with the 
results.” Another satisfied Want Ad 
advertiser. Name on request. 





for a contractor could secure credit from one 
dealer and when he had gone the limit there, 
he could go to other dealers and secure a 
liberal extension of credit. There was no 
method by which the dealers could check up 
on the credit ratings of those contractors 
not listed in the regular credit agencies. 

The retailers believed, in organizing the 
credit bureau, that they could not only help 
themselves, but they could also aid contractors 
who are honest but who might possibly become 
financially involved. When the circumstances 
are investigated under the plan of the credit 
bureau, the members feel that they can nurse 
an honest contractor along and get him back 
on his feet again, financially, and save them- 
selves from a financial loss also. 


Denver Wholesalers Organized 


Denver, CoLo., Jan. 23.—The Denver Whole- 
sale Lumbermen’s Exchange, which was organ- 
ized several months ago, is playing its part in 
the industry in this section of the country. 
The organization has for its motto “Codpera- 
tion.” 

The constitution as drawn up states that the 
organization shal] promote the use of forest 
products, encourage the wholesale lumber busi- 
ness in Denver and tributary territory, and 
combat fraud, imposition and acts inimical to 
the use of forest products, unethical trade prac- 
tices in buying and selling; encourage the col- 
lection and disseminating of statistical data; 


provide for adjustment of disputes; encourage 
recognition of the standard of trade ethics and 
to use all lawful means to bring about uni- 
formity of trade and codperative relations. 

The officers of the Denver Wholesale Lum- 
bermen’s Exchange are: 

President—Tracy Rewick, Gittings-Rewick 
Lumber Co. 

Vice president—J. E. Wallin, J, E, Wallin 
Lumber Co. 

Secretary—W. H. Lewis, operating under 
own name. 

Treasurer —Claude Richardson, 
Lumber & Investment Co. 

The exchange holds a meeting each month 
at which time things of interest to the in- 
dustry and to the members of the exchange 
and the firms with whom they deal are taken 
up. At present the exchange has twenty-two 
members. 


Sterling 


Important Appalachian Club Meet 


CincinnaTI, Onto, Jan. 24—F. R. Gadd, 
secretary of the Appalachian Hardwood Club, 
issued the official call for a meeting Feb. 7 
at the Hotel Sinton. The call says that the 
meeting will be one of the most important in 
the history of the club, the feature being the 
report of the special committee on the best 
methods of advertising Appalachian hardwoods. 
The club is also sponsoring a campaign to show 
the buyers of hardwoods that good hardwoods 
are still plentiful in the Appalachian region 
and that the prices are relatively cheap. The 
special committee to make the report on adver- 
tising consists of Murat H. Davidson, of the 
Davidson Lumber & Coal Co., chairman, M. W. 
Stark, of the American Column & Lumber Co., 
and J. W. Mayhew, of the W. M. Ritter Lum- 
ber Co., both of Columbus, associates. 





The next meeting of the Cincinnati Lumber- 
men’s Club is scheduled for Feb. 6 at the Hotel 
Metropole. The speaker is to be Oliver Darkby, 
secretary of the Edwards Manufacturing Co., 
and his subject is “Credit.” 


Discuss Market Conditions 


Jackson, Miss., Jan. 23.—Last Thursday 
the Jackson Lumbermen’s Club held a round- 
table discussion of the lumber market, the 
various problems confronting the lumbermen, 
and like subjects. A bit of merriment was 
added to these helpful discussions when one 
member remarked that a man who claimed to 
be a mill foreman called upon him and 
“touched” him for $6, trainfare to Garyville, 
La. Another member asked on what date 
this loan was made, and stated that he, too, 
had donated $6 to the same person. When a 
final. count was taken it was found that this 
same mill foreman had visited six of the local 
hardwood manufacturers and had been suc- 
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cessful in persuading each of them of his 
honesty to the tune of $6 each. Much merri- 
ment was had by the other members at the 
expense of the liberal donors. It is believed 
that the club is doing a good work among the 
local lumbermen, much interest on the part 
of the entire membership is being manifested, 
and all of the meetings are well attended. 


Tells Club About Hardwoods 


MINNEAPOLIS, MINN., Jan. 24.—Describing 
the various types of hardwood and the produc- 
tion areas for each, T. E. Youngblood, of the 
Northwestern Hardwood Co., of Minneapolis, 
addressed the St. Paul Lumber Study Club last 
week. The uses of the various kinds of hard- 
wood were detailed and at the close of the meet- 
ing he distributed 100 samples for the purpose 
of study. 


Hear About Southern Pine 


Battimore, Mpb., Jan. 24.—Special interest 
was imparted to the meeting and dinner of the 
Baltimore Lumber Sales Club, held last even- 
ing at the Southern Hotel, by an address de- 
livered by J. M. Carter, field representative of 
the Southern Pine Association, with head- 
quarters at New Orleans, who proceeded to tell 
the members and their friends something about 
the commodity they handle which they perhaps 
did not know before. Mr. Carter pointed out 
some of the popular fallacies as to southern 
pine and set forth facts which contradicted 
prevalent beliefs. 

Answering a question as to the relative 
strength of kiln and air-dried stocks, Mr. 
Carter said that there was no real difference. 
He stated that no less than 500,000 tests had 
been made in the Forest Products Laboratory 
at Madison, Wis., and every conceivable prob- 
lem tried out. The results of these tests were 
embodied in a bulletin known as No. 556, 
which had become the “Bible” of the labora- 
tory. From this has been compiled the South- 
ern Pine Salesmen’s Manual, which undertook 
to translate into understandable English the 
scientific data set forth in the bulletin, and 
which manual should be in the hands of every 
salesman. 

The address was preceded by an excellent 
dinner and some routine business, such as the 
reading of the minutes of the last session of 
the club and of the meeting of the executive 
committee last Saturday, at which John Taylor 
was elected a vice president in the place of 
S. Robb Eccles, who died Jan. 2, and when 
resolutions of regret over Mr. Eccles’ demise 
and of condolence with the widow were passed. 

Arthur B. Church, the president, occupied 
the chair and introduced Mr. Carter. 


Wholesalers Hosts to Retailers 


Cotumsus, Onto, Jan. 23.—One of the larg- 
est gatherings of lumbermen, outside of State 
conventions, ever held in Columbus was that 
of the annual dinner or “pro-log” given by 
the Wholesale Lumbermen’s Club of Colum- 
bus for retailers in Columbus and central 
Ohio, held at the Neil House, Jan. 20. It was 
the second annual dinner given by the whole- 
salers of Columbus who organized the asso- 
ciation about eighteen months ago. 

The program was in the nature of a grid- 
iron affair with fun and good natured repartee 
taking the place of the serious side of the 
business. About 150 retailers attended and 
practically every company in Franklin County 
was represented by one or more of its officers 
and employees. 

E. C. Callanan, recently elected president of 
the wholesalers’ organization, welcomed the 
retailers in a few well chosen words and 
turned the meeting over to W. L. Whitacre, 
veteran toastmaster. Guests of honor were 
Howard Potter, president, and Findley M. 


Torrence, secretary-treasurer, of the Ohio 
Association of Retail Lumber Dealers. Mr. 
Torrence made a few remarks but since 


speechmaking was taboo, President Potter was 
not called upon. 


Using Wilson Cellar, head of a number of 
retail yards in central Ohio as a foil, an en- 
tertainer told jokes, sang songs and got off 
a monologue which kept the crowd in an 
uproar. Toastmaster Whitacre presented vari- 
ous retailers with gifts which were believed 
to be appropriate. F. Everson Powell, a well 
known polo player was presented with two 
toy “polo” balls; Howard Potter was given a 
hobby horse labeled “cost accounting;” J. E. 
McNally was given a corkscrew; T. A. Jones, 
general manager of the Doddington Co., was 
given several toy trucks to increase the de- 
livery department; George F. Bareis, Canal 
Winchester, was given a truck load of lumber 
in miniature; Joseph Lupton, sergeant-at- 
arms of the club, was given a toy pistol to 
keep order. All occasioned a great deal of fun. 
A burlesque sextet made up of Gomer Rich- 
ards, Eban Jones, Ralph Adams, Burley S. 
Headley, Phil. Rond and David Shade was 
given musical instruments but the result was 
pronounced “rotten” and they were chased. 

Miss Martha Prentice daughter of E. A. 
Prentice, a retailer, rendered a number of 
selections on the harp and Mrs. Irvin Spen- 
cer, wife of a lumberman, sang several solos. 
A rising vote of confidence was given the 
various old time retailers present. They in- 
eluded M. J. Bergin, J. E. McNally, A. B. 
Cone, Burley S. Headley, Frank H. Lumbert, 
sr. and Arch H. Davis. 


Exhibits for First Builders’ Show 


MontTreaL, Que., Jan. 23.—Everybody inter. 
ested in the building trades will make an effort 
to visit Montreal during the period from 
March 6 to 10 in order to take in the Buildery 
Show which is the first of its kind being held 
in this city. Organized by the wholesale and 
retail lumbermen’s associations, and the supply 
section of the Builders’ Exchange the exhibits 
will fill the three largest rooms in the Windsor 
Hotel—the Rose Room, Windsor Hall, and the 
Concourse. 


Every section of the building industry from 
the cellar to the roof will be represented, jn- 
cluding fixtures and all modern conveniences 
and materials for decoration. The standard 
quality of every exhibit will be guaranteed by 
the business reputations of the firms behind 
them. There will be. model rooms as well as 
demonstrations of intense interest to all con- 
nected with the building trades and its many 
allied interests. 

Inasmuch as the annual convention of the 
Province of Quebec Retail Lumber Dealers’ 
Association will be held at the Windsor Hotel 
from March 8 to 10, inclusive, the two events 
will give all interested in home construction 
or larger contracts a unique opportunity of 
seeing the latest plans and materials produced 
by the trade. 


Roofers’ Club May Compile Data 


Macon, Ga., Jan. 24—Members of the 

Roofer Manufacturers’ Club at their January 
meeting here today took under advisement a 
proposal made by Secretary Leon Clancy to 
issue a weekly report on sales for the in- 
formation of members or anyone else inter- 
ested in the roofer trade. 
_ Mr. Clancy stated that other lumber organ- 
izations issued a record of sales and he sug- 
gested that the Roofer Manufacturers’ Club 
issue a much simpler form from information 
collected from the members, showing the actual 
sales that had been made during the week, 
the class of stock shipped, that is, dimensions 
er straight roofers, and the price obtained, or 
the average price. 

He said that it was his understanding that 
if such a report were to be collected it would 
be neceSsary to publish it, under the law, and 
he added that publication was the very thing 
desired. 

Several members of the club discussed the 
matter from its different angles, but before 
any decision was taken in the matter, for fear 
that the club’s movements might be misunder- 
stood, it was voted to have the secretary ob- 
tain information from the North Carolina Pine 
Association and from other trade organizations, 
as well as the Government, to ascertain the 
legality of the matter. 

Those who discussed the subject believed 
that if the members would make weekly re- 
ports on the shipments made, that alone would 
be interesting information to the club mem- 
bers, when the items were consolidated into 
a report. Secretary Clancy said that he was 
in a position to make such a compilation if the 
matter is finally approved. The club will take 
the question up at the next meeting and de- 
termine its policy, it was stated. 

Hugh Thurston, president, mayor of 
Thomaston, and member of the firm King & 
Thurston, was in the chair. The first matter 
of business after the minutes of the previous 
meeting had been approved was the considera- 
tion of a proposal made at the last Macon 
meeting, last summer, to have future meetings 
in Columbus, Ga. Secretary Clancy reported 
on the vote and President Thurston held that 
the proposal to move had been lost and the 
meetings will continue to alternate. 

Dr. E. C. Sanders, of Arlington, Ga., and 
the Morris "umber Co., of Morris Station, 
Ga., were almitted as new members of the 
club. 


W. R. Lowe, assistant secretary of the North 
Carolina Pine Association, of Norfolk, Va, 
and C. J. Sykes, assistant southern manager of 
the North Carolina Pine Association, of this 
city, who were guests of the club, made short 
talks. 

Mr. Lowe referred to the efforts of the club 
to obtain information on what was going on in 
the industry, stating that “every regional asso- 
ciation is trying to collect statistical data.” He 
said that it was within the legal rights of the 
club to obtain such information. “Such a 
compilation is not a price list, but it gives in- 


formation upon which we can defend lumber,” ° 


he said. 

Mr. Sykes said that the Macon office was 
always open for service to the members of the 
Roofer Manufacturers’ Club. 

Walter B. Eaton, of the wholesale firm of 
Hamlin, Jones & Eaton, New York, who was 
a guest, told of conditions in the Metropolitan 
area as he found them—the competition from 
the Pacific coast mills, of weather conditions, 
of lumber shrinkage and other things that in- 
terested his hearers. 

Members of the club then discussed their ad- 
vertising program and arranged to carry it for- 
ward. A round-table discussion followed im 
which members gave their experience during 
the period since the last meeting. During this 
discussion it developed that there is a better 
feeling among manufacturers and the trade i 
general. One member who expressed the opin- 
ion that conditions are better volunteered the 
information that he is getting $19 a thousand 
feet for roofers. The announcement aston- 
ished the other members, for this is about 50 
cents higher than the market has been. ‘ 

The members voted to hold the next meeting 
at the Ralston Hotel, in Columbus, Ga., on 
March 13. At that time, it was stated, there 
will be numerous matters of importance to come 
before the club. 

Following the meeting the usual dinner was 
served at the Hotel Dempsey, wholesalers an 
others being guests of the club. 





Tue trend in Chicago toward commercial, 
industrial and manufacturing buildings ev!- 
denced in 1927 should continue through 1928, 
says Christian P. Paschen, Chicago building 
commissioner. Millions of dollars in projects 


of this character are now on architects’ boards, 
he declares. 
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Associations Plans and Activities 


Jan. 30—Pittsburgh Association of Lumber Sales- 
men, Pittsburgh, Pa. Annual. 

Jan. 31-Feb. 1—Executive Committee National 
Lumber Manufacturers’ Association, Washing- 
ton, D. C. 

Jan. 31-Feb, 1—Northern White Cedar Association, 
Minneapolis, Minn. Annual. 

Jan. 31-Feb. 1-2—Retail Lumber Dealers’ Associa- 
tion of Pennsylvania, William Penn Hotel, 
Pittsburgh, Pa. Annyal. 

Feb, 1-2—Southeastern Iowa Retail Lumbermen’s 
Association, Burlington, Iowa. Annual. 

Feb. 1-3—-Michigan Retail Lumber Dealers’ Asso- 
ciation. Pantlind Hotel, Grand Rapids, Mich. 
Annual. 

Feb. 1-3—Michigan Association of the Traveling 
Lumber & Sash & Door Salesmen, Pantlind Ho- 
tel, Grand Rapids, Mich. Annual, 

Feb. 2-3—Kentucky Retail Lumber Dealers’ Asso- 
ciation, Phoenix Hotel, Lexington, Ky. Annual. 

Feb. 7—Appalachian Hardwood Club, Hotel Sinton, 
Cincinnati, Ohio. Special meeting. 

Feb. 7-8—-Western Pine Manufacturers’ Association, 
Davenport Hotel, Spokane, Wash. Annual. 
Feb. 7-9—Canadian Lumbermen’s Association, Cha- 

teau Frontenac, Quebec, Que. Annual. 

Feb. 7-9—Southwestern Iowa Retail Lumbermen’s 
Association, Chieftain Hotel, Council 
Iowa. Annual, 

Feb. 8—Southwestern Hardwood Manufacturers’ 
Club, Roosevelt Hotel, New Orleans, La. 
Annual. 

Feb. 8-10—Illinois Lumber & Material Dealers’ As- 
sociation, Edgewater Beach Hotel, Chicago. 
Annual, 

Feb. 9-10—Florida Lumber & Millwork Association, 
Jacksonville, Fla. Quarterly meeting. 


Bluffs, ° 


Feb. 9-10—National Association of Commission 
Lumber Salesmen, Congress Hotel, Chicago. 
Annual, 

Feb. 14—Eastern Iowa Retail Lumbermen’s Asso- 
a ty Lafayette Hotel, Clinton, Iowa. An- 
nual. 

Feb. 14-15—Southern Forestry Congress. Louis- 
ville, Ky. Annual. 


14-16—Tennessee Retail Lumber & Millwork 
Dealers’ Association, Hotel Patten, Chatta- 
nooga, Tenn. Annual. 


15-17—Nebraska Lumber Merchants Associa- 
tion, Hotel Rome, Omaha, Neb. Annual. 


Feb. 16-17—New Jersey Lumbermen’s Association, 
Hotel Traymore, Atlantic City, N. J. Annual. 


Feb. 17—Eastern Millwork Bureau, Hotel Pennsyl- 
vania, New York City. Annual. 


Feb. 17—West Coast Lumbermen’s Association, 
Seattle, Wash. Annual, 


Feb. 17-18—American Forestry Association and Mis- 
souri Forestry Association, Statler Hotel, St. 
Louis, Mo. Joint annual. 


20—Northern Wholesale Hardwood Lumber 
Association, Milwaukee Athletic Club, Milwau- 
kee, Wis. Annual. 


Feb. 20-22—-Western Forestry & Conservation As- 
sociation, Tacoma, Wash. Annual, 


21—Northern Hemlock & Hardwood Manu- 
facturers’ Association, Pfister Hotel, Milwau- 
kee, Wis. Annual. 


21-23—Wisconsin Retail Lumbermen’s 
ciation. Milwaukee Auditorium, 
Annual, 


Feb. 22—Northern Indiana & Southerm Michigan 
Retail Lumber Dealers’ Association, Oliver Ho- 
tel, South Bend, Ind. Annual. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb, Asso- 


Milwaukee, 


-Feb. 


Feb. 23-25—Western Retail Lumbermen’s Associa- 
tion (U, 8.), Hotel Utah, Salt Lake City, Utah. 
Annual. 

29-March 1—North Dakota Retail Lumber- 
men’s Association, Fargo, N, D. nual. 

March 1—Lumbermen’s Exchange of the City of 
Philadelphia, Bellevue-Stratford Hotel, Phila- 
delphia, Pa. Annual banquet. 

March 7-8—South Dakota Retail Lumber Deal- 
ers’ Association, Sioux Falis, 8. D. Annual, 
March 8-10—Province of Quebec Retail Lumber 
Dealers’ Association, Windsor Hotel, Montreal, 

Que, Annual. 

March 13—Roofer Manufacturers’ 
Hotel, Columbus, Ga. : 

March 14-15—Central & Northeastern Iowa Lum- 
bermen’s Association and Northwest lowa Lum- 
bermen’s Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Joint annual meeting. 

March 16-18—Lumbermen’s Club of Arizona, Phoe- 
nix, Ariz. Annual. 

March 21-22—Southeast Missouri Retail Lumber 
Dealers’ Association, Idan-Ha Hotel, Cape 
Girardeau, Mo. Annual. 

March 26—Louisiana Retail Lumber Dealers’ As- 
sociation, New Orleans, La. Annual. 

March 26-28—Southern Pine Association, Roosevelt 
Hotel, New Orleans, La. Annual. 

April 11-12—National-American Wholesale Lumber 
Association, Atlantic City, N. J. Annual. 
April 19-20—Hardwoed Manufacturers’ Institute, 

Congress Hotel, Chicago. Annual, 

April 19-20—Millwork Cost Bureau, Congress Ho- 
tel, Chicago. Annual. 

April 24-26—National Association of Railroad Tie 
a Arlington Hotel, Hot Springs, Ark. 

nnua 


Club, Ralston 





Wholesalers’ Convention Committee 


New York, Jan. 23.—President C. A. Good- 
man, of the WNational-American Wholesale 
Lumber Association, has appointed the follow- 
ing committee to handle the convention pro- 
gram in connection with the annual meeting to 
be held April 11 and 12 at the Ambassador 
Hotel, Atlantic City, N. J.: C. A. Goodman, 
chairman, Marinette, Wis.; F. S. Underhill, 
Philadelphia, Pa.; C. M. Stevens, New York 
City; W. H. Schuette, Pittsburgh, Pa.; Horace 
F. Taylor, Buffalo, N .Y.; H. W. McDonough, 
Boston, Mass., and T. W. Tebb, Aberdeen, 
Wash. 

Secretary Schupner reports that considerable 
interest is manifested in the forthcoming con- 
— and that it will be unusually well at- 
tended. 


Program for Canadian Lumbermen 


Otrawa, Ont., Jan. 24.—The program for 
the twentieth annual meeting of the Canadian 
Lumbermen’s Association, to be held Feb. 7, 
8 and 9 at the Chateau Frontenac in Quebec, 
has just been released by Secretary R. L. 
Sargent of this city, and indicates that it will 
be well worth the time of the delegates to at- 
tend because of the number of important 
problems that are to- be discussed. 

On Tuesday there will be group meetings of 
three representative manufacturers, namely 
white pine, hardwood and spruce. On Tues- 
day evening the directors will meet and dine. 

The first business session of the conven- 
tion will begin on Wednesday morning with 
the reports of the officers and a talk on com- 
bustibility of roofing materials by William 
McNeill, managing director timber industries 
council of British Columbia. Following that 
will be the report of the transportation de- 
partment and two well known speakers will 
discuss problems of interest. The Wednes- 
day afternoon session will be devoted to dis- 
cussions on good merchandising and trade 
ethics, and representatives of the Montreal 
Wholesale Lumber Dealers’ Association, the 
Province of Quebec Retail Lumber Dealers’ 
Association, the Montreal Retail Lumber Deal- 


ers’ Association, the Ontario Retail Lumber. 


Dealers’ Association and the Wholesale Lum- 
ber Dealers’ Association will speak on these 
subjects. 

At the Thursday morning session the chair- 
men of the group meetings will report, fol- 
lowed by a discussion on trade extension 
suggestions. On Thursday afternoon W. F. 


Finlayson and Honore Mercier, respectively 
ministers of lands and forests in the Ontario 
and Quebec provinces, will make addresses. 
This will be followed by the reports of the 
resolutions committee and the election of di- 
rectors. 

Entertainment features will consist of a 
dance and supper on the evening of Feb. 8 and 
the annual banquet on Thursday evening, to 
which the ladies are invited. 


Plans for Kentucky Convention 

LouIsviLLE, Ky., Jan. 24.—The program has 
been completed for the twenty-second annual 
meeting of the Kentucky Retail Lumber Deal- 
ers’ Association, to be held at the Phoenix Ho- 
tel, Lexifgton, Ky., on Feb. 2 and 3, and 
better than usual attendance is expected, due 
to the fact that there are no other meetings 
to distract attention. 

The program calls for a morning session on 
Feb. 2, which will be presided over by Presi- 
dent ‘P. H. Nunnelly, of Georgetown, Ky., W. 
E. Jackson, State forester, will discuss tree 
planting, or reforestation. The rest of the 
session will be given over to reports, appoint- 
ment of committees etc. 

The Thursday afternoon session calls for 
“A Few Minutes of Fun,” by Frank Dun, of 
the Lexington Automobile Club, who will be 
followed by W. F. Shaw, National Lumber 
Manufacturers’ Association, who will discuss 
“Trade Extension Work.” Advertising and 
publicity, reroofing and trade getting stunts 
will be other subjects up for open discussion. 

The Friday morning session calls for a talk 
on “Insurance Problems,” by A. L. Fiedler; 
Lumber Mutual Insurance Co.; and “Lumber 
Models for 1928,” by J. F. Carter, Southern 
Pine Association. Costs, credits, collections, 
yard plans and layouts, window displays and 
other practical every-day subjects of interest 
are scheduled for discussion at this session, 
and it is also expected to have present to 
participate in the discussions a representative 
of the Red Cedar Shingle Bureau and one 
from the hardwood flooring producers. 

The program calls for an afternoon session 
on Feb. 3, but this will probably be completed 
at the morning session, following the usual 
procedure of the organization. The Friday 
afternoon session, however, has scheduled 
awarding of prizes, reports on committees, 
election and installation of officers, and meet- 
ing of the board of directors after adjourn- 
ment. 


Western Retailers’ Business Program 


SPoKANE, WasH., Jan. 21.—The two-and- 
one-half day business program prepared for 
the twenty-fifth annual convention of the 
Western Retail Lumbermen’s Association, to 
be held in Salt Lake City on Feb. 28, 24 and 
25, is replete with a great number of perti- 
nent and worth-while topics by speakers and 
lumbermen who are well versed in the par- 
ticular subject about which they are to speak. 
Hotel Utah will be convention headquarters. 
The topics and speakers who will discuss them 
follow: 

Response to address of welcome—A. P. 
Stephenson, Stephenson Lumber Co., Butte, 
Mont. 

President’s address—R. M. Graham, Monarch 
Lumber Co., Great Falls, Mont. 

Secretary-treasurer’s report—Roy S. Brown, 
Spokane, Wash. 

“What I Think of the Retailer’—Herbert 
A. Templeton, Portland, Ore. 

“What Sidelines Can Be Handled With 
Profit’—A. E. Money, Jex Lumber Co., Span- 
ish Fork, Utah. 

“What Assistance Can I Be to My Husband 
in the Successful Conduct of a Retail Build- 
ing Material Store’—Mrs. C. J. Baldwin, 
Baldwin Lumber & Hardware Co., Bridger, 
Mont. 

“The Building Material Store of the Fu- 
ture’—M. O. Ashton, Sugarhouse Lumber & 
Hardware Co., Salt Lake City, Utah. 

“Building a Retail Coal Business’—wW. I. 
Poulter, retail manager, Peerless Coal Co., 
Salt Lake City, Utah. 

“The Coal Business From the Operators’ 
Point of View’—J. M, Orr, genera] manager, 
Utah Coal Producers’ Association, Salt Lake 
City, Utah. 

“Personal Solicitation of Business’”—W. W. 
Anderson, Anderson & Sons Co., Ogden, Utah. 

“How We Can Sell More Lumber’—Don 
Critchfield, West Coast Lumber Bureau, Lin- 
coln, Neb. 

“The Value of Retail Lumber Trade Associa- 
tions’—George C. Chase, Chase Lumber & 
Coal Co., Payson, Utah. 

“The Trade Extension Program of the Na- 
tional Lumber Manufacturers’ Association’— 
A. C. Horner, manager western division, San 
Francisco, Calif. 

“Reciprocal or Inter-Insurance for Lumber- 
men and the Epperson Underwriters’—J. J. 
Lynn, president, U, S. Epperson Underwriting 
Co., Kansas City, Mo. 

“Reroofing Over the Old Roof’—R. W. Todd, 
secretary, Salt Lake Lumbermen’s Club, Salt 
Lake City, Utah, 

“Credits and Collections’—(Speaker to be 
announced later.) 

“Building an Organized Friendship’—Par- 
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gon F.. A, 
Hoo-Hoo. 

“What the Concatenated Order of Hoo-Hoo 
Means to the Retail Lumber Merchant”’— 
Snark of the Universe J. M. Brown, Spokane, 
Wash. 

Question box and general discussion at last 
session. 

A varied and interesting program of en- 
tertainment will be provided by the Utah 
lumbermen for their guests. A big get-to- 
gether dance is scheduled for the first even- 
ing of the convention, a Hoo-Hoo banquet and 
concatenation for the second evening, with 
such noted personages as Snark of the Uni- 
verse J. M. Brown and Parson Simpkin sched- 
uled to be present, and the annual banquet, 
entertainment and dance to be held the last 
evening. Special entertainment will be pro- 
vided for ladies. 

The Utah Lumber Dealers’ Association will 
join with the Western retailers in putting on 
the latters’ convention instead of holding a 
convention of its own, but during the three- 
day event will take time to hold a business 
session for the election of officers and the 
transaction of such business as is necessary 
at the time 


Simpkin, Concatenated Order of 


West Coast Meet Postponed 


SEATTLE, WASH., Jan. 21.—According to an- 
nouncement by Robert B. Allen, secretary- 
manager, the annual meeting of stockholders 
of the West Coast Lumbermen’s Association 
has been postponed from Jan. 27 until Feb. 17. 
At that time also there will be held here the 
annual meeting of the stockholders of the West 
Coast Lumber Bureau. It is understood that 
there will be a joint session of the two organ- 
izations at which the question of consolidation, 
which has been under consideration for some 
time, will be brought up for definite action. 

The nominating committee of the West Coast 
Lumbermen’s Association has certified the fol- 
lowing names as candidates for trustees: 

Bellingham—H. A. LaPlant, Skagit Mill Co., 
Lyman. 

Everett—W. H. 
Timber Co. 


Peabody, Weyerhaeuser 


Seattle—I. C. Iverson, Wood & Iverson, Ho- 
bart. 

Tacoma—Frost Snyder, Clear Fir Lumber 
Co. 


Grays Harbor—E. K. Bishop, E. K. Bishop 
Lumber Co., Aberdeen. 


Centralia-Chehalis—J. C. Smith, Carlisle 
Lumber Co., Onalaska. 

Willapa Harbor—Charles L. Lewis, Ray- 
mond Lumber Co., Raymond. 


Portland—wWilson W. 
son Lumber Co., Linnton. 

Willamette Valley—A. C. 
Kelly Lumber Co., Eugene. 


Southeastern lowa Program 


Burtincton, Iowa, Jan. 24.—Arrangements 
are complete for the thirty-first annual con- 
vention of the Southeastern Iowa Retail Lum- 
bermen’s Association, to be held here Jan. 31, 
Feb. 1 and 2 at the Burlington Hotel, and the 
program indicates that it will be “a bigger, 
better convention.” 

The afternoon and evening of Jan. 31 and 
Wednesday morning will be devoted to regis- 
tration and music and dancing. The first 
business session will be held Wednesday after- 
noon, with addresses by W. L. Harding, on the 
development of the St. Lawrence waterway, 
by C. B. Plath on clay products, and by repre- 
sentatives of the National Lumber Manufac- 
turers’ Association, the Iowa State university 
and building and loan associations. The an- 
nual banquet will be held on Wednesday eve- 
ning, accompanied by suitable entertainment 
and after-dinner speakers. 

The Thursday morning session will be de- 
voted to reports of committees and election of 
officers, followed by an address by W. H. 
Badeaux, secretary of the Northwestern Lum- 
bermen’s Asseciation. Gene Racey will talk 
on selling farm equipment, and H. S. Worm- 
houdt will discuss direct roofing sales. At the 
Thursday afternoon session representatives of 
the Red Cedar Shingle Bureau and an in- 
sulating company will talk about their prod- 
ucts, followed by discussions. A feature of 
this session will be an address by John Lyons 


Clark, Clark & Wil- 


Dixon, Booth- 


on remodeling and repairing. Other subjects 
to be discussed will be grade-marking and 
trade-marking, window displays and service 
rooms, and lumber costs. 

During the business sessions the ladies will 
be entertained at luncheons, theater parties 
and sightseeing trips. The convention will 
close with a big show to be put on by the 
Moonlight Club. 


Hemlock-Hardwood Date 


{Special telegram to AMERICAN LuMBERMAN] 
OsuxosH, Wis., Jan. 26.—Announcement is 
made here today by O. T. Swan, secretary of 
the Northern Hemlock & Hardwood Manufac- 
turers’ Association, that the organization will 
hold its annual meeting on Feb. 21 at the Pfister 
Hotel, Milwaukee, Wis. 


Where Do You Stand, New Jerseyites? 


New York, Jan. 23.—Edward Hamilton, 
chairman of the convention committee of the 
New Jersey Lumbermen’s Association, in ask- 
ing for a record turnout at the forty-fourth 
annual convention, to be held Feb. 16 and 17 
at Hotel Traymore, Atlantic City, says there 
is one big reason for the gathering: 

During the last year towns have grown up 
as if by magic, apartment houses have sprung 
up like weeds on everybody’s steps, store 

















Here are presented likenesses of J. Watts 
Martin, of Norfolk, Va., (left) and F. W. 
Kling, of Roanoke, Va., (right) respectively 
newly elected and retiring president of the 
Virginia State Retal Lumber & Building 
Supply Merchants’ Association, whose second 
annual convention was held on Jan. 13 and 14 
in Roanoke and a report of which appeared on 
pages 68 and 69 of the Jan. 21 issue of the 
AMERICAN LUMBERMAN 





buildings have multiplied like compound in- 
terest on a weekly basis, statistics indicate 
a large volume of material consumption, build- 
ing trades mechanics stopped buying flivvers 
and went to higher-priced cars, increased 
sales in high-priced radios, player pianos and 
the like are in evidence everywhere, brokers’ 
loans from the Federal Reserve banks run 
into the billions, everything big—the sky the 
limit, 

BUT— 

Where do we stand in this parade? Seems 
as if we had been the water boy to the ele- 
phant, and most of us did not even get a 
peep under the tent at the finish. Where the 
final results of the year showed in black, we 
need a spyglass to see it and we have heard 
of cases where the figures were so glaringly 
red that sun-glasses and smelling salts were 
necessary when viewing them. 

What is the answer? Frankly, we do not 
know exactly, but we are sure we can get 
nearer a solution if you will pack up your 
troubles and meet with us in Atlantic City 
and give us the benefit of your reaction to 
some of the questions we have up our sleeves. 


Mr. Hamilton says it ‘will be the most in- 





structive and beneficial meeting in the history 
of the New Jersey association. 

G. Edward DeNike has been elected perma- 
nent secretary of the New Jersey association 
to succeed Erwin Ennis, resigned. Mr. De- 
Nike has been filling the position temporarily 
for the last two weeks. - 

Announcement that Mr. DeNike will return 
to the position which he held from 1921 to 
1924 with great success has just been made by 
H. Edward Wolff, president of the association, 
Mr. DeNike will not assume full responsibility 


.of the secretaryship until such time as he can 


be replaced as managing director of the Wal- 
dick Coal & Lumber Co. 


Shingle Manufacturers’ Annual 


Vancouver, B. C., Jan. 21.—The Consoli- 
dated Shingle Manufacturers’ Association of 
British Columbia held its annual meeting here 
on Jan. 20 and elected the following board of 
directors: C. E. Merritt, Huntting-Merritt 
Lumber Co.; S. G. Smith, Bloedel, Stewart & 
Welch (Ltd.); H. J. Mackin, Fraser Mills 
Sash, Door & Shingle Co. (Ltd.); H. A. 
Stoltze, Stoltze Manufacturing Co. (Ltd.); 
Robert McNair, Robert McNair Shingle Co.; 
A. L. Hughes, Joseph Chew Shingle Co.; N. E. 
English, Nimpkish Shingles (Ltd.); Goodwin 
G. Johnson, Capilano Timber Co. (Ltd.); L. 
Hanbury, J. Hanbury & Co.; P. McCarter, 
McCarter Shingle Co. 


‘Hardwood Manufacturers’ Institute 


Mempuis, TENN., Jan. 23.—Official an- 
nouncement is made by J. H. Townshend, ex- 
ecutive vice president of the Hardwood Manu- 
facturers’ Institute, of this city, that it has 
been definitely decided to hold the sixth an- 
nual meeting of the institute on April 19 and 
20 at the Congress Hotel, Chicago. 


Southeast Missourians Set Date 


Hayt1, Mo., Jan. 23.—Announcement is made 
by W. T. Nethery, this city, secretary of the 
Southeast Missouri Retail Lumber Dealers’ 
Association, that the organization will hold its 
annual convention on March 21 and 22 at the 
Idan-Ha Hotel, Cape Girardeau, Mo. 


Millwork Cost Bureau 


The fourteenth annual convention of the 
Millwork Cost Bureau, according to announce- 
ment made by O. L. Appleton, secretary, Chi- 
cago, will be held on April 19 and 20 at the 
Congress Hotel, Chicago. The directors will 
meet during the afternoon of April 18. A 
number of subjects which have been suggested 
by the members will be carefully considered for 
representation upon the program. 


California Piners’ in Annual 

San Francisco, Cauir., Jan. 21—A basic, 
standard price, which will establish a differ- 
ential between the various grades of California 
white and sugar pines, forming a new stand- 
ardized selling price and forming a more equal- 
ized difference between prices asked for the 
various grades, was adopted by the California 
White & Sugar Pine Manufacturers’ Associa- 
tion at the annual membership meeting held 
here yesterday. 

The new basic price list will go into effect 
within sixty days, according to the committee, 
this delay being agreed on so that minor 
changes might be made at the suggestion of 
the various mill members. It is the plan for 
mills to quote the basic price, less $5 or $7, 
as the case may be, on individual grades and 
sizes. By this the grades of the different woods 
will stand out more clearly in price as well 
as in quality. 

Prices on both pines have shown decreases 
during January and the new basic price is ex- 
pected to act as a stimulant to present condi- 
tions. It is expected that all mills of the 
association will adopt the new basic price list 
as standard for California pines. 

The association, through its 


membership, 
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authorized the secretary to prepare suitable 
resolutions and otherwise assist in obtaining 
appropriations for use in controlling the bug 
menace in the California pine regions and in 
southern Oregon. 

The matter of changing the name of the 
association, which has been discussed from time 
to time, was not acted on at the meeting. 


The officers of the association for 1928 were 
installed and directors for the new year were 
appointed just before the close of the meet- 
ing Friday evening. They are as follows: 


President—J. M. White, Long-Bell Lumber 
Co., Weed Calif. 


Vice president—B. W. Lakin, McCloud River 
Lumber Co., McCloud, Calif. 


Treasurer—Elmer H. Cox, Madera: Sugar 
Pine Co., Madera, Calif. (reélected). 


Directors (in addition to the officers)—F. B. 
Hutchens, Fruit Growers’ Supply Co., San 
Francisco; Willis J. Walker, Red River Lum- 
ber Co., San Francisco; J. P. Hemphill, 
Madera Sugar Pine Co., Madera, Calif.; B. A. 
Cannon, Sugar Pine Lumber Co., Fresno; 
H. D. Mortenson, Pelican Bay Lumber Co., 
San Francisco; D. H. Steinmetz, Pickering 
Lumber Co., San Francisco (retiring presi- 
dent); R. D. Baker, Lassen Lumber & Box Co., 
San Francisco; James Danaher, jr., Michigan- 


California Lumber Co., 
James H. Owen, 
Medford, Ore. 


Camino, Calif., and 
Owen-Oregon Lumber = Co., 


B. C. Loggers Elect 


Vancouver, B. C, Jan. 21.—The annual meet- 
ing of the British Columbia Loggers’ Associa- 
tion took place on Jan. 16, when the following 
were elected as the board of directors: A. E. 
Munn, McDonald-Murphy Logging Co.; Good- 
win G, Johnson, Capilano Timber Co.; George 
Moore, Merrill & Ring Lumber Co.; Gordon 
Flavelle, Chehalis Logging Co.; J. N. Burke, 
Thomsen & Clark Timber Co.; F. R. Alley, 
Takhina Timber Co., and D. Jeremiason, Booth 
Logging Co. 


Retail Concern Expands Its Plant 


Sout : ZANESVILLE, On10, Jan. 24—D. A. 
Davisson, general manager of the Southern 
Pine Lumber Co., of this places, announces 
an expansion program for the plant which 
was established by Mr. Davisson three years 
ago. In addition to handling lumber a full 
line of building materials will be carried. Ad- 
ditional sheds will be built to accommodate 
the building materials department, as well as 
to enlarge the lumber end of the business. 





Timber Tax Problem Considered 


MINNEAPOLIS, MINN., Jan. 25.—Only com- 
plete exemption from taxes will make possible 
a successful reforestation policy in Minnesota, 
E. W. Backus, Minneapolis lumberman, head 
of the Backus-Brooks Lumber Co., told the 
Minnesota reforestation committee in a letter 
at a hearing late yesterday. His letter, ad- 
dressed to W. I. Nolan, lieutenant governor 
and commission chairman, made it clear that 
his company would not be interested in carry- 
ing on private reforestation enterprises if the 
land is to be taxed during the generation nec- 
essary for growth, 

His message was in contrast to a statement 
by Rudolph Weyerhaeuser, of Cloquet, Minn., 
representing the Weyerhaeuser interests, that 
his company is willing to reforest 200,000 
acres of northern Minnesota land on condition 
that it is not taxed more than 5 cents an acre 
as general tax and 3 cents for a special fire 
prevention levy and 10 percent yield tax to be 
paid when the lumber is marketed. 

Under an act passed by the 1927 legislature 
the State offers to enter into contracts with 
private concerns by which lands would be set 
aside as auxiliary forests. These would be 
taxed 8 cents for each dollar of assessed valu- 
ation of the land and 3 cents an acre for fire 
protection, with a yield tax of 10 percent. 

This would be too high for practical refor- 
estation and would not interest private con- 
cerns, Mr. Weyerhaeuser said. 

Mr. Backus said that owners of land in 
northern Minnesota are not interested in re- 
forestation if they are to be taxed. As long 
as the return on the investment is a future 
speculation, he declared, the owner does not 
care to spend money in taxes which would not 
yield him a return during his lifetime. 


He said that it was his opinion that no plan 
for reforestation in northern Minnesota can be 
worked out successfully unless the land set 
aside for that purpose is completely exempted 
from taxation “for neither the present owners 
of the lands nor the heirs of the owners sooner 
than the third generation can hope to receive 
any benefit and even that would be a crop of 
spruce pulpwood.” 

He explained that the other more rapidly 
growing varieties, such as poplar and jack- 
pine, would reach a merchantable growth 


sooner than that but those varieties of timber 
would. not be planted. In case of pine the 
time required for the growth to become mer- 
chantable would be postponed until at least the 
sixth generation. 

Mr. Backus made the suggestion that the 
experiences of European countries, such as 


Germany, Norway, Sweden and Finland, should 
be taken advantage of. In those countries, he 
said he understood, this question has been 
solved successfully and in those nations for- 
estry has been and now is in successful opera- 
tion. He said he knew of no policy of refor- 
estation that has been worked out successfully 
on this continent. 

“So,” he continued, “why should we flounder 
about in the dark when we can get the full 
benefit of the experience of European countries 
which have paid for their experience and have 
worked out a practical plan?” 


Salesmen’s District Conference 


St. Louis, Mo., Jan. 23.—A district confer- 
ence of the Long-Bell Lumber Co.’s sales- 
men who cover Missouri, Kentucky, Tennes- 
see, Alabama and southern Illinois, was held 
at Hotel Statler last Wednesday, Thursday 
and Friday. George A. Houston, manager of 
lumber sales at Kansas City, was in charge 
of the meeting. 

J. D. Tennant, vice president, and Earl 
Houston represented the Longview (Wash.) 
interest of the company. Other officials pres- 
ent at the conference were J. H. Lane, man- 
ager of the tie and timber department; George 
W. Allport, hardwood supervisor; J. F. King, 
manager of the Helena (Ark.) hardwood 
flooring department, and F. A. Mullett, gen- 
eral manager of the Quitman (Miss.) plant. 

Salesmen present were: Walter Freeman, 
P. H. Jordan and Wyatt Bell, of Louisville; 
W. C. Dix, Memphis; Mace Tobin, Meridian, 
Miss., and Clarence Mullen and C. I. Lane, 
St. Louis. 

Sales conferences were conducted by Long- 
Bell officials previously at New York, Chi- 
cago and Cleveland. From here the officials 
went to Kansas City for another meeting. 


Retail Firm Secures New Site 


LANCASTER, Onto, Jan. 23.—The Laneaster 
Lumber Co., which sustained total loss of its 
yard and office several months ago, has secured 
a new location, on the Pennsylvania railroad 
just at the edge of Lancaster, and is operat- 
ing with sheds formerly used by the Columbus 
Plate & Window Glass Co. Additional sheds 
and an office have been erected. The former 
site was disposed of to the H. C. Godman Co., 
operating a shoe factory adjacent. Romert 
M. Giesy is manager of the lumber company, 
which is owned by the Giesy interests of 
Columbus and Lancaster. 





Chart the Way in Lumber Buying 


When you are planning to “See America 
First” by automobile,, the first thing you do 
is to determine the several points of interest 
you want to visit; next, you purchase a relia- 
ble map showing the best trails. After this is 
done you obtain advice from the “fellow who 
knows” so that you may avoid the unpleasant 
detours. 

Lumber buyers can very profitably employ 
the same methods today. No longer is lumber 
just lumber and no longer is it merely offered 
as a raw material. The various uses of each 
species of wood are well known and many 
manufacturers are cutting their lumber to 
meet the individual requirements of _ their 
customers, 

When we say “chart the way in lumber 
buying,” we mean that you should know and 
specify the species of woods, the specific sizes 
and grades best adapted to your own needs. 
It will surprise you how this method of buying 
will increase your profits by avoiding the “de- 
tours” of waste, wrong grades and poorly 
manufactured lumber. 

Our years of experience will help you obtain 
a steady supply of Southern hardwood lum- 
ber, Tennessee Red Cedar and Philippine 
Mahogany. Our policy is low prices and high 
quality on a foot or a carload. 
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Practical Saw Mill Accounting 


This is probably the most complete system 
that has ever been compiled covering account- 
ing for a sawmill operation, approaching the 
subject from the sawmill manager’s viewpoint. 
It tells how to analyze accounts to ascertain 
where costs may be too high and shows how 
profit is distributed. 

Bound in heavy paper with attractive cover 
design, and illustrated with 28 practical forms; 
contains 28 chapters and 63 pages. Price, deliv- 
ered, $1.50 a copy; special prices in quantities. 
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FT. SMITH LUMBER CO. 
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(. B. Richard & Co. Foreign me 
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JAMES W. SEWALL 
Consulting Forester 
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We Can 
SHIP 


Straight Cars— Mixed Cars or L.C. L. 
of the following woods: — 


ASH-BASSWOOD 

BIRCH -SOFT ELM 

HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 

“Sure Fit” MAPLE AND 
BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


Try 
Us 


Foster- Latimer 


MELLEN, 
WIS. 


Lumber Co. 


Rotary Gvt 
Northern 
: Veneers 


FURNITURE manufacturers and factory 
buyers who insist on having high quality 
veneers should send us their orders. We are 
specialists in Northern Veneers. 

We also manufacture Northern Pine, spouse, 
Hemlock, Cedar Posts and Poles, Lath and 
Shingles, which we ship in straight cars and 
cargoes or mixed with our “Peerless Brand 
Rock Maple, Beech or Birch Flooring. 


Get Our Prices, 
The Northwestern Cooperage 


Gladstone, Mich. & Lumber Company 
Chicago Office: 1331 Monadnock Block 


























Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 
Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 
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7 
VON PLATEN-FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
1 
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Surface Measure 


ESTIMATOR 


Anew publication covering in the most complete 
manner the whole field of surface measure - ap- 
plied to rapid estimating of contents of fractional 
sizes of lumber, veneer, fibre boardand stock used 
in the manufacture of interior and exterior finish, 


els, doors, blinds, door and window 
ames, etc , etc. for circ containing 
sample pages. 


Pocket Size (454 x 64"") $5.00, Postpaid. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. Hy 
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Buys Virgin Timber in Arkansas 


Mempuis, TENN., Jan. 23——F. T. Dooley, 
president F. T. Dooley Lumber Co., Brinkley, 
Ark., has just purchased 3,600 acres of virgin 
timber in Monroe County, Arkansas, along the 
White River. This land, which is not far 
from Mr. Dooley’s mill at Brinkley, was pur- 
chased from the Southwestern Veneer Co. at 
Cotton Plant, Ark., and is a part of the old 
J. T. Wilie property. The timber is 75 per- 
cent gum of the best quality, and the remain- 
der is oak, ash, elm, and other varieties of 
hardwoods. The land is also purchased and 
it is estimated that with this tract of timber 
Mr. Dooley will have about five more years’ 
operation at Brinkley. 

Mr. Dooley expects to start logging just as 
soon as the weather clears. He has made a 
contract with the Choctaw Transportation Co. 
to bring the logs up the White River to Clar- 
endon where they will be shipped to Brinkley 
for manufacture. He expects to cut about 
8,000,000 to 10,000,000 feet during 1928. 

Ted Jones, sales manager, will be knocking 
on front doors and running out back doors, 
calling on the trade, according to Mr. Dooley, 
or at least that is the way he expresses it. 

But the lumber business is not all that will 
take Mr. Dooley’s time. He says he is going 
to build a clubhouse, or lodge, which will hold 





the company. In 1890 the business was pur- 
chased by J. H. Wearn and has been in the 
Wearn family since. J. H. Wearn is presj. 
dent; W. R. Wearn, vice-president, and George 
W. Wearn, general manager. 


Exhibits New England Doorway 


Mrinneapouis, Minn., Jan. 24.—One of the 
most attractive and interest-compelling exhibits 
held here in connection with the annual con- 
vention of the Northwestern Lumbermen’s As- 
sociation, last week, was that of the Exchange 
Sawmills Sales Co., the central piece of which 
was a perfect replica of the famous Jenny 
.ind doorway, at 22 Louisburg Square, Bos- 
ton, Mass., the house in which the Swedish 
Nightingale lived during her stay in that 
city, nearly eighty years ago. 

In a charming piece of advertising literature, 
the Exchange Sawmills Sales Co. tells the 
story of this unusual exhibit thus: 

To Boston had gone a Kansas City archi- 
tect (Hal A, Stonebraker), commissioned by 
a Client to search among old New England 
entrances for the most inviting, the most en- 
trancing doorway of all. Up one historic 
street and down another he went searching... 
and here it was before him in Louisburg 
Square! At the top, a typical Boston fan- 
light, and at the sides narrow panels of glass- 
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At left is illustrated replica of Jenny Lind doorway which formed central attraction of the Ex- 


change Sawmills Sales Co. exhibit at Northwestern Lumbermen’s convention. 


The door opened 


into the company’s display room, shown at right 


about forty men, and that he will open a hunt- 
ing club. Membership, he says, will cost 
dearly, but still he expects all his friends to 
join, and asks them to write him suggesting 
a name. He says hunting is wonderful on 
this land, and that there are seven lakes. He 
extends an invitation to all his friends. 


SAB AEBAEEaS: 


Company Enlarges Its Facilities 


Cuartotte, N. C., Jan. 24.—J. H. Wearn & 
Co. (Inc.), operating a retail yard and wood- 
working plant at 200 South Brevard street, 
will build at once a plant costing $250,000 at 
the corner of Mint Street and Dowd Road, a 
considerable distance from their present loca- 
tion. Robert S. Query, president of the Caro- 
lina Retail Lumber Dealers’ Association, is 
assistant manager of this company. The work 
of constructing the first units has already be- 
gun. Lockwood, Greene & Co. are the archi- 
tects. 

The plant is to be modern both as to hous- 
ing and equipment. All machinery will be 
motor-driven. 

President J. H. Wearn says that he hopes 
to be able to move into the new plant before 
June. 

The business was organized in 1880 by A. 
C. Summerville, a brother-in-law of the three 
Wearn brothers, who are now chief officers of 


work which at night should give subtle hint 
to the world outside of the life and warmth 
within. A massive, substantial door ... 4 
knocker, of course ... pleasing white frame- 
work ... a doorway in general effect which 
represented not only the typical doorway 
construction of our New England forefathers, 
but, more important, the individuality of them. 

Back from this Adventure in Doorways came 
the architect to build for his client a replica 
that would lose nothing of the New England 
charm ... that in its own years would, like 
the original, absorb fitting personality and 
reveal fitting hospitality. 

He built it of a wood that pledged natural 
beauty, and more... a wood that had proved 
so valiantly its right to be chosen for dur- 
ability ... for weathering the elements of 
many a year, not losing its charm—but im- 
proving in charm as the seasons passed. That 
wood was Essco California white pine, ma- 
terial of dependable doorways for many 
years. .. 


At the exhibit, this doorway opened into a 
small room in which the rest of the companys 
attractive and illuminating exhibit was housed. 


Took Inventory in Record Time 


HacKENSACK, N. J., Jan. 23.—This year the 
local yard of the Comfort Coal-Lumber Co. 
completed its inventory in one-half day as 
against three days required in former years. 

Several things were deciding factors. In 
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the old days, inventory was taken while busi- 
ness Was going on, which interfered. Also 
the system was different. Three men_ used 
to go ahead counting the piles and labeling 
each with a ticket showing its contents. Then 
two other men would follow, one calling off 
the figures on the ticket and the other man 
writing them down on the inventory sheet. 
Besides this, after the count had been made, 
it was necessary to go through the delivery 
tickets and guess what deliveries had been made 
before and after inventory. This left some 
chance for inaccuracy. 


The officials of the company say that this 
year was one of the best, most efficient -and 
probably the quickest, inventories ever taken 
in this yard. The factors that contributed to 
this speed were more men, a better system 
and a cooperation between various groups tak- 
ing the inventory. This year six boys paired 
up, in three teams. Each team had one 
counter and one writer. Work was started 
at 12 o’clock noon and the entire inventory 
finished and off by 5:15 p. m. 

Old stocks had been cleaned out and sold. 
New stocks were neatly piled according to 
the decimal system, and therefore easy to 
count. Piles were marked as to size and 
lengths, which also saved a lot of time. 


Electrifies Big Board Mill 


New Orveans, La., Jan. 23.—The customers 
of the Natalbany Lumber Co. (Ltd.), of Ham- 
mond, La., are to be better served than ever 
through the electrifying and remodeling to a 
large extent of the big board mill at Pela- 
hatchie, Miss. 

This is the Natalbany plant producing the 
well known “Pearl River Satin Finish,” a 
variety of lumber which has no superior for 
soft, even texture, and easy working ability. 
The mill manufactures only boards, finish, and 
cut-to-length trim, and lays particular stress 
upon its machine work, resulting in the rightly 
called “Satin” finish. 

Besides the electrifying, two additional kilns 
are being installed, giving sufficient kiln ca- 
pacity to handle 75 percent of the mill’s out- 
put. The common lumber which goes to the 

td is all soda-dipped. A sanding machine 
as also recently been added, and the Natal- 
bany Company feels that it is prepared to fur- 
nish a customer finish lumber for any purpose. 
_ Another addition to Natalbany service, placed 
in operation during the last year, are auto- 
matic controls for the kilns at all four of the 
mills. All lumber which passes through its 
drying plant is tested for uniform moisture 
content. 

The electrifying of the plant means more 
efficient and safer operation, and the additional 
dry kilns, the sanding machine, and the ability 
to certify proper moisture content means that 
Natalbany is able to furnish any customer 
boards and finish that, as the firm’s slogan 
goes, is “as safe as buying sterling.” 

The plants operated by Natalbany include a 
shortleaf mill at Natalbany, La. a longleaf 
pine plant at Norfield, Miss., the Pelahatchie 
(Miss.) mill now being remodeled, and the 
Pearl River Valley Lumber Co. at Canton, 
Miss., which manufactures a “complete supply” 
of southern hardwoods. 


Discuss Pine Grade-Marking 


PHILADELPHIA, Pa., Jan. 24.—The second 
organized meeting of southern pine salesmen 
was held here today immediately following a 
get-together luncheon, with J. A. Gillespie pre- 
siding, and J. F. Carter, field representative 
of the Southern Pine Association, speaking on 
“Grade-Marking.” 

Mr. Carter reviewed the history of grade- 
marking in lumber, deviating for a moment 
to tell of the wide field of manufacture of 
other commodities which are grade-marked, 
a piece of china and a sugar bowl on the 
luncheon table being two pieces to which he 





pointed as having grade-marks in addition to 
the manufacturer’s trade-mark. 

There were 19 salesmen at the meeting, most 
of them wholesalers, and when a vote was 
taken, after much discussion of the subject, 
it was found that only two of them were 
opposed to grade-marking, one of these being 
on the ground that the entire southern pine 
industry should grade-mark or the lumber not 
be grade-marked at all. 


It was pointed out that, in a day of strong 
competition, the grade-mark was the peg on 
which the hat of the advertiser must be hung, 
that the advertising of lumber is worth but 
little as a group unless the grade-mark identi- 
fies that which is being advertised. At the 


same time there developed in the meeting a 


rather strong feeling against merely trade- 
marking, since this did not offer much help to 
the consumer in getting what he was buying. 

Those present at Philadelphia meeting were: 
J. A. Gillespie, Peavy-Wilson Lumber Co.; 
H. G. and B. T. Hazard, Penn Lumber Co.; 
Fred Patchell and H. B. Thomas, Patchell & 
Thomas; R. M. Beard, Great Southern Lumber 
Co.; J. E. Troth and R. Breitling, J. S. Kent 
Co.; H. G. Parker, Rayner & Parker; J. P. 
Comegys, E. A. Skilton, Charles J. Olsen, 
Owen M. Bruner, Owen M. Brunner Co.; Roy 
H. Snyder, R. B. Homer Lumber Co.; B. E. 
Fitzgerald, Natalbany Lumber Co.; J. E. 
Coggin, Bagdad Land & Lumber Co.; H. J. 
Potts, Long-Bell Lumber Co.; H. W. Herlong, 
J. F. Carter, Southern Pine Association. 


Features of New Hygrometer 


The United States Patent Office has granted 
a patent to Victor R. Jose, jr., on an inter- 
esting device known as the “Standometer,” 
which is being manufactured by the Standard 
Dry Kiln Co., of Indianapolis, Ind., manu- 
facturer of the Softex dry kilns. This instru- 
ment is utilized for checking up the dry kiln 
humidity and eliminates the ordinary trouble 

of frequent 


breakage. 
Its other ad- 
vantages are 


thus described 
by the Stand- 
ard Dry Kiln 
Co.: “An we 
usually clever 
and practical 
idea has been 
put to work for 
the benefit of 
kiln operators 
in the creation 
of the trouble- 
proof hygrom- 
eter shown in 
the accompany- 
ing illustration. 
It is fascinat- 

















ee ing to play 

, with, like one 

“Standometer” for checking of those topsy- 
dry kiln humidity turvy dolls — 


you push it 
over and up it bobs because its weighted base 
and the balancing of the cage hold it up- 
right. Jarring a table or load of lumber will 
not cause it to slip down with a bang, break- 
ing the tubes, as with the ordinary flat kind. 
The monel metal (rustproof) cage around the 
bulbs protects them against bumping and 
breakage, a source of replacement expense 
with most hygrometers. 

“A novel feature is the placing of two spe- 
cial shaped holes in the metal base directly 
under each thermometer so as to create a 
decided circulation of air up past each bulb. 
The instrument is supplied with the usual 
mercury thermometers, or with the maximum 
reading shake-down type. A ring at the top 
to hang it up and also a wooden knob to hold 
by, are double provisions for handling.” 


THE trade association, combining industries 
within geographical districts to work out their 
problems in common, is counted by Frederick 
M. Feiker, former assistant to Herbert Hoover, 
as one of the principal forces at work in 
America swinging the “curve of living stand- 
ards upward.” 





WEEDS— 
mean FIRES !!! 


Remove this fire menace by removing weeds! Simply 
dilute Wilson’s Weed Killer (1 gallon to 40 gallons of 
water) and sprinkle around your yards and lumber 
piles. This solution kills the roots making one good 
application a year sufficient. 


Send in a trial order today! 
1 Gallon, $2.00 10 Gallons, $15.00 
5 Gallons, 8.00 25 Gallons, 30.00 
50 Gallons, $50.00 


Freight Allowed East of Mississippi 
Booklet mailed on request. 
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SPRINGFIELD, NEW JERSEY 














Master 
Primeless Putty 


Made especially for the 
Sash and Door Trade 


Master Primeless Putty is a proven pro- 
duct of exceptional merit. Write for our 
trial order, sold on approval proposition. 


Exclusive Putty Makers for Forty Years 





S PAI NT & PUTTY WORKS)2 
i ANUFACTURERS 


334-40 No. Ashland Ave., 


CHICAGO, ILL. 

















Hotel 
Empire 


Broadway at Sixty-Third Street 


NEW YORK CITY 
M. P. MURTHA, Gen. Manager 


at 
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A NEW fourteen-story fire-proof 
structure containing every mod- 
ern convenience and “Servidor” 


service. 
RATES: 
Room, private toilet, - - $2.50 
Single Room with bath, - - 330 
Double Room with bath, - - 5.00 


The location is unique: 
Subway, elevated, street cars, buses, all at door 
Finest parking space in the city 
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Babcock Lumber Co. 


PITTSBURGH, PA. 
Manufacturers and Wholesalers of 


“kewar sd Hardwoods 


Kentucky and 
West Virginia 
White and Pondosa Pine 
West Coast Products 
N. C. Pine and Yellow Pine 
Spruce and Hemlock. 


BRANCH OFFICES 
New York City, 415 Lexington Ave. 
Chicago, IIL, 1518 Fisher Bldg. 
Providence, R. L., 115 Adelaide Ave. 
Philadelphia, Pa., 1629 Land Title Bldg. 
Detroit, Mich., 525 Maccabees Bldg. 
Johnstown, Pa., Title & Trust Bldg. 
Seattle, Wash., 4432 White Bidg. 
Cincinnati, Ohio, 324 First Nat'l Bank Bldg. 














Our facilities enable 
ws to give extention. 
alfy prompt service 


FOR SAMPLES AND PRICES 
WRITE T6 


SOUTHERN COUPON CO. SIRMINGHAM, AL, 


P.O. BOX 346 








How To Save 
15 Minutes On 
Window Frames 


Jos. Miles’ Sons of Philadelphia 
tell us that the Phillips Improved 
Window Frame Machine saves 
them 15 minutes on each window 
frame! It’s a pocket cutter, pulley 
mortiser and variety saw table com- 
bined. Two men can work on it 
at the same time. Yard hands 
can be utilized when there is noth- 
ing doing outside. It will make 
MORE money for you. 


Orlando, Fla , Dept. A-15 


Show me how I can save money on window 


Name 





























Survey of Spruce and Balsam Fir 


M. Westveld, acting director of the North- 
eastern Forest Experiment Station of the For- 
est Service, following a recent survey and 
study, announces that about one-fourth of the 
valuable young growth of spruce and balsam 
fir is usually destroyed in logging this timber 


for pulpwood. He says there is need for 
more care in logging in order to protect re- 
production of spruce and. balsam fir which is 
already established. 

Mr. Westveld’s study of the reproduction 
of pulpwood lands in New England and New 
York, a region which consumes two-thirds of 
the pulpwood produced in the United States, 
shows reproduction of spruce and balsam fir 
to be generally abundant at the time the ma- 
ture timber is cut. Reduction in the large 
percentage of destruction of the young growth 
in logging ‘would leave the cut-over land 
stocked with a sufficient number of seedlings 
to insure a second crop of pulpwood timber, 
according to Mr. Westveld. 

The study showed, among other things, that 
the small trees grow four to five times as 
fast after the old timber is removed. For 
this reason Mr. Westveld feels that it is a 
paying proposition to use great care in logging. 


Canada Is States’ Best Customer 


An extraordinary shifting of broad eco- 
nomic currents is reflected in the announce- 
ment of the department of foreign commerce, 
Chamber of Commerce of the United States, 
that Canada has displaced the United King- 
dom as the chief market for American ex- 
ports. 

During the first nine months of last year 
Canada achieved the distinction of being the 
United States’ best customer, as well as its 
chief source of supply, says the review. By 
displacing the United Kingdom for the first 
time as our chief export market and by keep- 
ing ahead of Japan and the United Kingdom 
as producer of our imports, Canada rose to 
a position that emphasizes strongly the trade 
interdependence of the United States and its 
northern neighbor. 

In the 9-month period Canada took $629,- 
988,000, or 18 percent of the total exports of 
the United States, making a gain of $76,814,- 
000, or 13.9 percent in her purchases. Our 
sales to the United Kingdom, on the other 
hand, showed a drop of $61,570,000. 

During the same period Canada exported 
to the United States products valued at $344,- 
817,000. Japan was second with $308,190,000 
and the United Kingdom third with $261,- 
749,000. 


Junior Forester and Range Examiner 


Open competitive examinations for junior 
forester and junior range examiner are an- 
nounced by the United States Civil Service 
Commission. Applications for the former must 
be on file by Feb. 25, and for the latter not 
later than March 10. The examination for 
junior forester is to fill vacancies in the For- 
est and Indian Services and in positions re- 
quiring similar qualifications. The entrance 
salary is $1,860 a year. The duties of ap- 
pointees will be timber cruising, protection, sub- 
ordinate administrative work on timber sales, 
ranger district administration, planning, re- 
search and the like. 

The entrance salary for junior range exam- 
iner is $1,860 a year. The examination is to 
fill vacancies in the Forest Service and in posi- 
tions requiring similar qualifications. The du- 
ties will be to conduct grazing reconnaissance 
on the forests and make investigations and ex- 
periments for bringing about better methods of 
handling stock and utilizing the forage crop, 
and for range development in general. 

Full information regarding the above exami- 





nations may be obtained from the United States 
Civil Service Commission at Washington, 
D. C., or the secretary of the United States 
civil service board of examiners at the post 
office or customhouse in any city. 


Favor Reducing Tariff Duties 


The Senate on Monday adopted the Mc. 
Master resolution placing that body on record 
in favor of reducing “excessive” tariff duties, 
As originally drafted the resolution was with- 
out the qualification “excessive.” The so-called 
Progressives joined with the Democrats in put- 
ting through the resolution, but no senator 
objected very much to it in the form in which 
it finally passed. While the Senate was wrest- 
ling with it, however, Representative Dickin- 
son, of Iowa, put in a bill to increase the tariff 
duties on certain farm products, although the 
McMaster resolution was intended primarily 
to help the farmer by cutting down duties on 
things he had to buy. Just how the matter will 
work out now with a House farm bloc leader 
demanding that duties on the things the farmer 
has to sell be boosted to high levels remains to 
be seen. As is well known, the Senate can not 
initiate tariff legislation. For this reason the 
McMaster resolution is nothing more than an 
expression of opinion by the Senate. Mean- 
while, certain Democrats are planning to attach 
a tariff revision rider to the tax reduction bill, 
hitching up the two. How this scheme will 
work out likewise remains to be disclosed. With 
everybody yelling for tax reduction it is not 
believed the Democrats will persist in the effort 
to confuse the two things to a point that threat- 
ens to endanger the tax bill. 


Lectures on National Forests 


David N. Rogers, supervisor of the Plumas 
national forest, California, is delivering a series 
of lectures to students of eleven forest schools 
in eastern and mid-western universities. The 
lectures deal with the administration and pro- 
tection of the national forests and the oppor- 
tunities afforded by the Forest Service for the 
employment of professional foresters. Mr. 
Rogers will deliver three or four lectures at 
each of the eleven schools. All the schools on 
his itinerary have expressed the desire that Mr. 
Rogers meet and adtiress the students in the 
belief that he will give them a broader insight 
into the nature of the Government’s forestry 
work. 

The series of lectures started Monday at the 
Pennsylvania State Forest School, Mont Alto. 
Mr. Rogers will next go to the Pennsylvania 
State College, State College, Pa.; Yale Forestry 
School, University of New Hampshire, Uni- 
versity of Maine, New York State College of 
Forestry, Cornell Forestry School, University 
of Michigan, Michigan State College of Agri- 
culture, Iowa State College of Agriculture and 
University of Minnesota. 


Flood Control Legislation 


It begins to look as if flood control legis- 
lation may get into such a jam that nothing 
will be done in the way of constructive en- 
actment at the present session of Congress. 
Those senators and representatives most di- 
rectly concerned are far from agreement, while 
those not directly concerned find it. difficult 
to agree to any proposal to appropriate huge 
amounts from the Federal treasury but are 
willing to stand for a bond issue to be paid 
off as the generations come and go and reap 
the benefits of the great public works which 
must be erected to furnish a guaranty against 
future disastrous floods in the lower Missis- 
sippi Valley. 

There has been a good deal of criticism of 
the plan recommended by the Corps of En- 
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gineers, but this was not unexpected. In fact, 
no specific plan that has been advanced has 
escaped criticism. 


Origin of Imported Furniture 


Advices from the American consulate gen- 
eral in London state that the standing com- 
mittee of the Board of Trade of the United 
Kingdom has reported in favor of a mark of 
origin on imported furniture and cabinet ware 
made wholly or mainly of wood, including up- 
holstered furniture and frames and also cabi- 
nets and wooden trays of the descriptions which 
are customarily sold through the furniture 
trade. 


Recommends Postal Rate Revision 


Revision of existing postal rates and the es- 
tablishment of a postal rate system upon a 
sound and permanent basis are recommended 
in a report of the postal service committee of 
the Chamber of Commerce of the United 
States submitted to Congress Monday by 
President Lewis E. Pierson. 

Existing postal rates, the committee finds, 








Week’s Revenue Freight Loadings 


WASHINGTON, D. C., Jan. 25.—Loading of 
revenue freight for the week ended Jan. 14 
totaled 906,734 cars, according to reports filed 
today by the car service division of the 
American Railway Association. This was an 
increase of 152,672 cars above preceding week, 
which included the New Year holiday, with 
increases being reported in the total loading 
of all commodities. The total for the week of 
Jan. 14 was, however, a decrease of 35,997 
cars under the same week in 1927 while it 
also was a decrease of 25,001 cars compared 
with the corresponding week two years ago. 

Coal loading amounted to 191,224 cars, a 
decrease of 37,216 cars under the same week 
in 1927 and 1,301 cars below the same ‘period 
two years ago. 

Grain and grain products loading totaled 
48,633 cars, an increase of 4,650 cars above 
the same week last year but 611 cars under 
the same period in 1926. In the western dis- 
tricts alone, grain and grain products loading 
totaled 34,512 cars, an increase of 6,809 cars 
over the same week in 1927.” 

Forest products loading totaled 59,839 cars, 
5,181 cars below the same week last year and 
6,062 cars under the same week in 1926. 


Coast Rates to Eastern Points 


WASHINGTON, D. C., Jan. 23.—In a supple- 
mental report in Docket No. 15,993, following 
reargument, the Interstate Commerce Com- 
mission has affirmed its earlier finding that 
rates charged on lumber and other forest 
products in carloads from points in Washing- 
ton, Oregon, Idaho, Montana and British 
Columbia to destinations in Indiana, Mich- 
igan and Ohio were illegal in some instances 
and legal in others. 

This proceeding was brought by the Pacific 
Coast Shippers’ Association and others. The 
complaint alleged that shipments moving be- 
tween the points involved after Dec. 24, 1921, 
had been subjected to illegal rates. It was 
complainants’ contention that as the routing 
east of Chicago and other gateways was un- 
restricted a shipment could be routed over 
any of the lines parties to the tariffs, and, 
hence, “that the rate applicable to any point 
not specifically named which was interme- 
diate to two specifically named points over 
such an available route was, under the inter- 
mediate rules contained in the tariffs, the 
rate provided to the more distant of the 
specifically named points, whether the ship- 
ment moved over such available route or not.” 
Defendants challenged this contention. 

Division 4 in the original report found that 
the rates were applicable, except in certain 
instances in which there were two or more 
destinations of the same name in the same 
State. 

Complainants filed a petition for reargu- 
ment. The California Redwood Association, 


have proved in many respects to be clearly in- 
equitable and uneconomic, putting an unfair 
and in some cases prohibitive burden upon im- 
portant uses of the mails. This, it is declared, 
act unfavorably upon business and the public 
interest. 

Among the conclusions of the committee 
which Congress is asked to consider are: 


That the increase in the rate on private 
‘mailing cards has driven more than 80 percent 
of private postcards out of existence. 

That under the increased zone rates on ad- 
vertising matter in newspapers and magazines 
this class of matter which contrary to a preva- 
lent view yields substantial profits to the Post 
Office Department, has shown a decrease, in- 
stead of a normal rate of increase correspond- 
ing to the growth of the publication business. 

That rates on newsdealers’ bundles used in 
wholesale newspaper and magazine distribu- 
tion are too high for the character of service 
rendered by the Post Office. 

That rates on publications mailed by other 
than the publishers are so high that this busi- 
ness shows a decrease of 37 percent. 


Similar adjustments of certain third and 


fourth class rates are recommended by the 
committee. 





Red River Lumber Co. and Larsson Traffic 
Service were permitted to intervene for the 
purpose of participating in the reargument 
and such other proceedings as might be had. 

Commissioner Meyer handed down the sup- 
plemental opinion. He announced that Chair- 
man and Commissioner Aitchison dissented, 
and that Commissioner Brainerd did not par- 
ticipate in the disposition of the case. 

An order has been entered dismissing the 
complaint and directing the carriers to 
promptly refund any overcharges which may 
exist on the basis of the findings. 


Bureau Discusses Rate Revision 


ATLANTA, Ga. Jan. 23.—At the twenty- 
sixth annual meeting of the Atlanta Freight 
Bureau last Monday night, held at the Bilt- 
more Hotel here, Herbert J. West, West Lum- 
ber Co., temporary secretary of the Georgia 
Retail Lumber & Millwork Association, and 
W. B. Willingham, sr., president of the Wil- 
lingham-Tift Lumber Co., were elected new 
directors for the ensuing year, 


It was one of the most important meetings 
in the history of the bureau due to the gen- 
eral revision in freight rates between the 
South and middle West and the South and 
East, which went into effect Jan. 15, repre- 
senting one of the most far-reaching freight 
rate revisions that ever took place in the 
United States. 

There is hardly any important commodity 
that is not affected by the changes, lumber 
and practically all other building materials 
included. The new rates are distinctly favor- 
able in the immediate Atlanta territory, rep- 
resenting substantial reductions so far as in- 
terterritorial shipments are concerned, the 
new rates from Chicago, for instance, repre- 
senting a decline compared with the former 
rates of from 40% percent on first-class to 
11% percent on sixth-class, with proportion- 
ately the same reductions on these various 
classes from other middle western and eastern 
points. 


Dry Kiln Equipment Rates 

INDIANAPOLIS, IND., Jan. 23.—Dry kiln man- 
ufacturers in Indianapolis seeking lower 
freight rates to the Southwest, have filed a 
brief with the Interstate Commerce Commis- 
sion summarizing the case presented in Jack- 
sonville, Fla., last December. The Standard 
Dry Kiln Co. and the Indianapolis Dry Kiln 
Co., of Indianapolis, and also the Moore Dry 
Kiln Co., of Jacksonville, are the petitioners. 

It is alleged in the petition that dry kiln 
equipment takes Class A rates. Shippers ask 
for rates applying on iron and steel, about 
40 percent lower. Present rates to the South- 
west amount to one-third of the initial cost of 
the kilns and are a handicap to extension of 
the kiln market among sawmills of Louisiana, 
Arkansas and Texas. 


Turnover 
and good profits 


Wholesalers and retailers 
who are handling Brown's 
Supercedar will tell you they 
are making a profit on closet 
lining for the first time. 
Super quality. Super pack- 
age. No claims for damage 
or shortage. No depreciation 
in warehouse. 


Write for samples, 
circulars and brices. 


CRROWN 


MEMPHIS 


WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR. 


Qo 








Caddo River 


Lumber Company 
R. A. Long Bidg., KANSAS CITY, MO. 
MANUFACTURER 


Yellow Pine 


aa Oak Lumber 


Softest, Close Grain Arkansas Pine 
Grades Uniformly Good, Manufacture Perfect 





{ ete ‘Ark. We Solicit 
ee A Your Patronage 



















BEAUMONT 
LUMBER 
Co. 


WHOLESALE LUMBER 





Beaumont, Texas 
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Hardwoods 
Plain and Quartered 


O Uniform Color, Soft Texture 


Poplar, Ash, Chestnut 
Hickory and Walnut 


TIMBERS — PLANKING 








MADE RIGHT 


OAK FLOORING 


The 


Mowbray &Robinson 


Lumber Company 
CINCINNATI, OHIO 
































Old 
Reliable 


Maple, Birch, Beech 


FLOORING 


Made from Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Reciever for WILLIAM HORNER 
Plant: Perkins Building, 
Newberry, Mich, Grand Rapids, Mich 





























Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 




















FRANK PAYNE 


WHOLESALE 


LUMBER TIES TIMBERS PILING 








JACKSON, Miss. 














————— 
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Manufacturers 


Short Leaf Pine and Hardwoods 






—— 












Golden Pine 
The farmer has his golden wheat, 

The sailor has his golden sands, 
But I walk down a golden street, 

A highway like the Promised Land’s. 
The golden wheat is fair to see, 
But there’s a gold more dear to me 

And golden sands are very fine, 

But not as fair as golden pine. 


I’ve always thought a lumber yard 
The cleanest place in all the world. 
No hands grow black, no hearts grow hard— 
The very smoke that upward curled 
From some old sawmill was as white 
As moonlight on a frosty night. 
No lumberman, not you nor I, 
Has ever soiled a city’s sky. 


More men have made more money than 
A lot of us; but, thank the Lord, 
He made my dad a lumberman, 
And taught me shingle, lath and board. 
The farmer has his golden grain, 
The sailor has his golden main, 
But I have gold, a gold of mine, 
The clean, bright gold of golden pine. 


We See b’ the Papers 
Another famous western character is passing, 
California Pete. 
It is too bad the automobile manufacturers 
can’t also improve the drivers. 


Since life is a difficult matter, joining two 
of them makes it twice as difficult. 


Parking is not permitted in the Chicago loop 
any more. But anything else is. 

One person in every four has $10,000 at the 
age of 65. And the other three to take care of. 

The way some fellows hog the road, you 
would think some cars were made out of pig 
iron. 


Chicago plasterers will not work Saturday 
mornings hereafter, and we don’t know that 
they ever did. 


We are still wondering if the Democratic 
national convention this year is going to be 
another serial. 


“Italy Lifts Ban.” Well, we would rather 
have it lift Ban than do what the American 
League did to him. 

We wish they would quit importing crude 
rubber into this country. We have enough 
crude things as it is. 


Now they say Columbus was guided to 
America by a map. Well, it wasn’t a road- 
map, we are sure of that. 


Al Smith’s friends are going to make a fight 
in every State. They might as well, because 
they are going to start one. 


It is proposed to eliminate the blast furnace 
from the manufacture of steel, and then what 
will become of Col. Ayres? 

At Kokomo, Ind., a woman of 77 married a 
man of 88. We assume the wedding guests 
sang that song about 99 blue bottles. 


Mme. Schumann-Heink says she is going to 
devote the rest of her life to the discovery of 
singers. And, we trust, their prosecution and 
conviction. 


Of 8% cents for a loaf of bread, only % 
cent goes to the miller. Apparently the miller 
is to blame for the high cost of bread just 
the same as the lumberman is to blame for the 
high cost of building. 

The Drake Hotel in Chicago is to have a 
30-story addition, which will save the clerk 
the effort of telling you thirty different stories 
why you can’t get a room. 


Europe rebuffs the Chicago lawyer’s idea to 
“outlaw war,” recently suggested to France. 


A man doesn’t like to make a crime of some. 
thing he may sometime want to do. 


Fire losses in the United States in 1927 
were only $320,595,600, the smallest since 1915 
And they might have been even smaller yet jf 
a lot of fireproof buildings hadn’t burned up. 


A bill has been introduced in the Mississippj 
senate to compel a man to get out of his car 
and count five before crossing a railroad, 
Then he ought to be made to get out again 
and thank heaven after he had crossed it. 


Between Trains 

Totepo, On10.—The Exchange Club and its 
ladies packed the Commodore Perry today until 
the walls groaned, or perhaps it was the ladies 
who did it (packed, not groaned), for women 
do a job of packing so much better than men 
do. Or perhaps it was Karl and Harry and 
Ben, the three musketeers of the Toledo lum- 
ber industry, who did it, for where is the 
lumberman who wouldn’t pack a caucus for a 
friend? Even now Harry Prentiss is figuring 
on an evening with the Elks and Ben Stephens 
a party of the Purchasing Agents, so we are 
likely to be in and about Toledo some con- 
siderable. 

The boys all spoke optimistically of the 
lumber business, which, after all, is the best 
thing to do. 


Arena, Micu.—After a hurried dash home 
to make a talk to the teachers that wasn’t worth 
all that time and trouble (that is, all their time 
and trouble) we hopped here for one of the 
nicest meetings we have attended in a long time, 
this time under the auspices of the Rotary Club. 
It was our first visit to Alpena, but then there 
are people who have never been to Alpena at 
all, and we at least have the advantage over 
them, and a considerable advantage it is. For 
it is a fine town with fine folks. Its lumber 
industry is not as large as it was in the old 
days, but its stone business is bigger, and the 
town continues to prosper. Those of you who 
recall the Alpena of the days of the horse and 
cutter need not be concerned about the Alpena 
of the days of the auto and cutter-up. 


The New Home 


When Adam married Eve, you see, 
They slept at first beneath a tree; 
And then one day this hunter brave 
Went forth and found the nicest cave, 
And so they moved themselves inside— 
But still she wasn’t satisfied. 


Then other generations came, 

New Adams with another name, 
And one inventive fellow made 

A shelter in the forest shade, 
And there the happy couple went— 
But still she wasn’t quite content. 


Then someone built a house of stone, 
Who thought you ought to own your own, 
A house no wind could agitate, 

A house no rain could penetrate— 

And found, like lots of other men, 

She wasn’t suited, even then. 


So cave and kraal and hut and house 
Mankind has builded for his spouse, 
And mansion, castle, palace hall 
Mankind has builded, one and all, 

And then the latest in a flat— 

It didn’t suit her, though, at that. 


And, oh, I’m glad that that’s the case, 
She isn’t suited any place, 

But wants a place a bit more fine— 

That means more hardwood, fir and pine. 
They couldn’t suit her, no one can, 

And that supports the lumberman. 
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West Coast 


Australian Tariff on Lumber 


EverETT, WASH., Jan. 21.—In answer to a 
request by the Everett Chamber of Commerce 
respecting the Australian tariff on lumber, 
United States Senator Wesley L. Jones has 
written that the tariff rate of $19.20 to $26.40 
a thousand feet can not be affected by govern- 
ment protests, which, Senator Jones observes, 
can not tactfully be made, since regulations of 
that kind are purely domestic and not the con- 
cern of foreign countries. According to the 
representations of the Chamber of Commerce 
the Australian tariff has closed a market that 
formerly absorbed 100,000,000 feet of American 
lumber yearly. The increase in the Australian 
tariff seems to be due to Australia’s relations 
with British Columbia, which has raised its 
rates on Australian products. 


Saeeeeaeaeaeaan: 


Logs Lost Due to High Winds 


SEATTLE, WASH., Jan. 21.—Recent high winds 
on Puget Sound and the Straits of Fuca caused 
millions of feet of logs to break away. At 
Anacortes ten sections of a boom which had 
been tied up at the Corbett mill awaiting high 
tide to be put into the pocket, broke loose, as 
did four sections at Western Cedar. The logs 
were recovered on Weaverling’s spit. Capt. 
G. W. Gannon, of the Puget Sound log patrol, 
who has been at Port Angeles in connection 
with log-salvage contracts, reports that he dis- 
covered a farmer using a donkey engine to pull 
logs up over a 100-foot cliff, to hold for sal- 





A Baton Rouge (La.) advertiser in 
the Want Ad section writes: “Kindly 
discontinue. We are getting answers 
daily.” For results, use the Want Ads. 
Make it a habit to read them weekly, 
too. Name of above advertiser on re- 
quest. 





vage. The farmer was arrested, but was re- 
leased later on a promise to discontinue the 
practice. 

At Onalaska the Carlisle Lumber Co. is pre- 
paring for a night shift of from 150 to 200 
men at the sawmill about Feb. 1. The Andron 
Logging Co. expects to ship logs to Onalaska 
by way of the Cowlitz, Chehalis & Cascade 
Railroad and the Newaukum Valley railroad 
Feb. 1 to 15. 

The Sunset Timber Co. at Raymond an- 
nounces that it will tap the Fairchild Creek dis- 
trict within the year, and will start active log- 
ging operations early in 1929. The tract con- 
tains more than a billion feet, with fir running 
70 to 75 percent and cedar about 12 percent. 


Says “Too Many Lumber Salesmen” 


SeattLe, Wasu., Jan. 21.—After having 
spent the winter holidays in Los Angeles, Max 
A. Wyman, of the Foster-Wyman Lumber Co., 
has returned to Seattle convinced that so far 
as volume is concerned southern California will 
continue to consume a normal supply of fir 
lumber. At the same time, he believes that if 
through some mischance the mills of the Pacific 
Northwest did not cut a log during the next 
thirty or forty-five days the situation would he 
aided materially, and that the southern market 
would not suffer from a lack of lumber. The 
San Pedro outlet for a long time has been ab- 
sorbing from 100,000,000 to 120,000,000 feet of 
lumber a month; and undoubtedly it will con- 
tinue to do so. 

There are too many lumber salesmen in that 
territory, says Mr. Wyman. They reached 
their peak in numbers and activity about the 
time of the signing of the armistice, when the 
only requirement for making a sale was simply 
to have something to sell. The entire Los An- 








Happenings 


geles district, observes Mr. Wyman, took on a 
sort of a “sales complex,” applicable to all lines 
of trade; and the present condition is simply 
a hang-over from that abnormal status. 

Now the squeeze is on. The salesmen are 
there. They must all make a living, somehow 
—and the result is just about the fiercest com- 
petition that can be imagined. A similar con- 
dition is to be remarked everywhere in the 
United States, says Mr. Wyman. The small 
operators are willing to accept the very narrow- 
est margins, and the great yards, which have 
been in existence for years, do not propose to 
let anybody else take business away from them; 
and the result is that the salesman who books 
a lumber order secures it on the basis of price 
alone, the old idea of “quality” and “service” 
having completely dropped out of sight. 

This kind of competition is not restricted to 
lumber. It applies to many lines—for example, 
Mr. Wyman cited the fact that a first-class 
carpenter in Los Angeles had taken on work 
for $7 a day, instead of $10, as formerly. 
When a job of that kind is thrown open there 
seem to be a hundred men eager to take it— 
some of whom need the work, others who do 
not. 


Coast Woods for Poultry Houses 


SEATTLE, WASH., Jan. 21.—‘Poultry Houses 
and Equipment,” a booklet prepared for the 
West Coast Lumber Bureau, Longview, Wash., 
has been completed by L. J. Smith, head of the 
department of agricultural engineering, Wash- 
ington State College, Pullman. His work shows 
where Douglas fir, West Coast hemlock, west- 
ern red cedar and Sitka spruce may be used to 
advantage in poultry-house construction. 


Partial to West Coast Hemlock 


SEATTLE, WASH., Jan. 21.— Philadelphia, 
which is partial to hemlock, has given an ever- 
increasing favorable reception to interior finish 
made of West Coast hemlock, according to C. 
Hugo Nelson, of that city. Mr. Nelson, who 
represents several West Coast mills, was 
recently on a visit here. He reports the sale of 
four straight carloads of West Coast hemlock 
finish, two cars of hemlock moldings, and a 
quantity of hemlock flooring. Also, he says, 
there is an increasing demand in Philadelphia 
for fir dimension, fir timbers, cedar siding and 
cedar shingles. 


Good Demand for Dry Stock 


SEATTLE, WAsH., Jan. 21.—Car material re- 
quirements have resulted in the placing of about 
20,000,000 feet with the fir mills during the last 
three weeks, and from all reports this business 
will probably continue to increase. Shortage 
of No. 1 logs is a troublesome factor, particu- 
larly among the cargo mills. It appears that 
some of the inland operations are better situ- 
ated with respect to log supply than those 
nearer tidewater. Logs are so firm that an- 
other boost in price is among possibilities. 

There is a considerable demand for dry 
stock, with a scant accumulation in sight. 

The John D. Collins Lumber Co., in its trade 
letter, states that demand continues to show im- 
provement. “Orders are more plentiful,” it 
says, “and many inquiries are being received 
for special stocks of all kinds. The weather 
has been holding back some business, but from 
all indications there will be a good volume of 
orders in the next thirty days. Most mills are 
running, but some are not expected to start 
until conditions warrant. Timber mills appear 
to have plenty of business ahead of them. Yard 
stocks remain about the same, with the excep- 
tion of dimension, which appears to be some- 
what stronger. There is very little change in 
the domestic cargo business. Atlantic coast and 
California markets are still quiet, while the 
export business shows some improvement.” 


A Fiooring That's 
Made Good 


Hudson Oak Flooring started from scratch 
in 1922. It met the requirements of the trade 


so well that in less than three years the capa- 
city of our plant was taxed. We built an- 
other plant and still Hudson Oak Flooring 
sales keep gaining. You will like to sell this 
flooring that others like so well. 


Write for samples and prices. 


Hudson Hardwood 
Flooring Company 


Sales Office: MEMPHIS, TENN. 
Plants at Memphis, Tenn and Vicksburg, Miss. 


HUDSON 


OAK FLOORING , 








LONGLEAF 


HEAVY PITCH Pine 


For Export and Interior Trade 


We make shipments from 
New Orleans, Gulfport, 
Mobile and Pascagoula of 


TIMBERS, YARD 
AND SHED STOCK 


Dantzler Allied Mills 


L N. DANTZLER LUMBER CO. 
Moss Point, Miss. Sales Agents. 


Daily 
Capacity 
400,000 Feet 


MILLS AT 
_Moss Point, Howison Ten Mile Cedar Lake 








North Carolina Pine and 
West Virginia Hardwood 














Dried, Well Manu- CASING, 
Ne ne High Gade. BASE AND 
Capacity, 2 ,000 feet MOULDINGS 
wh. Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
“1530-35 Oliver Bldg., PITTSBURGH, PA_ 











Bruce Oak FLOORING .... 


THE Best Oak droning = 


Mixed car shipments of oak, gum, beech and Ar- 
kansas short leaf pine mouldings, finish and boards; 
beech and gum flooring; Southern hardwoods. 


E, L. BRUCE COo., Memphis, Tenn. 
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y 
Longleaf Rift and Fiat 


FLOORING 


Shortieaf Finish 

Band Sawn Stock 
Boards Shiplap 
Dimension Roofers 


\ 
PINE PLUME LUMBER © 


MONTGOMERY ALA. 





Lutcher & Moore 
Cypress Lumber Co. 


LUTCHER, LA. 


Manufacturers of 


Cypress and Tupelo 


WE SPECIALIZE IN TUPELO 
° FLOORING, TRIM and MOULDING 














Cummer Cypress Co. 





Mills: Jacksonville and Sumner, Fila. 


LUMBER 
Gypress Rough and Dressed 


Shingles and Lath 


New York City | 
CY PRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber. Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 





| Sales Office, 300 Madison Ave., 


a—iennedianmen 

















Pickrel Walnut Co. 


Manufacturers 


Walnut Logs, Lumber 


ST. LOUIS, MISSOURI, U.S.A. 
Cable Address: “*Pickwood,” St. Louis 











WARREN 


AXE & TOOL CO. 


WARREN, PA. 


GRAND PRIZE 


AXES-LOGGING TOOLS (or) oo pacity sso0axes& Tovls 


tory capacity 3500Axes& Tooils 


Were awarded highest 
nama-P fic 
| Ex an 


€ 
n 








HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 Se. Dearborn St., CHICAGO 
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Business Changes 


ARKANSAS. 
sold his lumber yard to Hulett-Meek Lumber Co., 
which operates several yards in Missouri and Kan- 
sas with headquarters in Baxter Springs, Kan.- 


Green Forest—L. G, Gibson has 


Little Rock—Industrial 
mott, has 
Lumber Co. 


Machinery Co., of Der- 
purchased the plant of the DeWitt 
here, including lumber and planing 
mill; new owner will dismantle the plant and 
sell the machinery. 


FLORIDA. Homestead—Miami Lumber Co. sold 


to Jeffrey Lumber Co. 

IOWA. Conrad—Chas. Belz & Sons succeeded 
by Belz Bros.; lumber, grain and coal. 

KANSAS. Galesburg—J. N. Shaw Estate suc- 
ceeded by C. L. Shaw Lumber Co. 

MICHIGAN. Grand Rapids—Frank Barnard suc- 
ceeded by Barnard & Powell. 

MONTANA. Conrad—Great Falls Lumber Co. 
sold to W. B. Hennessy, who has been manager 


for some years; will operate as Hennessy Lumber 
Co 


NEBRASKA. Omaha—Crowell Lumber & Grain 
Co. changing name to Crowell Elevator Co. 

NEW JERSEY. Salem—Alvin W. Davis 
ceeded by A. W. Davis Lumber Co. (Inc.) 

NORTH DAKOTA. Makoti and Van Hook— 
Piper-Howe Lumber Co. sold to Erickson-Hellek- 
son-Vye Lumber Co. 

OHIO. Toledo—Kelsey & Freeman Lumber Co. 
moving main offices from Summit St. to the retail 
office at 1225 Indiana Ave. Wholesale office to 
continue at Summit Street location with Allen 
Turner in charge. 

OKLAHOMA. Paden—Dascomb-Daniels Lumber 
Co. succeeded by W. C. McIntosh Lumber Co. 

OREGON. Portland—Zidell-Steinberg Co. has 
purchased the box making business of the Oregon 
Box & Mfg. Co. 

PENNSYLVANIA. Philadelphia — Pennsylvania 
Lumbermen’s Mutual Fire Insurance Co. moving 
offices to 11th floor of the Public Ledger Bldg., 7th 
and Chestnut streets. 


suc- 


Waterford—L. T. Houghton succeeded in hard- 
ware and lumber business by Sam Myers. 

TENNESSEE. Dyersburg—Scott Lumber Co. 
sold to Forcum-James Co., building concern and 


road contractors, 

Memphis—H. J. Scott succeeds H. L. Munal as 
manager at Memphis for the Payson Smith Lum- 
ber Co. Office being moved from Columbian Mu- 
tual Tower to 1218 Bank of Commerce Bidg. 

TEXAS. Bells—Emmett Penn has sold his lum- 
ber yard to R. T, Pennington. 

Cain City—Alfred Jung yard 
Stein Lumber Co. 

Lott—Lott Lumber Co. succeeded by 
Lumber Co. 

Tom Bean—Emmet Penn purchased 
R. T. Pennington in lumber yard here. 
— Lumber Co. sold to Lyon-Gray 

o 


has been sold to 
Lyon-Gray 


interest of 


VERMONT. 


Jeffersonville—B,:E. Reynolds sold 
to Abner Bell. 
WISCONSIN. Ashland—Penokee Lumber Co. 


sold to Ashland Lumber & Fuel Co. 


Incorporations 


ARKANSAS. Little Rock—Hulett-Meek Lumber 
Co., of Lockwood, Mo., filed certificate of incor- 
poration to do business in this State; Horace B. 
Higgins named as agent; $16,000 to be used in 
State. 

COLORADO. Loveland—Harris Lumber Co., in- 
corporated; capital, $10,000. 


FLORIDA. Jacksonville—Terrell-Chiasson Lum- 


ber Co., incorporated; capital, $25,000. 
Tarpon Springs—Sparks Lumber & Construc- 
tion Co., incorporated; capital, $50,000. 
ILLINOIS. Chicago—Star Fixture Co., incor- 


porated; 844 Blue Island Ave. 

Chicago—Louis M. Ehrhart Millwork Co., in- 
corporated; capital, $12,000; 6200 Northwest High- 
way. 


Edwardsville—Stolze Lumber Co., incorporated; 
‘ 


capital, $300,000. 

IOWA. Fort Atkinson—Home Lumber Co., in- 
cerporated; capital,’ $25,000. 

MASSACHUSETTS. Boston — Carlson Lumber 
Co.. incorporated; capital, $50,000. 

Winchendon—F. 8S. Cheney Lumber Co., in- 
cornorated: capital, $50,000. 

Winchendon—Wm. Brown & Sons Co., incor- 


porated: 900 shares, no par value, 
MICHIGAN. Alma—Little Rock Lumber & Coal 
Co., incorporated; capital, $30,000. 
Lansing—Lansing Mfg. Co., incorporated; $300,- 
000 preferred stock and 30,000 shares common, no 
par value; to manufacture auto bodies. 
MINNESOTA. Big Falls—Sturgeon River Tim- 
ber Products Co., incorporated. 


Minneapolis—Menz-Hill Lumber Co., incorpo- 
rated 
MISSOURI. St. Louis—Missouri Floor Co. in- 


creasing capital from $5,000 to $30,000. 

MONTANA. Conrad—Hennessy Lumber Co., in- 
corporated; capital, $50,000. 

NEW JERSEY. Newark—General Shook & Lum- 
ber Co., incorporated; capital, $50,000. 

Salem—A. W. Davis Lumber Co., incorporated; 
capital, $200,000; old concern, 

NEW YORK. Brooklyn—Kelly Lumber Co., in- 
corporated; capital, $25,000; Jas, P. Kelly, 416 
Ocean Ave. 


Brooklyn—R & G Lumber Co., incorporateg. 
capital, $10,000. Jacob Rosoff, 1847 E. 4th st, ' 


OHIO. Cincinnati—Built-in Equipment Co,, ip. 
corporated; capital, $10,000; to manufacture 
kitchen cabinets, disappearing beds and al] kinds 
of home and office fixtures. 

Columbus — Schwartz-Showell Store Equipment 
Co., incorporated; capital, $50,000; to manufacture 
store and office fixtures and furniture. Merger of 
Modern Show Case Fixture Co., of Columbus, ang 
Bryan Show Case Co., of Bryan; additional equip. 
ment and modern machinery to be installed, 

Dayton—Far Hills Lumber Co., incorporated: 
capital, $50,000; to manufacture lumber and deal 
in lumber and wood products at wholesale. 

Delaware—Delaware Lumber Co., incorporated: 
capital, $100,000. To deal in lumber, timbers ang 
building supplies and coal. Takes over business 
and yard of McKenzie Lumber Co. and B. 
Evans Coal Co. 

Lakewood—Selby Lumber Co., incorporated: 
capital, $50,000; to manufacture and deal in ajj 
kinds of lumber and timber. 


Youngstown—Youngstown Lumber Co., incor- 
porated; capital, $50,000; to manufacture and 
deal in lumber. 

OREGON. Cherryville—Sandy Lumber Co., in- 
corporated: capital, $40,000. 

Jasper—Mills Creek Lumber Co., incorporated; 
capital, $35,000. 

. Junction City—McBride Lumber Co., incorpo- 
rated; capital, $10,000. 

Portland—Mount Hood Box Co., incorporated; 
capital, $10,000. 

TENNESSEE. Memphis—Mid-South Lumber Co, 


incorporated; Frank D. Quinn, 1940 Snowden §&t. 


Nashville—Dyer Fruit Box Mfg. Co., incorpo- 
rated; capital,* $100,000. 

TEXAS. Beaumont—Tarver Lumber & Supply 
Co., incorporated; capital, $10,000. 

WASHINGTON. Seattle—President Lumber Co., 
incorporated: capital, $3,000. 

Seattle—Western Containers, incorporated; capi- 
tal, $50,000; to manufacture wooden boxes and 
cartons. 

Seattle—Washington Trading Co., incorporated; 
capital, $15.000; sawmill. 


WEST VIRGINIA. Parkersburg—Depue-Burner 
Lumber Co., incorporated; capital, $50,000. 

WISCONSIN. Ashland—Ashland Lumber & Fuel 
Co., incorporated; capital, $30,000. 


New Mills and Equipment 


CALIFORNIA. Huntington Park—S. Karpen & 
Bros. have completed plans for a four-story furni- 
ture factory to cost about $200,000. 


MARYLAND. Baltimore—Chesapeake Mfg. Co. 
will erect two-story addition to furniture plant. 


MISSISSIPPI. Jackson—Frank Paine and asso- 
elates have acquired 25-acre site on which it will 
erect a planing mill. 

OREGON. Ashland—Moon Lumber Co. _ will 
erect two band sawmills in the Greenspring Moun- 
tain district. 

SOUTH CAROLINA. Holly Hill—Holly 4Gill 
Lumber Co. installing a new planing mill outfit 
about a mile south of Bowyer, 8S. C. 

Holly Hill—Chapman-Storm Lumber Co. has 
new mill at Pee Dee Lake, four miles from here. 
ready for operation; hardwood: will cut in tim- 
ber purchased in Four Holes Swamp on Orange- 
burg and Dorchester County line. 


THINNESSEE. Harriman—Stowers Lumber & 
Mfg. Co. will probably rebuild burned plant, in- 
cluding mill, warehouse and dry kilns. 


VIRGINIA. Norfolk—Wood Mfg. Co. acquired 
site at Planters Ave. and Cromwell Road for erec- 
tion of furniture plant to cost about $75,000. 

Portsmouth—H. Lasting and associates are or- 
ganizing a company to erect furniture factory. 


WISCONSIN. Wausau—Marathon Box Co. erect- 
ing sawmill with capacity of 50,000 feet daily. 


New Ventures 


ALABAMA. Birmingham—Richards Lumber Co. 
opening retail lumber and building materials busi- 
ness in Woodlawn (suburb). . 


ARKANSAS. Ponca—Erwin Dewey has started 
a sawmill. 


CALIFORNIA. Harbor City—Harbor City Sash, 
Door & Lumber Co. has engaged in business at 
2064 254th St., as member of American Mfg. & 
Sales Corp., Los Angeles. 

Long Beach—Long Beach Planing Mill & Lum- 
ber Co. has engaged in business as a member of 
American Manufacturing & Sales Corp. 

Long Beach—Wm. D. Walker has engaged in 
business at 1257 American Ave. as California 
Hardwood Co. 

Pasadena—American Door Co. has engaged in 
business at 630 S. Broadway. 

Pomona—American Building Material 
Co. has opened at 290 E. 2nd St. 

Riverside — John Suverkrup Lumber Co. 
opened a new yard with 8S. L, Giles in charge. 


FLORIDA. Live Oak—W. G. Hair Lumber Co. 
a agg erecting additional planing mill and dry 

n. 

Miami—John M. Cheeley, 
Chas. R. McCormick Lumber 
cisco, Calif., has engaged 
Cheeley Lumber Co. 

Osceola—W. W. Hall has opened a planing mill 
and retail lumber yard. 


GEORGIA. Port Wentworth (P. O. Savannah)— 
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— 
savannah River Lumber Co. has started a saw- 
mill. 

IOWA. Polk City—Frank Wilson will open a 
lumber business. 


KENTUCKY. 
Lumber Co. 
pusiness. 
MICHIGAN. ©Grand Rapids—Kalamazoo 
Lumber Co. opening retail business. 


OKLAHOMA. Hollis—Home Lumber Co. 
ing retail business. 

Perry—Donaldson & Yahn Lumber Co. opening 
a new yard. 4 

Sasakwa—A. H. Kasishka Rig & Lumber Co. 
recently began business. 


OREGON. Lakeview—Edgerton & Adams will 
establish a planing mill. 

Portland—Wm. C. Krafve has engaged in lum- 
per brokerage business in Porter Bldg. 


TEXAS. Coleman—Higginbotham Lumber 
seeking site for second yard here, 


Burnsi de—Grissom-Rakestraw 
will open a wholesale hardwood 


Ave. 


open- 


Co. 


WASHINGTON. Everett—Broadway Lumber 
Co. opening retail lumber business. 

Seattle—West Coast Plywood Mfrs. (Inc.) open- 
ing wholesale veneer business. 


WISCONSIN. Caroline—Caroline Lumber 


new concern, f 
Casualties 


ALABAMA. Bessemer—O,. A. Griffin’s sawmill 
near here totally destroyed by an exposion; will 
be rebuilt. 

ARKANSAS. West Helena—Jones-Askew Lum- 
ber Co., loss by fire, $10,000. 

NEW YORK. Brooklyn—Rugby Lumber 
loss: by fire, $100,000. 

P Brooklyn—Musicant & Cantor yard damaged by 
ire. . 

OHIO. Columbus—Columbus Woodworking Co., 
loss by fire, $75,000. Office and sheds destroyed: 
will be rebuilt at once. 

VIRGINIA. Capon Bridge—A. C. Lovett’s saw- 
mill and equipment destroyed by fire. 


Co., 


Co., 


Eastern Trade Activities 


Appointed General Sales Manager 


Hackensack, N. J., Jan. 22.—Announce- 
ment is made by the Comfort Coal-Lumber 
Co., of this city, of the appointment, effective 
Feb, 1, of Frank B. McKenna, formerly of 
the Atlas Portland Cement Co., as general 
sales manager for the Comfort Coal-Lumber 
Co. In this capacity, Mr. McKenna will direct 
sales for the Comfort Coal-Lumber Co.’s 
dozen or more yards in Bergen County, New 
Jersey, and Rockland County, New York. He 
will also work in coop- 
eration with Hiram 
Blauvelt, vice president 
of the Comfort con- 
cern, who is in charge 
of the organization’s 
advertising. 

Mr. McKenna has 
had more than twenty- 











FRANK B. McKENNA, 
Hackensack, N. J.; 


General Sales Mana- 
ger Comfort Coal 
umber Co. 








three years’ experience 
in various capacities 
with the Atlas Portland 
Cement Co., and has 
filled responsible posi- 
tions for it in Chicago, | 
St. Louis and major 
cities on the Atlantic seaboard, having in the 
latter part of 1926 taken complete charge of 
Atlas advertising. He will have charge of 
building up the Comfort company’s sales de- 
partment, adopting the measures deemed 
necessary for future sales development and 
promotional growth. 





To Conduct Forest Soils Research 


IrHaca, N. Y., Jan..23.—Announcement has 
been made by President Farrand, of Cornell 
University, of the appointment of Lars G. 
Romell, of the Swedish Forest Experiment 
Station at Stockholm, to the Charles Lathrop 
Pack research professorship in forest soils at 
Cornell University. The establishment of this 
professorship has been made possible by the 
recently announced endowment of $130,000 for 
the chair, together with important additional 
gifts for its operating funds, from the Charles 
Lathrop Pack Forestry Trust, founded by 
Charles Lathrop Pack, of Lakewood, N. J., 
nationally known for his many years of earnest 
efforts for the promotion of forestry, and as 
President and founder of the American Tree 
Association. The new investigation will under- 
take to codrdinate studies in several fields of 
Science and apply them to the special problems 
of forest soils. 

Dr. Romell, who will take up his duties at 
Cornell University about April 1, has since 


1918 held an appointment at the Swedish For- 
est Experiment Station in association with Dr. 
Henrik Hesselman, who is recognized both in 
Europe and the United States as the outstand- 
ing contemporary authority in forest soils. It 
is expected that the forest ‘soils research con- 
ducted by Dr. Romell at Cornell will aid ma- 
terially in solving many of the complex prob- 
lems confronting the timber grower. 


Well Known Firm Elects Officers 


STAMFORD, CoNN., Jan. 23.—At the recent 
annual meeting of the Getman & Judd Co., the 
following officers were elected: President, 
Frank W. Bogardus; vice president, Frederick 
H. Getman; secretary, G. Frederick Thomp- 
son; treasurer, Clarence E. Bogardus; assist- 
ant treasurer, J. Roland Stephenson. 


Since his early boyhood Frank W. Bogardus, 
who succeeds the late William H. Judd as 
president, has been identified with this concern. 
He entered its employ in 1882, as office boy, 
was admitted to partnership in April, 1897, 
made secretary and treasurer in 1900, and now 
becomes president after 45 years of loyal and 
efficient service. 


Frederick H. Getman, vice president, repre- 
sents the interests of his father, the late 
Charles H. Getman; and G. Frederick Thomp- 
son, the new secretary, also has been associated 
with the company since his boyhood. Clarence 
E. Bogardus, treasurer, and J. Rowland Ste- 


’ phenson, assistant treasurer, both have been 


with this concern a great many years. 


This company, which occupies a leading posi- 
tion among the lumber interests of New Eng- 
land, is one of the oldest mercantile institu- 
tions in Stamford, having been founded in 1853 
under the firm name of Fox & St. John. Presi- 
dent Bogardus announces that the policies 
which have governed this company in the past 
and to which its success is attributable, will bé 
zealously maintained in the future. 


(PGE aeaeeeaeaaaeasaeaea 


Takes Over Ohio Business 


DeLAwareE, Ounlo, Jan. 23—The McKenzie 
Lumber Co., of this city, has disposed of its 
retail lumber business, the Delaware sawmill 
and the sucker rod business, which is one of 
the biggest items of its local operations, to a 
newly organized company, the Delaware Lum- 
ber Co., which has been incorporated with a 
capital stock of $100,000. Earl Lazear is presi- 
dent and treasurer of the new concern and 
J. Herbert Crist, secretary. Besides the Mc- 
Kenzie holdings the company has also absorbed 
the Evans Coal Co., with which Mr. Crist has 
been associated as manager. The McKenzie 


company, which was founded in 1897 by Wil- 
liam McKenzie, will continue the operation of 
its other mills at Ashley and Springfield, Ohio, 
under the old name, and also the retail business 
at Springfield. 





Don’t Let Timber 
Supply Worry You 


There are many rumors afloat today about 


dwindling timber. When you hear them, 
just think about the big national forest in 
Arizona and New Mexico and smile. Our 
four mills alone have a backing of sixty bil- 
lion feet.- This means a permanent supply 
of the finest Arizona White (Pondosa) Pine 
for retail dealers, factory operators, and in- 
dustrial plants. 

Remember, you can use Arizona White 
Pine for every purpose where other Western 
Pines are used. 


**x* Ke * 


Here’s 

A Good 
One from 
Kansas 





Wichita, Kansas, November 11, 1927. 


Car No. 591758 which was shipped from 
Bernalillo under date of October 31, on our 
order to Winfield, Kansas, is in and unloaded. 
The stock is very satisfactory. 

Our salesman was in Winfield yesterday. 
He expects to have an order out of Winfield 
for another car within the next two weeks. 
This is the kind of reports we like to get and 
we know you like to get them. A satisfied 
customer is a real asset and it is much bet- 
ter to keep satisfied customers than it is to 
spend a lot of time and money trying to get 
new ones. 

Yours truly, 


THE ARKANSAS VALLEY LBR. CO. 
By R. Marteney, 


ekKKEK* 


A saving of three or four days on deliveries 
is worth considering. Our mills have this 
advantage over other Western Pine manu- 
facturing centers. We would like to prove. 
this to you on future orders. 


kK KK * 

Is your name on our mailing list to receive 
stock lists, prices and market information? 
If not, drop us a line today and we'll be glad 
to comply with your request. This won't 
obligate you in any way but it will save you 
a lot of time when you need lumber. 


Southwest Lumber 
sales Corporation 
431 Occidental Life Building 
ALBUQUERQUE, NEW MEXICO 


Arthur A.Hood. Pres. J.A Robison, Secy: 
WG. Ramshaw, VP_ RF. Lilley, Treas. 


Lumber Corp. trite Pr Lumber Co 


Nary, Ariz. 0; N. Mex. 
Cady Monineg Lanmber Mills, Ine 
Annual Capacity 300 Million feet 
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C1 PORTLAND, ORE. Co 








estern Logging and Timber 
Stewart, 
Walsh & Wolfe 


1001 Bedell Bidg., Portland, Ore. 
Timber Estimating 





Engineering 
Topographic Surveys 
Logging Appraisals 
Property Management 


References by Permission 


J. C. AINSWORTH, pute, United States National 
Bank, Portland, 

W. B. AYER, President, Eastern & Western Lumber 
Company, Portland, Ore. 

EDWARD C. CROSSETT, President, Crossett-Watzek- 
Gates, Chicago, Ill 

G. B. MeLEOD, Vice President, 


Hammond Lumber 
tL Company, Portland, Ore. 




















CARGO 


Willapa Lumber Co. 
Fir 


Spruce 
Hemlock 
Our Specialty 
Vertical Grain Uppers 
Carefully dried—Well manufactured. 


Mills: - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE. 


Chicago Representative 
Western Wood Products Co., 2251 S. Loomis St. 


Old 
Growth 











SULLIVAN 


LUMBER CO. 
Portiand, Oregon 


Soft Yellow Fir 


Flooring Finish 
Siding Moulding 
Ceiling Thick Clears 
Factory and Industrial Stock 
Fir Plywood 


SPRUCE, CEDAR, 
WESTERN PINE 
AND HEMLOCK 





























Baughman’s Buyer 
and Seller 


A well known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous tables. All editions have full cut- 
in index. Desk size, 300 pages. 5x7 inches. red water- 

Gunes flexible leather, i“ 00; black seal grain, $5.00 
q ue morocco leother, et t edges, $6.00; brown imita- 
tion leather, $3 ket edition, "34x6 inches, 
with cut-in tio 


dn Silk Cloth, $1.50; Red Leather, $2.00 
Blue Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
431 So. Dearborn St., Chicago, Ill. 











Birmingham, Ala. 


Jan. 23.—Some items of pine have been 
dragging for months; otherwise the market 
might be considered fair. Price variations 
give buyers a jumpy feeling. In No. 3 floor- 
ing, 1x3-inch can be bought at $11, mill, while 
ix4-inch sells for $12 to $13 on some mills 
ask $16. Prices on 4-inch No. 2 common de- 
pend pretty much on the mill, ranging from 
$17 to $20. The strongest item is 1x6-inch 
No. 2 common kiln dried worked S2S&CM, $20 
being the average price. Some sales are made 
at $19. Air dried sold from $17.50 to $19 and, 
worked into drop siding, both air and kiln 
dried brought $21 to $25. No. 2 1x8-inch air 
dried boards worked either shiplap or S48 
sold as low as $18 and as high as $21, while 
10-inch went begging. Demand is strong for 
1x12 No. 1 common, $33 being paid for air 
dried. Finish stocks in, random widths and 
lengths were offered as low as $34 rough; $36, 
S4S; specified widths and lengths brought $4 
more. Wholesalers found buying for fill-in 
rather hard. Yards in this section are still 
purchasing hand to mouth, Some exporting 
mills are sold ahead as much as ninety days. 
Prices are reported satisfactory, and every 
few days another mill changes over to 
export cutting. Timbers 20- to 40-foot with a 
30-foot linear average have the most call. 
Coastwise schedules of these sizes have been 
placed recently. Railroad buying has not 
started as freely as some dealers hoped, but 
a good many schedules of car decking in both 
dense No. 1 common and merchantable long- 
leaf have been sent to the mills. 


Brookhaven, Miss. 


Jan. 23.—Orders last week were a little 
more plentiful, but are not yet up to production. 
Shipments have been holding up quite well. 
Export business is showing a decided increase, 
and helps the mills at a time when bad 
weather restricts sales in the larger northern 
consuming territories. Labor conditions re- 
main excellent and weather here has been 
unusually good for operating. 

The outstanding feature of the last six 
months or more has been the decided upward 
turn in prices for No. 2 fencing and boards. 
Purchases have been made in blocks by large 
retailers, wholesalers, and exporters. There 
seems to be a scarcity of Nos. 2 and 3 com- 
mon lumber, while No. 1 and B&better grades 
appear to be an apparent drug on the market. 
In producing end-matched flooring, operators 
have utilized a lot of No. 2 and some No. 3 
lumber, raising the grade very largely to 
B&better, and in a number of cases to a No. 
1. This activity along with a lot of other 
cut-to-length work has created an overplus 
of No. 1 and better grades, and is creating a 
shortage of No. 2 and lower grades, with a 
resultant increase in price on the lower grade 
and likewise a weakening in the price of 
upper grades. 

Flooring has had quite a spurt during the 
last week, especially 3- and 4-inch rift and 
flat grain. There has been a good demand for 
4-inch No. 3 flooring, and the surplus has 
been completely wiped out. Drop siding items 
have shown only slight activity, most sales 
being of lower grades. Ceiling items have 
continued to move quite well, and the No. 1 
and lower grades are very scarce, with a num- 
ber of items oversold, while B&better grades 
continue to show a comfortable surplus. This 
is true of both %x4- and %x4-inch ceiling. 
In %x4-inch partition there has been only 
slight activity, and stocks are very low. This 
same condition prevails in bevel and square 
edge siding. B&better molding items continue 
to sell in very nice volume, and the molders 
have considerable work ahead. Finish has 
shown very little activity and is a burden to 
the manufacturer, 

No. 2 common 4-inch fencing strips remain 
quite firm, and there is considerable inquiry 
for both longleaf and shortleaf. In No. 2 
flooring and fencing 6-inch longleaf and short- 
leaf has been moving fairly well. In No. 2 
common longleaf and shortleaf boards, 8- and 
10-inch have moved in tremendous volume at 
very encouraging prices, but 12-inch have not 
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moved as well. The 5/ and 6/4 No. 2 common 
has not been active but stocks are badly 
broken and rather low. In No. 3 fencing, 4. 
inch is still a rather strong item, and short- 
leaf remains well oversold, while there is g 
very light surplus in longleaf. The 6-inch 
No. 3 flooring and fencing has been moving in 
rather light volume; 8- and 10-inch have been 
moving in excellent volume, while 12-inch 
longleaf has been so very active that it has 
advanced $1. There is an excellent outlook 
for No. 3 boards. All of the surplus of No, 
4 is now going into grain doors. Box shook 
have continued to move quite well, and mills 
are sold well ahead, 

No. 1 and 2 longleaf and shortleaf dimen- 
sion have been fairly active, and stocks are 
unusually badly broken and light. There has 
been greatly increased activity in No. 3 di- 
mension, and the surplus is being cut rather 
low. 

The lath market is still demoralized. Pine 
shingles have continued to move in excellent 
volume, and there is practically no surplus, 


Jackson, Miss. 


Jan, 23.—Southern pine orders have been 
in ample volume during the last week, cover- 
ing the normal cut, and shipments have been 
very satisfactory, takimg into consideration 
the inclement weather throughout this section. 
The market on low grade shed items is gen- 
erally firm. No. 2 dimension is enjoying a 
good demand, and its price shows indication 
of an advance of $1 to $1.50. No. 1 dimension 
is not quite as strong as No. 2 and No. 2 and 
better, but it has moved in better volume 
than for some time. There has been increased 
buying of 3-inch B&better flooring. Some mills 
have a surplus of No. 1 and C flooring. Ex- 
port orders have been numerous. Sawn timber 
is reported strong, averaging $46.50, port; 
kiln dried saps are now beginning to move, 
and there has been some buying of Rio deals, 
Genoa and extra primes. Some of the short- 
leaf mills have enjoyed export orders for 
boards and 2x3-inch dimension. A number of 
mills are still down and declare their inten- 
tion to keep closed down until a better market 
is available. All mills report heavy inquiries 
and more orders from wholesalers and line 


Norfolk, Va. 


Jan. 23.—North Carolina pine business dur- 
ing the week ended Jan. 14 showed a slight 
improvement, last week’s demand was light. 
Many mills have not started up yet, and are 
doing very little shipping of old orders. There 
is some surplus stock, but prices are no lower 
than quoted two weeks ago, and mills over- 
sold on a few items are quoting higher. A 
considerable number of inquiries have come 
in. 

There is good inquiry for 4/4 edge No. 2 and 
better band sawn, but orders are not develop- 
ing rapidly. Some mills report a much better 
export demand for better grades at good 
prices. A number of North Carolina pine 
mills are going to try to develop an export 
trade. No. 2 and better 4/4 stock widths, 
band sawn, have been quiet, yet the mills say 
they do not have much stock. There has been 
a little better demand for good circular 
stock. There has also developed a slightly 
better demand for edge 4/4 No. 3, also No. 3 
stock widths, although 5/ and 6/4 are very 
quiet. There is still a brisk demand for 5/4x 
10- and 12-inch No. 2 and better, but 6/ and 
8/4 edge and stock widths are very quiet. 

Sales of 4/4 edge No. 1 box, kiln dried 
rough, have been a little better and much 
more good air dried could have been sold if 
it had been available. However, the box 
makers are rather strict as to stain features, 
and small millmen are often unable to dry 
their stock out bright Edge 4/4 No. 2 box is 
in fair demand but is far from active. Mills 
that separate red heart and pitchy boards 
have no trouble disposing of stock at 4 
slightly higher price than regular No. 2 box. 
Sales of 4/4 No. 1 stock box, kiln dried, have 
been light, muilis not having much stock. 


No. 2 4/4 stock box has been rather quiet, ex- 
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cept 6-inch. There has been a little better 
demand for 5/ and 6/4 edge No. 1 box, dressed 
and resawn. Box bark strips, 4/4, have been 
quiet. 

There has been a slightly better demand 
for low grade flooring as well as y-inch 
ceiling in No. 2 and better and No. 4 grades, 
put the total sales have been small. It is 
rather difficult to move No. 2 and better 
flooring, though attractive prices are quoted. 
Most planing mills have started up but are 
not running on full time. Kiln dried roofers 
have not been active, but are still scarce. Air 
dried roofers have been quiet. 


Shreveport, La. 


Jan. 23.—Business is coming in now at a 
rate that makes the southern pine millmen 
feel a little bit cautious about taking on too 
many orders, lest it be found along toward 
the end of the month that some bookings were 
not so good as might have been obtained by 
a little more conservative acceptances. There 
has been a lot of cold, wet and unfavorable 
weather in the South, and it is difficult to 
keep mills supplied with logs. No great sur- 
plus appears in any item, unless perhaps 
finish, on which the mills have been more or 
less overstocked for many months. Even this 
item is showing a little strength, as demand 
is beginning to take care of ordinary output. 
Even the hardwood market seems to be pick- 
ing up. There is more demand, and slightly 
better prices are being offered. 


Macon, Ga. 


Jan. 23.—Roofer manufacturers report a 
steady demand. Sales have been at the same 
figures as have prevailed, most manufacturers 
quoting $17.50 and $18.50. Some wholesalers 
claim to be able to shave that price a little, 
but the manufacturers who have old estab- 
lished connections say that in some instances 
they are getting a little better. Production of 
larger mills is far below normal, but the 
smaller mills, especially the portable mills, 
are producing to their capacity. 


Manufacturers of longleaf are shipping 
nearly up to the capacity of their mills, not- 
withstanding a lull that has developed during 
the last few weeks. Some of the railroads of 
this territory are planning to spend large 
sums for improvements, and their lumber pur- 
chases will strengthen the longleaf market. 


Kansas City, Mo. 


Jan. 24.—Lumber demand has been making 
steady increase and some sales managers re- 
ported that last week’s volume of orders was 
the largest in more than a year. .From all 
reports, retailers in this section sold con- 
siderably more lumber last year than they 
bought, and to get their stocks back to normal 
will have to buy heavily. The retail con- 
vention this week is expected to bring in a 
large volume of business from Kansas, Okla- 
homa and Missouri. Many members of the 
Southwestern arrived today and visited around 
among the lumber offices. 


Albuquerque, N. M. 


Jan, 23.—James G. McNary, president Cady 
Lumber Corporation, who was operated on 
two weeks ago at Hotel Dieu, El Paso, to re- 
move some bone particles that had prevented 
complete healing of his limb, is now at Hotel 
Del Norte and expects to return to Albu- 
querque in a few days. Mr. McNary says he 
is feeling fine and expects to be out of the 
doctor’s care within a short time. 


Cc, O. Breece, superintendent of lands and 
logging at Grants, was in Albuquerque last 
Week conferring with Col. George E. Breece. 
The latter sayS: ‘Lumber business is getting 
Stronger; prices are advancing, and we have 
all the business we can handle at all the mills 
and find it necessary to run our factory here 
12% hours a day to keep up with orders. 

J. Clyde Rice, manager of the Coal, Lumber 
& Supply Co., attributes the midwinter busi- 
ness activity to favorable weather. This com- 





be showing substantial 


icas Lumber Centers 


pany’s 1927 business exceeded in volume that 
of either of the previous two years, sales 
from January to June being responsible for 
the satisfactory profit that was made. A new 
office building in the center of the yard is 
among the spring improvement plans of this 
company. 


Boston, Mass. 


Jan. 24.—An interesting situation appears 
to be developing in the eastern lath market. 
There has been a change in the tone of the 
market during the last few days, believed to 
have been brought about by the prospect of a 
light supply during the winter. There are 
generous offerings of West Coast lath, and 
15,-inch western hemlock are quoted $4.75@ 
$5 c.i.f. 

Local wholesalers question whether there 
are any 15-inch eastern spruce lath to be 
had under $6.50, and some important sellers 
quote $7. The Blanchard Lumber Co., which 
is one of the principal factors in the eastern 
spruce lath market, has just sent out the 
following letter to wholesale connections: 
“The situation on lath is different from what 
we have ever known it. There are almost no 
mills sawing which get out round wood lath. 
A few mills which saw dimension are at 
work. The demand for lath is stronger than 
we have almost ever seen it. Fraser Com- 
panies (Ltd.) have on hand a large number of 
lath at this time. Their price is $6.25, Bos- 
ton rate. In view of this fact, we have decided 
to change our price on 1%-inch lath to $7 
Boston rate. If we can not get this price, we 
shall saw 1%-inch lath. The demand is such 
that we can easily get $6.25 for 1%-inch.” 

Weather conditions in lumber producing 
districts of northern New England and the 
Provinces have so far this winter proved to 
be singularly unfit for logging operations, and 
probably output will be materially curtailed. 
In New Hampshire, as also in Maine, the mild 
temperature with lack of snow is raising 
havoc with the lumber industry. All news 
from Nova Scotia, New Brunswick and east- 
ern Quebec is to much the same effect. 


Pittsburgh, Pa. 


Jan. 24.—Wholesalers and retailers both re- 
port business better than it was before the 
first of the year. Both industrial and home 
building demand are showing more life. Gen- 
eral demand for hardwoods is better, espe- 
cially that for oak, chestnut, ash and maple. 
The principal hardwood buying is by the 
furniture and automobile industries. In south- 
ern pine, the mills are holding prices fairly 
firm at about $1 higher than prevailed for a 
while. Dimension stocks are getting scarce. 
Many southern mills have suspended on ac- 
count of low prices and bad weather. Some 
southern mills having Pittsburgh connections 
expect to resume cutting in March if prices 
improve, but otherwise they will remain 
closed. Some items in higher grade flooring 
and finish are in good supply, with prices a 
little easier on finish. The flooring market 
appears to be on a fairly firm basis. Better 
prices on boards prevail, with a fair demand 
and little available stock. White pine seems 
to be holding rather firm, for although some 
concerns are quoting discounts off the card 
on special surplus items of Idaho, mixed cars 
for yard trade are firm. There has been no 
recession of prices on the northern white 
pines. California white and sugar pines con- 
tinue firm on a fair demand. There were no 
price changes in hardwoods. 


Duluth, Minn. 


Jan. 23.—Inquiry from line yards for mixed 
cars is a trade feature. Industrial inquiry is 
already on a broader scale. Operators of 
interior elevators are adding lumber to their 
sidelines to take advantage of the better pur- 
chasing power of farmers. Substantial pro- 
grams of farm improvements are being 
planned in Minnesota and North Dakota. The 


market in all items was reported holding 
steady. Inquiry for box lumber is being well 
maintained. Buying of ties was reported to 
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TRY OUR 
No. 2 Common S4S 


Dimension 


The grade is good—You will 
like it. 

Straight cars any length or mixed 
with other items of yard stock in 
any assortment. 


Shipments “Right Now.” 


Pacific States 


Twas” Lumber Co. 


WASH. 
REPRESENTATIVES : 


S. B.Marvin, 518 Peoples Gas Bide.. Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bidg., Minneapolis, Minn, 
James A. Harrison, P.O. Box 745, Sioux Falls, S. D. 
Frank Probst, P.O. Box, 1187, Fargo, No. Dakota 
Oo. G. Valentine, P.O. , Bex, 171, Denver, Colorado 
H. E. Wad ‘Lincoln, Nebraska 
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We Solicit Your Orders 
and Inquiries for 


Douglas Fir 


Retail Yard Stock, Industrial — 
Lumber, Railway and 
Car Material. 





A depressed lumber market 


is aggravated by underfinanced 
units. From all sides we hear today 
that the lumber business is under 
financed. That condition need not 
exist. 


Standing timber is a rich asset upon 
which you should secure long term 
money at reasonable rates and be 
able to operate on a balanced budget. 


If you are a West Coast operator, 
let us show you the plan. 


FREEMAN, SMITH & CAMP Co. 


PORTLAND SAN FRANCISCO 
307 STARK CROCKER-FIRST NAT. BK. BDG. 


LOS ANGELES 
BARTLETT BLOG. 











Eureka Cedar Lumber & Shingle Company 


HOQUIAM, WASH. 


Fir and Hemlock rage 





Service Is Our Specialty 
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OUR SPECIALTY 
Mixed Car Loadings 


\ White Pine 
: cor Sugar Pine 
\ Redwood 


Ca 


Embracing all manufactured products therefrom. 


Car shippers of White Pine Mouldings, Siding. 
Sash, Doors and Cabinet Work. 


CHICAGO LUMBER 
COMPANY OF 
WASHINGTON 


MiLLS SALES OFFICE — YARDS 








OAKLAND, CALIFORNIA 








CALIFORNIA 


=—= | Redwood 


Finish— Siding 


Here’s the lumber dealers are 
selling because it’s the kind 
builders want. 


Write for list and prices today. 


Albion Lumber Co., Sener. 9fis:,. 
Los Angeles Office, 397 Pacihe Electric Bldg. 























Put 


“Come on Home” 
in your 


Home Town Library 


“Come on Home,” by Douglas 
Malloch, “the Lumberman poet,” 
should be in every public library in 
America. 


Wouldn’t you like to be the one to 
put it in the library in your home 
town? (It ought to be in the high 
school library too.) 


For $5 we will send you, post paid, 
three copies—one for yourself, one 
for the library, and one for the high 
school. (Regular price, $2 a copy.) 

Can you think of as fine a thing 
to do, at so little se ?—anything 
so likely to delight librarian, teach- 
ers and pupils, and to promote a 
love of home in your home town? 


Address the Publisher, 


Armerican{umberman 


431 South Dearborn Street, 


CRISHISHISHIS HIS HIGHIS HIG HIGWIG WIG HIGHI 


(If you prefer, and will send us the names 
and addresses with order, we will send the 
books for library and high school direct, 
with a letter from us saying they are a gift 

from you ) 























EVERY LUMBERMAN OUGHT TO HAVE 
in his house at least one book by ‘“‘the lumberman 
poet,’ or more. We sugg2st “Come on Home.” $2. 
postpaid. American Lumberman, 431 S. Dearborn 
St., Chicago, Ill. 


favorable weather conditions, sawmill com- 
panies at Cloquet, Virginia and International 
Falls, Minn., have been making good cuts of 
logs and their season’s output is expected to 
exceed last year’s. The North Star Lumber 
Co. expects to begin to move its season’s cut 
of logs to the Scott-Graff Lumber Co.’s mill 
at Duluth during February. Operators of 
portable sawmill plants are figuring upon 
heavy cuts of lath. McGrath Bros. have an- 
nounced that they expect to begin March 1 
upon, an estimated season’s cut of 8,000,000 
lath at their Rush City (Minn,) plant. 

The Duluth Hoo-Hoo Club listened to a talk 
on reforestation by C. Vibert at its fortnightly 
luncheon at the Hotel Holland last Monday. 
Cc. A. Matson, sales manager Virginia & Rainy 
Lake Co., Duluth, has been appointed Vice- 
gerent Snark here. He has announced that a 
cancatenation is planned for March. 


Beaumont, Tex. 


Jan. 23.—The pine market is beginning to 
show signs of a spring awakening. Last 
week a price advance of 50 cents was made 
on inch Nos. 1 and 2 common. The general 
tone of the market is good. Export trade is 
beginning to pick up a little, two cargoes 
leaving here last week for European and 
West Indian ports, and one big cargo leaving 
Orange for the Argentine. Both ports have 
ships loading this week: Orange loading for 
River Platte and Beaumont for Europe. Lo- 
cal demand is brisk. Beaumont built more 
homes last year, population considered, than 
any other town in Texas and the present 
year promises even a better record. Jobbers 
and wholesalers say the demand from interior 
and neighboring States could be better: but, 
weather considered, business is good. Orders 
for tidewater red cypress are picking up daily. 
Auto factories are getting into the hardwood 
market again, and the furniture and millwork 
people are taking limited quantities of oak, 
ash and gum. Floods in the forests have ma- 
terially cut down hardwood production. and 
have had a tendency to stiffen the market. 
No price advances have been noted. MHard- 
wood people believe there will be a brisk 
demand for their products by Feb. 1. 


Milwaukee, Wis. 


Jan. 24.—There is a good deal of snap to 
the local lumber market, and prices all along 
the line are strong and advancing. Favorable 
weather has enabled the construction indus- 
try to proceed with work, and the retailers 
are making good deliveries daily. The trade 
has become concerned over the reduction of 
West Coast input of logs, and the fear is ex- 
pressed here that the western mills may not 
be able to fill orders. Curtailment there has 
brought a good lot of orders to local whole- 
salers, mainly for mixed cars. Southern pine 
is in good favor. Wholesalers look for a 
continuance of good orders from the retail 
trade. 

Mild weather in the North has caused some 
concern among the producers of northern 
hardwoods as the logging roads are getting 
out of condition and the woods are soft. 
There is only about a month left before the 
spring break-up, and loggers are working fast 
to get in as many logs as they can. 


Vancouver, B. C. 


Jan. 21.—The lumber btsiness generally has 
shown a marked improvement during the last 
week, and reports are that orders exceeded 
production by a nice margin. The log market 
is in a very fair condition. Cedar log stocks 
have further declined, following the opening 
of the shingle mills, and fir log stocks have 
not shown any increase in spite of the fact 
that over 50 percent of the camps are now 
operating. The demand for lumber of all 
kinds is better than it has been for some 
months, particularly that for cedar. Mild 
weather has improved operating conditions 
and all fir camps should be running by the 
end of this month. It is probable, however, 
that hemlock and cedar products will come 
very largely as byproducts from the fir camps 
this year. It is felt that list prices on 
shingles will be increased next week. 

Demand is fairly good in most export mar- 
kets, and Japan is showing considerable im- 
ptovement. Prices on export lumber have 
strengthened somewhat, as have freight rates 
to all markets. The rate to the Atlantic coast 
is now $12.50. 


Portland, Ore. = 


Jan. 21.—Logging and lumber productiog 
may be curtailed again by inclement weather 
for a heavy snow began falling in western 
Oregon today. Business in fir is showing g 
slight improvement according to some of the 
wholesalers here, although others again seem 
to think that it is about as it has been sings 
the holidays, with an occasional short spurt, 
Pine shop prices dropped $1 during the early 
part of the week. 

The Hammond Lumber Co. will complete 
in the next thirty days a new steel bridge 
at its Garibaldi (Ore.) logging operation at 
a cost of nearly $50,000. 

William Russell, of Buchanan & Russell, 
Oakland, Calif., has returned to Portland an@ 
is directing the rail lumber department of 
Dant & Russell (Inc.). 

Louis Gerlinger, jr., of the Gerlinger Lum- 
ber Co., returned this week from a two 
months’ eastern trip. 

David J. Ballantyne, sales manager Cobbs- 
Mitchell Co.,. leaves shortly on an extended 
eastern trip. if 

M. C. Woodard, president and general man- 
ager Silver Falls Timber Co., has gone east 
on a business trip. 


Spokane, Wash. 


Jan. 21.—Winter weather has returned in 
earnest this week, effectually ending all flood 
danger in any part of this territory and im- 
proving general logging conditions. The mar- 
ket for Inland Empire pines’ shows little 
change, with demand and shipments about 
the same. There has been no change in the 
general level of prices for weeks, though here 
and there mills have made concessions on 
stock that is in surplus in their particular 
yards, or to get an especially desirable order. 

T. J. Humbird, president Weyerhaeuser 
Sales Co. and also of the Humbird Lumber 
Co. and the Victoria Lumber & Manufactur- 
ing Co., will leave for a few weeks’ eastern 
business trip right after the first of the 
month. He will return by way of FP orida, 
where his uncle, David Humbird, is at Val- 
rico, and visit Calffornia, where Mrs. Hum- 
bird is spending the winter with a daughter. 

A. W. Laird, general manager Potlatch 
Lumber Co., left this week for St. Paul on a 
short business trip. 

I. N. Tate, general manager Weyerhaeuser 
Sales Co., returned Tuesday from a month's 
eastern business trip. 


Raymond, Wash. 


Jan. 21.—Reorganization of the Pacific Fruit 
Package Co., of this city. manufacturer of 
spruce veneer boxes, is announced. It is un- 
derstood here that John Shaughnessy, head 
of the State industrial department, Olympia, 
Wash., and associates, of Olympia and Spo- 
kane, have taken over most of the stock. 
J. W. Kleeb, who has been chief owner, is not 
ready to divulge complete details of reorgani- 
zation. The company will run full time. Ex- 
tensive improvements are contemplated. O. W. 
Crandell is manager. 

Construction of six miles of railroad into 
the Fairchild Creek holdings of the Sunset 
Timber Co. starts this week. The new rail- 
road will cross the Willapa River near the 
mouth of Wilson Creek, tapping one billion 
feet of timber. The Sunset Timber Co. has 
logged on its old holdings for nearly twenty 
years. Officials estimate that the new stand 
will provide another twenty years’ cutting. 


San Francisco, Calif. 


Jan. 21.—Ship chartering for the first half 
of January indicates a gain in export trade 
for Northwest and California woods, several 
bottoms being fixed for Australian and Orien- 
tal trade at standing rates. Prices on Aus- 
tralian items show an upward trend, indica- 
tive of better business from the Antipodes. 

Major Charles Dunwoody, of the forest con- 
servation department of the California De- 
velopment Association, left Thursday for 
Washington where he is to urge Congress to 
meet the forestry needs of the State. Calli- 
fornia forestry leaders are asking that Con- 
gress appropriate funds for immediate work 
on the State forest experiment station and 
for a strenuous war on the white pine beetle. 

Leon B. Walker, of the Red River Lumber 
Co., who suffered a broken leg and other in- 
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juries in a fall down stairs several weeks ago, 
has returned to his offices after a short trip 
to Honolulu. 

A new cargo of redwood ties and timbers is 
peing assembled by the Albion Lumber Co. for 
shipment to Mexico for use in construction 
work on the new Southern Pacific of Mexico. 


Seattle, Wash. 


Jan. 21.—Robert E. Seeley, well known 
figure in the Intercoastal lumber trade; Paul 
Ww. Billings, sales manager Buchanan Lum- 
per Co., Olympia, and C. H. Kreinenbaum, 
sales manager Reed mills, Shelton, recently 
completed a tour of the Atlantic seaboard, 
during which they spent several weeks in New 
York. While eastern lumbermen who have 
used Northwest woods like them, says Mr. 
Seeley, the instability of mill base price on 
lumber and fluctuation in steamer rate operate 
against West Coast products by making profits 
in the handling of fir too much of a gamble 
for the average retail or wholesale lumberman 
in the East, for these lumbermen are able to 
handle southern pine at a sure profit. West 
Coast trade extension work has undoubtedly 
done good, remarks Mr. Seeley, but the fleld 
is so large and the requirements so vast that 
many times as much effort must be expended 
before eastern lumbermen are fully acquainted 
with the merits of West Coast products. The 
forecast is made that volume of fir business 

















The accompanying is a cut of Charles Gaskill, 
of Duluth, Minn., and his lath bundling outfit 
with which he has made two world’s records 
in lath tying, the machine also keeping tally 
of the number of bundles tied. The high rec- 
ord for bundling and tying of 76,000 lath was 
made last June at the Kingsdale (Minn.) mill 
of Samuelson & Skow. During the same 
month he tied 83,000 fence lath. Mr. Gaskill 
ts challenging the world of lath bundlers to a 
contest in his favorite occupation 





during 1928 will just about equal that of 1927. 
It would appear that the fir mills now ought 
to be able to see the value of taking orders 
from day to day, instead of holding back and 
then attempting to cash in on fluctuations. 
Some of the mills, it is stated, have been ac- 
customed to refuse bookings, in order to pile 
up stuff, expecting that the space situation or 
&@ shortage of available stocks would cause 
price advances; then when the lumber fails to 
move, these same mills suddenly decide to cut 
the price—with the result that somebody puts 
& cargo or cargoes in transit and the lumber 
Teaches destination unsold. As is the case 
always with transits, a very small cargo of 
unsold lumber has been known to disorganize 
the market—so that the fir manufacturing in- 
dustry; as an industry, is up against a sub- 
stantial loss, oftentimes on account of a single 
transit cargo. Mr. Seeley believes lumbermen 
of the West Coast would find it decidedly to 
their advantage to conduct timely excursions 


by special trains to the East, similar to the 
excursions managed a few years ago by some 
of the eastern associations. Such excursions 
could be so scheduled as to fit into numerous 
meetings with eastern lumbermen, and 
through the interchange of ideas would un- 
doubtedly contribute to an easier understand- 
ing of the problems that are sure to arise. 


J. E. Stout has resigned his position as 
secretary of the Carlisle Lumber Co., Ona- 
laska, Wash., a position he has held for a 
number of years. The resignation, which is 
due to ill health, will take effect Feb. 1. Mr. 
and Mrs. Stout will travel extensively. 


C. J. Hogue, chief of the field engineers of 
the West Coast Lumber Bureau, is a grand- 
father, though still a remarkably young man 
for that distinction. Moreover, he has been 
in that happy state since Jan. 1, and is still 
able to go about his work quietly and effec- 
tively. The event occurred at Milford, Mass., 
at 10 o’clock in the morning of the first day 
of the year, when a husky son was born to 
Mr. and Mrs. LeBaron Clarridge. 


Cc. D. Stimson, president Stimson Timber 
Co., was guest of honor Thursday at a lunch- 
eon given in Portland by the Oregon State 
Bankers’ Association, in connection with thrift 
week. Mr. Stimson was sponsor for the West 
Coast architectural competition given in this 
city last year, the winning design in which 
is being used in the construction of the model 
Oregonian home. He was accompanied by 
Harlan Thomas, president of the Washing- 
ton chapter of the American Institute of 
Architects. 


Ed F. Tindolph, well known among North- 
west lumbermen, as representative of Yale & 
Towne trucks and other machinery, has been 
named general chairman of the fifteen com- 
mittees appointed by President M. Lyle 
Spencer, of Seattle Rotary Club, to arrange for 
the district conference of Rotary Interna- 
tional which will be held at Seattle April 22- 
24. The fifty-seven clubs which comprise the 
first district of Rotary International will send 
delegates, and it is estimated that 2,750 dele- 
gates—from’ British Columbia, northwest 
Idaho, Washington and Oregon—will attend 
this important meeting. 


Los Angeles, Calif. 


Jan. 21—The imports of Douglas fir from 
the Northwest into southern California for 
1927 totaled 1,277,050,000 feet, as compared 
with 1,483,360,000 feet for 1926, a decrease of 
206,310,000 feet. At present fifty-five boats 
are tied up, the largest number inactive for 
many months. There is about 15,000,000 feet 
of unsold lumber on the docks at San Pedro, 
with about one-third of the stock listed as 
readily salable. Reports from the mill repre- 
sentatives are to the effect that log prices in 
the Northwest are firm, with only a small 
supply of logs on hand, and many logging 
camps down. Wholesalers predict that be- 
tween now and Feb. 15 the fir market will take 
on a much firmer tone. 


Minneapolis, Minn. 


Jan. 24.—Improvement in the lumber busi- 
ness in the Northwest characterized the week. 
The buying capacity of the territory is being 
increased steadily. The movement of products 
from the farms continues larger than at this 
time last year. There is an increase of ship- 
ments into the area also. The lumber indus- 
try is decidedly active in the field to obtain 
its share of the business. Salesmen are out 
on the road and they are optimistic. Sash 
and door people report inquires are increasing. 
Northern pine manufacturers report an in- 
crease in trade. Demand for lath is gaining 
also. 

Lester Thompson, of the Fargo (N.D.) branch 
of the Twin City Hardwood Lumber Co., who 
has been in Minneapolis, expressed a belief 
that North Dakota and Montana will show 
business conditions improved in 1928. 

With stocks light and business normally 
quiet, factory buyers of lumber in Iowa are 
marking time, said E. J. Okoneski, of the 
F. H. Peschau Co., Minneapolis, on his return 
from that section this week. 

W. B. Earle, director of publicity and ser- 
vice, Wisconsin Land & Lumber Co., of Her- 
mansville, Mich., when in Minneapolis said 
that stained hard maple flooring and interior 
finish are gaining in favor. 


(Continued on page 96) 
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CG sstornie Ate Pine 
alifornia Sugar Pine 


and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 


Ask LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHIC AGO, ILL. 


Tel. Harrison 1295 








a 
CALIFORNIA 


REDWOOD 


Siding Tank Stock Shop 
Finish Silo Stock Ties 
Ceiling Squares Timbers 
Mouldings Flitches 


Union Lumber Co. 


FORT BRAGG, CALIFORNIA 















Crocker Building, - San Francisco 
Lane Mortgage Bldg., - - Los Angeles 
Grand Central Terminal, - New York 
London Guarantee Building, . 
306 North Michigan Avenue Chicago 
W. O. W. Building, - - Omaha 
| Bankers Trust Bldg., - : Indianapolis * 
H. B. Hewes, ‘ Boon reea 8 
Wise-Preditont F. E. Walker, 
iW, MeWilliams & Treas. 
White Pine 
BOX, SHOP AND 
CLEARS 
We invite your inquiries and orders. 
Clover Valley 
LOY 
Lumber Co., citironaa 








California White Pine 
California Sugar Pine 


California | California 
White Fir | Redwood 
Yard, Factory and Industrial Lumber. 


Monadnock Bidg., 
SAN FRANCISCO, CAL. 


California %% Pine 


a 








Frederic S. Palmer, 





SHOP 
MOULDINGS 


SELECTS 
COMMONS 





Kent Lumber Company 


461 Market Street, SAN FRANCISCO, CAL 


94 


AMERICAN LUMBERMAN 


JANUARY 28, 1928 








CHICAGO 


Save Money on Fir Doors 


Pool cars into Chicago almost weekly at 
carload prices. Both garage doors and house 
doors. 100% V. G. stiles and rails. 


Get our prices. 


GRAM-WILLIS LUMBER CO. 


228 N. LaSalle St., CHICAGO, ILL. 
Telephones: Franklin 3485-6 

















Redwood Sales Company 
360 No. Michigan Ave. Chicago, IIL. 








Why Risk Your Profit 


—and possibly your invested capital, by selling 
without reliable credit information? 


Lumbermen have depend- 
ed on Clancy’s Red Book 
Service for more than 50 
years, and they find our 
average of accuracy high- 
er than any other. 


Write today for rates and 
Pamphiet No. 49-S. 


Try ourCollection Depart- 
ment any timeon ordinary 
past due or disputed ac- 
counts; whether or not 
you are a subscriber. 


Lumbermen’s Credit Association 


608 So. Dearborn Street, CHICAGO 
Eastern Headquarters: 35 So. William St., 
NEW YORK CITY 


BIGGEST "i SELLER 


ON THE MARKET 























and samples at once. 
NORTH WESTERN EXPANDED © 


METAL CO. 
1242 Old Colony Bidg., CHICAGO 
._ ——— 











THE ACTUARY DOES A MAN’S WORK 


And does it accurately. A book to use for | 
moulding, lumber bills, car freights, car invoices, y: 
inventories, odd sizes, etc. Has a table for determining 
the list of new mouldings, a table of prices on door and 
window stock, a table of measurements on wall board 
in 32 and 48-inch widths and various other valuable 
tables. The Lumberman’s Actuary Jes tpaid, bound 
in leather, $8.50. AMERICAN LUMBERMAN, 431 8, 
Dearborn 8t., Chicago, Ll. 








Harry Street, of the Street-Chatfield Lumber 
Co., left this week for a few weeks’ vacation 
in the Southland. 


J. P. Gray, president of the Houghton Lum- 
ber Co., Indianapolis, Ind., spent several days 
in Chicago this week on business. 


Clyde Brownson, of the Brownson Lumber 
Co., Roselle,. Ill, when in Chicago this week 
reported a fairly good volume of retail busi- 
ness in his territory. 


John Hutchison, of the Hutchison-Moore 
Lumber Co., Laurel, Miss., when in Chicago 
this week reported a satisfactory volume of 
business in southern pine. 


R. W. Fullerton, president of the Bradley 
Lumber Co. of Arkansas, Warren, Ark., was 
in Chicago last Friday and stated that business 
was opening up in good shape. 


Charles Jacob, president of the John Bader 
Lumber Co., his wife and several friends plan 
to leave the latter part of the week for a 
month’s vacation in Florida and Cuba. 


Frank R. Retter, sales representative for the 
International Lumber Co. with headquarters 
at Cleveland, Ohio, spent a couple of days at 
the Chicago office this week discussing busi- 
ness matters. 


E. J. Willis, vice president and manager of 
the Berwyn Lumber Co., retailer of Berwyn, 
Iil., left last Sunday with his wife for a two 
weeks’ trip to El Paso, Tex., and other south- 
western points. 


J. W. Smith, sales manager of the Wausau 
Southern Lumber Co., Laurel, Miss., spent a 
day in Chicago last week for the purpose of 
getting a line on the southern pine situation in 
local territory. 


J. C. Williams, southern pine manufacturer 
of Vina, Ala., was in Chicago this week calling 
on some of his friends in the local trade. He 
reported orders being received in considerably 
larger volume at better prices than have ruled 
for some time. 


W. Jarman, of the Coast & Prairie Lumber 
Co., Vancouver, B. C., was a Chicago visitor 
last week. He stated that the prairie trade was 
brisk and the Canadian mills were consequently 
able to dispose of their cut at more favorable 


— than those obtainable on the American 
side. 


James W. Ball, representative in Chicago 
territory for the Gulf Red Cypress Co., of 
Jacksonville, Fla., returned the first part of 
the week from a business trip to Wisconsin 
consuming points, where he reported business 
conditions fairly satisfactory for this season 
of the year. 


« E. S. Stephens, general freight agent of the 
Chicago & Eastern Illinois Railway Co., Chi- 
cago, announces that effective Jan. 16 Elbert 
McCaa has been appointed commercial agent 
with headquarters at 916 City Bank Building, 
Shreveport, La., succeeding J. T. Paris, who 
has been promoted. 


Allen Turner, who has been covering east- 
ern territory for the Kelsey & Freeman Lum- 
ber Co., Toledo, Ohio, has been called in ‘ta 
headquarters in that city and placed in charge 
of the western wholesale department. Mr. 
Turner expects to make his home in Toledo 
and will be joined in the near future by his 
family. 

F. N. McCarthy, of the Prendergast Co., 
Spokane, Wash., was in Chicago the early 
part of the week calling on the local distribu- 
ters of western pines. He was returning to 
headquarters following an eastern business trip, 
and reported conditions somewhat quiet in the 
East at present, but prospects rather encourag- 
ing for a good turnover in the early spring. 


—— 





From here Mr. McCarthy planned to visit 
Kansas City, Denver and Salt Lake City. 


Bert E. Cook, of the Bert E. Cook Lumber 
Co., was called to Washington, D. C., last 
Saturday on account of an injury to his daugh: 
ter who is attending the National Park Sem- 
inary in Washington. He returned Jan. 23 
accompanied by his daughter, who is making 
satisfactory progress toward recovery at her 
parents’ home in Evanston, III. 


J. W. McCurdy, vice president of James D, 
Lacey & Co., is spending a month at San Fran- 
cisco and expects to return the middle of 
February. Among visitors to the Chicago 
offices of the company during the last week 
were F. L. Peck, of the United States Lum. 
ber Co., Scranton, Pa.; James Tyson, of San 
Francisco, Calif., and J. C. Elrod, of Port- 
land, Ore. 


William Braun, of the Braun Lumber Cor- 
poration, Detroit, Mich., was in Chicago Jan. 
23 visiting his friends in the local trade before 
proceeding to Cincinnati to attend the annual 
convention of the Ohio Association of Retail 
Lumber Dealers. Later he will make a trip 
to the South for the purpose of getting a line 
on manufacturing conditions. Mr. Braun was 
accompanied by Lee Shepherd, of the W. L. 
Shepherd Lumber Co., of Montgomery, Ala. 


J. G. Robson, president of the Timberland 
Lumber Co. (Ltd.), New Westminster, B. C., 
fir specialist, stopped over in Chicago last week 
en route to New York City and other eastern 
consuming centers on business. He reported a 
favorable turnover in 1927 and was equally 
optimistic regarding prospects for 1928. Mr. 
Robson stated that the company’s mills were 
operating full time. While here he conferred 
with the Tri-State Lumber & Shingle Co. local 
representative. 


S. V. Fullaway, jr., manager of the Port- 
land (Ore.) district office of the National 
Lumber Manufacturers’ Association, trade ex- 
tension department, after spending two or three 
days in the eastern division office, arrived in 
Chicago this week for a conference with W. F. 
Shaw, manager of the central division. After 
leaving here Mr. Fullaway planned to spend a 
day at the Forest Products Laboratory at 
Madison, Wis., and then be in Minneapolis 
Jan. 28 to confer with E. J. Fisher, manager 
of the district office. 


A. H. Hempstead, president, and F. G. Eddy, 
vice president of the Mershon, Eddy, Parker 
Co., of Saginaw, Mich., accompanied by their 
wives are leaving on Saturday, Jan. 28, for 
several weeks’ vacation in California, and ex- 
pect to return by way of Portland and Seattle. 
While in the West they plan to visit a number 
of the mills along the Pacific coast and Inland 
Empire. The company’s salesmen were called 
in to the home office Jan. 25 and 26 for a con- 
ference with Sales Manager H. A. Young, 
to consider sales policies for 1928. 


Howard Simmons, sales manager, Wood 
Conversion Co., Cloquet, Minn., was in Chi- 
cago this week conferring with local dealers. 
He reports a steadily increasing demand for 
both Balsam-Wool and Nuwood. In fact, the 
plant has been unable to supply the demand 
for the latter, but an additional dryer being 
installed will be in operation in a few days 
and the output will be materially increased. 
Mr. Simmons directs a force of 72 salesmen 
who are codperating with lumber dealers 
all sections, in educating builders to the ad- 
vantages of proper insulation and in_ this 
way building up a growing demand for these 
products. 


McD. Baker, of the — Lumber Co. and 
the Fuel City Box Co., Clarksburg, W. Va. 


spent several days in Chicago this week renew- 
ing old acquaintances and calling on the trade. 
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Mr. Baker reports a quite satisfactory demand 
and has noted a strengthening in the hardwood 
market since the first of the year. He believes 
that the outlook is encouraging, but, like prac 
tically all other hardwood lumbermen, he is 
certain that the manufacturers are going to 
have to make some decided changes for the 
better in their system of merchandising if they 
are to profit as they should through the gen- 
eral prosperity that is apparent all over the 
country. Mr. Baker makes two or three trips 
a year to Chicago, where his company has a 
yery nice trade among the wood using indus- 
tries, and while in this section usually calls on 
the trade in Detroit, Grand Rapids and other 
important industrial centers. Recognizing the 
trend toward smaller and more frequent pur- 
chases both by the retail yards and by the wood 
using industries, the Delphi Lumber Co. has 


equipped its plant with sufficient dry kiln and © 


remilling facilities so that it is always prepared 
to take care of rush orders for anything in the 
line of hardwoods, either in standard sizes or 
cut to special dimensions. In addition to West 
Virginia hardwoods, the cotnpany handles yel- 
low pine, hemlock and fir, and is one of the 
outstanding members of the West Virginia 
hardwood group that for a number of years 
has promoted the famous West Virginia soft 
textured hardwoods through a campaign in 
the AMERICAN LUMBERMAN. 


Lumbermen’s Club to Elect Trustees 


Announcement has been made by E. A. 
Thornton, president of the Lumbermen’s Club 
of Chicago, that a meeting will be held on 
Feb. 14 at the clubrooms, on the twenty-third 
floor of the Builders Building, 228 North La 
Salle Street, for the purpose of electing trus- 
tees. The business session will be preceded 
by luncheon at 12:30 p. m. 

Engineering Firms Combine Interests 

PHILADELPHIA, Pa., Jan. 23.—Four widely 
known engineering and construction firms have 
combined their interests and organized the 
United Engineers & Constructors (Inc.), 
which will maintain headquarters in this city 
and offices in New York, Newark, Chicago, 
Los Angeles, Atlanta, Houston, Pittsburgh, 
Montreal, Buenos Aires and Rio de Janeiro. 
The companies comprising the new organiza- 
tion are the U. G. I. Contracting Co., Phila- 
delphia; Public Service Production Co., New- 
ark; Dwight P. Robinson & Co. (Inc.), New 
York City, and the Day & Zimmermann En- 
gineering & Construction Co., Philadelphia. 
The new company is launched with contracts 
in hand amounting to more than $100,000,000. 
Dwight P. Robinson is president of the com- 
pany, and the directors include Arthur W. 
Thompson, Thomas N. McCarter, Samuel T. 
Bodine, Paul Thompson and John E. Zim- 
mermann. 


Fire Prevention Making Headway 


An encouraging aspect of the 1928 business 
outlook is found in heightened public senti- 
ment for the prevention of fire and casualty 
losses, according to a statement of James S. 
Kemper, president, Lumbermen’s Mutual Cas- 
ualtv Co., Chicago. 

The fire insurance loss ratio for 1927 was 
considerably lower than for some years past, 
and the companies should show the best un- 
derwriting profit since 1919-1920, says the 
statement. Normally the fire loss ratio re- 
flects general business conditions and the fact 
that business generally is not as good as it 
might be would point to a probable higher 
insurance loss ratio. That the companies 
have had a favorable year in spite of the gen- 
eral business situation would seem to indi- 
cate that the fire prevention movement is 
really making headway and that property 
owners generally are being awakened to a 
realization of their responsibility, 

In the casualty insurance field the volume 
of business continues to grow rapidly. Un- 
fortunately, the loss ratio, generally speak- 
ing, is mounting. Compensation loss ratios 


have not been satisfactory since 1920 for:-a 
large number of the companies, with the re- 


sult that the losses and expenses of the busi- 
ness have exceeded the income. 

While the number of automobile accidents 
in comparison to the number of cars licensed 
shows a decrease, there is a larger cost to 
the companies as a result of the gradually 
increasing judgments that are being awarded 
by juries. In this field there has been intro- 
duced a new factor through the enactment 
of the Massachusetts Compulsory Automobile 
Insurance Law. By many it is hoped that 
this law in addition to ensuring the financial 
responsibility of drivers will also tend to keep 
the careless and reckless driver off the high- 
ways. The operation of the law is being 
watched with wide interest. Many of the 
States considering similar legislation have 
postponed action awaiting an opportunity to 
study the Massachusetts experience. It is 
too early to attempt to state the result and 
yet it does appear that so far as the general 
public is concerned the law has not met with 
the opposition that was anticipated. 

Business generally in the middle West has 
been below normal both in volume and in 
price. During the early part of the year the 
volume was fairly satisfactory but the price 
situation, largely due to intensive competition, 
has not been generally satisfactory. For- 
tunately so far as the effect of a lessening 
of business activity on insurance is concerned, 
there has been no reflection in fire loss ratios 
from these business conditions, This in part 
is probably due to the fact that merchants 
generally are carrying lower stocks and so 
are better able to withstand the shock of 
reduced business volume and profit. 


Complimentary Luncheon to Retailers 


Arrangements have been made by the com- 
mittee of Southern Pine Association salesmen, 
consisting of R. C. Clark, Tremont Lumber 
Co.; H. N. Rogers, Eastman, Gardiner & Co., 
and F. R. Linroth, Exchange Sawmills Sales 
Co., to give a complimentary buffet luncheon 
at the Edgewater Beach Hotel, Chicago, on 
Friday, Feb. 10, at 12 noon, to the retailers 
in attendance at the annual convention of the 
Illinois Lumber & Material Dealers’ Associa- 
tion. This luncheon is tendered by the sub- 
scriber mills of the Southern Pine Association, 
and brief talks will be made by Col. J. A. 
Holabird, prominent architect of Chicago; J. F. 
Carter, field representative for the Southern 
Pine Association ,and Leo Kraemer, in charge 
of the service and research department of the 
Chicago Retail Lumber Dealers’ Association. 


(SR AS22222 am: 


Named on State Advisory Committee 


Mapison, Wis., Jan. 24.—R. B. Goodman, of 
the Sawyer Goodman Co., Marinette, Wis., A. 
L. Osborn, Oshkosh, and A. R. Owen, Drum- 
mond, have been selected as representatives of 
the lumber and timber industry on the advisory 
committee of citizens to the Wisconsin State con- 
servation commission. The pulpwood interests 
are represented by D. C. Everest, Marathon 
Paper Mills, Rothschild; W. R. Wheaton, Pulp 
Wood Co., Appleton; and H. H. Fish, Great 
Western Paper Co., Ladysmith. Thefe are 29 
members of this advisory council and they will 
meet at intervals with the commission in a 
purely advisory capacity. The commission ar- 
ranged for this council to obtain mature and 
intelligently considered suggestions from indi- 
viduals and organizations who are especially in- 
terested in conservation for Wisconsin. 


Farewell Dinner to Wholesaler 


Denver, Coto., Jan. 23.—A farewell dinner 
was given last Friday evening in honor of O. O. 
Russell, who has for a number of years been 
prominent in the wholesale lumber industry of 
Denver. The dinner was given by fifteen 
friends of Mr. Russell who are engaged in the 
wholesale lumber business in this city. During 
the evening Mr. Russell was presented with a 
gift as a token of esteem and also expressing 
the wish of those present for the success of the 
honor guest in this new undertaking. Mr. Rus- 
sell will leave Denver shortly for San Fran- 
cisco, Calif., where he will engage in the whole- 
sale lumber business in that city with his 
brother-in-law, F. S. Murphy. 





CHICAGO 





ONDOSA PINE 


is only one species of Pacific Coast woods we sell. 
Your inquiries and orders are also solicited for 


INLAND EMPIRE SPRUCE, 
FIR, LARCH AND CEDAR 


Telephone Central 5691 


INLAND EMPIRE 
LUMBER Co. 


FRED H. BURNABY Suite 1026 Conway Bidg. 
FRED L. LEIDINGER CHICAGO 





Winegar-Gorman 


Lumber Co. 
Birch, Maple, Ash, Basswood, 
Elm, White Pine, Hemlock, Lath 
Mills:— Winegar, Wisconsin and Bonifas, Michigan 


Sales Office:— 
39 -So. LaSalle St., CHICAGO, ILL- 





WHITE STAR LUMBER COMPANY 


811 Roanoke Bidg., CHICAGO 
Randolph 1069 Mills at Mattoon, Wis. 


Jobbers of Yellow Pine, Fir and Red Cedar 
Manufacturers of HEMLOCK and CEDAR 


Sales Agents for Redwood Manufacturers’ Co., and 
‘I.F.C.O.” Maple, Beech and Birch Flooring. 





PILSEN LUMBER COMPANY 


White Pine — Yellow Pine 
Hemlock, Lath and Shingles 
Straight or Mixed Cars. 
Quick shipments from our mills or from a 
large stock in our seven acres of yard at 
Laflin and 22nd Sts., - . CHICAGO 





Englemann Spruce 


We own Superior Spruce Mill Stock, 
White Sulphur, B C. 
We represent Nicola Pine Miils, Ltd , Merritt, B.C. 


Paul Miller Co., >° %2,128s"= 


Telephone, Main 027€ 





PIKE - DIAL LUMBER CO. 
WESTERN WOOD PRODUCTS CO. 


High Grade Western Yard and Factory Stocks 
DOUGLAS FIR — SITKA SPRUCE 
From Our Chicago Yard or Direct From Mill. 
Phone, CANAL 0049 2251 So. Loomis St., CHICAGO 








Every Lumberman 
Should Have This Book 


“Tote - road and 
H Trail,” the new vol- 








TOTE-ROAD ume of verse by Mr. 


Malloch now ready 
AND TRAIL for delivery, is the 
Paha M 


most important and 
entertaining that 
has come from his 

n. It represents 
the ripe genius of 
nearly forty years’ 
association, as boy 
and man, w:th the 
lumber business. It 
assembles in a sin- 
gle volume the best 
that he has written 
hitherto unpublished 
in book form. 

No book of verse 
will afford a lum- 
berman or logger 
greater joy. or serve as a more v vlcome gift 
to his friend. 

“Tote-road and Trail’ has been printed 
in the manner of which it is worthy; bound 
in ciota, goio wtampea and witr ilt ton. 
The war en = = = —— gg 
series of oil paintings by ver emp, e 
New York artist. Sent, postpaid, for $1.50. 


American Lumberman 
431 S. Dearborn St., CHICAGO, ILL. 
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News Letters 


(Continued from page 93) 
Jacksonville, Fla. 


Jan. 23.—The expected increase in business 
has been gradually materializing, and the last 
week has been featured by a general better- 
ment in all southern woods. Buyers do not 
seem to be over stocking. 


The pine market is holding up strongly, 
although there has really been no advance in 
prices. The demand for sizes continues good, 
with most mills able to keep their order files 
well filled. Of course, there is always room 
for 6-and 8-inch cutting, but the mills are 
being forced to book business for some of the 
larger sizes to get orders for small stock. 
There have been no additional bookings for 
export, as the mills are pretty well stocked 


up on such orders and will take some time to 
fill them. This export stuff is an experiment 
for most Florida mills. It is all high class 
stock, and must be held several months for 
partial air drying before being shipped. This 
practice ties up money. The Florida yards 
are buying strictly hand to mouth. The move- 
ment of shed and yard stock to other con- 
Suming sections has been fair. It is not at- 
tractive business, however, as high freight 
rates and competition get prices down too 
low. Still, the excess above what the State 
and surrounding sections will consume has 
to be sent somewhere. 


The cypress market has shown a betterment 
following the recent further reductions in 
price. Some items did not need the reduction, 
but others did. Among the extremely slow 
movers are the shop grades and selects, along 
with A and B finish. Mills are moving just 
about as much stock as they cut, even though 
production has been curtailed. 





RACKSON-FORDSONS are the most 


flexible and economical tractors for all log- 


ging operations. 


They replace horses for 


hauling, skidding, sprinkling, toting, road build- 
ing, snow plowing, decking and loading—opera- 
tions on which large tractors cannot always be 
used economically because they are too costly, 


slow, and clumsy. 


The low cost of Tracksons allows the use of 
four or five of them in place of one large tractor 


at practically the same investment. 


They can 


be spread over a number of operations in differ- 
ent places at the same time. 


Hundreds of progressive loggers in the United 
States and Canada have recognized this fact and 
are using Trackson-Fordsons, because they are 
faster than horses, make more trips per day, 
handle a 4-horse load each trip and cost consid- 
erably less to operate than horses or large 


tractors. 


Write for Special Bulletin on Winter Logging! 


S10 CLINTON ST. 





MILWAUKEE ,.wits. 


Weather conditions throughout the south 
east have been ideal for the last few w 
with only one good hard rain mixed in to do 
its part in helping to handle lumber propertly, 


New York, N. Y. 


Jan, 23.—Seven solid Pullman cars, laden 
with lumbermen of New York City, West. 
chester and Long Island, departed shortly 
after midnight tonight for Boston, where 
the annual meeting of the Northeastern Re. 
tail Lumbermen’s Association will be held, 
It was by far the biggest delegation that ever 
left here to attend a Northeastern convention, 

There were no price changes in any grade 
of lumber last week, so far as reports to- 
day indicated, and signs of improvement were 
even fewer than they have been of late. The 
weather has been favorable and in some sec. 
tions winter building is going ahead briskly, 
but as one lumberman said today: “The re. 
tailers are buying strictly according to their 
needs.” 

The annual dinner-dance of the president 
of the Dykes Lumber Co. will be held next 
Saturday night at the Waldorf-Astoria. There 
will be fifty-six -persons present. The or- 
ganization’s annual meeting will be held in 
the afternoon. 

The Franklin Lumber Co., of Newark, N. J., 
is rushing improvements on its Port Newark 
property. A mill and administration build- 
ings will be ready for occupancy early in the 
spring. Lumber is. being received at a rate 
of 1,000,000 feet a day and is being handled 
expeditiously with a new device. 

The Long Island City yard of the Hunters- 
point Lumber & Supply Co. will be greatly 
enlarged as the result of the recent purchase 
of 400 feet of waterfront property on Dutch 
Kills Basin. The company now has about 
1,200 of land on the waterfront. William 
E. Code, president of the company, is also 
head of the Queensborough Chamber of Com- 
merce and is vice president of the New York 
Lumber Trade Association. 

Mr. and Mrs. George H. Storm will sail 
Wednesday for a Continental trip. They will 
visit Egypt and the Holy Land and spend 
some time in the British Isles. 


Laurel, Miss. 


Jan, 25.—Local pine mills report a cnn- 
tinuation of heavy demand. Prices are firm 
with an advancing tendency. A number of 
items of yard stock are beginning to be in 
short supply, especially in dry condition. 
Shipments are holding about normal, as is 
also production. The export market continues 
to take an increasing amount of stock. More 
activity has been noted in both South Amer- 
ican and Island business than for some time. 
Inquiry coming from Germany is very en- 
couraging and indications now point toward 
a good European business. Sawn timber is 
bringing perhaps 50 cents more than it was 
two weeks ago. There are no export stocks in 
surplus. Extra prime and Genoa prime are 
much sought after. 


Philadelphia, Pa. 


Jan. 25.—Sales of the construction woods 
have fallen off in the Philadelphia area, and 
very little activity is noticeable in the market 
just now. The dull season will continue for 
another month. Most retailers completed their 
inventoriés this year with less stock than 
they had last year. According to one author- 
ity, the average stock is almost twenty-five 
percent less than it was last year. 

Several boatloads of lumber have arrived 
recently at the Wilmington Marine Terminal, 
consigned to the Eastern Terminal Co., which 
now has on hand 18,000,000 feet. 

The proposed merger of Philadelphia’s 
largest retail lumber yards has not as yet 
been completed. Application for a charter 
was made three weeks ago in Harrisburg, and 
five of the most prominent retailers will op- 
erate under a centralized administration, for 
the purpose of merchandising their products 
with more efficiency and more economy, The 
corporation will be known as the Lumber & 
Millwork Co. of Philadelphia. 

At its January luncheon, the Philadelphia 
Retail Lumbermen’s Association discusse@ 
ways and means of meeting new methods of 
doing business. It was pointed out by sev- 
eral members that if expenses are cut down in 
proportion with the volume secured with 
profit, it will be possible to make money in 
1928. Piling up big gross sales at losing 
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ces was frowned upon at the roundtable 
conference. 

The Susquehanna Valley Lumber Dealers’ 
Association, a unit in the Pennsylvania Lum- 
permen’s Association, has elected these offi- 
cers for the coming year: President, John 
Hilbush, East End Lumber Co.; vice president, 
gEmory Miller; secretary-treasurer, David Bro- 


a albert McAllister, attorney, of Bridgeton, 
N. J., has been retained as the New Jersey 
attorney for the Pennsylvania Lumbermen’s 
Association. 

Brosius & Smedley have opened modern dis- 
play rooms in the business district of Wil- 
mington, Del. 

Thomas Updegraff, prominent in Phila- 
delphia lumber affairs, was married on Mon- 
day, Jan. 16, to Mrs. Helen Kames, of this 
city. 

Jacob C. Rumbarger, one of the oldest 
jumbermen in Philadelphia and a member of 
the Philadelphia Lumbermen’s Exchange, cele- 
brated his ninety-second birthday on Wed- 
nesday, Jan. 18. 


Klamath Falls, Ore 


Jan. 21.—Plans for a modern box factory 
for the Kesterson Lumber Co., of Dorris, 
Calif., are being drawn up by L. D,. Stephen- 
son, mill designer, and work on the new plant 
will be started in the near future. 

The portable mill which has been assembled 
on the Weyerhaeuser Timber Co.° mill site 
south of Klamath Falls is now ready to start 
eutting ties for the company’s logging rail- 


roads. 
Atlanta, Ga. 


Jan. 24.—Steady improvement in yard de- 
mand from the middle West and Southeast 
has resulted in the largest volume of new 
bookings by Georgia mills in the last four or 
five months. Orders are well in excess of 
production, which is being seriously curtailed 
by inclement weather. Leading items in the 
list are boards, finish and dimension lumber, 


with shiplap and siding fair, and a steadly’ 


improving call for ceiling, partition and floor- 
ing. Boards and dimension are $2 to $3 higher 
and shiplap about $1. The inquiry is very 
good from both retailers and industrial buyers. 
Railroads continue active in the market for 
timbers and car materials, the latter having 
been marked up $2 to $2.50. Georgia roofer 
mills report a continued active demand but 
no improvement in prices. No. 2 common and 
better Georgia stock bringing $17.50@18.50, 
and Carolina kiln dried roofers, $20@24. 


Trouble and Litigation 


BEAUMONT, TEX., Jan. 23.—If Judge W. 
Lee Estes of the Federal district court ap- 
proves the sale made at Orange last week to 
B. E. Quinn, local realtor, for $51,000 of the 
remaining assets of the Miller-Link Lumber 
Co., of Orange, it will wind up a receivership 
extending over a period of nearly seven years 
and involving assets of around two million 
dollars. On Sept. 27 Quinn bid in these 
assets, consisting of some 13,000 acres of cut- 
over pine lands in Newton, Jasper and Orange 
counties, Texas, and Beauregard and Calcasieu 
parishes in Louisiana, for $27,000. When R. 
W. Abbott, Houston, special master commis- 
sioner in charge of the receivership, reported 
the sale to Judge Estes the latter refused to 
confirm it, stating that Quinn’s bid was en- 
tirely too low, considering the value of the 
property involved, and ordered the lands re- 
advertised for sale. At last week’s sale 
Quinn was again highest bidder, offering 
$51,000. Judge Estes has set Tuesday, Jan. 
31, as the date for hearing the final report of 
Abbott and of the receivers, J. O. Sims of 
Orange, and Geo. W. Brown, of Beaumont, at 
which time it is expected he will approve the 
last sale of these properties to Quinn. 


STANDING upon a little knoll two miles from 
Whitesburg, Ky., is an old log house erected 
nearly a hundred years ago from native white 
oak trees, hewn, that is still in almost perfect 


condition, which proves the longevity of east-. 


ern Kentucky white oak. The old building is 
one of historical interest also inasmuch as it 
was used for years as a “temple of justice,” 
a courthouse, where several notable trials were 
held in “ye olden days.” 
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The customers of NATALBANY will be inter- 
ested in the news that the Pelahatchie mill, 
better known as the plant that produces the 
famous “Pearl River Satin Finish,” is being 


electrified. 


Two new kilns are being added, which means 
that seventy-five per cent of the output will be 
kiln-dried. (You know that the common lum- 
ber that goes to the yard is all soda-dipped.) 


A sanding machine has been recently installed 
also, and the salesmen can take your order for 
either plain or sanded surface stock. 


You can obtain guaranteed moisture contents, 
too, as all the lumber NATALBANY produces 
is tested in the kilns. 


More than ever can we offer 
you Lumber that is as safe as 
Buying Sterling. 


Mills 71-72-73 on the Illinois Central Speedy Mainline 


ATALBANY 


LUMBER ._y COMPANY, LTD. 
SALES PB OFFICE 
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Following are f.o.b. mill sales prices as reported from Kansas City, Mo., for the week ended Jan. 20: 
Plooring Finish Jambs Shiplap Shortleaf Dimension Longleaf Timbers 
1x3” EG B&Btr. 60.39 | B&better Rough: B&better: No. 1, 1x8” ... 31.51 S1S1E ' | No. 1 Sq. B&S 
eee < fie epereer 42.54 1%, ipe 2x4 No. 2 (10 to No. 1— S48, 20’ and 
FG B&Btr. 39.04 SP vine co 4118 | & 6”...... 72.0 20’): 2x12”, 16’ 32.10 under: 
No. 1.. 32.44 1x5 and 10”.. 51.75 eineiian 81s “ie 19.95 18 & 20’ 32.08 gee 27.25 
No. 2.. 21.50 | Ixhe ...-.:; ; 53:75 | No. 1, 1x4” ... 31.16 SEOO" cusses. Ce || OS St awkecnewd 32.80 
1x4” EG B&Btr. 62.35 | 5/4x5, 10&12” 70.00 1x6” pes 34.78 No. S 4 (all lgts. ): 2x 4 ’ 10 22.46 12” . 34.4] 
No. 1.. 39.56 | B&better Surfaced: No. 2 (all lets.) : phi iar” sgactetise snis 16.11 | a 20.75 . 
FG B&Btr. 38.67 | 1x4” ........ 7.79 a 6.78 oe dpe 16.54 16’ ... 21.96 Byrkit Lath 
i Svs BE LB” cesnnece 46.65 cheat eet 18 & 20’ 24.79 | 4 and 6’....... 14.38 
No. 2.. 22.17 | 1x8” ........ 8.48 | No. 3 (all izis.): Shortl Dimension, a ae 17.33 | § and 10’....... 14.95 
Coiling 1x5 and es 56.49 eek geet 50 | S181E it . +a. 12’ and longer.. 14.85 
Oxt- Babi... 3148 | 5/4x4, 6 & 8” 61.48 | _1%6" -------- 13:50 | > Sx 9", 10° ... 28.98 18 & 20’ 19.51 Car Material 
No. 1.... 28.83 5/4x5, 10 & Boards, 818 or 828 a os See 2x 8”, 12’ ... 20.40 | (All 1x4 & 6”): 
2°"? tae aaa aN 77.07 | No. 1, 1x8” ... 33.20 16’ ... 24.88 16’ 21.50 | peptr., 9 & 18’. 416 
No, 2.... 18. 6/4 & gh/ 4x4. 1x10” 38.15 18 & 20’ 27.04 18 & 20’ 20.45 16 and 30°... 0 
Partition (| § 6 & 8”..... 63.33 1x12” .. 47.04 2x 6”, 10’ ... 24.50 2x10”, 18 & 20° 22.95 ++ 36,35 
1x4&6” B&Btr.. 39.75 6/ & ee /4x8, No. 2 (all 10 to [y .«e Dee 2x12”, 12’ ... 22.41 | No. 1, 9 and 18’ 38,25 
No. 1... 35.00 | 10 & 12”... 75.00 20’): a 4.43 16’ 21.50 10 and 20’... 35.25 
No. 2... 24.25 | ¢ Surfaced: 1x8" 6 aD 19.96 18 & 20’ 25.35 — 18 & 20’ 23.84 WO sc avincnss 35.65 
B Siding ee 39.39 i AS 0.17 au 3°, 2 coe DE vo. 3— No. 2, random.. 19,7 
% x6” mane 94.50 | 1x6” ........ 38.40 1x13” ....... 24.36 12° ... 32.83 ee 12.50 ‘ 
No. 1.... 2275 | 1x5 and 10”.. 45.25 No. x: fall lgts.): ino 16° 26.29 2x6” MS Rai 11.00 - yg 848 
kre eral 5.5 ’ 26.  ieawn ee : Jp to 9”, to 
Drop Siding | Casing and Base Te bem 16.21 2x10”, 12’ ... 25.00 ae cickeuen 36.00 
1x4 or 6” B&Btr. 37.29 | B&better: es 16.88 16’ ... 25.42 Plaster Lath EPIL 42.42 
No. 1. 34.82 4 and 6”..... 55.03 | No. 4, all widths 18 & 20’ 28.00 | No. 1, %”, 4’ 2.60 38 to 40’..... 45.00 
No. 2 22.97 8 and 10”.... 57.00 and lengths.. 8.25 2x12”, 12’ ... 28.00 | No. 2, %”, 4’ 1.42 | Up to 10”, 37°.. 47.00 
Following are f.o.b. mill sales prices made in Shreveport (La.) territory during the period ended Jan. 20: 
Plooring eFinish, B&Btr., Roofers & C. M., | Longleaf Dimension, , Shortleaf Dimension, No. 3 Random 
1x3”, EG.— Surfaced » 1x6” SISLE S1S1E ension 
B&btr sap C625 | 18O" casciccoses 43.75 et eae 34.50 No. 1— No. 1— PES Ee 14.50 
No.1 & C. OES €  aeecncsees 8 Eb Se Seno 18.50 | 2x12”, 18&20’ .. 44.75 | 2x 8”, 16’ ..... BO.0O 1 S26". kk. cece 13.50 
1x3”, F.G.— eee eee Be A Be oo tens x 13.50 &24’ .. 46.25 18&20’ $4.50 | oxar -.° °°. °° 15.50 
B&btr sap 37.25 1x5&10" A EA 53.00 Shiplap, Random No. 2— bias og a SEOOS vccccea 18.75 
No. 1&C 3.25 | 1x12”... sees : Len 8 a 4... 310 24.00 Rae's De ecucs J "ea! 
ize, B.G— | 5/4x4,6@8" "25°. 61.75 | No a ee’. 32.75 | eae 23.00 Oe eae 34.69 | Stscter Sam, om 
B&btr sap... 59.75 | 5/4x5&10” ..... 12.75 1x10” |. 36.75 Santee 24.50 a 27.00 | No. 1 .....-.+. 2.15 
x4”, F.G.— 5/4x12” ....... 78.25 | no o ix 9” °° 30:50 18&20’ .. 27.75 18&20’ .. 27.50 | No. 2 ...... 1.75 
Babtr sap $7.75 1%&2x4-12” .. 63.75 | 1x10” 20.50 23634’ 39.35 22&24’ 34.00 Car Material 
0 1&C.... 33.5 No. 3, 1x 8” 16.00 | 2x 6”, 10’ ..... 19. nid”, 18° ..... 26.75 124-6” 
i © s¢oeses 22.00 — Cc, a. x10” 17.50 12’ osece 21.00 eae 31.50 B&Btr., 5&6’ .. 27.00 
Ceiling peepee, ixi2” °. 17.50 | tease’. sare cease, ** Sees eau” aaee 
"No, 2.... 17.00 | 1x5@10" 1... 43.00 » ie 22&24 44.25 12&14" . 39.00 
xi” No. 2.... 17.0 . Longleaf aemnaten £2 eo 22.00 | No. 2 9 or 18’ 39.75 
54 x4” B&Btr. 32.00 i” sisewenew 52.50 S1S1E 7 . ee 24.25 NO. = " 10 or 20’ 36.00 
No. tal as 29.50 Mie. Dine 18&20’ 26.25 2x 4 10’ eevee 20.25 No 1 Random 
No. 2.... 19.25 oe aan. 99 | 2% 47> 10° 28.00 | 2x10", 12’ ..... 22.25 ae, reece Sree | Watt pocee ee 32.00 
O. G. Batts 1%. cere 10. RES 25.75 | | 23.25 18&20’''° 23:75 | No. 2, Random. 19.00 
Py Casing & Base a 26.25 | 18&20’ .. 24.00 > re + 4 
5x3 No. 1 & - B&Btr ’ | 18&20’ 31.00 2x12”, | pe 5.50 22&24’ . 23.00 No. e se 
ae <= SOB baat Titre: ". 49.75 | 40g» 2224" 22 35.75 | 18&20"":: 30:00 | 2x 6", 107 ..... 18.00 rae 
%x6” Bente 27 «|G me) ee ct 23:50 | Shortleaf Dimension, 16° °°... 18:50 | a Pas, 0 8 os ii 
na” ° seas | RSs 25.60 | .. 1818 18&20’ .. 20.75 | 3x4&10", 5x10/ 
Beooe SM | s, S1S or s2s 18&20 28.50 | No. 1— 22&24’ 22.00 SEO cc wcees 35.50 
Drop Siding, No. 117 | No. 1— 22&24’ eee. -i Oe 0. 10" 5.2. 24.75 | ox 8” 10° ..... 92.00 | 3&4x12” ...... 43.00 
1x6” B&Btr. . $7.76 A — o-38 Ss 8°. A oe? ores 7 A neues gh "peal hs 19.00 6x12/12x12 38.00 
Mb enes 33.75 x10”, rdm 7 wesw 24.7 ' eRe . ‘ 21.2 
— 25.95 | 1x12", rdm... 46.50 es 24°50 18&20".. 27.25 | oo» 8 — “ me. 5 See 
2 - No. 2— 18&20’ .. 28.50 | sanee’ .. sa00 | S210", 12 ----- ig 
Random Fencing, 515 1x 8”, rdm 20.75 | 2x10”, 12’ ..... 30.00 | 2x 6", 107 ..... 22.50 16” wees 23.35 Sq. E&S, 20’ & Und— 
No, 1, 1x4” 31.00 1x10”, rdm... 21.25 | eres 31.00 eee 21.00 pooae, °° open | 8” @ ~~ Tee 25.25 
1x6” . 34.5 1x12”, 10-16’. 24.75 | 18&20 32.75 | et aipes 22.00 22&24’ .. 27.0 3x48e10" 5x10/ 
No. 2, 1x4” . 17.25 1x12”, 18&20’. 26.00 | 22824’ 36.00 | 18&20’ 24.26 | 2x12”, 10’ ..... 25.25 "Fears 30.00 
1x6” 19.00 | No. 3— | 2x12”, 10’ ..... 36.00 22&24’ 33.00 | pee 21.75 | 3@4x12” ...... 34.00 
No. 3, 1x4” 13.50 1x 8”, rdm... 15.25 | Oe cwiat 36.75 | ot 6", OE céas 21.00 eS 23.50 | 6x12/12x12 34.00 
x6” 14.50 1x12”, rdm... 17.75 | | ge pe 44.00 Or tna 5c8 22.25 18&20’ 94.96 1. S/GEEE oc ec ence 37.00 
Prices f.o.b. on kiln dri od, Eaguizece whi The following are f. o. b. mill prices: Seattle, Wash., Jan. 21.—Eastern prices per 
spruce boards, S4S, po = 1 vive = 4 . ill: 
an aoe gates Is fame & = A om thousand, four or five bunches, f.o.b. m 


iene in a percent of shorts nor more 
than 60 percent of 16-foot: 


Dé&better No.1 No.2 No. 8 

4/4 6/4 6&8/4 4/4* 4/4* 4/4* 
 pasue $566 $82 $82 $653.00 $40.00 $83.00 
i eade 61 82 82 64.00 0.50 35.00 
aes 66 82 82 64.00 39.00 36.00 
ia a we 80 86 86 65.00 40.50 365.00 
ee tenes 91 96 86 60.00 47.00 36.00 
*For 5/, 6/ or 8/4 in No. 1, pt $10 to price ¢ 
us 3 same width; in No. 3, add $6; in No. 8, 


Random Widths, 6- to 16-foot lengths— 


No. 4, 4/4, $31.50; 6/4, $86.50; 6/4, $88.60; 8/4, 


$42.50. 
No. 65, $26.60; other maaan $29.50. 
For all p. stock, add $2.50. 
Spruce lath, 4-foot, No. 1, $8.45; No. 2, $6.96. 





[Special telegram to American Lumaeeman] 
Portland, Ore. Jan. 24.—The following are 
f.o.b.. Chicago prices on Pondosa pine shop, 82S: 


et METS shop prices are for shipments of No. 
3 and better. 
grades, a $6. 


For straight cars of specified 





No. 1 Hemlock Boards, 51S— 


ss 8=—sté«iC?? 14’ 16’ 
=e ere $27.00 $28.00 $28.00 $29.00 
=. Oe 29.50 30.50 30.5 32.00 
Spare pee 31.50 32.50 32.50 34.00 
Dn. genesen 32.50 33.50 33.50 35.00 
ee” weaanee 33.50 34.50 34.50 36.00 

For merchantable S1S deduct $3 from price 
of No. 1; for No. 2, deduct $5. 

For shiplap or flooring, add 50 cents to 
prices of No. 1 boards. 


Crating stock, Sl or 28, 6” 
and longer, No. 2, $26.00; No. 3, $22.50. 


No. 1 Hemlock, 5151E— 


of 10’ 14’ 16’ 
ae” . ab aalne $30.00 $31.00 $29.00 $31.00 
OF ge ery 27.00 28.00 28.00 30.00 
Da”. ceesear 29.00 31.00 30.00 31.00 
Se +. 5s0¢08% 29.00 32.00 32.00 33.00 
Se \secwene 30.00 33.00 33.00 34.00 

No. 2 hemlock, rough, 6’ and longer, 2x4” 


and wider, $22.00; 1x4” and wider, $22.00. 


For No. 2 dimension, deduct $4 from price 
of No. 1. 


and wider, 6’ 


Pirst Grade Stock 


Standard 


Rite-Grade 


Extra clears, 6/2....$2.05@2.10 $2.10@2.15 
Extra stars, 5/2..... 2.20 if 2. 

eT eee 2.20@2.35 2.60 @2.70 
Perfects, 6/2 ....... 2.80@ 3.00 3. 
oka ach wwe ee -95@3.00 3.4 

PUREED co ccccccce -70@ 3.80 3.80@ 3.90 

"rae i °° aoe. 

Dimensions, 5”, 5/2.. 3.10@3.15 = ...seeees 

Second Grades, B. C. Stock, at 

Standard ttle 

Com. stars, ss + PA Nery $2.90 

Oe Sste0 85 ae SE . vv shes 3.20 

7) eee 1.00@1.10 HUrekas ...scce 3.80 

| Com, clfs.. 1.50@1.60 Perfections 4.00 








WEST COAST SPRUCE 


[Special telegram to American Lumserman] 
Portland, Ore., Jan. 24.—The following are 
prices for mixed carlots prevailing here today: 


Finish— 
ee . -$70.00 
1x4—10” 59.00 
Bevel siding— 
BE vccvsies BOO 


x6” ....... 26.00 


Factory stock— 


1 sii 27.00 
1%” ..66- ° $73.00 
eee . 29.00 
SO. wevevede 30.00 
Lath .....- 3.60 


h 
Green box imbr. 17.00 
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1x4” . 


” 


1x3” ..- 
5/4x4” . 


1067 20. 
1x6” .. 


ix4” . 


5x4” .. 
xt”... 


106 ..-- 
117 ..-. 
All ...- 


2 
B&bette 


wa, i... 
No. 2... 
No. 3... 
No. 1, 2” 
12’ 
4”.$16.0 
6”, 15 
. 15 
10”. 


” 


a 


ee et 


6. 
. 16. 
2x4”, 8 
Random 
No. 2.. 
No. 3.. 


==) Ore OOF 


3x3 to 
5x5 to 
5x5 to | 


No. 1, | 


B&be 
1x4” 
1x6” 





Dulut 
on nort 


ComMo?! 


No. 1, 


Seat 
cars, n 


Width. 
4-inch 
5-inch 
6-inch 


8-incl 
10-inc!l 
12-incl 
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DOUGLAS FIR 


[Special telegram to American LumsBermMAn] 
Portland, Ore., Jan. 25.—F.o.b. mill prices 
on actual sales of fir, Jan. 21, 23 and 24, direct 
and wholesale, reported by West Coast mills to 
the Davis Statistical Bureau, were as follows: 


Vertical Grain 


B B&btr. Cc 
OS eee $34.25 $34.25 $28.75 
BE cit ecexbage on ne | Shes 
OF EE + oe 
Flat Geeta, Plooring 
GCC ay 24.25 20.00 
Dt Gives eestaas a . a «| 
Mixed Grain Flooring 
ao 0s a oe ee ote ape oe 3 scone Bea 
Ceiling 
eee —- 2 2m 
Ne cig cae ee < mme! t. 
Drop Siding, 1x6” 
a ee vans 28.25 24.25 ee 
ER 27.75 26.00 aaa 
eae aa come ane 15.50 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
NE Ewe sca airy aie desk Ome $38.25 $39.75 $48.75 
Common = ‘and Shiplap 
x6” 1x8” 1x10” 1x12” 
SS a er $17 00 ary 00 $14.25 $19.25 
ea ae 9.75 50 11.50 12.25 
OT ee 8.50 17-38 7.25 ieiioalap 


No. 1, 2” ses Dimension 
12 16’ 18’ ae jaase’ 26-32’ 
4”.$16. 00. $15. 75 $17.75 $18.50 $18.5 
6”. 15.00 15.00 16.50 16.75 16. 2 $19. 75 $20. 00 
Hg 15.50 15.75 16.75 16.50 16.75 19.25 21.00 
10”. 16.50 16.25 17.00 17.25 17.50 20.00 19.25 
12”. 16.75 16.75 17.75 18.00 18.50 21.00 21.50 
2x4”, 8’, $15.75; 10’, $15.50; 2x6”, 10’, $14.00 
_—— 2x4” 2x6” 2x8” 2x10” 2x12” 


No. 2. hee ose aia 75 — — 
No. 3. 6.25 5.75 


We, 3 Commen Ghebess 


S83 to 4x13" to 30, surfaced ...csvcccs $18.50 
5x5 to 12x12” to 40”, SE a Hic onsen ven 17.50 
5x5 to 12x12” to 40’, surfaced .......... 18.50 
Pir Lath 
ET ae a er a ee ee $2.25 
B&better, Flat Grain Car Siding, 9 or 18’ 
i sctehuw See diceneieaes uence waew ee 4 $30.50 
 ‘cdicedh caatven* heed «eesilenn oe ekaeane 35.00 





NORTHERN PINE 


Duluth, Minn., Jan. 23.—Following are prices 
on northern white pine f. o. b. Duluth: 


CoMMON BOARDS AND FENCING-— 


10&12ft. 14 ft. 16 ft. 

we a, BE lccewons $43.00 $43.00 $49.00 
are 46.00 46.00 48.00 

iS reer ree 50.00 50.00 48.00 
Mant 58.00 55.00 53.00 

es) errr 73.00 68.00 68.00 
as eee 34.00 34.00 40.00 
 . mre 36.00 26.00 29.00 

io arr rrer 40.00 39.00 38.00 

ps! pr rreree 42.00 40.00 38.00 

CO —— re 48.00 43.00 42.00 

me. S 1% oP lo eves 26.50 26.50 27.50 
Sf MCT ee 29.59 29.50 30.50 

TEE céscces 32.00 2.00 32.00 

1R107 occ cece 33.09 32.00 32.00 
|) eee 34.00 33.00 33.00 


For all white pine No. 1, 2 and 8 
ix4 & wdr., 6 to 20’, No. 4, $26.00; No. 5 


For S1S or 82S add $1. For resawing a 
$1. S4S, D&M, drop siding etc., add $1.50. 


No. 1 Precs Sturr, SiSiE— 


add Se 


10’ 12’ 14’ 16’ = =18&20’ 
2x 4” ...$33.50 $32.50 $31.50 $31.50 $33.50 
2x 6” ... 31.50 30.50 30.50 30.50 32.50 
2x 8” ... 33.50 33.50 31.50 31.50 33.50 
2x10” ... 35.50 35.50 35.50 33.50 35.50 
2x12” ... 36.50 36.50 36.50 34.50 36.50 


No. 2 piece stuff, $3 less than No. 1. For 
rough, deduct $1. For D&M, add $1.50. 


SIDING 4- AND 6-INCH, 4- TO 20-FooT— 


Norway 

&btr Cc E C&Btr. 
oe eh eace Sai. 50° $36.50 S27 00 $17.00 $32.00 
ee 46.00 41.00 31.00 20.00 35.00 





RED CEDAR SIDING 


Seattle, Wash., Jan. 21.—Prices for mixed 
cars, new bundling, 8- to 18-foot, f. o. b. mill: 


Bevel Siding, 14-inch 





Width— Clear a “Bp” 
DT" “so bo 6a eb 02 a $24.00 $23.00 sy 00 
ER Dereu Rae ean 25.00 23.00 20.00 
OE iis. veto Kck 27.00 23.00 20@22 
Clear Bungalow Siding 

%-inch -inch 
I re rks arid ds sano scene atl $40.00 33.00 
RRR ERD NORRIE oP sie 50.00 40.00 
SE od des 3a aaa Oakes ice aot 





CALIFORNIA PINES 


San Prancisco, Calif., Jan. 21.—The follow- 
ing average prices f. 0. b. mills, those on com- 
mons covering 1-inch stock only, were re- 
ported by the California White & Sugar Pine 
Manufacturers’ Association for the period 


ended Jan. 16: 


California White Pine 


All widths— 
No. 1&2clr. Csel. Dsel. No. 8 clr. 
4/4 ....$67.65 $61.70 $53.95 $43.70 
5/4 .... 69.20 60.40 50.65 55.75 
6/4:°.... 64.70 54.05 42.10 54.75 
Se .cce T0488 66.65 54.00 63.40 
California Pine 

4/4 ....$92.10 $87.20 $63.80 $53.05 
SPE .cce SH 77.80 56.50 63.25 
6/4 .... 338.36 74.95 50.15 63.50 
i eee 84.05 66.60 77.25 

White Mixed Pines 
DE. «sameness 32.40 Common— 
No. 1, 5/4xa.w.. 38.50 | i Baer: $43.50 
No. 2, 6/4xa.w. 24.20 ee 29.05 
Panel, %”xa.w.. 65.25 es 24.00 

Sugar Pine Box ‘(ixed}. 21.00 
DO. ics cncaeece $37.30 Timbers ...... 26.60 
No. 1, 5/4xa.w..$45.20 Siding, B&btr, 
No. 2, 6/4xa.w.. 29.00 Yex4” oo. sees 3.75 

Douglas Pir Lath— 

C&better ...... $45.05 No. 1 ....... 4.55 
Common ...... 26.25 No. 2 ..eeeee 3.50 
Ties & timbers 32. 10 ans apsseoe = 1.55 
Dimension .... 16.54 1 %un.w,. ae 18.25 


Cedar 
Pencil stock ...$24.00 


White Fir 
, all sizes.$40.00 





WD 6 cagswness 20.65 C&btr 
Export No. 3&btr com.. 18.75 
Australian 4/4 No. 1 dimen., ° 
ee 54.70 1f%xa.w. .... 16.45 
NORTH CAROLINA PINE 


Norfolk, Va., Jan. 16.—Following are typical 
average f.o.b. Norfolk prices, made during the 
week ended Jan. 18, as reported by the North 
Carolina Pine Association: 


Rough: 

Edge, 4/4— 
Ey area $47.72 
eS re ae ee ea ee 34.28 
aes eee ee ee ee 23.97 
ee eer ee ee ey Ore 20.19 

No.2&btr. No.3 No.1 box 
er Pe ee 47.24 $35. 

BE A ntteadswaked a 50.09 Pas $26.26 

ET > ainvissadns gua wiki ‘sme 26.38 

EEE st8tcnsdenwen 45.50 29.50 

Edge, No. 2 and better, 6/4 baacnonwaee se $56.00 

Nos. 1 and 2 bark strips Diuaee nace uae we 32.11 

ee ee SN rd wee xninka hee Garwewcms 5.26 

Dressed: ‘od Over 

Flooring, }#}”— Width 2%” 
No. 2 & btr. and i 998 oe ae $40.50 $41.84 
No. 1 com. and No. 38....... 36.72 35.83 

PE: SETI DOPTIUIOR 6 6 68 ccc ccccedeicder $35.84 

Box bark strips, dressed and resawn... 17.40 

Roofers: *Air 

No. 1 dried 

ao n'sg ah eae baal a eleaied $27.58 a 

SS Sewn: ae-ahic 9 SY coh a Glew wk and 27.71 $19.00 

DE. stienntdecee enn aredenae 29.25 18.89 

BE | even dossnndas ccenie dee 30.25 18.44 


*F.o.b. Georgia-Alabama mill points. 





WEST COAST LOGS 


[Special telegram to American LumBerman] 
Portland, Ore., Jan. 24.—Log market quota- 


tions: 


Fir, red 
Cedar: $ 


rt jomen: No. 1, $22.50; No. 2, $17; No. 
“re pgraded, $15@16. 


Hemlock:  eresed. ot $12 one ¢x: 
» $19; 8, $13. 


Everett, Wash., Jan. 21 ae ae and strong: 


Spruce: No. 1, $25; 


Fir: No. 1, $25; No. 2, 


$19; 


8, $13 


Cedar: Rafts of shingle ta ym 3 $17; lum- 


ber logs, $29. 


Hemlock: No. $14; No. 3, $12. 


Spruce: $1 eR th 


an fir. 


Vancouver, B. C., Jan. 21.—Latest log mar- 


ket quotations are as fo 


llows: 


Fir: No. 1, $22; No. 2, $16; No. 3, $11. 
Cedar: No. 1, $23; No. 2, $15; No. 3, $8. 


Hemlock: $11. 


Spruce: No. 1, $30; No. 2, $18; No. 3, $12. 





POPLAR BEVEL SIDING 


Louisville, Ky., Jan. 23.—The poplar siding 
market has been active and producers report 
that they are again well sold up. Prices on 
some lower grades have advanced, current 


quotations now being: 


FAS Select 
ee $50.00 $38.00 


36.00 
35.00 





No. 1 No. 2 


24.00 





NORTHERN HARDWOODS 


wolloune are prices of northern hardwood, 


. b. Wausau, Wis.: 
FAS Sel. No. 1 

AsH— 

4/4 + 6 EOS © Ta08-S Shee S 

5/4 00 

ee 110, 00 56:00 86:00 

8/4 - 115.00 100.00 75.00 
Basswoop— 

4/4 72.00 62.00 47.00 

5/4 00 62.00 47.00 

6/4 75.00 65.00 52.00 

8/4 82.00 72.00 58.00 
10/4 ... 90.00 80.00 65.00 
12/4 - 100.00 90.00 75.00 


Key stock, 4/4, $75; 5/4, $80 
FAS, $90; No. » $70. 


1x4-inch No. 1 face 
$75. 


inch, 


No. 2 No. 8 


+4 $ 19.00 
20.00 


40:00 ~ Bs 
45.00 

31.00 22.00 
32.00 23.00 
35.00 24.00 
35.00 24,00 
45.00 es 
55.00 eres 


or on grade; 


clr. & btr., $60; 1x6- 


28.00 19.00 

34.00 20,00 
6.00 20.00 

44.00 1.0 

60.00 

60.00 

25.00 


Bs ©. deen 


For 10-inch & wdr., add $30; 8-inch & wdr., 
ead $15; for 65-inch & war., 8- foot & lgr., add 


- Price of ‘ & 6-foot lengths, 
red, add $15 


Rough birch, 1x4-inch, two face clear, $80; 
one and two face clear, $65; 
face clear, $90; one and two ‘face clear, $70; 
run of pile, $68. 


5/4 70.00 60.00 48.00 
6/4 80.00 70.00 58.00 
8/4 85.00 75.00 63.00 
10/4 90.00 80.00 73.00 
12/4 95.00 85.00 78.00 
Rock ELM— 
4/4 70.00 aaa 45.00 
5/4 75.00 kone 50.00 
C76. co Tae iacech 50.00 
8/4 ... 80.00 en 60.00 
10/4 ... 95.00 ones 75.00 
12/4 - 105.00 eee 85.00 


*Bridge plank. 


4/4 62.00 52.00 42.60 
5/4 70.00 60.00 50.00 
6/4 80.00 70.00 58.00 
8/4 85.00 75.00 62.00 
Rep OaK— 
4/4 ... 100.00 80.00 65.00 
5/4 ... 105.00 85.00 70.00 
6/4 ... 110.00 90.00 76.00 
8/4 - 115.00 95.00 80.00 


$28. For sel. 


1x6-inch, two 


24.00 21.00 
30.00 22.00 
28.00 22.00 
35.00 23.00 


40.00 ° 
45.00 

25.00 19.00 
28.00 20.00 
28.00 20.00 
35.00 %25.00 


24.00 19.00 
33.00 20.00 
30.00 20.00 
34.00 21.00 
40.00 17.00 
42.00 19.00 
45.00 19.00 
50.00 20.00 


HarRD MAPLE ROUGH FLOORING STOCK— 


No. 1 
com. 
iteiaws« ret 
‘iptitewtenasEwe 43.00 


HARD MAPLE— 


Sel. No. 1&SeL 
FAS 6”&wdr. 6”"&wdr. 


No.2 No. 3A 
com. com. 

$30.00 $20.00 
33.00 23.00 


.--$ 68.00 $ 52.00 $ 42.00 $ 80.00 $ 17.00 
-. 75.00 65.00 45.00 33. 


oe -00 . 
-- 135.00 125.00 110.00 
- 160.00 145.00 130.00 


No.2 No. 8 
00 19.00 
33.00 19.00 
34.00 21. 
45.00 30.00 
50.00 30. 
60.00 35.00 
60.00 35.00 


Add for straight FAS, $10; 8-inch and wider, 


gis 10-inch and 


wider, 330; 12-inch and wider, 


Regular stock contains 50 percent or more 
14 and 16 foot, and the following percentage? 


of 12-inch and wider, 4/4, 10 


percent; 6/, 6/ 


and 8/4, 20 percent; 10/ to 16/4, 30 percent. 


BEECH— 


FAS Sel. No. 1&Sel. 


yy ew 2 com. & better. .... 
--$ 55.00 $40.00 ys 
60.00 50.00 0.00 
70.00 60.00 50.90 
80.00 ews 60.00 
DRIED WHITE MAPLE— 
FAS an 
Nos.1 & 2 
Leki hiabeebadeeahe $110.00 
gine eacnoee - 115.00 
ere re > 00 


No.2 No.8 
$33. r+ $16.00 





100 


AMERICAN LUMBERMAN 


JANUARY 28, 1998 





OAK FLOORING 


Following are average carlot prices, Mem- 
phis base, obtained for oak flooring during 
the week ended Jan. 14, as reported by the Oak 
Flooring Manufacturers’ Association: 


8x1%” 38x2%” %x1%” %x2” 


Ist qtd. wht...$102.40 $107.41 $83.85 $87.88 
[st qtd. red... Cees 81.98 ey sake 
2nd qtd. w&r.. 68.00 72.69 60.00 57.30 
Ist pln. wht... 67.48 72.70 51.93 57.04 
Ist pin. red... 63.03 71.79 49.18 54.06 
2nd pln. wht.. 53.03 62.94 41.42 42.69 
2nd pin, red... 53.91 61.92 39.69 43.15 
mr WHET. cc cece 35.62 39.57 29.15 31.31 
DEEGR scecsecs 16.04 16.36 5.37 6.10 

%x1%” %%x2” x1l%” x2” 
lst qtd. wht.. one $88.33 eatin ee 
2nd qtd. w&r.. awe cited $75.00 
lst pin. wht..$ 75.00 71.32 73.00 
lst pin. red... omen 69.94 68.00 
2nd pln, wht.. 63.00 62.42 59.71 
2nd pln, red... ai ae 57.00 57.00 
SE WERec ccces 42.50 Te 
MGM sdences 12.00 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple, beech and birch flooring, as 
reported to the Maple Flooring Manufactur- 
ers’ Association, averaged as follows, f. o. b. 
cars flooring mill basis, during the week ended 


Jan, 21: 
MFMA MFMA MFMA 
MAPLE— First Second Third 
ilar SR eee Ba $70.88 $60.94 $42.78 
BircH— 
ts eae 64.06 





PHILADELPHIA PRICES 


Philadelphia, Pa., Jan. 24.— Wholesale prices 
secured from authoritative sources exclusively 
for the AMERICAN LUMBERMAN are as follows: 

Southern Pine, Merchantable—1905 
(Steamer Delivery) 


3x4” and 4x4”..$48.00 10x10” ........$49.00 
8x6” and 6x6”.. 41.00 BEES” cocecsee Ge 
3x8”, 4x8” and SENT? le ccceeee GEE 

SE’ cececcces GRN8 BEBO” cccoscee Ge 
Ge” sccsveccece GOO BERETS” cccccccc* Gee 


Lengths 22 to 24 feet, add $2. 
agg 2 feet additional, add $1. 00 to 32-foot 
pric 
Each 1 foot over 32 feet, add $1. 
Longleaf Pine Flooring, 25/32x2%,-inch Face 
(Rail Delivery) 


B&btr. ht. rift.$82.00 No. 1 sap flat.. 40.00 
B&btr. sap rift. 70.90 No. 2 sap flat.. 29.00 
Bé&btr. flat .... 50.00 No. 3 sap flat.. 19.00 


Air Dried No. 2 Common Roofers 
1x6”, %x5%...$26.00 1x10”, %x 9%...$28.50 
1x8”, %x7 27.00 1x12”, %x11%... 29.00 


Shortleaf Dimensions, S48, %-inch Scant, 10- 
to 16-foot 


cocccccccc Geese BETO” .ncccccce cSenee 
cocccccccs SOOO BEIB" .cccccccee SOO 
coccccecce 24-00 


North Carolina Pine Flooring 


2x4” 
2x6” 
2x8” 


No. 2&btr. No. 3 No. 4 

x3 MP POE .cccccceeteee $63.00 ae 
Z2%”" flat ..cccee 49.00 39.00 $29.00 
Kiln Dried North Carolina Roofers 
1x 6”, %x 5% - -088. 50 1x10”, %x 9%.. 31.50 
ix 8”: %x . 30.50 1x12”, %x11%.. 32.50 
#- ingh thick $i more. 
Red Cedar Bevel Siding 
6s 6%, GEORP cccccccctcsenve in 66% @ «+ «+ $42.00 
Tee OX, GIG ‘c ccccccecssccceecse snoeewn Uae 
Tene’, GE cicvccces vitiitccasitehaecosne Se 
Maple Flooring f.o.b. ‘Philadelphia 
tt x2% 133 
MFMA First grade........... i. +4 85. 
MFMA Second grade......... 77.00 
MFMA Third grade........ ee 48. 00 55.00 
Pondosa Pine Dressed 

Cc D No.2 No.3 
ae -.-$ 67.50 $57.50 $44.25 $36.75 
1x 6” pemeee 72.60 62.50 41.26 38.25 
Bt  Sa080stewe 72.50 62.50 41.25 38.25 
=P $2.50 72.50 41.25 38.25 
1x12” Jeoe Se ane 44.25 39.25 
13” and ‘up. koa daa 102.50 92.50 48.25 43.25 

Lath, 4-foot No. 1 

GORMNSO scccccsce --$6.75 c.i.f.—$7.25 delivered 
ES 6.15 c.i.f.— 5.75 delivered 





BLACK WALNUT 


Cincinnati, Ohio, Jan. 24.—The following are 
today’s prices on American black walnut f.o.b. 
Cincinnati: 

FAS, 4/4, $240; 5/4, 

265 


$250; 6/4, $255; 8/4, 


nnn 4/4, $160; 5/4, $165; 6/4, $170; 8/4, 
4/4) $92.50@95; $105@110; 6/4, 


$115@ 130. 8/4, $ 
No. 2, 4/4, oe. "ene/4. $50; 8/4, $55. 


5/4, 








HARDWOOD INSTITUTE PAST SALES REPORT 


Memphis, Tenn., Jan. 23.—Chicago/Cleveland average hardwood 
ended Jan. 17, as reported to Hardwood Manufacturers’ Institute: 








prices obtained during wee, 











Chgo. Clev. Chgo. Clev. Chgo. Clev. Chgo. Clev. Chgo. 
FIGURED pear GUM WHITE OAK POPLAR SOFT ELM 
RED GUM lain—Contd. Plain—Contd. Plain—Contd. FAS 
Quartered FAS is & wider No. 1 com. sel. No. 1 com. & sel. 6-4 63.25 
FA 4-4 62.00 and 58.25 75.00 4-4 61.00 8-4 69.75 
at te "et 3s ci ae teas | Nid ans ‘ty "Rs" 
- a - * - ¥ 25 - . a 20 
7 Py 66 oo = Not an - -—ten 112:25 "= i - “37.7 43.25 $4 4. 50 
- 4 le . vo. ~ - .f2 at 5 
oan einen 4-4 41.50 4-4 44.25 No. 2 B com. No. 2 com, 
otha 5-4 46.00 No. 3 com "7 grade 4-4 28.00 30.50 6-4 = 27.50 
— -. =e 4-4 30.50 32.75 man AS A I 32.75 
a 4 ae 
=? ae Me. 3 eam, . RED OAK 4-4 80.50 <3 Page + 
7 vv - 6.5 | 5-4 ? * 25 . 
6-4 108.25 No. 3com. ——— | 64 e785 aia 
8-4 104.75 a 4-4 19.75 ~ i -—. 3 sel | 96 Ses pag OTTONWoon 
™ 2 -, E sel. | BLACK GUM iene Plain | ms p com. a sel 4-4 55.50 zs 
7 F r tered ! | x. pag 
5-4 68.25 ww. | yg Quer | a4 16.00 ....| 5-4 58.00 at — <p 
6-4 59.00 S 5-4 90.25 40.5 | 6-4 60.75 > - 
8-4 64.75 | 4-4 54. 1 00 F 4 FAS 
: | No. 1 com. & sel. 6-4 105.00 133.25 | 8-4 59.25 vee | ded 92.59 
FA 7 Rie Plain | Not om 4 eg FAS we MAPLE: $4 95.5 
n | 0. 5 se v. - ecee 
4-4 = 100.25 AS 4-4 53.75 65.00 8-4 75.75 ae No. 1 com. & sel. “- 
5-4 100.50 \. 44.00 5-4 65.75 70.75 | No. 1 com. & sel. 4-4 coon 
— ett ev TUPELO ~ $1.50 AE Pay liad 59.00 | — wormy 
. . & ae - 63.75 cece 8-4 60.75 oun a = 39.25 
4-4 54.25 | FAS | No. 2 com | , | “ie 
5 No. 2 . 5- 46, 
5-4 59.75 paek =. ‘ PP ny - 4-4 42.50 48.00 | pasttARo MAPLE 6-4 hr 
- D 5 sooo | oe - é y . 
8-4 66.50 1... | 44 87.75 RED & WHITE OAK | 4-4 2.25 | No, 2.com. & sound 
WHITE OAK Sound worm 5-4 101.50 | g4.” 
SAP GUM Sound wormy 4 , -4 +++ 38.50 
edn Bena : 8-4 89.00 
ras uartered ios — 3m No. 1 com. & sel. | pag SAOOWERS 
4-4 60.25 5-4 152.50 sone POPLAR 4-4 55.00 | ~ 4-4 79.15 
— oan 6-4 gg (170-00) 2, Plain 8-4 67.25 | No. 1 com. & sel 
-. ‘aa No. 1 com. & sel. 4-4 91.00 112.00 | x, "secon *4 waGhoLA” 
No.1 com. se | 4 16.15 S-4 102.25 112.50 | “Gg Om 36.75 | FAS 
4-4 48.50 * 69.50 ¥ -° “OO | Log run ‘ 4-4 72.50 
5-4 51.25 6-4 86.50 edt 137.00 130.00 | 5-4 52.25 43.00 No. 2 com. & sel 
6- 5 Sens L | 6- — ao _ 5.5 
FAS 6-4 89.25 | | 
8-4 53.50 coos | aed 82.25 107.00 | Saps & sel | 8-4 44.75 oooe | pag BIRCH 
Plain 5-4 98.50 134.00! 4-4 61.25 80.75 | HICKORY | _ 4-4 35.75 
Box boards, 13-17 6-4 100.25 134.75 | 5-4 «see 90.75 | No. 1 com. & sel. | No. 1 com. & sel 
4-4 63.50 8-4 117.75 i 6-4 62.00 ere ae voce > 0875 | O56 a“ 70.00 





SOUTHERN PINE TIES 


New York, Jan. 24.—Following are quota- 
tions on southern pine ties, f. 0. b. New York: 


All 8’ 6”— Sap Heart 
Mn a cee dh iewweem kee Neetu ewe $1.35 $1.65 
SE) a6 ipla ih écvnges Pon cunncaaae 1.25 1.55 
gE Re énetooceeveses Ee 1.256 





APPALACHIAN HARDWOODS | 


Cincinnati, Ohio, Jan. 24.—Average whole- 
sale prices, carlots, Cincinnati base, on Ap- 





palachian “soft texture” hardwoods today: 
QUARTERED WHITE ——" 
/4 5/4&6/4 
ne $135 145 user #1550165 
Selects ...... 105@110 110@115 115@120 | 
No. 1 com... 80@ 85 &@ 90 90@ 95 
No. 2 com... 45@ 50 54@ 59 55@ 60 
Sound wormy 43@ 45 52@ 57 55@ 60 
QUARTERED RED OAK— 
i stdinaee ween 466 «ee &6@) “ome 
No. 1 com... 60 ee eee eee 
me 8 G+. CG GH tee ees 
PLAIN WHITE AND RED OaK— 
0) eer $105@110 $115@120 $125@135 | 
ee. eee 70@ 75 75@ 80 85@ 90 
No. 1 com... 60@ 65 70@ 75 75@ 80 
No. 2 com... 42@ 45 47@ 50 48@ 52 
No. 3 com.. 22@ 24 23@ 25 24@ 27 
Sound wormy 46@ 48 60@ 62 60@ 65 
Basswoop— 
eee ee $ 65 70 $ 70@ 75 $ 80@ 85 
No, 1 com... 48 50 53@ 56 60@ 65 
No. 2 com... 28@ 31 33@ 38 38@ 43 
CHESTNUT— 
SE ae i dae ad $ 90@ 95 $105@110 $115@120 
No. 1 com... 55@ 60 60@ 65 65@ 70 
No. 3 com.. 20@ 21 21@ 22 21@ 22 
Sd. wormy and 
No. 2 com. 32@ 34 36@ 38 38@ 40 
Sd. wormy and 
No. 1 com. 
& better . 38@ 42 43@ 45 45@ 47 
BircH— ; 
Dae stéaneacad $100@110 $105@115 $110@120 
No. 1 com, 
and sel. ... 65 70 70@ 75 70@ 75 
No. 2 com... 31 33 33@ 38 38@ 40 
BEECH— 
> aes 60@ 65 $ 65@ 70 $ 70@ 75 
No. 1 com... 40 43 45@ 48 45@ 50 
No, 2 com... 25 28 28@ 30 30@ 33 
PoPLAR— 
Panel & No. 1, 18” & 
wider ...... $135 $150 $160 
De éicnsav'e’ 105 120 130 
gd & Sel. 80 100 105 
. 4 Bee 60 65 70 
No. > , Sore " 40 45 47 
No 2B. 86 28 30 30 
MAPLE— 
BED. nun ee iiecdee $ 72@ 77 $ 77@ 82 $ 85 90 
No. 1 com... 48@ 53 60@ 65 65 70 
No. 2 com... 31@ 86 35@ 40 40@ 45 


' eg tr No. 


WEST VIRGINIA WOODS 


Philadelphia, Pa., Jan. 24.—Prices of West 
Virginia hardwoods, secured from authorita- 
tive sources exclusively for the AMERICAN 
LUMBERMAN, are as follows: 


Ash: FAS 4/4, 100@105; 5/ and 6/4, $115@ 
120; yt: $125; 16/ and 12/4, $135@140. Com- 
mon, 4/4, $62 5 / and 6/4, $75; 8/4, $85. 

Chestnut: ram, 4/4, $88@90; 5/ and 6/4, 
$110. Common, 4/4, $55@57; 5/ and 6/4, 
$60@62. Sound wormy, 4/4, $40@42. No. 2, 
4/4, $28@30. 

Poplar: FAS, 7-inch and up, 4/4, $115@120; 
5/ and 6/4, $130. Clear saps, 4-inch and up, 
4/4, a 5/ and 6/4, $95@100.. Common, 4/4. 
$62@ 5/ and 6/4, $70@75; $78@80. No. 2— 
A a. 4/4, $43@45; 5/ and 6/4, $49; 8/4, 
2—B te 4/4, $30; 5/ and 
6/4, $32@33; 8/4, $34@36 

Red Oak: FAS, 4/4, $110@115: 5/ and 6/4, 
$115@120; 8/4, $120@125. Common, 4/4, 
$60@62.50; 5/ and 6/4, $65@67.50; 8/4, $70@75. 
No. 2 common, 4/4, $45@47.50; 5/ and 6/4, 
$47@50; 8/4, $50@55. 

White Oak: FAS, 4/4, $115@120; 5/ and 
6/4, $125@13 8/4, $130/140. Common, 4/4, 
$70@75; 5/ and 6/4, $75@80; 8/4, $80@85. 
No. 2 common, 4/4, $50@53; 5/ and 6/4, 
$55@58; 8/4, $60/63. 





For Editorial Review of Current Market OCon- 
ditions See Page 31 


NORTHERN PINE 


CHICAGO, Jan. 25.—Local distributers of 
northern cork white pine report that orders 
are being received in good volume. Demand 
is coming from all consuming sources. Re- 
tail yards are taking considerable quantities 
of the common grades, and there is a free 
movement of the higher grades to industrial 
concerns. Prices are firm. 


BUFFALO, N. Y., Jan. 25.—The northern 
pine market has picked up to some extent re- 
cently, and there has been a noticeable in- 
crease in the number of inquiries. The whole- 
salers have fairly good assortments, but some 
items are not easy to obtain. The cut at the 
mills this winter will be on a small scale. 


EASTERN SPRUCE 


BOSTON, MASS., Jan. 24.—There has been 4 
definite reduction of $2 in eastern spruce base 
for frames, owing to stiff competition from 
West Coast lumber, but demand for spruce 
dimension is slow. Request for random is 
slow, but prices. continue firm, as production 
is seriously curtailed by bad weather. Boards 


are very quiet and firm. Demand for lath is 
dull but prices have stiffened due to the out- 
Quotations: 


look for a meager supply. Di- 
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mension, 8- to 20-foot, rail shipment, 8-inch 
and under, $40; 9-inch, $41; 10-inch, $42; 12- 
inch, $44. Provincial random, 2x3-inch, $33@ 
34; 9x4-inch, $32.50@33; 2x6-inch, $34. Cov- 
ering boards, 5-inch and up, 8-foot and up, 
p18, $34@$34.50; matched, clipped, 8- to 16- 
foot, $37@38. Furring, 1x2-inch, $32@33. 
Lath, 1%-inch, $6@6.25; 15-inch, $6.50@7. 


HARDWOODS 


CHICAGO, Jan. 25.—Demand for northern 
hardwoods is on a seasonable basis. No. 1 and 
petter birch, maple and elm are moving fo 
the automobile body factories. Furniture in- 
terests are getting into the market for Nos. 
1 and 2 common maple, elm and birch, whfle 
interior finish plants are buying some select 
and better birch. No. 3 hardwoods are mov- 
ing freely to the box and industrial trade. 
Dry mill stocks are none too plentiful, and 
prices are firm. One of the most active items 
in southern hardwoods is No. 2 sap gum, which 
is moving rather freely in the local market. 
Prices are strong. : 


MINNEAPOLIS, MINN., Jan, 24.—The hard- 
wood wholesale market here is unsatisfactory. 
Factory users are inclined to buy sparingly, 
unless there are price concessions. These are 
forthcoming in some cases, although the 
wholesalers are resisting them, and prices 
generally are holding firm. 


ST. LOUIS, MO., Jan. 23.—Business in 
southern hardwoods continues below expecta- 
tions for this time of year. Thick elm and 
maple are moving fairly well to the automo- 
bile trade, and oak flooring is selling a little 
more freely, but dullness is noted in demand 
for furniture woods, planing mill stock and 
low grade stock suitable for box factories and 
industrials. Prices are generally firm. 


BUFFALO, N. Y., Jan. 25.—The inquiry for 
hardwoods has become more active, and a few 
more orders are resulting. Prices are more 
or less unsettled, as competition is strong. 
Thick stock is firm, and there is a scarcity of 
some thicknesses of maple. Plain oak is easy 
in FAS, but firm in common grades. 


CINCINNATI, OHIO. Jan. 24.—General firm- 
hess was reported on all items in southern 
hardwoods, but no pronounced changes in 
prices anywhere except in sap gum, all grades 
of which were up about $2. Inquiry was bet- 
ter for both domestic and export trade. 


FIR, SPRUCE, CEDAR 


CHICAGO, Jan. 25.—Retail yards show more 
interest in the fir market and are making in- 
quiries for the popular items. Local yard 
stocks are sufficient for customers’ needs for 
the next month or two, but there will have 
to be considerable replenishment done for 
spring requirements. The market is stronger 
on common and dimension, and Coast mill 
prices have advanced $1 on commons and $2 
on upper grades, the latter being due to scarc- 
ity of clear logs. 


SEATTLE, WASH., Jan. 21.—The fir indus- 
try has been enlivened by the placing of or- 
ders for considerable quantities of car mate- 
rial. Production has risen to close to normal, 
following the mid-winter shutdown. All mar- 
ket outlets are quiet, and practically un- 
changed. The log situation is very tight. 


NEW YORK, Jan. 24.—Demand for fir last 
week was lighter than during the week pre- 
vious, but inward shipments have been some- 
what less. There are large supplies in local 
terminals, and some yards are well stocked. 
Retailers seem to feel that prices are no more 
advantageous now than they will be a little 
later in the season, and are buying accord- 
ingly. 


KANSAS CITY, MO., Jan. 24.—Retailers are 
coming into the fir market in greater num- 
bers and are beginning to lay in spring sup- 
Plies, though a large part of the business 
still is in well mixed cars. Orders are cov- 
ering the list fairly well, though common 
grades are in greatest demand. 


LOS ANGELES, CALIF., Jan. 21.—Retail- 
ers have been very active in the Douglas fir 
market, preparatory to what they consider 
the opening of a good year. Both wholesale 
and retail prices are firm, and an increase in 
wholesale prices is expected before another 
thirty days. 





For Your Profit 
in 1935 


: 

The ambition of any merchant is to 
build a permanent business. A per- 
manent business can be attained only 

through the sale of good commodities. 


Poor lumber never made a friend for 

a lumberman. If you. are interested 

in final results—sell them good lumber 
. today. 


Sell them Peavy Pine 
Products and Satisfaction. 


PEAVY-WILSON 


LUMBER COMPANY, INC. 


Manufacturers Of , 
Virgin Long Leaf and ShortLeaf Southern Pine *»vHardwoods 


Shreveport, La. 







SALES AGENTS FOR: 
-Byrnes Lumber Co. Peavy-Wilson Lbr. Co., Ine. Peavy-Moore Lumber Co., Ine. Peavy-Moore Lumber Co., Ine. 
oe Louisiana Peason, Louisiana Deweyville, Texas Texia, Texas 


BRANCH OFFICES: 


: FORT WORTH: NEW ORLEANS: 
1966 Conway Gide. 209 Texas Nat’! Bank Bidg. 1826 New Canal Bank Bidg. 


PHILADELPHIA: 1203-04 National Bank of North Philadelphia Bldg., 3701 N. Broad St. 


Every stick of 1” and 2” lumber that we manufacture 
is scientifically steam kiln dried 


BEBE EEeSSses 
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WESTERN PINES 


st 
CHICAGO, Jan. 25.—Demand for western ke 
pines is rather spotty, although some orders lit 
are being received from retailers. Idaho ana bu 
J %S Pondosa pine mill stocks in dry condition are Qt 
low, due to adverse weather conditions in - 
. the Inland Empire. Prices hold steady. (Cali- 0) 
a Ge ~ past 25 years chew fornia white pine business is quiet at the ~ 51 
posing list of representative ‘ “ 
lumber companies among the users ment, but a considerable volume of this ma- 
of ORTON cranes. Many are repeat terial is expected to move next month to the 
’ orders. sash and door interests. Prices are un- - 
\ This widespread use of ORTON cranes changed. - > 
comes as a result of combining an un- SAN FRANCISCO, CALIF., Jan. 21.—There his 
ee ae oe of the was a slight increase in demand, but at a X2 
cham 6 Ge Gan onl a slightly lower level of prices, for all upper ha 
material handling equipment grades, with commons showing no change in po 
‘ either demand or price. Box stocks are or 
t ) _ Mcdels and sizes are available for any moving freely at a good price, because of good in 
individual purpose. Send im your speci- crop conditions in the fruit belts. Foreign to 
fications or write for Bulletin 51. business is fair and rail shipments are show- 
ing an upward trend. Retailers here say busi- 
ORTON CRANE & SHOVEL CO. ness is decidedly bad. ms 
608 S. Dearborn St., Chicago, IIl. NEW YORK, J - O08 a? or 
P P aa ae , Jan, .—Deman or Idaho 
Representatives in Principal Cities and Pondosa pines are about on an even keel, 10 
~~ but in neither is the activity anvthine to boast 
of. The common grades of Idaho, holding at 
prices that have prevailed since the genera] mé 
reduction of a few months ago, are selling sh 
fairly well with some wholesalers. Mills are tu 
not shipping to a great extent. pri 
a 301 
BUFFALO, N. Y., Jan. 25.—The demand for ™ 
the California pines has increased somewhat = 
this month, and industrial plants are disposed 
to add to their stocks. Retailers are not buy- I 
ing much. Owing to the closing of the mills, sto 
7 the market on most items is firm. Sugar pine Th 
+ ' 4 in 10/4 and thicker stock is quite scarce. sp! 
B a envenmumemnes sto 
1 KANSAS CITY, MO., Jan. 24.—There is a 
* ' Be better demand for western pines, and a strong 
de ii x % call for the cheaper grades of boards. Orders, | 
3 i 4, except those from factories, are generally for mo 
a | ¥ mixed cars. Prices are a little firmer. re 
1h t —_—_——. wh 
an LOS ANGELES, CALIF., Jan. 21.—The Cal- Th 
ae ifornia white and sugar pine market shows bos 
ips very little change. During the last few weeks ane 
tbe SS there has been considerable increase in in- cor 
quiries. All stocks at the mills are badly 
broken. Prices show more strength. 
I 
REDWOOD = 
SAN FRANCISCO, CALIF., Jan. 21.—Red- hoy 
wood production is barely keeping apace with thi 
sales. Foreign demand is good and western lar; 
business took an upward slant during the rou 
week. Rail business is slightly above normal. quc 








Retailers here, 
far below 


Prices have remained steady. 
however, report that demand is 
average. 


LOS ANGELES, CALIF., Jan. 21.—The red- 
Com- 


wood market continues satisfactory. _ 

mons are short, mills reporting that stocks \ 

are rather low. Redwood cargo arrivals into of 

southern California for December totaled 13,- yea 

775,000 feet, which is practically the same as Ill., 

for November. Wholesale stocks are lower cag 

than they were at this time last year, and Hui 

prices are firm. to 

Gor 

SOUTHERN PINE ow! 

nor 

CHICAGO, Jan. 25.—Southern pine business gen 

is improving. Railroad inquiries for car re den 

- pair material are increasing. Retailers are - 

HEMLOCK the Coast. Transit quotations are somewhat buying mostly for immediate needs, but or- 

irregular. Demand is fair. ders from this source are more frequent. In- Apr 

CHICAGO, Jan. 25.—Northern hemlock con- dustrial trade is on a seasonable basis. There ae 

tinues to move in good volume to country CYPRESS is still a scarcity of 8-inch No. 2 boards at a 

ee ore oe ee CHICAGO, Jan, 25.—Cypress consumers are 80me mills and prices have advanced 50 cents Mic 

a —_— _ more actively in the market. Retail yards to $1. Am 

are buying in larger volume for spring needs. - Clu 

NEW YORK, Jan. 24.—There are abundant Tank snanadinetaners, greenhouse oe and ST. LOUIS, MO., Jan, 23.—There is a fait Chu 

supplies of western lumber, and light supplies casket plants are taking some stock right demand for southern pine, and the market 1s asti 

of eastern hemlock. None of the yards are’ along, and railroads are also in the market. showing fractional gains. Country yards = in | 

buying except for spot use, and orders gen- Prices are steady at the recent readjustment on placing most of the orders, which generally -— 

erally are small. Most wholesalers say busi- finish lumber. Mill stocks are well assorted. include all yard items as stocks are low. < 

ness is “very dull.” Industrial trade is sluggish. mond 

ee ST. LOUIS, MO., Jan. 23.—Yellow cypress re larg 

BOSTON, MASS., Jan. 24.—-Offerings of east- prices rule almost unchanged and orders con- KANSAS CITY, MO., Jan. 24.—Southern Hoy 
ern and northern hemlock are very light and tinue poor to fair. Most calls come from pine demand is growing steadily in volume, 

prices are firmly held. The northern clipped jndustrials and wholesalers. Retail yards and this month’s total is expected to show 4 Cc 

12-foot boards are $31@$32, eastern clipped have not begun buying for their spring re- heavy increase over the same month last year. —_ 

10- to 16-foot are $32, and random are $30. quirements. Sellers’ stocks especially of No. The orders are running strongly to straight a 

Plenty of western hemlock is offered and sell- 1 cypress are rather light. Business in red cars. There is a little better demand in the of « 

ers are somewhat conciliatory. Conservative cypress is below expectations. The outbreak East, and southern yards are buying freely. latt 

wholesalers are quoting around $29@30 c.i.f. of a price war in red cypress is reported, and Local demand, which was slow last year, is Oak 

for mill shipment of dressed hemlock from the market is understood to have weakened. picking up. tive 
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BOSTON, MASS., Jan. 24.—Southern pine is 
still moving slowly in the New England mar- 
ket. Retail yards have been moving quite a 
little lumber, but are very cautious about 
buying. Flooring is dull and prices are easy. 
Quotations, 1x4-inch, range from $66 for 
B&better rift shortleaf to $82 for the nicest 
longleaf; C rift, $51@75; Bé&better flat, $45@ 


51.50. 
SHINGLES AND LATH 


SEATTLE, WASH., Jan. 21.—Due to the 
activity of the shingle-staining companies, 
there has been a noticeable demand for the 
higher grades of red cedar shingles, such as 
XXXXX, perfections and royals. Retailers 
have not yet started buying. The market is 
poised unsteadily, apparently ready for a rise 
or a drop; but a strengthening factor is found 
in the determination of numerous mills not 
to cut on a low market. 


MINNEAPOLIS, MINN., Jan. 24.—Lath de- 
mand is increasing and prices are steady. De- 
mand for shingles continues light, with slight 
price reactions. Clears at $2.20 were down 
10 cents, and stars at $2.05 were off 5 cents. 


KANSAS CITY, MO., Jan. 24.—Shingle de- 
mand remains light and prices here have not 
shown any change, though some manufac- 
turers are taking a firmer attitude toward 
prices. The demand for lath is better, both 
southern and western grades being wanted. 
The demand for siding remains slow, and 
orders are mostly for mixed carlots. 


NEW YORK, Jan. 24.—West Coast shingle 
stocks are ample, and demand is rather light. 
There has been no change in the eastern 
spruce lath situation; prices are low and 
stocks more than enough for all needs. 


CLAPBOARDS 


BOSTON, MASS., Jan. 24.—Clapboards are 
moving slowly. Current orders are mostly 
for small lots. Eastern spruce and native 
white pine are very scarce and continue firm. 
The market is well supplied with Coast clap- 
boards, particularly redwood and red cedar, 
and some lots can be picked up at moderate 


-- BOXBOARDS 


BOSTON, MASS., Jan. 24.—Boxboard buyers 
are not very actively in the market. Produc- 
ers are not over-loaded with dry box lumber, 
however, and prices are steady. Production 
this winter is likely to be rather light. Some 
large interests predict a firm $30 market for 
round edge white pine inch boxboards, Present 
quotation is $27@30. 


| OBITUARY 


MRS. JEANNIE GOULD HUTCHINS, widow 
of Eugene R. Hutchins, who was for many 
years in the lumber business in Blue Island, 
Ill., died at her home in Beverly,Hills, Chi- 
cago, on Jan. 23, at the age of 73. Mrs. 
Hutchins had been a resident of Chicago forty 
years. She was born in Owosso, Mich., and 
was the daughter of Judge Amos and Louisa 
Gould, her father having been at one time 
owner of extensive white pine interests in 
northern Michigan. Her husband, the late Eu- 
gene R. Hutchins, was the founder and presi- 
dent of the Hutchins Lumber & Storage Co., 
of Blue Island, and her three sons, Fredrick 
E., Ralph G. and Carleton B., are the present 
officers of that concern. Mr. Hutchins died in 
April, 1925. Besides her sons, Mrs. Hutchins 
leaves a sister, Mrs. Mary Gould Osburn, and 
a brother, Fred H. Gould, both of Owosso, 
Mich. The deceased was a member of the 
Chicago Woman’s Club, the Daughters of the 
American Revolution, and the Ridge Woman’s 
Club. She attended the Bethany. Union 
Church at Beverly Hills and was an enthusi- 
astic worker for the guild. Although advanced 
in years, she took an active interest in cur- 
rent events and made it a point to keep her- 
self well posted in world affairs. Funeral 
services held on Wednesday, Feb. 25, at the 
residence, were largely attended as she had a 
large circle of friends. Burial was in Mt. 
Hope Cemetery, Chicago. 











CECIL G. MARLATT, a prominent business 
man of Oakville and Toronto, Ont., and 
former Commodore of the Royal Canadian 
Yacht Club, died on Jan. 19, after an illness 
of only two days, in his 74th year. Mr. Mar- 
latt founded the firm of Marlatt & Armstrong, 
Oakville, and had taken a prominent and ac- 
tive part in business life. He operated as 
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Lumber S ee 
for Your Spring Trade 


You can't get better lumber to sell than Craig Moun- 
tain Pondosa Pine. It’s light to handle, soft to work and 
there’s quality in every foot. It’s the kind of lumber that 
builds steady trade for dealers. You can buy Craig 
Mountain Pondosa Pine in all yard and shed items mixed 
in one car. 

Why not try a mixed car? 


Craig Mountain Lumber Co. 


WINCHESTER, IDAHO 


E. H. Van Ostrand, Pres. W. C. Geddes, V. Pres. & Gen. Mer. 
SALES REPRESENTATIVES: 
G. S. Patterson, P. O. Box 96, Oconomowoc, Wis. 
W. J. Schiller, 4347 Benton Blvd., Kansas City, Mo. 
R. D. Hunting Lumber Co., Merchants Bank Bidg., Cedar Rapids, lowa 
ColoradoContinental Lbr.Co., Chamber of Commerce Bldg., Denver, Col. 
Alex W. Stewart, 931 Lumber Exch. Bldg. 
Minneapolis, Minn. 


D. ClintonVan Ostrand, P. O,. Box 99, Omaha, Nebr. 

















Planer Knives 
That Fit Your Special Needs 


Our wide experience in selecting knives 
for factories that use every variety of wood 
has given us unusual ability to gauge your special needs. 

We select the knife that will mean greatest efficiency for 
you—maximum output as lowest cost. 





Write for full particulars about our planer and jointer knives, 
milled cutters, moulding cutters, blanks, tenoner knives, etc. 


Taylor, Styles & Co. 


RIEGELSVILLE, N. J., U.S.A. 
Hall & Brown W. W. Machine Co., St. Louis, Mo., Western Agents. 
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It’s the Air-Dried 
) Spruce 


Mother nature sure puts the stuff into 
air-dried spruce. It’s 100% strength, 
toughness and light weight. 


That’s why Babcock Air Dried Spruce 
Ladders are the best ladders for you to 
sell. Write for the Babcock catalog. 
WE PAY THE FREIGHT. 


The W. W. BABCOCK Co., Inc. 



























BATH, N. Y. 
BABCOCK sere LADDERS 


. 
Order“ KILMOTH” Make Homes Vermin-proof 
Mloset Liningin L.C.L. 
: : Eve clothes closet, 1! 1d da 
or ca cieie aelnad etek mM Sars. ae and new homes, should be made 
“ QUALITY ” “KILMOTH” Red Cedar Closet Lining 
Here is a profitable side-line for your business. Go after the 


e orders today and we will k li from 
Oak Flooring famous Tenn. Aromatic Red Cedar. ernie 
“Kilmoth” lining is made in %x2, 2% and 8% inch widths. 


De Soto Hardwood Flooring Company 


MANUFACTURERS AND WHOLESALERS 
Sledge Ave. and Southern Ry. MEMPHIS, TENN. 













A Profitable Portable to Own 













Complete The Knight all-steel-iron portable is a 
— money-maker for its owner. It gets 


the lumber or ties out in 
good volume and in best 
salable condition. Its 
sturdy all-steel-iron con- 
struction makes it eco- 
nomical to operate. 
Nothing to break, rot or 
warp. 


Edgers, 
Trimmers, 


Etc. 


Write for 
special circular. 
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No. 15 All-Steel-Iron Saw Mill. 
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retail lumber dealer at Oakville for some 
years and was also extensively interested in 
the leather tanning business. Mr.: Marlatt 
was also a director of the Victoria Harbor 
Lumber Co., a former mayor and reeve of 
Oakville, and for many years chairman of the 
Oakville Water & Light Commission. He was 
one of the most popular yachtsmen on Lake 
Ontario, and with his famous craft “Aggie,” 
won no fewer than 83 first class prizes. Mr. 
Marlatt was a member of several prominent 
Ontario clubs, and an active member of the 
1.0.0.F., and the Masonic order. Mr. Marlatt 
was born in Ontario, in 1854. He is survived 
by his wife, one son, Major Kenneth Marlatt, 
and three daughters, Miss Mary, at home, Mrs. 
Harold West, of New York and Mrs. George 
Arnold, of Cleveland. 


MISS MARY ELIZABETH RECHTIN, 60 
years old, died at her home in Evansville, Ind., 
on Saturday, Jan. 21. Miss Rechtin was a 
life-long resident of Evansville and for many 
years was associated in the lumber business 
with her brother, Theodore E. Rechtin, of the 
Rechtin Lumber Co. She was the daughter of 
Mr. and Mrs. John Theodore Rechtin and 
was born and reared in Evansville. She was 
a member of the St. Boniface church, the 
Daughters of Isabella and St. Mary’s Aux- 
iliary, No. 133. Surviving her are two 
brothers, Theodore and Aloysius, and three 
sisters, Barbara Rechtin, of St. Louis, and 
Philomena, and Mrs. Michael Hass, both of 
Evansville. 


CAPT. WILLIAM E. HOLMES, well known 
to several generations of Chicago lumbermen, 
died at his home in Chicago on Jan. 23, after 
a long illness. Capt. Holmes was born in 
Surrey, England, July 11, 1845, and came to 
America in 1864. He was for many years en- 
gaged in the Lake lumber trade, chartering 
ships for a number of markets and especially 
to the Chicago market. He was connected 
with a number of local lumber concerns, of 
late years operating as W. E. Holmes & Co., 
in Chicago. The old-time lumbermen of the 
city knew the veteran Captain well and he 
Was a prominent figure of the early lumber 
days of this market. Capt Holmes was a 
Mason and a member of the Shrine. He is 
survived by his widow. 


Timber Land Sales 


WHITESBURG, KY., Jan. 24.—J. C. Bentley 
and others purchased 1,000 acres of hardwood 
timber along the headwaters of Mill Creek in 
Letcher County. L. H. Whitaker, of Jeremiah, 
Ky., purchased about 1,000 acres on Rock- 
house Creek near Blackey, and Hiram Stamper, 
of Blackey, has bought the timber on about 
500 acres lying along Elk and Bull creeks in 
southern Letcher County. It is reported that 
mills will be installed at once on all these 
tracts and cutting begun. The Lincoln Col- 
liers Co. of Napfor, Ky., purchased 1,000 
acres of timber lands on the North Fork of 
the Kentucky in Perry County and will de- 
velop, cutting mine props and timbers. A. 
J. Varsman and associates, of Allais, Ky., 
bought 800 acres at Heimer. Joe Napier, Hil- 
tonian, bought 1,000 acres on Lot’s Creek near 
Heimer last week. e 


CHARLESTON, W. VA., Jan. 23.—Approxi- 
mately 20,000,000 feet of virgin timber border- 
ing upon the waters of Porter’s Creek, Bell 
Creek and Blue Creek have been sold by O. 
D. Hill, of Kendalia, to W. W. Fain, E. W. 
Whitman and their associates, all of Nash- 
ville, Tenn. These men, it is said, plan to 
cut the timber and manufacture it into lumber 
for export trade. Estimates are that when 
sawed the timber will represent lumber val- 
ued at approximately $800,000. The timber 
is standing upon five tracts of land aggre- 
gating 5,000 acres in Clay, Nicholas, Fayette 
and Kanawha counties, and was sold together 
with a saw-mill and railroad equipment for 
$190,000, it is reported. 


AUGUSTA, ARK., Jan. 24.—The White River 
Hardwood Lumber Co., which is discontinuing 
operations here, has sold the steamboat Kar- 
lina and the remaining timber on 11,000 acres 
to. the Ozark Cooperage Co. The company 
retained the land and the lumber on the yards 
here. The hardwood lumber company has 
operated a mill here for the past 12 years, 
and now is liquidating. The purchasing com- 
pany manufactures barrel staves. 


SUTTON, W. VA., Jan. 23.—The Eakin Lum- 
ber Co., has purchased of A. L. Morrison, 
executor of the estate of J. W. Morrison, de- 
ceased, 800 acres of timber in Kentucky dis- 
trict, Nicholas County. The price paid for 
this timber was $35,000. 


VIEWING agriculture as a whole, the present 
situation and the outlook are quite satisfactory, 
in the expert opinion of John A. Bunnell, presi- 
dent Chicago Board of Trade. 
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